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ee trade records higher 
totals than any year since 1930. 
No better index of the restoration 
of confidence can be given the 
country than the improved retail 
trade evidenced by the big Christ- 
mas showing the country over. Evi- 
dently people are in a better spend- 
ing mood, not for reckless spending, 
in fear of inflation; but stimulated 
spending that comes through the 
feeling of security of employment 
for those now working and the pos- 
sibility of employment for those 
now unemployed. 
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The factors helpful to the retail 
year-end trade were: increased farm 
income, better factory payrolls, in- 
creased government emergency ex- 
penditures, more stable bank con- 
ditions and the improvement in 
trades. 

Many department stores found 
Christmas inventories depleted 
weeks before the great festival of 
the year. The loft district of the 
city of New York was illuminated 
every night in December up to 
Christmas, in overtime production 
of things immediately wanted by 
stores a few blocks away. This 
hand-to-mouth buying, or shall we 
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call it chin-to-lip, is a development 
that should be watched for the timid 
buyer who estimated his Christmas 
sales possibilities favored shops that 
could give emergency delivery. 

With all the efforts to call this a 
“practical gift Christmas,” the fact 
remains that toy departments were 
depleted first; luxuries and fancy 
goods second and utility goods com- 
paratively slow in sales. Shoe 
stores, by and large, made no dent 
on the public purse except with 
slippers, bags and novelties. There 
hasn’t been a slipper year the like 
of it in the memory of man. The 
warm slipper trade, in particular, 
reaped a harvest because there were 
no back inventories of fur and soft 
wool slipper styles. Demand for 
rabbit and soft wool slippers was 
produced by the cold wave preced- 
ing Christmas—the suddenness of 
which made the public foot- warmth- 
conscious. 

The moneys received at retail this 
Christmas season will do much to 
stimulate recovery the country over. 
Evidently the Christmas Club funds 
were spent to the very last dime and 
the grand total of Christmas pur- 
chasing at retail is estimated at 
about $6,000,000,000. 

* * * 
EORGE GAYOU, executive vice- 
president of the Missouri Re- 
tailers Association is making the 
welkin ring in every county of the 
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State. In Trenton, Mo., he reports 
95 of the 114 counties organized in 
opposition to the sales tax. 

He declared that the present Mis- 
souri assessment of one-half of one 
per cent that is described as a “sales 
tax” is more properly a retailers’ 
occupational tax for the privilege of 
doing business. The law, which 
does not permit the merchant to 
pass the tax on to the customer, ex- 
pires by limitation on Dec. 13, 1935. 
He charged that, while it was en- 
acted as an emergency relief meas- 














ure, not all of the funds realized 
from it had been devoted to that 
purpose, and that when demands 
were made for more relief money 
the excuse was given that the size 
of the fund would not permit of 
use. 

His effort is to “organize the 
merchants for the merchants.” 

George left New York just a year 
ago and has so organized Missouri 
that he has checked the sales tax 
fever and hopes to bring about its 
abolition. Meanwhile the City of 
New York, in his absence, has gone 
ga-ga—2 per cent city,.plus 1 per 
cent State—and the end is not yet 
in sight. 





PHILOSOPHY of futures. In 

ten years we will understand 
the principles of plenty for it is 
obvious that the attempts we made 
to build a seller’s market will fail 
and the future is a buyer’s market, 
forever. That may seem a long, 
long time, but when we reached the 
point in the Machine Age when pro- 
duction exceeded consumption of all 
things, then we established a new 
principle in civilization—for every- 
thing is predicated on the power to 
consume. 

Ten years from now we will have 
an absence of fear of the future and 
a lack of veneration of the past. 
One who doesn’t fear the future puts 
no limitations on his activities. The 
past will be useful only as it sug- 
gests ways and means to progress. 

Then years from now we will 
have a disregard of competition. 
Whoever does a thing best will be 
designated as the one to do it. We 
will rule by intelligence rather than 
force and this applies to more than 
business. 

Ten years from now we will put 
service ahead of profit. There is 
nothing inherently wrong about 
making a profit. Without a profit 
business cannot expand. Profit 
must, and inevitably will, come as 
a reward for good service. 

The business paper that reveals 
trends of public purchasing be- 
havior will be an invaluable aid 











to the progress of industry. The 
business paper of the future will be 
a sower of seeds rather than a bul- 
wark for the status quo. 

America will increase its appreci- 
ation of and sensitiveness to the 
finer things. Standardization and 
mass production will decrease when 
the public is given a “chance for 
a choice” and is educated in the fine 
arts of selection for pride of posses- 
sion. Twenty million people with a 
high-school education or better are 
going to think out their problems, 
living a full life. An apprecia- 
tion of better things will come, with 
the business papers pointing out a 
“chance for a choice.” 























—May | take this opportunity to wish all of 
our good friends in the shoe, leather and 
kindred industries a happy and prosperous 
New Year. 

—The past few years have been trying ones, 
to say the least, for most of us. 

—But the American spirit is like the little 
toy soldier (with the lead base) we used to 
play with as children; knock him down as 
many times as you will, he always springs 
back as cocky as ever and with a cheery 
grin on his face. 

—There’s an old saying that “a new broom 
sweeps clean.” 

—May this New Year swing a mean broom 
that will clean away all our fears and mental 
cobwebs, so that we can make a fresh start 
at what may be the beginning of one of the 
world’s most fascinating eras. 

—Here’s hoping! 


Sit Fh Ces. 


President. 





Present unemployment, due to 
technocracy, will disappear when 
the American public appreciates in- 
dividuality of selection (work is in- 
creased by finer goods), the cul- 
tural possibilities of the home and 
the health and leisure of a new and 
better world. It won’t be com- 
munism nor socialism. It won’t be 
arrant capitalism. It will be mu- 
tualism—with the consumer king. 

The business paper, as the “use- 
ful press” will fit into this new 
picture for the printed page is the 
constructive force that leads to 
progress. Our ears, by that time, 
will have overflowed their capacity 
of absorption and our eyes will be 
of paramount importance in convey- 
ing to the brain facts that lead to 
production and distribution, as de- 
veloped by research and study 
through the instrument—the busi- 
ness paper—which is the key to the 


future. 
% He te 


F B. DAVIS, JR., president of 
. the United States Rubber Com- 
pany, has announced that Herbert 
E. Smith, vice-president, in addition 
to his duties as general manager of 
the Mechanical Rubber Goods Di- 
vision, which includes the Wire De- 
partment, will assume the general 
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management of the General Prod- 
ucts. Division, which includes, 
among others, soles and heels, etc. 

Mr. Smith has been associated 
with the company for many years, 
and is a member of the executive 
committee of the Board of Di- 


rectors. 
* * * 


__—- P. SLOANE, JR., presi- 
dent of General Motors, Inc., 
declares: 

“Progress is measured by the ad- 
vancement and well-being, socially 
and economically, of the American 
Worker—those who work either for 
wage or salary—those who are de- 
pendent upon their own individual 
effort.” 

* * * 
ELVILLE KAUFMANN, presi- 
dent of the California Shoe 
Retailers Association says: 

“The bogey of regimentation by 
NRA has raised its head for many 
people. We are regimented con- 
stantly in our daily lives when we 
are asked to observe traffic signals, 
parking laws, various municipal, 
State and federal ordinances, all 
of which cause us to conform to 
rules and regulations. Certainly, 
therefore, the NRA is not regimenta 
tion when it enlists the great mass 
of American citizens for the prin- 
ciples of a program which is going 
to free the many from former vir- 
tual slavery by the few and now 
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make the many subject themselves 
to the rule of the many. 

“Finally the NRA program must 
continue because its fundamental 
objectives are sane. Let us not for- 
get that it was framed and made the 
law of America in a very short 
space of time. It was known that 
there would be need for change and 
modification which is now about to 
be accomplished by the next Con- 
gress. Let us not forget, however, 
that the fundamental objectives of 
this law are just and fair and that 
the program must be supported by 
every American who wants the type 
of America in which we are living 


to continue. The NRA aims to give - 
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greater freedom to every American 
by giving him greater security and 
greater equality. 

“TI say, therefore, that the NRA 
must basically continue.” 


* * * 


ILTON S. FLORSHEIM, chair- 
man of the Florsheim Shoe 
Company of Chicago says: 


5 ~ g 


“We should have free, open com- 
petition; industry should be in- 
hibited from increasing hours or re- 
ducing the present wage level; labor 
should be inhibited from either de- 
creasing hours or receiving in- 
creased hourly compensation, all of 
this for a stated period of time. 

“We should have stabilization of 
wage levels and hours for two or 
three years, giving free and open 
competition an opportunity to play 
its part. Gradually, through com- 
petition, pegged prices will recede, 
and as these prices go down, real 
wages will gradually advance—con- 
sumption will increase and, as de- 
mand increases, more will be pro- 
duced, and gradually, slowly, the 
unemployed will be absorbed back 
into industry, and those who now 
have employment will have more 
steady work. 

“I fully recognize the great dif- 
ficulties that beset the administra- 
tion in attempting a stabilization re- 
covery program. It requires great 
and magnificent courage, but before 
long the necessity will compel a 
definite decision and I feel sure the 
President will meet the situation 
with the same great courage and de- 
termination that he has all matters 
that have come to him, and will put 
into effect some plan, such as I am 
suggesting, that will in great meas- 
ure correct the major problem that 
confronts our country. 

“T am very hopeful and feel sure 
we are over the worst of the depres- 
sion, and that we are well on the 
road toward recovery.” 














* * * 


“1T) UDY VALLEE croons the shoe 

retailers of the United States 
out of 6000 sales each week,” says 
Irving Caesar before the Federal 
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Communications Commission-— 
pointing out that an average of 15,- 
000,000 persons sit near the dials 
for each of the more popular one- 
hours broadcasts. Continuing: 

“It has been estimated that the 
life of a pair of shoes is 2500 hours. 
If 15,000,000 pairs of shoes have 
been inactive for one hour, it means 
that the shoe industry has lost 15,- 
000,000 shoe hours—and the life of 
a pair of shoes being 2500 hours, 
the shoe industry has lost 6000 pairs 
of shoes. That is the price the shoe 
industry is paying for one hour’s 
radio entertainment on one network 
in the United States. 

“When you take into account that 
the radio is used on the average of 
two and one half hours a day, for 
seven days a week, during fifty- 
two weeks of the year, you can get 
an estimate of the stupendous and 
colossal price which this one in- 
dustry pays for this inactivity. Simi- 
lar calculations may be made with 
respect to the clothing industry, the 
motor industry, gas and oil indus- 
tries and a host of industries, which 
may be classified as the ‘wear and 
tear’ industries.” 


* * * 


T= appetite that folks have for 
meat affects styles in shoes or, at 
least, the kind of leather that’s used 
in shoes; and if they had no ap- 
petite for meat there would be no 
leather for shoes. 

There are shoes of veal, and shoes 
of kip, and the difference between 
the two is small but, nevertheless, 
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interesting to those who would know 
what’s what in footwear. 

Veal skins are almost as large as 
kip skins, and kip skins are pelts 
of either over-sized calves or under- 
sized cows. The best veal skins 
come from communities where peo- 
ple like veal; and the farmers raise 
fine veal cattle for: local consump- 
tion. 

In localities where farmers make 
a specialty of small sized cattle, of 
quick growth, kip skins are com- 
mon. 

* * * 

HE migration of the boot and 

shoe industry from the State of 
Massachusetts to Maine and New 
Hampshire is causing grave concern 
in the Bay State, the National Re- 
covery Administration has been 
advised. The NRA announced that 
it would soon hold a public hear- 
ing to look into the situation ‘and 
attempt to ascertain the causes 
underlying the exodus. 

Some time ago, the Administra- 
tion was asked to reopen the entire 
code for further consideration in 
connection with various labor pro- 
visions, as well as to look into a 
more equitable representation on 
the industry’s code authority. The 
matter has been under considera- 
tion by the Board for some time, 
but no definite action toward re- 
opening the code has been taken. 

It is expected that the various dif- 
ficult points will be smoothed over 
during the forthcoming conference 
without the necessity of a further 
hearing. 


Shoe Mfr. in Florida—" . . . and after coming 1000 miles to get away from it.” 
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"THE air is everywhere astir with premoni- 


tions of profound change in the political, 
social and economic life of the United 


States." 


GLENN FRANK 


1935-Year of Great 


It seems a strange commentary that as life is made 

easier through mechanical inventions, that man be- 

comes less and less FOOT-USEFUL—thereby opening 

up a new age of potential service by shoe men. 

The best brains of the industry are now needed—at 
the point of use—the fitting stool. 


THE chief economist of the Federal Reserve Board, 
Dr. E. A. Goldenweiser, gave a precious example of the 
times to a little group of business paper editors in 
Washington recently. He said: 

“I recommend your reading the book, “This Simian 
World.’ It shows you how far we have descended from 
the monkeys. We at least took one good thing from 
the monkey and that was—insatiable curiosity. It was 
curiosity that built these many wonders in the sea, on 
the land and in the air and there is no end in sight. But 
it has also made life frightfully complex. At last our 
machine curiosity has brought us to the point where we 
can produce all that everyone can possibly use, and the 
hope lies in finding methods of distributing that im- 
mense product so that all can enjoy it. Such a condi- 
tion will come out of all of our struggles to discover 
how we can consume the products of the field, the mine 
and human hands. 

“But unfortunately, we also took something else from 
the monkey—the desire to chatter. We talk and chatter 
so much, and that is our undoing. So much aimless 
talking that we are in constant confusion. Let’s hope 
that chattering will abate so that we can find out what 
we can do to distribute all that can be made for there 
is a desire for it here and elsewhere, the world over.” 

“Unfortunately, we will not learn the lessons of this 
depression but maybe that also is an attribute of the 
human animal for some future enlightenment to solve.” 

What the good Dr. Goldenweiser points out is that 
the desire for things is still present—but we have yet to 
solve a monetary method of financing consumption 
through work and credit. 

Now look at shoe retailing—realistically—through 
the eyes of Recorper Research specialists in the field: 


1935—Year of Great Expectations! All indi- 
cations point that way and it is up to us to see that 
it becomes one. No longer can we be content with 
just a quota number of units produced. We must 
do our part to re-establish in the minds of Amer- 
ican men and women the correct appreciation of 
footwear. 


Today America is a victim of the Economy System, 
the fallacy that sanctioned taking everything possible 
out of a shoe to meet the competitive price, a philosophy 
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Expectations 


that by its very nature held nothing but defeat. In 1935 
we must learn to put back in footwear those features, 
processes, practices and materials that contribute so 
much to make shoes—SHOES. We must restore in the 
minds of the consuming public that sense of social pro- 
portion that makes selection a stimulant to producer, 
distributor and wearer. 

It is impossible to get a seven-course dinner for the 
price of a sandwich. We have made entirely too many 
sandwich shoes for what might be termed the “sandwich 
era.” The new shoe for 1935 must contain those ele- 
ments necessary to make it thoroughly a Shoe—if we 
are to reclaim the confidence of the buying public and 
increase the prestige and prosperity of our industry. 

And this “full course shoe,” if we may use the term, 
must justify a better price and service. It has been 
brought to our attention most vividly that a sandwich 
alone is not sufficient for the American public. We are 
not inherently a sandwich nation and a shoe that is 
skimpy in its make will not long be accepted. We must 
look upon New Shoes with their new and interesting 
features as an opportunity to give the public, that has 
money in wages and incomes, all that can be put into a 
shoe in Quality Materials and Shoemaking. 

The shoe business becomes less impersonal—more 
personal. Yet there are less shoe stores in the country. 
More places to buy shoes. Less independent shoe opera- 
tors: More chains. Yet there is a larger place for 
personal management—be the organization small or as 
large as the man’s capacity to contact in person or in 
spirit. 

Successful stores surviving the past few years have 
been forced through sheer necessity to do many things 
which would have seemed impossible five or ten years 
back. Who thought stores could operate without the 
aid of banking loans for any great period of time, yet 
many independents have done this. They have done 
business on smaller and more active inventories; bought 
from fewer houses; stepped-up quality or kept to their 
original set-up in the main; placed greater dependence 
on advertised lines and so have become specialists in 
their respective fields. 

Different retailers and buyers have arrived at their 


present sound standing through different avenues. 
Some by the way of extreme concentration, while 
others equally successful carried most diverse stocks. 

Behind it all, these shoe men have consistently 
stood for certain definite standards of merchandise 
and service. In so doing, these personal operators 
have set themselves apart and have come to have 
their stores regarded as specialists in their varied 


types. [TURN TO PAGE 314, PLEASE | 
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Pick a Policy for 1935—and Stick to It 


THE general trend of business will be definitely up- 
ward in 1935, but the rate of improvements in other 
lines will not be paralleled in the distribution of shoes. 
The answer is, the shoe—as an item of public neces- 
sity—in bad times never falls below 80 per cent of 
normal demand. In times of abundant prosperity, shoe 
demand—measured in units—never rises above 105 
per cent of normal demand. Therefore, the shoe indus- 
try never goes into the very depths of despair nor does 
it rise to the heights of prosperity. In other words, 
shoes are not speculative to consumer or to merchant. 
It doesn’t profit a merchant to fill his shelves with them, 
to hold them for a possible flat rise of 25c a pair, as he 
might do with less perishable merchandise. 

So, in facing the new year realistically, the prospects 
are that we can have all the prosperity which we 
are willing to make. We have got to manufacture a 
shoe trade prosperity, whereas in other industries they 
simply wait for a surge of general recovery to lift them 
higher. Other industries can organize their selling 
from raw stock to final consumer on an even stream- 
line but shoes cannot be sold that way. It is compara- 
tively simple to manufacture 250,000,000 of them, but 
an immense plus-effort must be made to sell more of 
them. We will go right on selling at least two pair of 
shoes per man per year and three pair of shoes per 
woman per year; but we have got to work heroically 
and collectively to increase the sale of men’s shoes one- 
half pair per man per year and women’s shoes one- 
tenth of a pair per woman per year. 

Therefore, we open the year 1935 knowing that the 
capacity for consumption in terms of numbers of pairs 
will not be greatly increased. Then what? If the shoe 
industry just makes a living by selling shoes, standard 
pair by pair, how can it make a profit and put away a 
dollar in reserve against rainy days to come? That can 
only be done by increasing shoe store service and in the 
sale of better goods at better prices. Therein lies the 
promise of the next year—an encouragement of people 
who are at work—men who have wages and who have 
some financial independence—to again develop a pride 
of possession, a pride of fashion and a desire for those 
comforts that good shoes are supposed to give. Give 
the public a “chance for a choice.” 

We have got to satisfy the curiosities of people for 
new and better things in footwear. We have got to make 


BY 
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shoe stores more venturesome in the sale of related 
articles. One of the miracles of the holiday season was 
the sale of men’s hose in men’s shoe stores throughout 
this country. Instantly, and almost overnight, the shoe 
merchant became a footwear merchant and thought in 
terms of increasing the traffic of customers with other 
articles than shoes. 

Making the shoe store a service center of everything 
pertaining to feet is a possibility of the future. A foot- 
care department with pedicure, nail polish and the like 
is something still to be tried in thousands of stores in 
this country. A profit through service is something that 
a merchant must begin to think about, for if we are to 
continue offering shoes at low price bases, we are to get 
merely a shoe living and not much more. 

Many a department store today makes more money 
on its beauty shop than it does in any division of the 
store, and foot-beauty is still to come. 


Before long we are going to say something 
about the necessity for a change in shoe store 
thinking—a clear revolution from the cobbler 
philosophy in the past. We intend to ask the 
merchant to post this sign: ‘Be sure your shoes 
fit before you wear them. Under no circum- 
stances can worn shoes be returned.” The policy 
of accepting returned shoes with from one week 
to six months wear is a joke to other trades. 
There isn’t a trade in America that has as sloppy 
a policy of returned goods. The entire program 
of public relations of the shoe industry needs re- 
vision in the light of modern merchandising, 
tested in other trades. If the public wants to buy 
shoes by the year, it should pay for shoes and 
services by the year and not resort to free wear on 
a cunning alibi. We look to see the correction 
of many of the practices now prevailing at retail 
in the light of their wastefulness, and the need for 
their realistic revision. 


In the year 1935 we expect to see a better definition 
of the services of the shoe merchant, for many stores 
are treading so close to the professional and medical line 
that there is a possibility of legislative interference. 

[TURN TO PAGE 192, PLEASE] 
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Roger A. Selby 


Man of Accomplishments 


Four consecutive terms as president of the National 
Boot and Shoe Manufaciurers Association is a span 
of service to an industry worthy of trade commenda- 
tion. To have been able in that time to have been the 
spearhead in the organization of the Code of Fair 
Competition for the Boot and Shoe Manufacturing In- 
dustry and to later serve as Chairman of the Shoe 
Manufacturing Code Authority, is a token of addi- 
tional service in behalf of others. To also have been 
the chief executive of the Selby Shoe Company, the 
prosperous and progressive manufacturing institution 
in service to merchants and ultimate consumers—is to 
indicate the three-fold capabilities of an outstanding 
business man. 


All these and more are on the record as accom- 
plishments of Roger A. Selby. He indicates at this 
time his intention to relinquish his post as president 
of the Association and as chairman of the Code 
Authority, at the end of the year and to devote more 
time to his own business and his hobbies. 


Speaking about hobbies, no man in the industry 
has a more noble one. Proudly he displays the re- 


nowned “Mirage,” milky-white champion Arabian 
stallion, formerly the favorite possession of King Feisal 
of Ireq and now the prize of the Selby stable in Ports- 
mouth, Ohio. 

As president of the National Boot and Shoe Manu- 
facturers Association, Mr. Selby has had the most 
turbulent admin‘stration in the history of the industry. 
He has had to face new problems and to make vital 
decisions, made necessary by the great experiment of 
NRA. Only time will tell whether his decisions have 
been more right than wrong, but no one challenges his 
intent nor his philosophy. 

Widespread respect is his due, for during his long 
term in office he has expanded the membership, influ- 
ence and financial standing of his association. 

The shoe industry knows Mr. Selby well, as a busi- 
ness man and executive; but what comparatively few 
know is that he is an extremely likable, essentially 
human man. He works hard at his business and plays 
hard at his hobby—the breeding of blooded saddle 
horses. 

His is a model factory, the largest of its kind and 
a profitable one. In its effective organization, the men 
associated with him are independent thinkers. He en- 
joys the battlefield of judgments for when they differ 
with him they tell him so because he is willing to listen 
and learn. As head of a business which has long since 

[TURN TO PAGE 317, PLEASE | 
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AMERICA’S CAPACITY 


WHEN 1934 has come to an end and the record is 
published we shall undoubtedly find that shoe produc- 
tion again exceeded 350 million pairs. This will be in 
the nature of a record since it will be the first time in 
history that the United States has in two successive 
years produced more than 350 million pairs of shoes. 
Production in 1933 amounted to 350,382,000 pairs. 
The evidence at hand as this is being written is that 
this year’s production will amount to more than 353 
million, a total exceeded only once before, in 1929, 
when 361,402,000 pairs were manufactured. 

After making the necessary adjustments for exports 
and imports, it has been computed that shoe consump- 
tion this year will show an advance over last year and 
amount to more than 355 million pairs. Shoe con- 
sumption in 1933 was computed at 336,315,000 pairs. 
The above estimate for 1934, therefore, represents an 
increase in consumption of almost 6 per cent over 1933. 

From the point of view of volume this might be con- 
sidered a notable achievement on the part of the Shoe 
Industry. An increase in consumption of 19 million 
pairs of all or part leather shoes is not, however, enough 
to supply everyone with as many pairs as he purchased 
in 1928 or 1929. Even though the total number of shoes 
consumed this year compares favorably with the 1929 
demand, people in general have purchased fewer shoes. 
Shoe consumption in 1934 has been computed at 2.82 


pairs per capita. This compares with 2.93 pairs in 


MEN'S SHOES PER CAPITA 
POR AGE GROUP: MALES IS YRS. & OVER 
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1929, 2.98 pairs in 1923, and 3.05 pairs in 1909, a 
record year. sIhese fractional changes may seem in- 
significant. Nothing could be further from the truth. 
If the total 1934 population had increased its purchase 
by only one-tenth of a pair, or if, to make it simpler, 
only one-tenth of the population had purchased an 
additional pair of shoes per capita, 1934 consumption 
would have been increased by over 1214 million pairs. 

Recovery has not been complete, but is apparently 
on its way. The low point in total shoe consumption 
was reached in 1931 with a consumption rate of only 
2.54 pairs per capita. (This, by the way, was not far 
from the consumption rate of 1880.) Since 1931 each 
year has showed some slight improvement over the 
previous year. This recovery may readily be seen on 
the accompanying chart. Since 1931 the trend of per 
capita consumption has been upward. 

It must be remembered, however, that the highest 
point ever reached was only slightly more than 3 pairs 
per capita, and also that in 1929, a so-called “good 
year,” shoe consumption did not quite make the 3 pairs 
per capita level. The above-mentioned’ upward trend, 
therefore, is not likely to continue upward very long. 
There is little reason to suppose that future purchasing 
power or other demand factors will result in the pur- 
chase of more than 3 pairs per capita. Total consump- 
tion of shoes, therefore, will, in general, be determined 
in the future principally by population growth. 

In this respect, attention is called to the chart showing 
the population of the United States. A distinct leveling 
off is discernible. The current rate of growth is con- 
siderably less than it was 10 years ago. Ten years from 
now the population of the United States will be near 
its peak. When that time comes the Shoe Industry 
will have to gear its output to a stable population. 

That, however, is a problem for the future, and one 
outside the scope of this article. We are interested now 
principally with the year that has just passed, with the 
recovery that has taken place since 1931. This recovery, 
however, needs closer examination. We have been talk- 
ing so far about all types of shoes and about the demand 


for shoes on the part of the population as a whole. It 
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THE BASIC STATISTICS OF INDUSTRY—upon which are built the per 
capita figures indicating the kind of job at retail that is yet 
to be done in the light of past performances. This Research 
in the Boot and Shoe ‘Recorder is an annual feature of the 
National Merchandising Number —a Measuring Stick of 


Progress. 


To Consume Shoes 











is important, however, to examine these data more 
closely to see what has happened in the markets for the 
various types of shoes making up this total demand. In 
the following paragraphs it will be seen that the recov- 
ery since 1931 has not been shared by all types of shoes. 
We will see that in some types there has been no 
genuine recovery, that per capita demand in 1934 was 
as low or lower than at any time on record. 


Women's Shoes 


The figures on the production of women’s shoes as 
given in the accompanying table include substantially 
all the shoes made with all or part fabric uppers. Per 
capita data were arrived at by using as a base census 
figures and mid-year estimates of the female population 
fifteen years of age and over. Consumption figures have 
been adjusted for exports and imports. 

In 1934 the production and consumption of women’s 
shoes were higher than in any year on record. Produc- 
tion and consumption in 1929, the previous high year, 
amounted to only 134,181,000 and 134,829,000 respec- 
tively. The 1934 production, when the final figures 
have been collected, will show a total of about 143 
million pairs and consumption will probably amount 
to 141,440,000 pairs. 

On a per capita basis, however, 1929 remains the 
peak year in both production and consumption. Per 
capita consumption in 1929 has been computed as. 3.21 
pairs as compared with a probable total for 1934 of 
3.13 pairs. Per capita preduction in both these years, 

[TURN TO PAGE 40, PLEASE | 


Why are people in general purchasing 
fewer shoes? It isn't the depression, for it 
is quite evident that since 1919 shoe pro- 
duction lagged behind population in good 
or bad times. Is the public becoming more 
and more foot useless or is it lack of pro- 
motion and sales effort or the part of 
industry in encouraging the increased con- 
sumption of shoes? 


In 1934 production and consumption of 
women's shoes were higher than in any year 
on record. This study is perhaps the best 
measuring stick of potential power of indus- 
try to increase its service to the American 
public in 1935. 


i WOMENS SHOES PER CAPITA 
POP AGE GROUP: FEMALES 15 YRS & OVER 
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Five leaders in volume sales for Spring. Left to right: Black calf custom toe, fine perforations, close trim, light weight. 


1934 
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SHOES Mr Average Citizen 


Black or 


brown calf French toe. Narrow toe custom last with stitched wing tip. Medium broad toe, black calf Blucher oxford. Medium broad, 
plain toe, black or brown calf Blucher oxford. 


| N men’s staple shoes for Spring, there are about eight 
basic shoes which will represent 80 per cent of the 
volume of men’s shoes retailing at $3.00 to $5.00. These 
shoes will also represent 40 per cent to 50 per cent of 
the entire men’s shoe volume in all parts of the country. 

This means that these eight shoes, when the entire 
Spring program is considered, will constitute a strong 
picture of what will be sold. A shoe merchant’s prob- 
lem simmers down to how much he will elaborate on 
these basic styles. 

In order of their importance, these eight shoes are: 

1. Black or brown calf custom toe, fine perforations 
or fittings, close trim and light weight. This shoe fills 
the bill for the great mass of men who do not want a 
white shoe but do want a light weight Summer shoe. 
This same shoe is good in brown calf and will sell 40 
per cent brown to 60 per cent black. It is a shoe that 
w:il carry through the entire Summer selling and can 
be classed as a universal style. 

2. Black or brown calf French toe. A staple shoe 
throughout the nation which has been good for the past 
ten years. Four months ago this style was apparently 
slipping, but two months ago it bounced back to the 
position in sales importance it has occupied for the 
past decade. This shoe is worn by both young and old, 
and, according to present indications, it absolutely re- 
fuses to pass out of the men’s popular priced staple 
picture. This shoe carries a little heavier sole than 
No. 1. On the average it will sell 70 per cent black to 


30 per cent brown. Some merchants, however, who 
dramatize this shoe are able greatly to increase their 
pairage sales and will sell this shoe 70 per cent brown 
to 30 per cent black. 

3. This is the biggest high school shoe in America. 
It runs a close second to No. 2, and in some instances 
will outsell it. This shoe is built on a narrow toe 
custom last and has a stitched wing tip. In many spots 
this shoe has gone out of the picture in the $5.00 field, 
while it is outstanding in the $3.00 and $4.00 retail 
grades. It is made in both boot and regular heels. All 
through California and the entire Central States, -in- 
cluding Chicago, this shoe will retain its established 
popularity. It sells 70 per cent black to 30 per cent 
brown. 

4. This is a medium broad toe, black calf Blucher 
oxford. It is built particularly for the older men, al- 
though it is worn by a few young men. Men buy this 
shoe from a strictly comfort standpoint. The Blucher 
pattern gives the utmost in comfort. This is another 
shoe which many people claimed was dead, but actual 
sales will warrant it being given as a No. 4 seller. This 
will sell 75 per cent black to 25 per cent brown. 

5. A medium broad, plain toe, black calf Blucher 
oxford made especially for the older man. It is a 
shoe that is a 100 per cent comfort proposition, selling 
almost entirely in black calf. 

The foregoing styles will represent the five basic 
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Will Buy 


A Survey of the Men's 

Volume Possibilities for 

Spring and Summer, 1935, 

Including Staple and Semi- 
Staple Types 


By HARRY R. TERHUNE 


Left to right: Moccasin type 

Blucher oxford designed for 

young men. A broad custom last 

to be developed in both kid and 

calf, Medium round toe last with 

special arch features for ihe 
older man. 


shoes sold generally throughout the United States, in 1. This is a moccasin type Blucher built on a custom 

every state and every section. last. It was primarily intended to give young men a 
In addition there are three shoes which are producing good looking shoe, yet one which is pre-eminently 

many sales in many sections, but as a whole are not comfortable. 

sold in every locality. : [TURN TO PAGE 317, PLEASE] 


An advance Summer line-up. Left to right: Narrow custom last, buck or goat. Custom last, wing tip, white buck. Plain toe, ven- 
tilated. Custom last, white washable calf. White washable pig, ventilated vamp and quarter. Ventilated moccasin type for young 
men. Hemp calf, ventilated, crepe sole. Custom last, ventilated, in jack buck. 
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however, was approximately the same, 1929 showing 
3.19 pairs against 3.17 pairs for 1934. 

Unlike other types of shoes, women’s footwear is 
highly stylized. This means, of course, that shoe re- 
placement is greatly accelerated. The consumption 
peak of 3.21 pairs reached in 1929 may well be reached 
and even exceeded in 1935 provided no serious change 
takes place in purchasing power and living standards. 
Considering the increase in adult population still taking 
place a return to the 1929 rate of consumption would 
increase the total market for women’s shoes by more 
than five million pairs. 


Men's Shoes 


Men’s shoe production figures include a portion of 
the shoes with all or part fabric uppers. Per capita 
data were derived by using as a base census figures and 
mid-year estimates of the male population over the age 
of fifteen. Consumption figures have been adjusted for 
foreign trade. 

Again unmistakable evidence of recovery is evident. 
Men’s shoe production and consumption in 1934 rose 
to their highest point since 1929. Although per capita 
production was at the same level as in 1933, consump- 
tion in 1934 increased to 1.98 pairs per capita from 1.87 
pairs in 1933 and a low of 1.71 pairs in 1932. 


INFANTS SHOES PER CAPITA 
POP AGE GROUP MALES & FEMALES UNDER 5 YRS 
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1934 


There are two important factors to be considered when 
appraising this upward trend which has taken place 
since 1932. In the first place the entire increase which 
took place in 1934 resulted from a stronger demand for 
men’s work shoes. This increased demand occurred, 
therefore, in the very lowest price levels. In the second 
place, it will be seen that since 1923 the trend in per 
capita demand has been gradually downward. This 
downward trend is, of course, exaggerated by the 
extremely high points reached in 1923 and 1924 and the 
extremely low points in recent years resulting from the 
depression. It is probable that the true trend line in 
men’s shoe consumption is best described by the years 
1925 to 1929 inclusive when demand fluctuated between 
2.12 and 2.16 pairs per capita. 

The two principal influences on the demand for men’s 
shoes are employment and purchasing power. Unem- 
ployment in the United States has not yet been reduced 
to any considerable extent. A further increase in the 
number of men put back to work would have a very 
definite effect on stimulating the demand for men’s work 
shoes. Furthermore, with any noticeable advance in the 
purchasing power of men currently at work, the demand 
for all types of men’s shoes should increase still further. 

It would seem, however, that in the men’s shoe market 
there is little chance for a per capita demand much in 
excess of 2.16 pairs, the level reached in 1927 and 1928. 
It is doubtful if there are many who expect ever to reach 
the peak of 1923 when almost 2.5 pairs per capita were 
consumed. The style factor which is so definitely 
present in women’s shoes is almost entirely absent in 
men’s. Attempts to make men more style conscious 
have not been very successful. The emphasis on men’s 
white shoes in the Summer of 1934 apparently was 
ineffectual in expanding total sales. At any rate the 
production of men’s dress shoes in 1934 was at about 
the same level as in 1933. This would seem to indicate 
that the white shoe for the most part was not purchased 
as an extra shoe, but was purchased in the place of some 
other type usually bought for Summer wear. 

As far as the total market for men’s shoes is con- 
cerned, however, there is no reason for not expecting a 
greater and greater total pairage consumption. As 
long as the adult population continues to increase, more 
shoes will be used and more will have to be produced. 


Misses’ and Children's Shoes 


Since 1923 the per capita demand for misses’ and 
children’s shoes has been declining. In 1923, the peak 
year, there were consumed 3.35 pairs per capita. In 
1934 the per capita demand was only 2.72 pairs. 
Unlike men’s and women’s shoes previously discussed, 
there have been no signs of recovery. Per capita con- 
sumption in 1934 was practically the same as in 193], 
the lowest point on record. While 1932 demand showed 
some expansion, rising to 2.77 pairs, demand in 1933 
and 1934 fell back again to 2.72 pairs. 
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The most likely explanation of this resistance against 
recovery also explains the downward trend in per capita 
demand which was mentioned above. Over the past ten 
years there has probably been an increasing number of 
women’s shoes worn by thirteen and fourteen-year-old 


girls. This has on the one hand increased the demand . 


for women’s shoes and lessened the demand for misses’ 
and children’s shoes. This would also be an additional 
explanation of the fact that only in women’s shoes has 
there been any indication of an upward trend in per 
capita demand between 1924 and 1929. In all other 
major types the per capita demand has been relatively 
constant or has been declining. 

It should be noted here that the population data used 
in computing per capita production and gonsumption 
of misses’ and children’s shoes consist of census figures 
and mid-year estimates of the female population from 
five to fourteen years of age. An examination of these 
population data for both males and females in this age 
group shows that the annual increases are becoming 
smaller and smaller. It is expected that within the next 
five years the number of children between five and four- 
teen years will probably cease to increase. 

Current population increases in this age group are 
practically insignificant. This fact when combined with 
the indicated low level of per capita demand makes it 
seem very unlikely that there will be any great increase 
in the total number of misses’ shoes consumed. For 
four years production and consumption have remained 
between 33 and 34 million pairs. Since the number 
of people to be supplied with these shoes will not 
increase to any considerable extent, total demand can 
only be expanded by increasing per capita demand. 
The continued irregular downward trend over the 
past ten years together with the resistance to recovery 
witnessed in 1934 makes this appear a difficult task. 


Boys’ and Youths’ Shoes 


The situation in boys’ and youths’ shoes in some 
respects is similar to that in misses’ and children’s. 
Here, too, there has been no sign of recovery in demand. 
In fact, the per capita consumption in 1934 was lower 
than in any year on record, having fallen to only 1.46 
pairs per capita. What this has meant to the boys’ shoe 
industry can readily be seen from the accompanying 
table. In both 1921 and 1934 consumption amounted 
to approximately 18,400,000 pairs in spite of the fact 
that in 1934 there were more than one and one-quarter 
million more boys than there were in 1921. 


This continued low level of per capita demand is all 
the more important when one considers the approaching 
stability of the population in this age group. This was 
pointed out in the section on misses’ shoes. Its effects 
are equally important in the boys’ shoe market. Unless 
per capita demand can be forced up or at least kept 


1934 
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from declining more, the consumption of boys’ shoes 
will probably never exceed more than 19 million pairs 
a year. 

The explanation of the low per capita demand for 
misses’ shoes was that women’s shoes were being worn 
by young girls. A similar explanation will not hold 
here. Certainly, the consumption of men’s shoes has 
shown no signs of being increased by boys’ and youths’ 
purchases. The only reasonable explanation for the 
low per capita demand for boys’ leather shoes is that 
boys have been wearing more and more rubber and com- 
position soled canvas shoes. The use of these play shoes 
has unquestionably helped to reduce the per capita 
demand for leather shoes to the low levels witnessed in 
recent years. 


Infants’ Shoes 


The demand for infants’ shoes rose in 1934 to 1.74 
pairs per infant continuing the upward trend which had 
started in 1933. In the infants’ shoe market the low 
point in demand was reached in 1932 with consumption 
at only 1.55 pairs per capita. While some recovery has 
taken place it must be remembered that the normal per 
capita demand for infants’ shoes is probably slightly 
more than two pairs a year. Demand in 1934, there- 
fore, was only about 85 per cent normal. 

In the previous sections it has been pointed out that 
even if there were no further increase in per capita 
demand, the total market for the various types of shoes 
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We Sealed 


George E. Keith 


























GRANDSON of George E. Keith, founder of the busi- 
ness 60 years ago; son of Eldon B. Keith; and lineal 
descendant of Levi Keith, who tanned leather and made 
shoes long before the American Revolution, we present 
here as the first of our “Younger Generation” series, 
Salesmanager George E. Keith of the George E. Keith 
Company, manufacturers of the internationally known 
line of Walk-Over shoes for men and women. 
Graduated from Amherst in 1927, where he starred 
in soccer and baseball; and was a member of the Chi 
Phi fraternity and the student governing body, this 


young man lost no time in joining the ancestral business, 
doing a most thorough job in it. Not content with 
making a survey of retail and manufacturing methods 
and conditions here and abroad, he then worked his 
way through every factory department, beginning at 
the cutting bench. He then was assigned to the selling 
end where he spends most of his time on the road with 
Walk-Over salesmen and in contacting key accounts and 
large prospects. 

Salesmanager Keith was born to shoes. He knows 
shoes—how they are made and how they should be sold. 





Photo, Bermuda Trade Development Board 


Spring Styles to calize 
*f Creal Cxpectations 


Pus.ic appreciation of fashion and footwear will reach a 
higher point in Spring, 1935, than at any time in five years. 

The merchants of America can perform a noble service by 
bringing beautifully fashioned footwear within the reach of 
all people this coming Spring. 

Style in Springtime gives encouragement to all mankind that 
a new and better season follows. 

Fashion needs more imagination, more character, more de- 
sign in stimulation of public pride of possession—the theme 
for an industry to take as a keynote for Springtime. 

Winter and depression have much in common, for in them 
both life dies down to its roots. Now the inevitable Spring 
returns to put forth its flowers and fashions. 

Hail, a new Springtime! 
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ET’S make shoes so exciting women can’t resist 

"a8 them” is the spirit of a new Spring. Paris dress- 
makers had the same idea about clothes this Win- 
ter. Their collections were altogether original, often extreme- 
ly luxurious and sometimes a little mad. Is the dress business 
better? It is. Will the shoe business go ahead if it steps 
out with radical new styles? We believe it will. 

Patterns, as proposed in the Spring lines, are decidedly 
fanciful. And often, to be sure, they step over the bounds and 
become “fancy.” But the keen buyer’s judgment will tell 
him where novelty leaves off and bad taste begins. We have 
with us this Spring the “blended patterns” foretold at the 
Styles Conference—ghillies, sabot-straps, kilties, sandals, ox- 
fords, all- merging together into startlingly different designs. 
The word you hear bandied about most is “Empire,” so 
named by a prominent manufacturer who has extensively 
promoted this silhouette. The term covers a multitude of 


patterns that cover the instep and expose the shank. And 


this high-riding line, lightened by cut-outs, is the typically 
new line of the Spring, all the way from low-heeled sports 
sandals to dancing slippers. 

After pattern differences in the Spring models comes the 
striking fashion of the two-color shoe with its bold contrast- 
ing trimming. We will have so much to say about this par- 


ticular theme in the next article, that we only touch upon it 
here. It is not unusual among the Spring showings to see 
the same shoe treated two ways—light trimming on dark, 
dark trimming on light. The first for early selling, the sec- 
ond for immediate resort or later Summer wear. In sports 
shoes, where the areas of contrast are greatest, especially in 
moccasin or saddle treatments, this vice-versa styling of a 
pattern is particularly striking. 

Many buyers believe that these fanciful patterns and color 
combinations will not only stimulate early buying, but will 
also make it possible to sell a woman another pair of simpler 
shoes later on. The theory is that if you promote novelties 
first, the customer will be intrigued into early buying. Then, 
as she finds that this fanciful model is distinctly an “extra” 
shoe, she will go back for a more conservative model. 

In patterns in materials and details, there has never been 
a more marked contrast between the tailored shoe and the 
dress shoe. The grained leathers and calfskin and rustic 
linens line up with the tailored mode. Kid and patent and 
the suede leathers are proposed for the formal shoe. Sturdy 
lines and strong treatments, lower heels and lasts for the 
walking shoe; delicate and airy patterns, refined lasts and 
intricate detail for the formal shoe. To be smartly shod this 
year every woman needs both types. 
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And the Fanciful Patterns Proposed in 
Spring Lines Hold the Promise of Profits 


a 





Sandalized oxford in navy suede and kid. 


Shoe, clockwise, beginning at top right: 
The new combination of chamois buck and 


The new basket-weave leather in beige com- 
brown calf. 


bined with brown calf. 
Natural Tussah fabric pump with cameo Kid. ~ Grained leather with the new tear-drop 
perforations. 


Calfskin or buck perforated ghillie sandal. 
Patent leather T-strap with: white kid: trimming. 
Crepe and satin sandal with ghillie suggestion. 


In the Center 
The Empire line in kid with patent. 
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By JOHN REILLY 


Three leading models for cruises in 
the South. 


The low heeled sandal in natural linen with 
brown trimming. 


The afternoon sandal in white or beige leather 
or fabric. 


The spectator shoe is white buckskin with navy 
blue calf Kiltie detail. 





A Selection of Sport Shoes That Are Being 

Tried Out At Southern Resorts. Consider Them 

Well. Among Them Are Many of Your Best 
Bets for Spring and Summer Promotion. 








HIS WINTER thousands of fortunate people 
will go to Palm Beach, to Palm Springs, on 
cruises to the Caribbean and journey to care- 
free warmer climates; returning in the Spring 
and bringing with them certain chosen styles 
that have proven best for Southern sports wear. 

Here are a group of sport shoes that have gone South 
during the past few weeks. A good many, if not all of 
them, are coming back north and will be worn next 
Spring and Summer at our better resorts. 

To the right is a new application of the old sandal idea. 
Most of us rubbed our eyes and were a bit startled at the 
success of the sandal last Summer, even in the better 
grades. This one of embossed leather, combined with 
brown calf and having a composition sole, is one of the 
safer variety from a large group that includes combina- 
tions of white and colored buck, with vivid trim in flat 
embossed and Morocco leathers. Below it is a “best bet” 
for conservative spectator sports and resort lounge wear. 
Of brown buck, two-piece construction, it is the sort of 
shoe you will see the movie crowd wearing with soft flan- 
nels and sweaters at Palm Springs or at cocktail time 
around the movie capital. 

And below, a “golf shoe of golf shoes,” incorporating 
about every feature that a man looks for in golf shoes. 

In the panel you will find the latest white buck develop- 
ment with wine*colored calf trim, with perforation run- 
ning through both vamp and upper. A decidedly smart 
and very new note. The over-all white buck, that old 
standby, also with the all through perforation. Note espe- 





cially the perforated saddle across the vamp, leather sole 
and heel makes this an attractive dancing shoe. But, the 
real smart dancing shoe in Palm Beach this Winter is the 
white buck tuxedo pump with white moire satin bow and 
white enamel sole and heel, developed especially for wear 
with mess jacket and white tuxedo coat. The white imi- 
tation pig, moccasin with waffle perforations is a novel 
note and will appeal to certain types of buyers. And 
lastly, the classic black and white wing tip. On the oppo- 
site page, the traditional brown and white wing tip oxford 
trimmed with brown calf and perforated to show white. 
and the Reverse, a smart new shoe developed for Palm 
Beach. 
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Shoes That Speak of Spring, 
to Sell Before White Season 


Shoes to Wear With Spring 
Woolens 


Clockwise, in circle, beginning 
at top: 


|. The dark saddle on tan 
elk in a walking oxford. 


2. Patent with perfora- 
tions underlaid in white. 


3. Dark brown kid com- 
bined with beige. 








4. The Empire line in navy 
suede with white trimming. 


5. Grained leather ghillie 
with darker tongue. 


Center: Dark brown linen 
with white trimming. 


PRING has a new theme of color contrast—the most 

important promotional idea the season has to offer. 

Take a navy, brown or black kid shoe with white or 
beige trimming. Take a beige linen shoe trimmed with 
brown calf. Here are shoes that could obviously not be 
worn with a fur-trimmed coat. Here are shoes, on the 
other hand, that are perfect with a Spring ensemble. Let’s 
make the most of their possibilities. 

In Spring clothes, this feeling for decided contrast is 
strong. Dark Spring outfits go in for lots of light touches; 
lighter clothes for dark accessories. A shoe in the same 
spirit of color contrast will appeal to a woman as new, smart 
and seasonable. 

In the illustrations on these pages we are making this 
point—Light trimming on dark shoes can best be promoted 
in sections of the country where woolens and dark colors 
in clothes have the longer season. The reverse treatment, 
dark trimming on light shoes, will be seasonable at the same 
time in the warmer sections where light clothes come earlier 
on the scene. 

The suit and the shoes shown on the left-hand page are 
typical of Spring in the East or Middle-West. The illus- 
trations on the right-hand page suggest Spring in the South 
or on the West Coast. But both pages, to repeat, speak of 
Spring—not Summer. Both emphasize the importance of the 
two-color shoe as a means of promoting special Spring types 
before the white season begins. 

Of course, there must be one-color, staple types in your 
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Color Contrast 
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im Spring Styling... 


Spring stock. But the two-color shoe is the one that looks 
obviously 1935 and typically Spring. 

The choice of shoe materials that are different from 
mid-Winter and equally different from mid-Summer can also 
play their part in creating a special Spring season. 

Suede, for instance, with light trimming is with us this 
year as a fashion highlight, at its smartest in navy blue with 
white. Gabardines and dark linens make seasonable early 
shoes. Patent leather and patent leather trimmings are due 
for considrable attention, because of the importance of shiny 
accessories in costumes. 

Grained leathers, the new basket-weave leathers, open 
types in alligator have a special appropriateness with Spring 
tweeds in tailored types. And kid and calf look to new 
kinds of air-conditioning, “designed” perforations—lattice, 
tear-drop and “constructed” cut-outs—to give them the 
izhter feeling of pre-Easter selling. 








Shoes for Lighter Spring 
Clothes 


Clockwise, beginning at top: 


1. Peasant linen trimmed 
with brown. 


2. Dark on light in a calf 
shoe. 


3. White kid with navy 
piping and perforations. 


4. Chamois suede with 
dark brown stitching. 


5. “Lots of white” trim- 
ming on black kid. 








By 
RUTH HARRINGTON 





The traditional Ascot 
semi-custom boot, 
black calfskin with 
fawn colored box cloth 
upper and pearl gray 
buttons. 


Semi-custom last, black 
oxford shown with full 
custom broque. Note 
the wide extension and 
full spade on both 
types. To be worn 
with spats of the prop- 
er color. 
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The wing tip brogue or half Ascot with box cloth 

upper and three pearl gray buttons. A very smart 

shoe to be worn with striped or checked trousers. 

Probably a much safer shoe than its companion, the 
Ascot shown above. 


The full custom last, straight tip, black calf oxford. 
A very smart shoe for all day time formal wear. 
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HE barrier’s up and they’re off at Santa Anita. 
It’s Christmas day, the climax of the greatest 
racing season America has seen for twenty-five 
years and the inauguration of a style promotion 
that may startle the most optimistic of us. 

Santa Anita is the new million dollar race 
course of the Los Angeles Turf Club and is the 
finest racing plant in America. 

Hollywood, which is fast becoming one of the 

ost impoftant style centers in America for both men and women, 
has enthusiastically taken up the racing idea and is going to pro- 
mote for racing wear the exact formality that made Aintree, Ascot 
and Autueil the haunts of fashionable Europe. Aided and abetted 
by smart Los Angeles merchants who are featuring gray bowlers 
and toppers, cutaways, and striped and checked trousers, these 
Hollywood stars wore the classic racing costume and wore it in a 
body. This opening was the first time in twenty-five years that the 
race crowd has worn the Ascot costume, with gray topped button 
boot, in America and observers claim that it was the most colorful 
racing day they have ever seen. 

At a gala racing day at any of the Continental tracks, the cut- 
away and the bowler are quite commonplace. Will American 
race-goers take up this style? A difficult question to answer. We 
know of the vogue for the turtleneck sweater and reversed calf 
shoes that came out of Hollywood. If the rest of the style-minded 
country gets behind it the way: Hollywood has done, there is no 
saying how far it will go. 

This is unquestionably a “no volume” style. However it does in- 
dicate a trend and a decidedly more colorful 1935. 

With the average attendance of 25,000 daily at metropolitan 
tracks, and over 135 registered and uniformed Hunt Clubs through- 





out the United States, it’s an odds on bet that plenty of formality 
for race-goers is going to be sold in 1935. Horsemen have worn 
formality at horse shows and willingly wear scarlet to a Hunt. 
They are naturally a show people. Horse racing is a sport for 
kings and show people. 

Race meets have a tremendous effect on style for they are 
gathering places for smart people and their whims and fancies are 
news “good or bad” to all of us who make our living from fashion. 

Sports greatly affect your business. It is a wise merchant who 
keeps his nose to the wind ready to scent any sudden change. 
This formal wear for race-goers may mean nothing in shoes, or 
it may mean a lot. To all of us, however, it is a fashion and it is 
good for some promotion if only to obtain a greater appreciation 
for some less advanced styles. 

With a full knowledge of what we are doing and the admoni- 
tion that it is not for all merchants, we offer this colorful picture 
for what it is worth and we illustrate the gentlemen’s formality for 
race course wear. 

In the illustration—left to right—Formal track apparel. Gray 
Topper with individualized head shape, classic proportion and per- 
fect balance ... Frock Coat ... Wing Collar . . . Cravat, four- 
in-hand, black and white or gray stripes . . . Shirt, white, pleated 

. Trousers, striped . . . Shoes, classic Ascot designed originally 
for this wear . . . Gloves, white doeskin . . . and the inevitable stick. 

Informal Track Apparel. Gray Derby . . . Coat, single or double- 
breasted, black, oxford or dark blue . . . Trousers, checked or gray 
flannel .. . Collar, wing or fold . . . Tie, bow or four-in-hand, black 
stripes or mixtures .. . Spats, gray . . . Shoes, black custom last 
or modified custom type brogue . . . Gloves, natural chamois. . 
Cane, heavy malacca. 











Mobern boys I¢ad active, crowded lives. They’re for- 
ever going places And doing things. They wear out a lot 
of shoes. And they need a lot of different kinds of shoes 
for the different/kinds of things they do. That means the 
boys’ shoe busigtess should be better than it is. It can and 
will be better, Af shoe men recognize and make the most of 
their opportunity. 

Shoes for /all sorts of purposes and occasions hold the 
key to incréased sales and more profits. There is also a 
distinct opportunity to sell better shoes to boys by pointing 
out to parents—and to the boys themselves—the impor- 
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tance of quality, including good matérials and good shoe- 
making, as contributing factors to weer, foot health and 
general shoe satisfaction. 

The boy of today wants style in shoes, gs well as service. 
Style also gives the shoe man an opportuhity to sell more 
pairs. It likewise imposes on him an added responsibility 
in selecting the right styles. The determinimg factor here 
is the boy himself. Parents may propose, but the modern 
boy disposes when it comes to picking out hid shoes. He 
knows what’s what and will not be content with styles or 
types of shoes that do not measure up to his ideas. 





Topay’s style trend in boys’ shoes followsmen’s styles * 4 1 | 
even more closely than in the past. us, in looking over s ts | 
the advance picture for Spring, w€ see the tendency toward 
customized lasts being mor€ and more emphasized. Toes 
are likely to be widget and rounder, in the better grades, 
than those of yeting men’s footwear, for shoes in the boys’ 
range of-sizes are built for rapidly growing feet and foot 
hegktf as well as style should receive its proper considera- 

on. It is the opinion of many experienced shoe men that 
too many narrow toed boys’ shoes are being sold, particu- 
larly in some of the low price grades, and that the shoe 
man owes it to his growing clientele to throw the weight of 
his influence on the side of proper fitting. 

Last Summer’s selling of all-white shoes for boys is a 
slight indication of the probable demand for this coming 
season. Few buyers anticipated the number of boys who 
would be interested in all-white shoes, any more than did 
the manufacturers. As a result, the supply was nowhere 
near the demand. 

This year it is felt that the sale of all-white shoes to boys 
is based on two logical reasons, a greater demand on the 
part of the boys, plus a greater supply on the part of the 
merchants. Those buyers who last year were shrewd 
enough to have one shoe in all-white have indicated that 
they will have at least four styles on their shelves by 
April 1. 

One of these will be an all-white winged tip bal, leather 
sole, rubber heel and built on a medium custom last. This 
shoe will be sold throughout the country, in volume. - 

With Easter coming when it does, April 1 will be the 
shipping date of white shoes the country over. 

hose merchants who are paying real attention to their 
boys” departments are finding that boys are as much inter- 
ested in shots.as the grownups. The marked trend for all- 
white in men’s shoes.was first felt in the boys’ departments 
last Summer. Just as the business in combinations and 
two-tones has fallen off in met’s.shoes, it has also fallen 
off in the same proportion in boys’ sltves 

Boys and parents have found that the all-white elk finish 
and rough leathers are more easily cleaned than the com- te ge a 
binations of black and white and brown and white. nia duel imistcaiaidabiaapiadoianagtiigeas 
year’s experience proved that the boys would wear and like 
all-whites much better than the combinations. 













Illustrations show, left to right and top to bottom: White buck 
wing tip; beige elk plain toe perforated; sport oxford, white, 
brown or black trim. 


Scotch grain wing tip; brown calf Blucher, shark tip. 


Small boy's round toe, straight tip. 


Brown or\black calf, wing tip, perforated; brown calf wing 
stitched. 


Rubber soled Bhucher moccasin, ventilated; rubber RIN sh 
moccasin; plata toe, saddle, rubber sole sport oxnor SN 
WSN SOS 


“ 
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ND what will the man wear for 

town? A simple question and 

yet a complex one. But, remem- 

ber you have one safeguard, a 
hard and fast rule. Smart men will look for 
distinguishing style in their shoes, regardless of 
the type they wear. Certain refinements of trim 
and color lift a shoe out of the ordinary class 
and make it something to be really desired. 

In the East a still closer adherence to the 
custom type last is evidenced, modified perhaps 
with an application of custom effects to the 
brogue types. We illustrate such a one at the 
left. It is the smart custom last oxford with 
perforated wing tip in brown Norwegian calf 
and, with it, the ever popular Moccasin type 
shown this time with an especially wide exten- 
sion and broad spade. Below, a cross section 
of popular shoe selections from the plug ox- 
ford through round toe and French last to the 
square toe type which persists throughout the 
Middle West, and the blucher which sold ex- 
tremely well the country over this Winter. We 
illustrate it here in Burgundy calf, a natural 
successor to that smart Cordovan shoe which 
had its rebirth this Winter. There is much to 
be said for the plug oxford’s characteristic and 
style, a beautiful shoe on the foot when prop- 
erly fitted. ; 

Style authority has sensed a movement 
toward the modified French toe, reporting that 
they are increasing in popularity both here and 
in the West. This is very good news, for next 
to the custom type last, it is probably the smart- 
est shoe that a man can wear. All these shoes, 
selected from the better price lines, are the type 
that are going to bring back to buyers the con- 
sciousness of style and quality that make a satis- 
fied customer. In selling a conservative man, 
whatever shoe you may sell him, be sure that 
the quality is up to standard. While he is sensi- 
tive to style, a desire for quality is second nature 
to him. 








N prescribing for the young man, 
we must bear in mind that in his 
wardrobe today is little that can 
be called standard. An odd jacket 
and trousers, a loose-fitted topcoat, or a gabar- 
dine trench coat are the sort of thing that you 
will see about the campus. However, there are 
certain shoes that you will find in every young 
man’s wardrobe, definable if you know his type 
and his habits. ; 

Show me practically any college man and 
I'll show you a prospect for the saddle shoe at 
the lower right, rubber sole with black saddle; 
it’s the right shoe for the “right” college man. 
If he buys two pairs, he will probably have 
the off-white buck with perforated wing tip and 
wine colored heavy crepe sole shown with it. 
With soft woolens, he will want the new vegeta- 
ble tanned brogue that is featured above, a 
straight-tipped all leather brogue and a very 
comfortable shoe. 

It is well to remember that college men are 
traditional brogue men, so we illustrate an un- 
lined plug oxford with wing tipped in Norwe- 
gian calf and the classic wide toed brogue 
sorrel, in smart brown calf. There will be 
plenty of reversed calf buck worn this year, 
both for town and campus wear. The brown 
buck shown above peculiarly enough will sell 
equally well in the city and in the small col- 
lege town. 

In the center top you will find also the 
blucher, so dear to the heart of the college 
man who still clings to the more English tradi- 
tion and the color of the military air of gabar- 
dine. Here it is illustrated in pebble grained 
calf with four brass eyelets. This is a safe and 
very smart assortment. Most of the shoes shown 
are of the better grade, but all are standard 
shoes to be found in most any price line. To 
the merchant who would build a profitable col- 
lege business, we emphasize this suggestion. 
Analyze your student customers most carefully. 
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S there any change in children’s shoes? . . . We have 
asked this question recently of many manufacturers. The 
sales manager of a big Eastern firm answered, “Why, yes. 
Yes, indeed.” He looked deeply mysterious. We waited, 
breathless, pencil-poised. Here was the big news about to 
be broken! “Yes,” he said, impressively, “there is one 
important new color—one important new leather. You 
mustn’t miss it... . Black Patent Leather for Easter!” 

Of course, he was being funny. And, of course, there is 
little change in children’s shoes compared with the 
women’s style business. Basically, many of the same styles 


7, i, 








In the panel:—The infant's first steps are 
air-conditioned. Spring Edition of the 
two-tone Moccasin with darker throat 
trimming. (Center) Thong stitching in 
chamois on brown, another lightening 
touch on a staple type. Colored sandals 
and white sandals with colored Kiltie 
tongues go with Spring prints. 















go on year after year. But in every season, nevertheless, 
there are certain high-light fashions that can and should 
be promoted. Every season we see greater diversity in 
materials. A wider range of pattern ideas. 

This Spring one of these highlights is grained leathers. 
Another is the increasing play on air-conditioning, from 
the infant’s moccasin boot to the growing girl’s ghillie. 

These two style features (and they are practical fea- 
tures too) would give children’s shoes a startlingly new 
look, were you to compare them to models of three years 
ago. In the white shoes, the difference is particularly con- 
spicuous and particularly attractive. These new types 
shorten the effect—optically—in a striking way. And the 
children, particularly on the feminine side, are very quick 
to appreciate the difference! ; 

Buffalo grain, seal, pig, a new grain called “snail” . . . 
all of these are conspicuous in the new showings. 

We saw in one manufacturer’s line a pair of bare-foot 
sandals in bright colors. Red, green and blue. “Have you 
made these before?” we asked. “Only on special order 
up to now,” he answered. “But, the demand for them last 
year made us decide to put them in the line this Spring.” 
A charming idea to promote when cotton dresses are worn. 

And then we have the color-contrast shoe. Brown with 
light and particularly white trimming for the early season, 
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Is there anything new 
in children's shoes for 


Spring? The right 
answer is "yes." De- 
spite the relative 


stability of the juve- 
nile branch of the 
industry, each season 
now has it new high- 
lights. Up - to - date 
merchants need to 
know them early. 


white with brown for later, giving an opportunity to pro- 
mote two types where only one grew before. The contrast 
is applied in new ways, in bolder areas—just as in grown- 
up shoes—in the tongue of a Kiltie shoe, the throat of a 
moccasin shoe, new saddle treatments. 






























A graceful new design 
in the classic patent one- 
strap. White buffalo 
leather in an air-con- 
ditioned oxford. Plug 
oxford with brown calf 
on natural elk. Two im- 
portant patterns in per- 
forated semi-dress shoes 
for the growing girl. 
(Lower left hand corner) 
A white grained leather 
saddle on brown service 
leather features the new 
reverse treatment of 
color. White anklets 
should be displayed with 
this shoe. 
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OR years the style business in shoes has been 

built on this theory: The American woman is 
too vain about her feet to wear anything but the lightest 
shoes and the highest heels. Let the orthopedic houses 
take care of the old ladies. But you couldn’t sell broad 
lasts to a smart woman because they make her feet look 
big. You couldn’t sell her low heels or leather heels 
because they make her ankles look heavy. 

But times and tastes have changed. And lasts are 
changing with them. The American woman is getting 
a new perspective on her feet. She is seeing the appear- 
ance of shoes in a different light. Her shoe must not 
only flatter her foot, it must also be appropriate to the 
costume—and to the purpose. Its lines must be in keep- 
ing with the final effect of her ensemble. Tailored 
clothes demand a certain type of last; formal costumes 
another. 

Tweeds came in and little light and dizzy shoes looked 


Left to Right e 
The broad last for golf and tramping with * -. 
the all-leather heel (below) that goes with it. 


A moderately rounded last for town tailleurs 
with all-leather or covered 16/8 Cuban heel. 


The semi-tailored pump with receding toe 
and 17/8 built-up Cuban heel. 


Round-toe, short vamp last, the debutante's 
delight, with —_— or Continental 
eel. 


A dress shoe on slenderer lines with 18/8 
China or Continental heel. 


A dress shoe centered on a spool or Baby 
Louis heel. 


Sandal last with wide swing and the 12/8 
box heel. 


all wrong. Women began to want walking lasts because 
they were correct with these new tailored clothes. 

Open toe styles came in—and all of a sudden women 
realized that they were ruining the looks of their feet by 
pitching them forward all day long in high-heeled shoes. 
Low heels began to sell on a vanity appeal. Low heels 
became smart. 

Orthopedic lines and style lines are coming closer to- 
gether every day. The high-style shoe manufaciurer in- 
cludes in his Spring showing lasts that he would never 
have considered two years ago. The orthopedic houses 
are bidding for a type of trade they never expected to 
appeal to. The shoe retailer finds that lasts have a dis- 
tinct style angle. He needs in his stock a more diversi- 
fied collection than ever before. Broad lasts and more 
refined lasts, high heels and low heels, not only to fit feet 
correctly, but to meet a fashion demand. On this page 
we show seven types of heels and toes which belong in 
the Spring picture, because they are appropriate for as 
many types of costumes and occasions. 
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M. A. MITTELMAN, President 


JOHN SLATER, Convention Chairman 


N.S.R.A. RETAILERS CONVENTION PROGRAM 


IN the preface to the program of the twenty-fourth 
annual convention of the National Shoe Retailers Asso- 
ciation, appears the following: 


“You veterans of retailing who remember Andy 
McGowin, first president of the N. S. R. A. and 
great schoolmaster of retailing, will have a treat 
in store, for in this annual convention, the meet- 
ings return to the ideals and inspirations of those 
men who believe that once a year there should 
be a forum where every man who has something 
to say can give vigorous expression to his 
opinion.” 


President M. A. Mittelman, master in the school of 
experience, assured every retailer a voice in the con- 
vention. 

The mid-day meetings Jan. 7, 8 and 9 begin with 
luncheon and continue until discussions end. The 
three days have been divided topically so that on Jan. 7 
the merchants of America will be given the economic 


picture of retailing and what part it plays in national 
recovery—with additional key speakers stressing the 
part every merchant and business man must play in 
social, political and economic progress. 

On Jan. 8 a special morning session of the shoe 
retailers of the United States will be held to permit 
presidents and executives of all local, sectional and 
regional associations to coordinate their work in one 
national plan for organization strength in 1935. 

The mid-day period is termed “luncheon with 
fashion” with critical studies of progress in men’s and 
women’s fashion for Spring and Summer leading to 
increase the prestige and profit at retail. Sub-divisions 
—men’s, women’s and children’s—reinterpret the styles 
program accepted last September and changed to meet 
trends which have appeared since that date, having an 
influence on Spring and Summer selling. 

Jan. 9—Foot health plays a more important part in 
shoe store service and the best brains in the orthopedic 

[TURN TO PAGE 294, PLEASE] 
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1935 
Fashion Pre-View 


THERE is something significant in the amazing return 
of interest in fashion and footwear for Spring and 
Summer 1935. The outward and visible sign of that 
interest is the enthusiasm of New York merchants and 
buyers for a grand style show as a feature of the con- 
vention banquet, tendered by the Shoe Merchants’ 
Council of New York as a testimonial to John J. Slater, 
Convention Chairman of the National Shoe Retailers 
Association and the dean of American shoe retailing. 


The big night is a combination of a banquet dedi- 
cated to the spirit of modern retailing, a style show 
Style Show Committee with mannequins, runway, lights and music and an all- 


Msedes Siler, Chelmnen star show in finale—at which leading actors of the 

Manuel Gerton stage will perform. As the industry’s great banquet 
Harold R. Williams E : - ‘gee : 

Thassen 0: Gilishen of the year, it promises to be inspirational, educational 

— yo Beall and ‘entertaining. The event will be formal, in the 

H bay 4 ae belief that the industry should put its best foot forward. 

It will be limited to men. It will start at 7 p. m. and 


continue to the wee sma’ hours of the morning. 


Thirty of New York's most beauti- 
ful show girls have. been fitted 
to exclusive footwear fashions to 
reveal the trend of style at the 
evening show of January 9. 
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Shoe Style to be Glorified at 


Impresario of Style Banquet, Runway, All Star Show 


MAURICE MILLER 


Chairman Style Show Committee 
N.S.R.A. and Shoe Merchants’ Council 


Hotel Commodore, Wednesday Night, Jan. 9 


First Fashions for Spring and Summer 
Displayed on Runway by 


Avon Shoe Co., Inc. Schwartz & Benjamin, Inc. 
Carlisle Shoe Co. Stone Shoe Company 
Cardone & Baker, Inc. Martin Weinstein Shoe Co. 
Frank Barber Shoe Co., Inc. H. Zuckerman Shoe Mfg. Co. 

Delman, Inc. C. & A. Lo Presti, Inc. 


Elco Shoe Mfrs., Inc. vee oe a 


A. Garside & Sons 
William Goldstein 
Garofalo Brothers 


Andrew Geller Shoe Mfg. Co. Strassburger, Inc. 


Unity Shoe Co. 


Grossman's Shoes, Inc. 
Morgan Grossman, Inc. M. Wolf & Sons, Inc. 
Lavalle, Inc. Tupper Slipper Corp. 
1. Miller & Sons, Inc. 
Palter-Deliso, Inc. 
Pincus & Tobias, Inc. 


Premier Shoe Co., Inc. 


Fashion for country, town, sports 

and formal wear will be co-ordi- 

nated with footwear to stimulate 
Spring and Summer selling. 





Capacity to Consume, in the Footwear Field, 

Is Not an Arbitrary Index, Based on Purchasing 

Power or National Income, but a Variable Which 

Can Be Increased Materially by Intelligent and 
Intensive Promotion 








Table | 


Per Capita Production and Consumption All 
Shoes Made Wholly or Partly of Leather 


(000 Omitted) 
Consump.- Produc- 
Total Total Shoe Estimated tion Per tion Per 
Population Production Consumption Capita Capita 
1880 50,156 125,479 123,719 2.47 2.50 
1890 62,948 173,863 171,327 2.72 2.76 
1899 74,799 217,965 214,742 2.87 2.91 
1900 75,995 219,235 215,394 2.83 2.88 
1904 82,601 242,110 237,340 2.87 2.93 
1909 90,691 285,017 276,567 3.05 3.14 
1914 97,928 292,666 281,633 2.88 2.99 
1919 105,003 331,225 308,122 2.93 3.15 
1921 107,533 286,771 277,898 2.58 2.67 
1922 109,330 323,876 300,071 2.74 2.96 
1923 111,100 351,114 331,088 2.98 3.16 
1924 112,844 313,231 327,858 2.91 2.78 
1925 114,562 323,500 313,810 2.74 2.82 
1926 116,254 324,423 320,083 2.75 2.79 
1927 117,921 343,608 330,829 2.81 2.91 
1928 119,563 344,351 342,948 2.87 2.88 
1929 121,181 361,402 354,460 2.93 2.98 
1930 122,775 304,170 336,121 2.74 2.48 
1931 123,655 316,240 313,696 2.54 2.56 
1932 124,406 313,290 319,802 2.57 2.52 
1933 125,277 350,382 336,315 2.68 2.80 
1934 126,002 353,000 (Est.) 355,437 2.82 2.80 














Table Il 


Per Capita Production and Consumption 
of Women's Shoes 


(000 Omitted) 

Population Production Consump- Produc- 

emales Women’s Estimated tion Per tion Per 

15 & Over Shoes Consumption Capita Capita 
1921 35,922 109,990 108,354 3.02 3.06 
1922 36,674 112,039 109,090 2.97 3.05 
1923 37,424 117,940 113,854 3.04 3.15 

1924 38,179 110,333 114,024 2.99 2.89 ° 
1925 38,942 113,261 111,491 2.86 2.91 
1926 39,707 115,166 114,166 2.88 2.90 
1927 40,484 119,492 117,861 2.91 2.95 
1928 41,258 127,362 125,009 3.03 3.09 
1929 42,046 134,181 134,829 3.21 3.19 
1930 42,837 114,963 129,341 3.02 2.68 
1931 43,390 119,460 121,550 2.80 2.75 
1932 43,891 120,989 123,079 2.80 2.76 
1933 44,610 136,129 129,670 2.91 3.05 
1934 45,146 142,980 (Est.) 141,440 3.13 3.17 
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Shoes 


[CONTINUED FROM PAGE 41] 


would nevertheless continue to expand as long as the 
population increased. With infants’ shoes, however, 
the situation is entirely reversed. Since 1924 the num- 
ber of children under five years of age has been. con- 
stantly declining. In 1934 there were about 1,400,000 
fewer infants in the United States than there~were in 
1924. The effect of this on the infants’ shoe market is 
obvious. Unless per capita demand increases the total 
number of infants’ shoes marketed each year will con- 
tinue to decline. The combination of this population 
drop and the current low per capita consumption rate 
resulted in 1934 in a volume loss to the Shoe Industry 
of about 544 million pairs of infants’ shoes. This 
assumes a per capita consumption of only two pairs per 
infant. As a matter of fact, the high consumption rate 
in 1924 of 2.15 pairs resulted in a total consumption 
of 25,419,000 pairs of infants’ shoes, or more than seven 
million pairs more than in 1934. It is plain that only 
a constantly increasing per capita demand can keep this 
market up to even the relatively low levels of the past 
few years. 


Miscellaneous Types 
(Slippers, Athletic Shoes, Sandals, Etc.) 


Since in general these miscellaneous types of foot- 
wear are used in all age groups, both male and female, 
per capita production and consumption have been based 
on the total population. Per capita demand for these 
miscellaneous items has been increasing since 1926. 
These small but important increases combined with an. 
increasing population have raised consumption from 
35,412,000 pairs in 1926 to more than 54 million pairs 
in 1934. An interesting feature of this demand is that 
it consists principally of slippers and moccasins for 
house wear. These, too, have provided the best part 
of the increases in consumption. It will be noted that 
here the depression has apparently not been felt except 
insofar as it may have slowed up an upward trend that 
might have advanced even more than it has. The market 
for these types, especially slippers, seems to be con- 
stantly expanding. It is anticipated that 1935 demand 
will bring consumption of these miscellaneous types to 
a new high level. 
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Table Ill Table VI 
Per Capita Production and Consumption Per Capita Production and Consumption 
of Men's Shoes of Infants' Shoes 
(000 Omitted) : (000 Omitted) 
Population Production Consump- Produc- Population Production Consump- Produc- 
Males Men’s Estimated tion Per tion Per Under Infants’ Estimated tion Per tion Per 
15 & Over Shoes Consumption Capita Capita 5 Years Shoes Consumption Capita Capita 
1921 37,612 69,544 64,374 1.71 1.85 1921 11,671 17,379 17,379 1.49 1.49 
1922 38,304 95,112 80,474 2.10 2.48 1922 11,724 23,939 20,658 1.76 2.04 
1923 38,994 104,215 96,562 2.48 2.67 1923 11,776 27,015 25,477 2.16 2.29 
1924 39,683 88,236 93,763 2.36 2.22 1924 11,807 23,823 25,419 2.15 2.02 
1925 40,379 90,180 86,613 2.15 2.23 1925 11,804 24,587 24,205 2.05 2.08 
1926 41,072 89,917 87,569 2.13 2.19 1926 11,788 24,014 24,296 2.06 2.04 
1927 41,774 95,395 90,320 2.16 2.28 1927 11,729 24,542 24,278 2.07 2.09 
1928 42,472 91,120 91,592 2.16 2.15 1928 11,666 23,834 24,188 2.07 2.04 
1929 43,177 95,013 91,573 2.12 2.20 1929 11,562 23,750 23,792 2.06 2.05 
1930 43,880 77,406 85,381 1.95 1.76 1930 11,444 18,558 21,154 1.85 1.62 
1931 44,343 78,268 77,559 1.75 1.77 1931 11,228 18,546 18,552 1.65 1.65 
1932 44,749 75,454 76,737 1.71 1.69 1932 11,022 15,652 17,099 1.55 1.42 
1933 45,100 89,556 84,442 1.87 1.99 1933 10,749 18,578 17,115 1.59 i.73 
1934 45,550 90,720 (Est.) 89,988 1.98 1.99 1934 10,433 17,700 (Est.) 18,135 1.74 1.70 




















































Table IV Table VII 
Per Capita Production and Consumption Per Capita Production and Consumption 
of Misses’ and Children's Shoes _ . of Miscellaneous Types 
(000 Omitted) (000 Omitted) 
: : P Pp 
PUes  Maaaae” Gettmanen “Can be Gon tar , Production Consumption Capita Capita 
5 to 14 Shoes Consumption Capita Capita pen al of Miscel- of Miscel-  Con- Pro- 
pulation laneous laneous sumption duction 
= tS 2 36,016 = 3.22 3.52 1922109330) 31,712 33,789 0.31 «0.29 
ma 6a 6S 37,958 3.350 3.54 = 973,111,100 «39,569 35,302 0.32«—(0.36 
1924 11,467 35,694 36437 3.18 3.1 1924 —Ss«N 2844 py ry 
1928 11,948 37,136 37,794 3.16 3.11 1928 119,563 41.867 40.735 0.34 0.35 
1929 12,058 39,927 37,961 3.15 3.31 1929 «121.181 45.538 am 0% e328 
1930 12,164 32,037 35,727 2.94 2.63 1930 122.775 42.676 43.762 0.36 0.35 
$932 12.229 33,600 33,914 862.77 2.75 1932S «124.406 = «449,493 49.899 0.40 0.40 
1265 33,180 33,345 2.72 2.71 1933 125,277 52,995 52,721 0.42 0.42 






1934 12,298 33,500 (Est.) 33,405 2.72 2.72 1934 126,002 51,200 54,047 0.43 0.41 





























Leisure Footwear Display 


Table V HoLLywoop, Cair.—It takes plenty of color and 
plenty of display to put over leisure footwear in a 









Per Capita Production and Consumption 

























of Boys’ and Youths' Shoes big way. At least that is the way Frank Baker, buyer 
pores tan for women’s shoes at Broadway Department Store in 
mitte ; 
Population Praduction” 4 Gansump- Produc ag tgp it. ae experienced an increase 
on re 
5 to 14 Shoes Consumption Capita Capita” iti 7 . ine pic “ rae waa aaa 
1921 11,276 18,462 18,462 164 1.64 writing home about, he says, and proves it. 
ise i= a1 yon i i. As early as Oct. 31 he had the department literally 
1924 11'708 20.274 21:257 182 73 alive with house slippers, and down on the main floor 
= a a sae ae 1.77 in the most conspicuous spot available he had another 
' ' ' . I. 4 4 . . . 
1927 12:099 24'229 22670 187 bys big display table with a girl in charge. The department 
- inate ae 23.690 1.93 1.88 itself was a picture of color. By arranging shoe boxes 
° f 1.87 1.86 - c ‘ : 
1930 12.450 18,550 20,762 167 149 in pyramids and placing the slippers on the steps of the 
pt aa re 19.09 - La pyramids he was able to make a colorful showing: He 
1933 121553 19.944 19,022 i'52 159 kept the displays all down in the popular price brackets. 
1934 12,575 16,900 (Est:) 18,422 1.46 1.34 Kid in white, blue, red, or black with abundant rabbit 









trim have led the procession. 
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Loss Prevention 
is Vital to 
Profit Protection 


Prevention of dishonesty . . . elimination of inefficiency! That is 
Willmark’s aim .. . Willmark’s achievement. It is your one pro- 
tection against the staggering 1% to 3% Profit Loss you unknow- 
ingly suffer at the hands of dishonest, inefficient sales people. 


Willmark tests your sales personnel . . . detects the dishonest. 
Willmark teaches them .. . instructs them in more efficient sell- 
ing methods. Willmark corrects them .. . rectifies irregular 
and careless practices. 

This constructive program stops leakages and losses. It builds 
into your sales staff the integrity and efficiency you must have 
for full Profit Protection. 


I am interested in Willmark’s power for Profit 


Protection. Please explain your service more WILLMARK SERVICE SYSTEMINC. 


fully without obligation. 

Builders of Personnel 
250 WEST 57 STREET NEW YORK CITY 
Available in ever cit n the nited State 


Name 
Firm Name 
Address 


No. of Sales People Type of Business 
Ve me wo ee me me a =— ee eS ee 


When writing advertisers please mention Boot and Shoe Recorder 


Seeeeeeteeen eee a; 








A pair of men's 


shoes of _ full- 
leather construc- 
tion in brown 


crushed calf. 
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Back to Natural Grains 


Crushed Leathers Win Acceptance in Men's Shoes as Softer 
Fabrics Come Into Clothing Fashions 


P ERIODICALLY in history man goes back to nature: 


for inspiration. This is true of painting and writing 
and also true of style, particularly of color styling. 
In the women’s lines, one of the big style notes for 
Spring and Summer is to be found in the more natural 
colors and surfaces of materials. 
men’s apparel is already felt in the softer tweeds seen 
this Winter and the off-white colors for Summer, which 
are assured next year. We have seen smart Summer 
linens and Shetlands which, if they were in women’s 
apparel, would be called “Thé Au Lait” for they are 
the exact shade of tea with cream. 

In the Winter picture this return to nature is most 
apparent. Of course, extreme colors cannot be used, 
but there is to be found a relaxation in the natural 
surface interest of leathers. Above you will see il- 
lustrated a striking example of this back to nature 
movement. Your eye will tell you that it is a straight- 
tipped brogue built on a -bal last. But its economy 
of perforations and decidedly refined appearance 


° “ 
Its influences on 


make it what one stylist called “about a one-eighth 
brogue.” It is a full leather shoe with a perforated 
calf lining. This perforated lining idea, developed 
about two years ago in high-grade women’s shoes, was 
found so eminently satisfactory that it is here incor- 
porated in a man’s shoe. This semi-ventilated feature 
is said to keep the foot at exactly the healthy normal 
temperature. The material is leather, from solid heel 
to sock lining. 

You, doubtless, were conscious this Fall of the trend 
away from certain grains, and there was a very good 
reason. Many grains looked too much alike, as though 
they had come from the same die. In fact, a great 
many leathers had taken on a standardized look. Color 
was artificial and glazed and even the odors lacked the 
natural scent of good leather. The leather used in the 
shoe illustrated is a crushed leather known as Llama 
calf. Style authorities on men’s shoes feel that grains 
of this character harmonize well with the season’s trend 
in men’s clothing fabrics. 
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EVERIT B. TERHUNE 


President, Boot and Shoe Recorder 


THousanps of shoe men are expected to gather in 
St. Louis in the second week of January to inspect the 
new Spring lines of more than 325 outstanding shoe 
manufacturers, representative of all of the leading cen- 
ters of the industry, who are to exhibit at the Fourth 
National Shoe Display, January 7-10, under the 
auspices of the National Boot and Shoe Manufacturers 
Association. 

An idea of the magnitude of the event may be gained 
from the fact that facilities of three big hotels, the 
Jefferson, Statler and Lennox, have been engaged for 
the exhibitions of participating manufacturers. More 
than 400 rooms have been engaged for exhibition pur- 
poses, many of the manufacturers having taken several 
rooms. Reports from St. Louis indicate that a very 


large number of retail buyers and merchants are ex- 
pected, and, from the standpoint of interest and attend- 


BOOT AND SHOE RECORDER, December 29, 


Fourth National 
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Over 325 Manufacturers, Representing 
America's Leading Shoe Markets, to 
Exhibit New Lines to Retail Buyers— 
Merchandising Conference and Conven- 
tions of Manufacturers and Travelers on 
Week's Busy Program 


ance, the gathering promises to surpass any of the 
exhibitions held by the association in other years. 

Manufacturers who are planning to show their new 
lines in the Fourth National Shoe Display are con- 
vinced that the time and place of this exhibition coin- 
cide perfectly with the desires of a vast number of 
merchants who are looking forward to a better business 
in 1935 and therefore are receptive to the opportunity 
which this occasion offers to look over the lines for 
the new season, compare styles and prices and place 
orders on their Spring requirements. 

In addition to the displays of merchandise, there 
will be other attractions calculated to bring shoe men 
to St. Louis at this time. The National Shoe Travelers 
Association has decided to hold its convention at the 
Hotel Statler on Friday and Saturday, January 4 and 
5, and this event will bring many of the traveling 
salesmen’s fraternity to town several days in advance 
of the opening of the National Shoe Display. Many 
matters of vital interest to the salesmen as a group are 
to be discussed at the convention, and the annual elec- 
tion of officers, with other matters of moment, are on 
the convention program. 

The National Boot and Shoe Manufacturers Associa- 
tion is to hold its annual convention and election of 
officers at the Hotel Jefferson on Wednesday, January 9. 
All retailers and others in attendance in St. Louis are 
invited. Immediately following the convention there 
will be a conference on retail problems, at which 
Everit B. Terhune, president of Boot anp SHoE ReE- 
CORDER, will preside. The speakers at this conference 
will be the following: 

Frank C. Rand, chairman of Board of Directors, 
International Shoe Company, St. Louis. 

Kenneth M. Goode, sales and advertising consultant, 
New York City. 

Malcolm P. MacNair, Harvard School of Business 
Administration, Boston, Mass. 

H. H. Maynard, professor of marketing and head of 
the Department of Business Organization, Ohio State 
University. 

John A. Bush, president of Brown Shoe Company, 
St. Louis, Mo. 

With all of these varied attractions, plus the timely 
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Shoe Display 


St. Louis, January 7-10 


KENNETH M. GOODE 
Sales and Advertising Consultant, New York 


H. H. MAYNARD 


Professor of Marketing, Ohio State University 





interest of merchants in seeing the Spring lines of so 
many representative manufacturers, the Fourth Na- 
tional Shoe Display promises to prove the largest of 
the four recent annual exhibitions held by the National 
Boot and Shoe Manufacturers Association and bids 
fair to start the Spring season with a volume of busi- 
ness that will keep factories and workers steadily 
employed for a long period. It will afford an excellent 
opportunity for merchants and manufacturers’ repre- 
sentatives to come together and renew those personal 
contacts which play such an important part in estab- 
lishing and maintaining business relationships that are 
friendly and mutually helpful. Judging from all 
present indications, more merchants and manufactur- 
ers than ever before are planning to make the most of 
the opportunity. 


MALCOLM P. MacNAIR 


of Harvard School of Business Administration 








Acme Shoe Mfg. Co.....Clarksville, Tenn. 
Bonn Allen, Int... .évcccecvs Buford, Ga. 


Allied Novelty Shoe Corporation 
Springvale, Me. 


Allen-Squire Company....Spencer, Mass. 
Altman Bros. ........-.- Cincinnati, Ohio 
Ansin Shoe Mfg. Co......... Athol, Mass. 
Anwelt Shoe Companv...... Athol, Mass. 

Rockland, Mass. 


E. R. Apt Shoe Co....... 
Aristocrat Riding Boots..St. Paul, Minn. 
D. Armstrong & Co.....Rochester, N. Y. 
Arnold Bros. & Co...E. Weymouth, Mass. 


. N. Id Shoe Co. 
_— ” So Weymouth, Mass. 


Artco Shoe Company...... Spencer, Mass. 
John B. Atkinson........-- Boston, Mass. 
Augusta Shoe Corporation. .Augusta, Me. 
Ault-Williamson Shoe Co.....Auburn, Me. 


B-W Footwear Co., Inc... Worcester, Mass. 
Bancroft- Walker Co......Waltham, Mass. 
Bates Shoe Company... ... Webster, Mass. 
B and B Shoe Company... .Chicago, Ill. 
Beckwith Manfacturing Co.. .Boston, Mass. 
Bel) Brothers Co....... Wolfeboro, N. H. 


’ her Last Co. 
George E. Belcher Las a 


Belle-Cratt Slipper Corp.. .New York, N. Y. 
Belle Meade Shoe Co.....Nashville, Tenn. 
Belleville Shoe Mfg. Co.....Belleville, Ill. 
Boston, Mass. 
Big “K" Mfg. Co....... Cincinnati, Ohio 
A. Bloom Shoe Company...Boston. Mass. 
Blue Ribben Shoemakers. ..St. Louis, Mo. 
Walter Booth Shoe Co...Milwaukee, Wis. 
Boyd-Welsh, Inc.........-- St. Louis. Mo. 
Brauer Bros. Shoe Co....... St. Louis, Mo. 
Brilliant Brothers Co.......Boston, Mass. 
Wm. Brooks Shoe Co....Nelsonville, Ohio 
Brown Company ........---+ Portland, Me. 
Brown Shoe Company...... St. Louis, Mo. 


Shoe Co., Inc. 
ere ee Worcester, Mass. 


Burtman, Rondeau Co.....Boston, Mass. 
Cameron & CO....cccccccces Chicago, Ill. 
St. Louis, Mo. 


Capitol Shoemakers 
Carmo Shoe Mfg. Company.Carthage, Mo. 
Central Shoe Company..... St. Louis, Mo. 
Central Slipper Co., Inc...Bayonne, N. J. 


Shoe Mfg. Corp. 
an - . Row York, N. Y. 


The Cincinnati Shoe Co.. .Cincinnati, Ohio 
Cinderella Shoe Co.........- Auburn, Me. 


Clapp & Son, Inc. 
aan ” , E. Weymouth, Mass. 


Clark Shoe Company........ Auburn, Me. 
Clayman Shoe Mfg. Co.....Boston, Mass. 
A. C. Clayton Printing Co...St. Louis, Mo. 
Comfort Slipper Co..Long Island City, N. Y. 
Collingwood Shoe Co., Inc..Endicott, N. Y. 
Collins-Morris Shoe Co.....St. Louis, Mo. 


The Comfort Sandal Mfg. Co., Inc., 
L. I. City, N. Y. 


Commonwealth Shoe & Leather Co. 
Whitman, Mass. 


Shoe Machi Corp. 
ee eer "besten, Mass. 


Consolidated Shoe Corp.. .Cincinnati. Ohio 





J. M. Connell Shoe Co..So. Braintree, Mass 
Cord Shce Company. . .Beverly, Mass. 
Crescent Shoe Company....Keene, N. H. 
Crystal Shoe Company..Amesbury, Mass. 
Curtis-Stephens-Embry Co...Reading, Pa. 
The Charles Cushman Co....Auburn, Me. 


D 


Daly Bros. Shoe Co......... Boston, Mass. 
Dainty Slippers, Inc.....Brooklyn, N. Y. 
Dansker-Hitchings Co....... Boston, Mass. 


Dartmouth Shoe Company. .Boston, Mass. 
Davidson Shoe Company..Nashville, Tenn. 


Del-Mac Shoe System Corporation 
New York, N. Y. 


ee BOS ta cdeiccce New York, N. Y. 


Devine & Yungel Shoe Mfg. Co. 
be Pa. 


Dewey & Almy Chemical Co. 
Cambridge, B., Mass. 


The Walker T. Dickerson Co. 
Columbus, Ohio 


Dingley-Foss Shoe Co....... Auburn, Me. 
Dorothy Dedd Shoe Co.....St. Louis, Mo. 
W. L. Douglas Shoe Co...Brockton, Mass. 
The Irving Drew Co.....Portsmouth, Ohio 


Dunde Shoe Reshaping Device Corp. 
New York, N. Y. 


Dunn and McCarthy, Inc....Auburn, N. Y. 
Du Pont Viscoloid Co...New York, N. Y. 
Dyer and Mail, inc... .....000% Auburn, Me. 


E 


Eagle Shoe Manufacturing Co. 
Everett, Mass. 


Charles A. Eaton Co.....Brockton, Mass. 
Edgewood Shoe Factories....Atlanta, Ga. 
J. Edwards & Company. .Philadelphia, Pa. 


Empire Specialty Footwear Co. 
Endicott, N. Y. 


Endicott-Johnson Corp....Endicott, N. Y 
Enna Jettick Shoes, Inc.....Auburn, NY 
Ephrata Shoe Co., Inc....... Ephrata, Fa 
Exeter Shoe Co...... 
The Excelsior Shoe Co. .Portsmouth, Ohio 


Fanchon Shoes . Louis, Mo. 
Fargo-Hallowell Shoe Co.....Chicago, Ill. 
Farmington Shoe Mfg. Co.....Dover, N. H. 


Fashion-Bilt Shoe Co........ Pontiac, Ill. 
Fashion Plate Shoes...... St. Louis, Mo. 
ES EE ee New York, N.Y. 
Feifer Footwear Corp...New York, N. Y. 
Pate -& Gieed, Gi6i.< ccc ce cee Reading, Pa. 
Field & Flint Co......... Brockton, Mass. 


The Five Star Shoe Co., Inc. 
Lk Gee NY. 


The Florsheim Shoe Company.Chicago, Ill. 
Foot Delight Shoes........Boston, Mass. 


Co 9. weed & Ce....... Rochester, N. Y. 
Fortune Shoes.......... Nashville, Tenn. 
Franklin Park Shoes....... Columbus, Ohio 


Joseph Freeman Shoe Co., Inc. 
Somersworth, N. H. 


Freeman Novelty Shoe Co. 
Framingham, Mass. 


Freeman-Thompson Shoe Co. 
St. Paul, Minn. 


Friedman Shelby Shoe Co.. .St. Louis, Mo. 
Friendly Shoes Nashville, Tenn. 
John A. Frye Shoe Co..Marlborough, Mass. 
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G 


Gaffney Sulkis Shoe Co.....Boston, Mass. 
A. Garside & Sons, Inc...L. I. City, N. Y. 
General Shoe Corporation. . Nashville, Tenn. 
Gerberich-Payne Shoe Co . .Mount Joy, Pa. 


Gilbert Shoe Co......... Thiensville, Wis. 
Glass-Fitzgerald Shoe Co...Boston, Mass. 
Glendale Shoe Co........ Nashville, Tenn. 


H.C. Godman Company. .Columbus, Ohio 
Goldberg Bros., Inc.....Haverhill, Mass. 
S. Goldberg & Co., Inc... Hackensack, N. |. 


Julius Goldstein & Sons....Boston, Mass. 
S. L. Goldstein. ........... Boston, Mass. 
S. Goldstein & Sons....... Boston, Mass. 


Gor-Lee Shoe Co., Inc...New York, N. Y. 
Gordon Shoe Co., Inc.....New York, N. Y. 


Gorevitz-McNamara Shoe Co., Inc. 
Haverhill, Mass. 


Gotham Shoe Mfg. Co., Inc. 
Binghamton, N. Y 


Granite State Shoe Co.. . Portsmouth, N. H. 
Great Northern Shoe Co..Manchester, N. H. 
Daniel Green Company. ..Dolgeville, N. Y. 
The Green Shoe Mfg. Co.....Boston, Mass. 
Green-Bell Shoe Co....... Haverhill, Mass. 
Gregory and Read Company..Lynn, Mass. 


. C. A. Grosvenor Shoe Co.. Worcester, Mass. 


Groves Shoe Company...... Chicago, III. 


H 


Hagerstown Shoe & Legging Co. Ma 
agerstown, . 


The P. Hagerty Shoe Co. 
Washington C. H., O. 


Hanf, Blackey Shoe Co., Inc..Derry, N. H. 


Hannahson's Shoe Co.....Haverhill, Mass. 
Hartman Shoe Mfg. Co...Haverhill, Mass. 
Harvard Shoe Co..........Boston, Mass. 
M. E. Haskell & Sons...... Boston, Mass. 
R. P. Hazzard Co...... . Gardiner, Me. 


Headway Shoe Corp....... Webster, Mass. 
Heel Hugger Shoes, Inc.....Auburn, N Y. 
J. Heilbrun & Sons....Rochester. NY. 
High Shoe Mfg. Company...... Saco, Me. 
Highland Shoe Co.........St. Louis, Mo. 
Hoeck Shoes, Inc...... ...... Chicago, III. 
Hoge-Montgomery Co......Frankfort,; Ky. 
Holland Shoe Co....... .. Holland, Mich. 
Holly Shoe Co........... Littleton, N.‘ H. 
Lewiston, Me. 
Herbert Holtz Shoe Co...Haverhill, Mass. 


Vincent Horowitz Company, Inc. 
New York, N. Y. 


The Howell Co............ . -Geneva, III. 
Huth & James Shoe Co.. .Milwaukee, Wis. 
A. R. Hyde & Sons Co...Cambridge, Mass. 
Hy-Style Shoe Co......... Hallowell, Me. 


International Shoe Co....... St. Louis, Mo. 
Interstate Shoe Company. Manchester, N. H. 


J 


Jackson Shoe Mfg. Co...New York, N. Y. 
H. Jacobs & Sons...... Brooklyn, N. Y. 
Jarman Shoe Co......... Nashville, Tenn. 
Jay Shoe Mfg. Co.....Marlborough, Mass. 
Jefferson Shoe Company... .St. Louis,. Mo. 
George O. Jenkins Co., Bridgewater, Mass. 


Jerry & Herbert Lehmann, Inc. 
New York, N. Y. 


Johansen Bros. Shoe Co...St. Louis, Mo. 
Johansen’s Smart Shoes... .St. Louis, Mo. 
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Manufacturers Who Will Show Their Newest 


Johnson-Baillie Shoe Co...Millersburg, Pa. 
Johnson-Stephens & Shinkle Shoe Co. 


St. Louis, Mo. 
Johnston and Murphy...... Newark, N. J. 
The Julian & Kokenge Co..Columbus, Ohio 
Junior Shoe Co........... Humboldt, Tenn. 

K 

Kennebec Shoe Co....... Hallowell, Maine 
Kane, Dunham & Kraus, Inc., 

St. Louis, Mo. 
Geo. E. Keith Co.......... Brockton, Mass. 
Kesslen Shoe Co.........Biddeford, Maine 
Kirkendall Boot Co......... Omaha, Nebr. 
Kleven Shoe Company..... Spencer, Mass. 
Koss Shoe Co., Inc........... Auburn, Me. 


Kozy Komfort Shoe Mfg. Co. , 
Milwaukee, Wis. 
The A. S. Kreider Shoe Co...Annville, Pa. 


The Krippendorf-Dittman Co., 
Cincinnati, O. 


Laird, Schober Co......... Nashua, N. H. 
La Salle Shoe Co......... Nashua, N. H. 
The Lamson Company....Syracuse, N. Y. 
J. Landis Shoe Company....Palmyra, Pa. 
Langer, Lippman Co....... Boston, Mass. 
Lenox Shoe Company.... .Freeport, Me. 
Levi-Weiss Sales Company..Chicago, Ill. 
Al & Sol Levine.......... Boston, Mass. 


Little Falls & Felt Shoe Co. 
Little Falls, N. Y. 


Littlestown Shoe Co.....Littlestown, Pa. 
Lippert Brothers........ New York, N. Y. 


The Charles Longini Shoe Mfg. Co. 
Cincinnati, Ohio 


Longwood Shoe Co......... Auburn, Me. 
Lown Shoe Co.............. Auburn, Me 
Lumbard Shoe Company....Auburn, Me. 


J. Nelson Manning Shoe Co. 
Worcester, Mass. 


L. V. Marks & Sons Co.. .Cincinnati, Ohio 


Marlene Shoes............ St. Louis, Mo. 
Marshall, Meadows & Stewart, Inc. 
Auburn, N. Y. 


Martin-Tickelis Shoe Co., Inc. 
Ipswich, Mass. 


Matchland Shoe Co......... Boston, Mass. 
Maybury Shoe Co....... Rochester, N. Y. 
Fred A. Mayer Shoe Co...Milwaukee, Wis. 
McNichol & Taylor, Inc....... Lynn, Mass. 


The Chas. Meis Shoe Mfg. Co. 
Cincinnati, Ohio 


Melotone Shoe Co......... St. Louis, Mo. 
Melrose Slipper Co., Inc...New York, N Y. 
The Menihan Company. .Rochester, N. Y. 
Merrimack Shoe Company..Hallowell, Me. 
Metro-Craft Shoe Co...Manchester, N. H. 
Frank C. Meyer Co., Inc...Brooklyn, N. Y. 
Midwest Slipper Mfg. Co.....Chicago, Ill. 


Milius Shoe Company..... St. Louis, Mo. 
The Miller Shoe Company.Cincinnati, Ohio 
Miller, Hess & Co., Inc....... Akron, Pa. 
Modern Miss Shoes...... Milwaukee, Wis. 
Monarch Shoe Co., Inc....... Chicago, Ill. 
Morton Last Co., Inc.....Cincinnati, Ohio 
Mosinger Bros............. St. Louis, Mo. 
Moulton-Bartley, Inc.......St. Louis, Mo 
Mound City Shoe Co....... St. Louis, Mo. 


Municipal Shoe Co., Inc.. .BrookJyn, N. Y. 
The Muskin Shoe Co.......Baltimore, Md. 
D. Myers and Sons......Baltimore, Md. 





Products at Fourth National Shoe Display 





N 


National Shoe & Slipper Co., Inc. 
Worcester, Mass. 


Neo Ped, Incorporated. . Jersey City, N. J. 
A. E. Nettleton Co....... Syracuse, N. Y. 
Norway Shoe Company...... Norway, Me 


Nunn, Bush & Weldon Shoe Co. 
Milwaukee, Wis. 


O'Donnell Shoe Company. .St. Paul, Minn. 
J. K. Orr Shoe Company....Atlanta, Ga. 
Orthopedic Shoes, Inc.....New York, N. Y. 
Osgood Shoe Co.......... Methuen, Mass. 
Owens Shoe Company...... Salem, Mass. 


P 


M. A. Packard Company. .Brockton, Mass. 

Paradise Shoe Co......... St. Louis, Mo. 
Paramount Slipper Co., Inc. 

Jersey City, N. J. 

Panther-Panco Rubber Co., Inc. 

Chelsea, Mass. 


Paramount Shoe Mfg. Co...St. Louis, Mo. 
Paramount Style Shoes... .St. Louis, Mo. 
Peacock Shoes............ St. Louis, Mo. 
Pennant Shoe Company... .St. Louis, Mo. 
Peters Shoe Company...... St. Louis, Mo. 


Frank H. Pfeiffer Co., Inc. 
Worcester, Mass. 


Philco Shoe Corporation....Salem, Mass. 
Philips Shoe Mfg. Co.....Haverhill, Mass. 
Pied Piper Shoe Co........ Wausau, Wis. 
Plaut-Butler, Inc. ....... Cincinnati, Ohio 
Progress Shoe Company. .Brooklyn, N. Y. 


Q 


Queen Quality Shoe Co.....St. Louis, Mo. 


Racine Shoe Mfg. Co........ Racine, Wis. 
S. Rauh & Company....New York, N. Y. 
E. P. Reed & Co....... Rochester, N. Y. 
Red Cross Shoes........ Cincinnati, Ohio 
Restful Slipper Co.....Jersey City, N. J. 
Rice-O’Neill Shoe Co...... St. Louis, Mo. 


Richland Shoe Company. .Nashville, Tenn. 
Roberts, Johnson & Rand..St. Louis, Mo. 


Rogers Bros. Shoe Co.....Boston, Mass. 
H. O. Rondeau Shoe Co..Farmington, N. H. 
Roth Shoe Mfg. Co....... Cincinnati, Ohio 


Rubin Bros. Footwear, Inc..L. I. City, N. Y. 
Ruth Shoe Mfg. Co.....Salisbury, Mass. 


Ss 


Saco-Moc Shoe Corporation....Saco, Me. 
Salem Shoe Co............. Salem, Mass. 
L. Salenfriend & Co., Inc..New York, N. Y. 
Somersworth Shoe Co.. .Somersworth, N. H. 


Louis H. Salvage Shoe Co., 
Manchester, N. H. 


Samuels Shoe Company... .St. Louis, Mo. 


Saxe Bros. Co.............. Boston, Mass. 
The Scholl Mfg. Co............ Chicago, Ill. 
Schworm & Finke Shoe Co..Boston, Mass. 
Sebo Shoe Company.......... Chicago, Ill. 
The Selby Shoe Co... Portsrnouth Ohio 
A. Shapiro, Inc... ... .... Boston, Mass. 
Sherwood Shoe Co.....Mancnester, N. H. 
Shoe Form Co., In.. .....Auburn, N. Y. 
Shu-Stiles, Inc............ St. Louis, Mo. 
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J. P. Smith Shoe Co......... Chicago, Ill. 
Somerset Shoe Co....... Skowhegan, Me. 
M. hortell & Son, Inc...Manchester, N. H. 


South Berwick Shoe Co. 
South Berwick, Me. 


St. Louis Shoe Mfg. Co....St. Louis, Mo. 


Stacy-Adams Co......... Brockton, Mass. 
Sterling Shoe Co.......... Auburn, N. Y. 
Stetson Shoe Co.....So. Weymouth, Mass. 
Stix-Altman- Weiner, Inc.. .Cincinnati, Ohio 
Styl-Creator, Inc......... Ek. EB. Cie -¥. 
“Styled By Rysonele”...... St. Louis, Mo. 


Suffolk Shoe Company....Chelsea, Mass. 
Sulkis Shoe Co..........Marlboro, Mass. 
The P. Sullivan Shoe Co.. .Cincinnati, Ohio 
Superior Shoe Co........... Boston, Mass. 


E. E. Taylor Corporation. .Brockton, Mass. 
Teeple Shoe Company..... Waupun, Wis. 
Thompson Shoe Co....... Humboldt, Tex. 
Triple Novelty Footwear.Brooklyn, N. Y. 
Tupper Slipper Corporation.Brooklyn, N. Y. 
Tweedie Footwear Corp.. Jefferson City, Mo. 


U 


United Shoe Machinery Corp. 
Boston, Mass. 


United Shoe Manufacturing Co. 
St. Louis, Mo. 


The United States Shoe Corp. 
Cincinnati, Ohio 


Unity Shoemakers, Inc...... Boston, Mass. 


Valcraft Shoes............ St. Louis, Mo. 
Valley Shoe Corporation... .St. Louis, Mo. 


Virginia Shoe Company, Inc. 
Fredericksburg, Va. 


Vitality Shoe Company... .St. Louis, Mo. 
Vulcan Corporation....Portsmouth, Ohio 


Ww 


Wall-Streeter Shoe Co..North Adams, Mass. 
Wellesley Shoe Company...Boston, Mass. 
A. Werman & Sons, Inc...Brooklyn, N. Y. 


Weyenberg Shoe Mfg. Company, 
Milwaukee, Wis. 


Wiley-Bickford-Sweet Corp. 
Worcester, Mass. 
William Shoe Co., Inc... .Haverhill, Mass. 


Winthrop Shoe Company...St. Louis, Mo. 
Wizard Company......... St. Louis, Mo. 
Wohl Shoe Company...... St. Louis, Mo. 
Sam B. Wolf Sons Co....Cincinnati, Ohio 
Wolff-Tober Shoe Mfg. Co..St. Louis, Mo. 


E. T. Wright & Company, Inc. 
Rockland, Mass. 
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TAKE YOUR 


— ALL ARE 


CHOICE worm 


STANDARD GOODYEAR WING- NEW LEDGE TYPE—gives rugged 
: service. Non-skid cups. Nails down 


FOOT — world’s most popular, and 

most widely copied heel design. Non- flat. Swagger campus style—popular 
skid cups. Neat, smooth-fitting. The with younger people. 

aristocrat of rubber heels. 


mm 
SLL 
Mm 


iN 


MORE PEOPLE WALK ON GOODYEAR WINGFOOT 
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W, America’s fastest-selling heel is available in four 
handsome designs —a style for every type of shoe. 


In all four you get the same long-wearing, foot-easy qual- 
ities that have made Goodyear Wingfoot Heels first-choice 
of retailers and the public. 


All four put the extra-selling power of this tremendous 


Goodyear preference behind the shoes you sell. So take 
your choice — you can’t go wrong! 


THE CUSTOM GOODYEAR — cor- THE RIBBED TYPE—neat, sophis- 
rugated non-skid face. No nail holes. ticated, modern. Smart stream- 
A de luxe heel ia every way for your lined rib design gives added style. 
finest shoes. 


WINGFOOT SOLES 
Sunes wane 
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Unlike the old woman 
Who lived in a shoe, 

We serve so many conventions 
That we know just what to do! 


That's why 
THE COMMODORE 


was chosen ds 


Oise) Headquarters 
for the 


ANNUAL CONVENTION 


of the NATIONAL SHOE RETAILERS’ ASSN. 
JANUARY 6-10, 1935 


And it 1s the best of reasons why you should make the 


Commodore your own headquarters during the convention, 


Alert service by a staff experienced in pleasing busy people. 
Large, restful rooms. Delicious meals at attractive prices. 


Every convenience for arranging footwear displays, and 





for accommodating your commercial visitors. Perfect com- 


fort plus business efficiency. 
{// mm the center of Conventi 


Rooms from $3 


P) le 


ish ROXO)\/8\/ (0) 10)59> 


On 42nd Street at Grand Central, New York 


ident 
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CEMENTED WELTS 
“FOR MEN 


COMPO'S LATEST 
CONTRIBUTION 


Ag ceal up TO vement 


sa the xbed of a 


Introduction of the Compo Shoe 


VWI t Shoemaking 1932 










Compo Shoe (Sbicca Method) 





FEATURES OF 1934 
TH ESE N EW WE LT SHOES Compo Cemented Welt Shoes for Men 


No more “peely soles” in men’s shoes — com- 
plete elimination of the channel nuisance — F 


beautiful shanks close up to the arch — more The industry has learned to look to 
comfort and real flexibility — more wear. Compo for continued advancementand r 
* improvement in the art of shoemaking. 


In the making of Compo Men’s Cemented 
Welts no change takes place in lasts or meas- 
urements, or in lasting or welting process. The 
only change is in the method of attaching the 
soles. Compo provides the equipment for 
making this improved Welt shoe with any thick- 
ness of sole and any width of extension edge. 









































CAN YOU AFFORD TOF 


HE first railroad trains were doomed to failure .. . farmers thought 
the smoke would choke the cattle in the fields beside the tracks. The 
first automobiles were greeted as a huge joke . . . “horseless carriages” they 
were called, and the slang phrase of the day was “get a horse.” And of course 
“flying machines” would never work . . . hark, is that the air-mail passing 


overhead! 


So it has been with all the instruments of progress. Everything new de- 
signed to help mankind has met with stubborn resistance from the very ones 


who would benefit most from its use. 


In 1928 there were reactionaries, too. The same type of mind which talked 
of smoke in the cattle’s lungs said that cemented-sole shoes would “burn 
the feet.” And the minds which couldn’t unhitch the idea of a horse from 
a carriage couldn’t accept the new freedom from seams and stitches in 


women’s shoes. 


But merit always prevails, and the history of American business is filled with 
thrilling chapters which start with the cry “It can’t be done” and end with 


the triumph “It has been done.” 


Facts admit of no dispute. The production of cemented-sole shoes was two 

O M p million pairs in 1929. In 1934 it is over fifty million pairs. And why? Simply 

because of the experience of those who have worn Compo shoes. Manufac- 

turers and the merchants who sell their product have read the private evi- 

Exhibits of interest to every dence in their own ledgers that Compo engineering is something upon which 

progressive manufacturer and they can rely for better shoes and greater profits. With every passing month 
merchantattheJanuaryshows. ae ¥ i f 

and year, more and more are riding in the streamline train. Compo Shoe 


St. Louis, the Statler 
New York, the Commodore Machinery Corporation, Boston, Massachusetts. 









JRIDE IN A STAGECOACH ? 
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AUTHORIZED LICENSEES of the 
COMPO SHOE MACHINERY CORPORATION 


Apams Swor Co... 0.06.0. Somerville, Mass. 
......Elgin, 1. 


...Athol, Mass. 
Apt SHOE Company,E. R.....Rockland, Mass. 
.....Danvers, Mass. 
...Lynn, Mass. 
.. Augusta, Me. 
.. Philadelphia, Pa. 
BANCROFT-WALKER COMPANY.. Waltham, Mass. 
.... Boston, Mass. 


ALLIED SHOE Co., INC........ 
ANSIN SHOE COMPANY....... 


ARROW SHOE COMPANY. 
ART-CRAFT SHOE COMPANY... 
AUGUSTA SHOE CorP......... 
BALIN, INC.,SAMUEL.... 


BANNER SHOE COMPANY... 
BarRR-BLOOMFIELD SHOE MBc. Co. 


Seabrook, N. H. 

BENNETT SHOE COMPANY... .. Marlboro, Mass. 
.. Beverly, Mass. 
Braintree, Mass. 
; . . Dixon, IIl. 
...St. Louis, Mo. 


BEVERLY SHOE COMPANY... . 
BRAINTREE SHOE Co. .. 
BROWN SHOE COMPANY 
CAPITOL SHOEMAKERS.. . 
(Branch of Brown Shoe Co.) 
CARLISLE SHOE COMPANY... 
(Branch of I. Miller & Sons, Inc.) 
CAaRMO SHOE COMPARNY..... 
CARTER & COMPANY,]J. W.... 
CARTER-TAYLOR, INC... 


CLARK SHOE COMPANY 
CLAYMAN SHOE MFG. COMPANY 
COLONIAL SHOEMAKERS, INC. . 


COPLEY SHOE Co.. 
Corp SHOE COMPANY. 
CorRNELL-UNITY, INC... 
CRESCENT SHOE COMPANY... 
DARTMOUTH SHOE COMPANY.. . 
DICKERSON CoO., WALKER T. 
Dunn & McCarthy, INc.... 
Dyer & HALL, INC 

ELKIN SHOE Co.,NEWTON. . 
EMERSON SHOE Co.,A. E. 
EXETER SHOE COMPANY. 
FERN SHOE COMPANY.. . 
FIRESTONE FOOTWEAR Co. . 
FISHER SHOE COMPANY. 
FISHER SHOE Co., INC., ARTHUR 


Randolph, Mass. 
. Boston, Mass. 
FLORSHEIM SHOE Co., THE (Men's) Chicago, III. 


FLEXIBLE SHOE CORPORATION. . 


FLORSHEIM SHOE Co., THE (Women’s) 


Chicago, III. 
Forp Company, C. P..........Rochester, N. Y. 


ADRIAN SHOE Co........ 
(Branch Simplex Shoe Mfg. Co.) 


Apt SHOE Company,E. R..... Rockland, Mass. 
Philadelphia, Pa. 
...St. Louis, Mo. 


BALIN, INC.,SAMUEL... 
CAPITOL SHOEMAKERS.. . 
(Branch of Brown Shoe Co.) 
CARLISLE SHOE COMPANY 
(Branch of I. Miller & Sons, Inc.) 
CorNELL-UNITY, INc....New York City, N. Y. 
Dyer & HALL, 
ENDICOTT- JOHNSON CORPORATION. Oswego, N. Y. 
FERN SHOE COMPANY....... Los Angeles, Calif. 
FLEXIBLE SHOE CORPORATION .. . . Boston, Mass. 
FLORSHEIM SHOE COMPANY,THE. . . Chicago, III. 
Forp & Company,C.P.......Rochester, N. Y. 


MAKERS OF (¢ 


BRAINTREE SHOE COMPANY... . Braintree, Mass. 
CARTER & Company, J. W.. ... Nashville, Tenn. 
CONRAD SHOE ComPANny...No. Abington, Mass. 
DICKERSON Co., WALKER T...... . Columbus, O. 
FISHER SHOE Co., INC., ARTHUR, Randolph, Mass. 


Carlisle, Pa. 


Carthage, Mo. 

. Nashville, Tenn. 
Portsmouth, N. H. 
CENTURY SHOE COMPANY........ Lynn, Mass. 
Auburn, Me. 
Boston, Mass. 
Boston, Mass. 
CONRAD SHOE ComPANY...No. Abington, Mass. 
.Stoneham, Mass. 

... Beverly, Mass. 
.New York City, N. Y. 
Keene, N. H. 
Boston, Mass. 
.Columbus, O. 
Auburn, N. Y. 
Auburn, Me. 
Philadelphia, Pa. 
Haverhill, Mass. 
ba eee Exeter, N. H. 
Los Angeles, Calif. 
.. Hudson, Mass. 
Newburyport, Mass. 


....Milwaukee, Wis. 


.Carlisle, Pa. 


...Auburn, Me. 


OMPO CEMENTED WELT 


FREEMAN SHOE CORPORATION.. .... Beloit, Wis. 
GODMAN COMPANY, THE H. C...Lancaster, Ohio 
GOpDMAN CoMPANY., THE H. C..Columbus, Ohio 
GOLD SEAL SHOE CorRPORATION.. .. Lynn, Mass. 
HALPERN SHOE Mec. Co.. .... Haverhill, Mass. 
HANF-BLACKEY SHOE COMPANY... Derry, N. H. 
HARVARD SHOE COMPANY....... Boston, Mass. 
HIGH SHOE COMPANY ....Saco, Me. 
HOLLIS SHOE COMPANY... .Auburn, Me. 
HERBERT HOLTz SHOE Co... . . Haverhill, Mass. 
Hy-STYLE SHOE COMPANY Hallowell, Me. 
INTERNATIONAL SHOE Co... . Manchester, N. H. 
INTERNATIONAL SHOE Co........St. Louis, Mo. 
(Queen Quality Shee Co.—Division) 
INTERNATIONAL SHOE COMPANY..St. Louis, Mo. 
(Dorothy Dodd Shoe Co.—Division) 

JACKSON, MILLER & WILDE, INC. 

Merrimack, Mass, 
Jay SHOE CoMPANY..........Marlboro, Mass, 
KANE, DUNHAM & Kraus, INc.,Washington, Mo, 
KENNEBEC SHOE COMPANY Hallowell, Me. 
KEYSTONE SLIPPER CoO., INC... Philadelphia, Pa. 
KIMEL SHOE Corp............Newport, N. H. 
KLEVEN SHOE COMPANY.......Spencer, Mass. 
Kozy KOMFORT SHOE MBkc. Co., Milwaukee, Wis. 
Max LAUER.... ~< «New York City, N. Y. 
LAWRENCE IDEAL SHOE Co..So. Lawrence, Mass. 
LESTER SHOE COMPANY... ...-Chelsea, Mass. 
LITTLESTOWN SHOE Co., INC... . Littlestown, Pa. 
LoPreEstTI, INc.,C. & A... New York City, N. Y. 
LOWN SHOE COMPANY .....Auburn, Me. 
LYNN INDEPENDENT SHOE SCHOOL. .Lynn, Mass. 
Marks & Sons CoMPANY,L. V..... Augusta, Ky. 
MARTIN-TICKELIS SHOE Co.. . 
MASTERCRAFT FOOTWEAR, INC... Brooklyn, N.Y. 
MAYFLOWER SHOE COMPANY... ....Lynn, Mass. 


MEIS SHOE MBkc. Co., THE CHARLES. Lebanon, O. 
... Rochester, N. Y. 


MENIHAN COMPANY,THE... 
METROPOLITAN SHOEMAKERS, INC. . Chicago, III. 
MILCHEN SHOE CoMPANY......Lawrence, Mass. 
MILIUS SHOE COMPANY. 


MILLER & Sons, INC.,I.........L. 1. City, N. Y. 


MILLER-RADESCHI, INC.. New York City, N. Y. 
... Biddeford, Me. 
...Chelsea, Mass. 
... Baltimore, Md. 
MUSKIN SHOE ComPANy....... Millersburg, Pa. 


MITCHELL SHOE COMPANY... 
MONARCH SHOE COMPANY. . 
MUSKIN SHOE COMPANY... 


SBICCA METHOD LICENSEES 


INTERNATIONAL SHOE Co........St. Louis, Mo. 
(Dorothy Dodd Shoe Co.—Division) 
INTERNATIONAL SHOE COMPANY..St. Louis, Mo. 
(Queen Quality Shoe Co.—Division) 
LAIRD-SCHOBER COMPANY... . Philadelphia, Pa. 
Max LAvuErR...........New York City, N. Y. 
LoPRrestI, INc.,C. & A.. .. New York City, N. Y. 
MENIHAN COMPANY,THE...... Rochester, N. Y. 
Miius SHOE ComPANny.........St. Louis, Mo. 
MILLER & Sons, INc.,I... Long Island City, N. Y. 
MILLER-RADESCHI, INc.. . New York City, N. Y. 
PALTER-DELIso, INc.....New York City, N. Y. 
Pincus & Tosias, INc.......... Brooklyn, N. Y- 
PROSPECT SHOE CoMPANY....... Boston, Mass. 


SHOES FOR M 


FLORSHEIM SHOE CoMPANY, THE. . .Chicago, III. 
FREEMAN SHOE Corp,............Beloit, Wis. 
INTERNATIONAL SHOE Co.. .. Manchester, N. H. 
MILLER & Sons, Inc., I.......L. I. City, N. Y. 
PONTIAC SHOE COMPANY. . Pontiac, III. 


© TRADE MARK 


.. Ipswich, Mass. 


.....Festus, Mo. 
MILIUS SHOE COMPANY........ St. Louis, Mo. 


NUTFIELD SHOE COMPANY Derry, N. H. 
OWENS SHOE COMPANY..........Salem, Mass. 
PALTER DELIso, INc....New York City, N. Y. 
PARAMODE SHOE COMPANY....... Bristol, R. I. 
PARAMOUNT SHOE MBo., INC... ..St. Louis, Mo. 
PASADENA SLIPPER Co., INC... . Pasadena, Calif. 
PiLot SHOE Co................Chelsea, Mass. 
Pincus & Tosias, INc........Brooklyn, N. Y. 
PONTIAC SHOE MFG. COMPANY... .. Pontiac, III. 
PROGRESSIVE SHOE COMPANY... ..Derry, N. H. 
PROSPECT SHOE COMPANY....... Boston, Mass. 
RICH-VOGEL Division.........Hartford, Wis. 
Simplex Shoe Manufacturing Co. 
RONDEAU SHOE Co.,H. O....Farmington, N. H. 
SAMUELS SHOE COMPANY St. Louis, Mo. 
SBicca, INC.................Philadelphia, Pa. 
SCHOLNICK SHOE Co...... Jamaica Plain, Mass. 
SELBY SHOE COMPANY....... Portsmouth, Ohio 
SHAPIRO Bros. SHOE Co... .. .. Haverhill, Mass. 
SrmpLEX SHOE Mec. Co.......Milwaukee, Wis. 
SMITH SHOE Co.,G. Epwin....Columbus, Ohio 
SMITH SHOE Co., INc.,J. P........Chicago, III. 
SOMERSWORTH SHOE Co.. ..Somersworth, N. H. 
STANDARD SHOE Co., INC... . . Philadelphia, Pa. 
STERLING SHOE COMPANY.......Auburn, N. Y. 
STETSON SHOE COMPANY INC., THE 
So. Weymouth, Mass. 
Strx-ALTMAN-WEINER, INC. 
Norwood-Cincinnati, Ohio 
STRASSBURGER. INCc.,E. H.New York City, N.Y. 
SULKIS SHOE COMPANY... ....Marlboro, Mass. 
SEYMOUR TROY & Co.. .. New York City, N. Y. 
TULSON, INC............New York City, N. Y. 
TUPPER SLIPPER CORPORATION, Brooklyn, N. Y. 
TUPPER SLIPPER CORPORATION.N. Y. C., N. Y. 
UNITED STATES SHOE Corp., THE. Cincinnati, O. 
(Red Cross Shoes) 

Unity SHOE CORPORATION... ... Boston, Mass. 
UNIVERSAL SHOE CORPORATION. ..Sanford, Me. 
(Branch of Consolidated National Shoe Co. 

Boston, Mass.) ; 
VALLEY SHOE CORPORATION. ....St. Louis, Mo. 
WATSON COMPANY, THEC. V......Auburn, Me. 
WEYENBERG SHOE MBc. Co.. . Milwaukee, Wis. 
WISE SHOE COMPANY.........Haverhill, Mass. 
WITTON SHOE COMPANY... ..Los Angeles, Calif. 
WoLFF-TOBER SHOE COMPANY.. .St. Louis, Mo. 
WRIGHT SHOEMAKERS, INC...... Richmond, Me. 
ZuLICK & COMPANY,J.S.......Orwigsburg, Pa. 


RicH-VOGEL Division.........Hartford, Wis. 
Simplex Shoe Mfg. Co. 
SAMUELS SHOE COMPANY.......St. Louis, Mo. 
Ssicca, INC.................Philadelphia, Pa. 
SHERWOOD SHOE COMPANY... . Rochester, N. Y. 
SIMPLEX SHOE MFG. Co.......Milwaukee, Wis. 
SMITH SHOE Co.,G. Epwin..... Columbus, Ohio 
SMITH SHOE CoMPANY,]J. P.........Chicago, III. 
STRASSBURGER, INc., E. H....N. Y. C., N. Y. 
SEYMOUR TROy & Co....New York City, N. Y. 
UNITY SHOE CORPORATION... ... Boston, Mass. 
VALLEY SHOE CORPORATION. .. ..St. Louis, Mo. 
WITTON SHOE COMPANY Los Angeles, Calif. 
WOLFF-TOBER SHOE COMPANY...St. Louis, Mo. 


EN AND WOMEN 


STETSON SHOE COMPANY, INC., THE 
So. Weymouth, Mass. 
UNITED STATES SHOE Corp., THE 
(Red Cross Shoes) Cincinnati, Ohio 
WEYENBERG SHOE MF, Co... . Milwaukee, Wis. 
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DECIDEDLY NEW 
DISTINGP rye Hy 
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GW, 


A new treatment for smooth-grained leathers 






that will play an important role in the Style pic- 






ture for Spring. 







Pinnelé offers a refreshing departure from ordi- 


nary design in the unique effects it achieves. 






Smarter than stitching . . . and smarter still than 






ordinary perforation it gives you a NEW fashion 









in footwear to present your trade. 










The genius of Peacock’s designers reveals itself 






in this innovation... and explains the preference 






of style-wise merchants for the fast-selling line of 


Peacock Shoes. 


















DO BE SURE TO SEE THIS 
LATEST PEACOCK ORIGINATION 












Visit the ‘Peacock Display 
os Oe Oe Me ee Fn OO ON) 
in Rooms 405-7-9-11-12 
JANUARY 7-8-9-10 
RE ae 

He 


\ 
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BOYD -WELSH “dc. St. Louis, Missouri 











When writing advertisers please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER, December 29, 1934 





UE to geographical location, St. Louis was destined to become a shoe city; 

first a wholesaling and distributing center, later a producing center as well. 

The year after year increase in the aggregate pair sales of the St. Louis manufac- 
turers and wholesalers up to a certain point, is but a reflection of the growth and 
shift of population as well as the.rapid economic development of our country 
from 1875 to 1930. But beyond that point the splendid development of St. Louis 
as a shoe market should be accredited too the ingenuity of those gentlemen who 


have spent their lives building sound shoe business based on the principle of ser- 
vice to dealer and consumer. 


During the early stages of this market’s history merchants bought shoes in St. 
Louis because of its location, stock department service and the all-leather appeal. 
Later on as the market continued to develop, the savings resulting from increas- 
ing efficiency in methods of manufacture and distribution, made St. Louis shoes 
constantly more attractive. Sales continued to grow. New factories opened up 
and more capital flowed into the business of shoemaking. Shoe dealers were 
quick to recognize the resourcefulness of St. Louis’ early manufacturers. Large 
scale production, solid leather shoes, in stock service, modest profits and branded 
merchandise were some of the policies adopted by these early leaders of the 
market. 


The next phase in the growth of St. Louis as a shoe city came with the ad- 
vent of the novelty era in women’s shoes—pattern shoes—which brought into ex- 
istence the St. Louis specialty shoe factories. Methods of construction as well as 
styling have claimed the attention of these manufacturers from the very start. 
But style has been their major point of selling appeal, therefore each year one 
sees these specialty lines become more refined and subtle in keeping pace with 
the shifting demands of Fashion-wise women. ‘Today St. Louis is looked to for a 
certain distinctive character of styling. The preeminent position this market en- 
joys as a center for style footwear is not self-appointed, but one that has been 
awarded by leading shoe buyers throughout the country. For example five years 
ago St. Louis manufacturers were getting little or no business from the large de- 
partment stores on Manhattan Island. Today you’ll find St. Louis made shoes 
in practically every one of those stores. [TURN TO PAGE 103, PLEASE] 
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Nation “l lly 
Pe ee 


One of a series of 
advertisements in 
leading class mag- 
azines. 





Ht the : : 
NATIONAL SHOE If you are talking in terms of increased 


DISPLAY, ST. LOUIS sales, profits, turnover, and customer en- 
January 7, 8,9, 10 thusiasm, shoes styled by Rice-O'Neill 
---You'll find the Rice-O'Neill ex- speak your language more than ever. 


hibit a center of interest. See this 


inspiring array of distinguished ’ te ' ' 
ae i “Gems in Leather” is an apt description of 


footwear. 
Display Rooms Nw the new numbers that have been created 
408, 410, 412, 412B, 437, 441. ~~ ,! 4 ‘ P P ’ ' 
ON with jewel-like perfection from the finest of 


ef ferson Jo Styled by iy , 
l/ materials. Extra smartness endows these 





Atel \@z.,Oneil 
\Re 2 shoes with extra sales appeal. 
\ RICE-O’'NEILL SHOE CO.., Manufacturers, St. Louis 
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‘Foot - Fashions’ 
fine shoes for 
men and women 
express in a truly 
1935 manner the 
preferred leath- 
ers and combina- 
tions in thought- 


"HALF THE FUN OF HAVING FEETTA||| fully conceived 


styles. 


A 


“Red Goose’ shoes, featured in You will recog- 


leading department stores and nize in each of 
these lines a fine 


. adaptability to 
throughout the nation, greet the the season's 


others of the better type stores 


new season with a splendid array demand. 


of preferred juvenile types. 


A hearty welcome is extended PARLOR 5 
to all who visit the ” Big Show” 2M FLOOR 


to visit our display and see this H O TEL 


fetal JEFFERSON 
FRIEDMAN-SHELBY 


Pranck ENTERNATIONAL SHOE CO. 
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Recife intensive, national 
advertising in Vogue, Ladies’ 
Home Journal, McCall's, Good 
Housekeeping, and Photoplay, 
representing a circulation of 
7,500,000 homes, has brought 
home to American women the 
story of Smartness, Fit, Vitality, 
and Economy found in the 
Charmed Circle of Vitality 
Health Shoes. 
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“Stop: the he 


.--and heralds the 
PAGEANT of SPRING 


Never BEFORE has Vitality displayed such a splendid 


array of characterful shoes .. . lines well-balanced . . . styleful 


... and priced for profits. 

A complete representation of patterns, over the widest 
range of widths and sizes ever available heretofore, is carried 
in our In-Stock Department. 

A national advertising campaign vigorously conducted in 
five leading magazines, together with various dealer helps of 
proved effectiveness makes the merchandising of Vitality Shoes 
definitely profitable and free from complications. 

Be sure and investigate the complete Vitality proposition 
for Spring. 

Our complete lines will be displayed at Hotel Jefferson in St. Louis, Rooms 535- 


537-541-543 January 7th to January 10th, 1935, during the National Shoe Display 
under the direction of the National Boot and Shoe Manufacturer’s Association. 


VITALITY SHOE COMPANY «¢ ST. LOUIS 


Branch of International Shoe Co. 


WOMEN’S MEN’S Cares BOYS’ CHILDREN’S 


AAAA to EEE AAA to G A tok Complete widths 
and sizes 


Sizes 2 to 11 Sizes 5 to 14 Sizes 1 to 6 Priced fo size 
$6 and $6.75 $5 and $6 — $4 $2 to $5 


VITALITY GROWING GIRLS’ AND THRIFT GRADE SHOES FOR WOMEN ... $5.00 


VITALITY 


Soe CS 
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NEW 


Florence Rice, popular screen star of 
Columbia Pictures, who is appearing 
in “Fugitive Lady.” 


The shoe illustrated is another of 
Brauer Bros.’ innovations based on a 
construction patent. It is the 
“EYERENE?” pattern. 
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i] 


j 


pegovmers— 


FOR SPRING 


Like the mounting popularity ot 








Florence Rice Paradise Shoes step to 
higher levels of merchandising per- 
formance. Spring pattern selections, 


covering a broader field than ever, 


mark the very acme ot beauty in har- 


mony of color, grace of line and use of 
material. Creations that reflect the vi- 
tality of youth—guaranteed to stir the 
most jaded tastes with immediate de- 
light at the discovery of something 


distinctly new. 


BRAUER BROS. SHOE CO. 
ST. LOUIS, MISSOURI 


Paradise Shoe Displays 
¢ / One of the outstanding ‘ 
aNgo- features of the Paradise St. Louis, Jan. 6, a 8, 9g 


line is the Tango Pump. 
FLEXIBLE INSTEP Its exile instep feature Jefferson Hotel, Rooms 460, 462, 464, 
is made possible by a pat- 
Y, ented method of construc- 453, 454, 455, 456, 458. 
tion which allows an ex- 
pansion of 11/64 of an New York Jan. a 8 9 10 
inch. The invisible gor- 2 dene ne 
ing maintains flexibility Commodore Hotel, Room 1148. 
throughout the life of the 
shoe. The throat never 
liege figs Mate Boston Shoe Show, Jan. 14, 15, 16 
Nearly a quarter million Hotel Statler 
women have_ bought 
Tango Pumps because 
they eliminate all pinch- 
ing and biting. 
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Quality is the result of high intention, sincere effort, intelligent direction and skillful execution; it represents the 
wise choice of materials, the cumulative experience of many skilled craftsmen, and it marks the quest of an ideal in 
the creation of something useful. The achievement of quality is not an accident. 


TWEEDIE FOOTWEAR CORPORATION, JEFFERSON CITY, MISSOURI 


Shoemakers Since 1874 
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SHOES THAT SELL 


"ST.LOUIS 


Schearest 


ST. LOUIS SHOE MANUFACTURERS 
AND WHOLESALERS ASSOCIATION 


WTP Ga RF CE a RE AE PRI PORES ORE OY EMRE I ET NN rs 


| samenaat nowhere else in America will one find 


a particular group of manufacturers — all direct 


competitors—yet so thoroughly co-operative in matters 
pertaining to general welfare of the group. The industry 
here consists of some 60 manufacturing plants operated 
by about 25 concerns. Those plants are in the city proper 


or scattered out among small towns within a radius of 


ASSET EE TE LL ILA EBA LE LIES LIN LAT NEA 


200 miles. The manufacturers here, through their asso- 
ciation, The St. Louis Shoe Manufacturers and Whole- 


salers Association, have sought to create a general ac- 


mist 2 


ceptance for shoes from the St. Louis district. They 
have fought for definite standards of quality, have recog- 
nized the value of equitable wage scales, have built sound 
financial structures, encouraged new developments in 
shoe construction, factory management and merchandis- 
ing procedure. They have always kept merchants’ 
problems uppermost in their minds and above all, they 
have never forgotten their responsibility to the consumer 


in delivering shoes well worth the price they bring. 





CONSIDER THESE FEATURES: 


Finest select oak tanned backbend sole 
leather; select quality upper leathers with 
full grained, bark tanned, calfskin and 
genuine bleached kip quarter linings; close 
woven, long staple, cotton linings; all 
joined edges skived and reenforced; 
counters individually moulded to the lasts; 
insteps cut to conform with the foot’s 
natural crown; cupped heels; innersoles 
and outersoles flexed and slashed to as- 
sure maximum flexibility; and the new ex- 
clusive WINTHROP pedicentric lasts, 
which give the foot better balance, finer 
fit, and a lower center of gravity in the 
shoe, assuring ideal tread and lasting 
comfort. 


Bench-cut models are cut by hand with 
quarters cut for right and left assuring 
tailored fit to the foot —self conforming 
Permaflex innersoles which are not affected 
by moisture or perspiration conditions are 
used with innerseaming method as in orig- 
inal hand sewed shoes. 


« 
$600 
72 Che VVIN | 
for Bench-Cut Models 


oF oa 


? 
af. 
4 


fea Lary 
rita (ay 


es 
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f 
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A NEW STANDARD OF VALUE 
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Here’s what we mean by 


A NEW STANDARD of VALUE 
IN MEN’S FINE SHOES ... 






The complete line of Winthrop Shoes will be shown 
during the National Shoe Display under the direc- 


4 tion of the National Boot and Shoe Manufacturer’s 
Association at Hotel Jefferson, St. Louis, Rooms 


531-533-512 and 512B, January 7th to January 10th. 















] ¢ 








“A remarkable line of Men’s Fine Shoes at remarkably low retail 
levels for shoes of this grade and quality.’’ That’s what they are 
saying about the Winthrop Shoe! We want you to see this line your- 
self at the convention. We welcome any questions you want to ask, 
and we invite your own judgment of this line by any competitive 
standards you may choose. 



















Custom designed patterns throughout the line with thorough rep- 
resentation of styles for every use and purpose of the well-dressed 
man will be on display— shoes built to custom standards but priced 
to bring you bigger volume and profits on your men’s fine shoe 
business. Comprehensive In-Stock Service is complete and consist- 
ently maintained at all times. Don’t miss this opportunity to turn 
quality in shoes into added dollars for you. 





THE WINTHROP SHOE COMPANY e ST. LOUIS 


Branch of International Shoe Co. 


1HROP Soe 


, IN MEN’S FINE SHOES 
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1934 











= = Cat 


COMES TO A CLOSE — 


And when averaged up, we believe that Star Brand 
Shoes have again led the industry in the production 
of profits and the building of consumer confidence and 
good will for American shoe retailers—and for the new 
year, Star Brand Shoes hold for those who sell them 


the bright promise of their past achievements. 


These are sufficient reasons why you will want to see 
this famous line of all-leather footwear at the Show. 
It will be on display in Parlor 2, Jefferson Hotel, and 


we shall be glad to have you with us. 


We shall also be happy to have you at our general 
offices, 1501 Washington Avenue — just four short 


blocks from the Jefferson. 


“STAR BRAND SHOES 


are Better” 





ROBERTS, -JOHNSONS RAND 


Branch of international Shoe Co. 


$T. LOUIS 


MAKERS OF 





| UPTOWN SHOES for Men TRIM-TRED SHOES for Women POLL PARROT SHOES for Boys and Girls 





“HR 
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A Poll Parrot style, two- 
tone tie with quarter 
inlay and vamp lacing. 


White crushed pig calf 
with brown calf trimming. 


A Poll Parrot air-condi- 
tioned style of beige leather. 


When Shoe Men 
Get Together- 


And the subject drifts to juvenile shoes, you 

A Poll Parrot center 
buckle strap with 
is obvious, for Poll Parrot Shoes are the covered heel. 


will hear the Poll Parrot name. The reason 


most favorably known and widely recog- 
nized in juvenile footwear. » During the 
most trying business period in the history 
of our country, they have stepped up vol- 
ume and produced profits in many chil- 
dren’s departments that were previously 
inactive. v In this great line of shoes, many 
improvements have been made to make it Attends 
a greater line for the New Year. In addition sandal of patent leather. 
our co-operative sales program, the best in 
the business, has been materially strength- 
ened. ~ So in laying your plans for 1935, 
start out with a winner. Look into the Poll 


for Boys ana{Girls 


Parrot proposition. 


White in attendance at the National Boot & Shoe \ 
Manufacturers’ Association, come to Parlor No. 2, Hotel Jefferson, . A Poll Parrot of 
convention headquarters, where the complete Star Brand and Poll Z beige crushed pig, 
Parrot lines will be on display... or better still, visit our general brown calf trim. 
A Poll Parrot four- offices and sales rooms at 1501 Washington Avenue, just four short 
sine dhananandanen blocks from the Jefferson. 


A boys’ Poll Parrot 
style in white vealskin. 


An air-conditioned Poll 
Parrot tie of two tone calf. 


ROBERTS. JOHNSON 6 RAND 


Vat Nal od alt] Ml lald-Tdal-Vilolal- ae lalel- me Or-) 


ST. LOUIS, MO. 
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The photograph reproduced above shows the $3.94 department in one of the nation’s leading high grade 
department stores. 


Read the enthusiastic comments of a Vice-President of one de- 
partment store as expressed in his letter to our company— 
“As you know this popular priced shop 
was given a great deal of consideration ; 
goles Shy before putting it in.” * * * “this shop parsil Vogy,. 
Approved by Well essed Women *S, has proven a tremendous success. The Sportwear 
set up called for a six time turnover and 
we are now running on a ten time turn- 
over.” * * * “the shoes we have received 
from you have been outstanding and we 
attribute a great deal of the success of Sf orest 
this department to the fitting and styling 
of these shoes” * * * “we feel that 75% 


of this business is plus business.” 1610 
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A modern merchandising idea especially designed for department stores and 
larger department shoe stores — where large turnover — small basic stock — 
profitable mark up—low mark down—make it an attractive proposition for 


selling more shoes in 1935. 
Investigate this modern plan of operation—convincing facts are available. 


Visit our sales room in our general office, when in St. Louis, or see us at 
Parlor 9, Jefferson Hotel, during National Shoe Display, January 7th to 10th, 
and find out how this highly specialized department idea can work for you. 


Forest Park Shoes—a specialty line for a special purpose alive with sales 


possibilities, 
Boulevard Styles Varsity Vogues 

A new tackless McKay method— Shoes that express the event. An 
flexible, light, airy shoes in a radiant unusual assortment of patterns and 
assortment of materials, patterns, types for active sportswear—favored 
lasts and heels for dress and street heels and lasts — Goodyear Welt 
wear. Construction. 

4 See this line of $3.95 or $4.00 retailers, that everybody is talking about, at 


St. Louis’ National Shoe Display, or write for our representative to call. 














Park Shoe Company—St. Louis, Mo. 


(A division of Brown Shoe Company ) 
WASHINGTON AVENUE 
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FROM THIS LINE OF 150 PATTERNS 


all styles to be carried in stock from now until after Easter 


You can get all sizes in all patterns in the various materials, colors and smart 
combinations found in this large stock of women’s novelty shoes. The resources 
of our large organization permit carrying this tremendous selection for your 
convenience. Make use of it and you ll profit by being able to size in on any 
of the 150 patterns any time up and through Easter. This is another and very 
important reason why when you buy women s novelty shoes you should immedi- 


ately think of Peters where you get a larger selection, beautiful patterns in stock 


throughout the season. Ask to see the “DP : 


A BRANCH OF THE INTERNATIONAL SHOE 
COMPANY + SAINT LOUIS, MISSOURI 












Page 100 BOOT AND SHOE RECORDER, December 29, 1934 


FAULTLESS FITTING FOOTWEAR 


NEW FEATURES YOU'LL WISH TO KNOW ABOUT 


Again these popular and profitable lines step forward and lead 
the procession by adding new features of importance —features 
that greatly increase salability and make Queen Quality 


and Dorothy Dodd agencies even more valuable to the retailer. 


Complete Displays al Eoth ahs 


ST. LOUIS, MO. NEW YORK CITY 
Hotel Jefferson Hotel Commodore 

ROOMS 635 - 637-641-643 ROOM 1144 
January 7 to 10 January 6 to 10 


QUEEN QUALITY SHOE CO. DOROTHY DODD SHOE CO. 


Branch of International Shoe Co. Branch of International Shoe Co. 


1509 WASHINGTON AVE., ST. LOUIS, MO. 1509 WASHINGTON AVE., ST. LOUIS, MO. 
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CTashion ate 


DEALER WINDOW DISPLAY 
SPRING AND SUMMER /955 








See the startling new types of Fashion Plate shoes at the 
N. S. R. A. and The National Shoe Manufacturers conven- 
tions, January 6, 7, 8, 9 and 10. 
Check the national, the Traveling Window Display and local 
advertising service extended to the retailers of Fashion Plate 
shoes. 
Check the new quality and workmanship of Fashion Plate 
shoes. 
Do these three things and discover why Fashion Plate sells 
more $7.50 and $8.50 high style shoes than any other single 
manufacturer in America. 
N.S.R. A. National Shoe Mfrs. Association 
Naan Yank St. Louis 


. Hotel Jefferson 
Hotel Commodore Rooms 817-21-23-28-33-35-37-43- 


WW “ 
Vo QUE. magazine Rooms 1135-37 





ally advertised during 1935 in 
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This is the Ped-Eze sole. Note 
its soft, yielding cellular con- 
struction. This patented sole 
—not the foot—absorbs the 
jars and jolts of walking. At 
the same time, its porous tex- 
ture insulates the foot against 
heat, cold, dampness . . . keeps 
the feet free from perspiration. 












egret MEANS BusINEss—and plenty of it. 
It’s the shoe that actually makes the hours 
seem shorter . . . the days seem brighter to all 
women who want handsomely styled shoes that 
are really comfortable. 


Ped-Eze is soft as a kitten’s tread. The cellular 
sole takes care of that. Instead of meeting hard 
pavements and floors with a head-on jolt, this 
cellular sole yields gently as the foot meets the 
floor or sidewalk. The sole—not the foot— 
absorbs the tiring, jarring impact. 





Behind Ped-Eze is a sound, sensible plan of 
promotion that will bring people into your 
store who have never been there before. This 
plan is built around your store. Its effect is 
felt by your store. All of the advertising is over 
your name. It is confined to your community. 
It reaches the very women you want to reach 
... tells them what you want to tell them... 
brings them into your store to buy. 









This plan includes newspaper advertising . . . 
direct-mail advertising . . . window advertising 
... Store advertising . . . even package adver- 
tising . . . all hooked up directly with your store 
and Ped-Eze. Complete details of this plan, 
together with full information regarding Ped- 
Eze, will be gladly given you by the Central 
representative in your territory or sent to you 
upon request. Simply write 


CENTRAL SHOE CO.,ST.LOUIS 
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(cw! A NEW KIND OF SHOE 














29, 












ENTRAL'S 


PED-C7€ 


—a soft, yielding shoe that cushions 
the foot against the tiring jolts and 
jars of pavements and floors! 

—that provides amazing protection 
from heat ... from cold... from 
dampness . . . from perspiration! 

—that combines Hollywood smart- 
ness with “‘old slipper” comfort at 
a price women will gladly pay! 

—that’s backed by a sales and adver- 
tising plan that brings people into 
your store to buy! 


This well-fitting gore pump, cleverly 
designed in black kid, has a medium 
Boulevard heel. 
















A stunning street 
tieofpralinebrown 
and Belmont beige 
kid, attractively 
perforated. 









The classic T-strap ... with 
a difference in its cut - out 
design. Black kid with grey 
piping. 
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ST. LOUIS 
MARCHES ON 


[CONTINUED FROM PAGE 83] 


Another reason for the splendid distribu- 
tion of St. Louis shoes and the resulting large 
volume of business done by this market, is 
found in the great variety of types and price 
ranges produced here. In women’s style lines 
one can buy conservative patterns, fast pat- 
terns and high style shoes; retail prices range 
from $3 to $14. The same comparable style 
range is to be had in men’s dress shoes retail- 
ing from $3 up to $7.50. Furthermore vir- 
tually every known type of shoemaking is to 
be had in the St. Louis market. Over fifty 
thousand shoe dealers, large and small, 
handle St. Louis made shoes. 

But St. Louis marches on. The manufac- 
turers here having built a sound market place 
to which merchants can come to buy, with 
safety, do not choose to rest on their laurels. 
They continue to search for new efficiencies 
in manufacture, they continue to develop 
new ideas in shoe construction. Some of the 
more recent developments are positively 
revolutionary. In fact the most recent phase 
of the market’s development is marked by 
the introduction of basically new shoes; such 
as a flexible instep on pumps, an all-over 
elastic shoe, a completely adjustable feature 
shoe for men, fiddle shanks and so on. 

Additional evidence of progress and 
growth in St. Louis market is seen in the ex- 
tent to which an ever increasing number of 
manufacturers here have gone in for adver- 
tising and sales promotion as a normal part 
of their marketing effort. The principle of 
helping the merchant to move shoes from his 
shelves is not new with St. Louis concerns, 
but in recent years more of these concerns 
have gone into consumer advertising in one 
form or other. While the advertising and 
sales promotion plans adopted, vary with the 
nature and price range of the product, they 
all are carefully planned and followed 
through so as to accomplish the necessary 
results and thereby justify the cost involved. 
It has been said that the fellow who pays 
the advertising bill is the one who doesn’t 
advertise. There may be a grain of truth in 
this for St. Louis shoe manufacturers are be- 
lievers in advertising and St. Louis shoe 
manufacturers are successful. 


Page 103 








PENNANT'S 


NEWEST AND SMARTEST 


Line 


TO RETAIL AT 


‘586 


will be displayed during the 
Shoe Convention in St. Louis 


January 7th to 10th at 


JEFFERSON HOTEL 


Rooms 708—710, 
712 and 712 B 


A 


THESE MEN WILL WELCOME YOU 
A. L. Lay 
R. Frank Dohoney John Flautt 


Gordon A. Spring Wyatt Virgilio 


PENNANT SHOE CoO. 


Division of International Shoe Company 


St. Louis + + Missouri 
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Heralding an Achievement 
THE NEW 


SMOOTH-EEZL 


As smooth as their name implies . . . an origination, modern 
as the latest airflow silhouette . . . classic as simplicity itself. 


Presenting No. 7963 in VICI black satin mat kid on the 
P-21 last with 20/8 heel. 





Here is pump supremacy in SMOOTH-EEZ . . . its pat- 


ented cushioned instep moulds to the foot, flexing its every 


S1enteses 
meet tiitinesiacsseisisecsses, 


movement .. . smooth and easy. 


Exclusive in feature and finish . . . bearing the legend of 


style—in subtle lines and smartness. 


2 & 


TANNAGE BY aH 
ROBERT H. FOERDERER, Inc., Philadelphia, Pa 


exclusive is the finish. Both 


Exacting are the specifications . . . 
are met in the selection of VICI black satin mat kid. 


The horseshoe trade-mark in the shoe identifies this leather as 
genuine VICI—it symbolizes quality—and assures satisfaction. 





These VICI shoes are the answer to fashion’s demand that leather 


and last keep in step with the times. 


JOHANSEN BROS. SHOE CO., ST. LOUIS, MO. 
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e e There is a 
ad-Yokohahiabalem com BU Acbae! 
Appliances in shoe and 
oC-bolobagaat-bal ai coba-t-Pael-Voloabt-t-ad alt= 
MAU Ace de bbet-Mobatem dally ob dem ole) eteay 
offer so much greater possibil- 
ities in turnover, volume, 
profits and customer 


satisfaction. 


See the 
WIZARD DISPLAY 


f Room 928 
Distinctive ve STATLER HOTEL 


WIZARD Features "COUm ° 
No metal... light, flexible... | 
complete adjustability...in- 
r=3 cob at ab d-¥ 60-3 MEMoLod cat noy aco oy (- Mp copaal 
the start...no breaking in.. 
can be worn in the daintiest 
shoes. 


The WIZARD Company 
St. Louis 


Ido Ot (Oommeeaon 
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ON YOUR WAY to the 
CONVENTION? 


Make a mental note right now to look ; se, if 
into the reasons why Naturalizers are : 

America's fastest-growing line of 

women’s arch-type shoes. 


Rooms 400-402-409-411 Jefferson Hotel Wade to vated 


January 7-8-9-10 


BLUE RIBBON SHOEMAKERS 
ST. LOUIS, MO. 


DON’T SPEND YOUR LIFE me Awe sail cel saith Tom hha ppuness --.- WEAR Hiatal fer dhl aus 
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Jour 1935 Mens Sport $hoe 
Business will be ‘shot full 


of hol. es unles S 


your shoes are/ 





First in the field always — with 
the newest in perforations and 
ventilations. Recognized leaders 
in sport shoes of distinction 
where style and comfort combine 
for profitable volume consumer 


acceptance. 


'" Your , TRADE wirn THESE! (0000000 


-@ @” 


Time could offer no better opportunity than now for you to 
identify yourself with thousands of retailers who concentrate 


See ’ 
imireD HOES on UNITED men’s shoes season after season for greater Sales 


at the 


NATIONAL SHOE 
DISPLAY 
and ranges plus unlimited facilities for building to your specifications. 


STYLE SHOW 


Rooms 337-341 Jefferson Hotel 
ST. LOUIS 


way UNITED SHOE MFG. Co. 
Shown SHOE company © * ST. LOUIS 


When writing advertisers please mention Boot and Shoe Recorder 


.. Mark-up .. Turnover. Stocked in the three volume selling price 
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WE INVITE YOU TO | 


MORRIS KALMON 


Sales Manager 


PakAMounr 
STYLE SHO 


No 





TOM BUSHMAN 


Sales Manager 
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NSPECT OUR SPECIAL DISPLAYS 





1934 





JACK KAPLAN 


Sales Manager 





JANUARY 7, 8, 9, 10 BOTH AT NEW YORK AND ST. LOUIS 


HOTEL JEFFERSON 


ST. LOUIS 

Room 
Reception Room ................. 752 
C. BE. Carpenter ..............0cc0e 760 
lg Oe 762 
SS ee rer 760 
Fred Entchelmeyer ............... 760 
ee SS ae eee 758 
SSS ee ee ee 756 
MOMTEOS RODDINO 5 oscie cs oi0 ose ban 754 
re 748 
SS Re 760 
Arthur “Mac” McDonald .......... 750 
Beorris Kalmon ..... 2. ...cccc00 752 
a re 752 


HOTEL COMMODORE 
NEW YORK 


J. V. Dreyfus | 
Abe Plotkin { ‘oCCCCCCCTTCTTTT 1008 


PARAMOUNT 


Shoe Manufacturing Company 


New York Office 
Marbridge Bldg., Room 654 


General Office and Sales Rooms 
4164 Chippewa, St. Louis, Mo. 


HOTEL JEFFERSON 


ST. LOUIS 

Rocm 
Tom Bushman .. eae 
John Laughlin . . 741 
Max Abramson .. 3% 
George Rule ...... . TAl 
Charlie Schwenk ...... 733 
Walter Stein . .. 138 
Sam Wolff . . 


HOTEL COMMODORE 


NEW YORK 


Al Rice ’ 
J. 0. Steele § POC CECH S C0664 B06 08 


WOLFF TOBER 


Shoe Manufacturing Company 


1152-1154 


General Office and Sales Room 
2511 Sullivan Ave., St. Louis, Mo. 


When writing advertisers please mention Boot and Shoe Recorder 


HOTEL JEFFERSON 


ST. LOUIS 

Room 
Jack Kaplan | . 526 
Phil Cohen ....... . 524 
Harry Barton .... . 533 
George Rule........... 522 
William Myers . . 523 
Harold Steele .... . 524 
Sem Warum ........... 522 
Joe Goldstein... .... 526 


CARMO 


Shoe Manufacturing Company 


Factory at 
Carthage, Mo. 


St. Louis Office 
2511 Sullivan Avenue 
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ANNOUNCING THE 





Jefferson Shoe Company 


Division of International Shoe Company 


with a line of women’s high 
styled shoes to retail at 


$ 400 
pags 


These shoes will be on display during the convention in St. 
Louis January 7th to 10th in the home office salesrooms at 
1509 Washington Avenue and 


Room 743 
JEFFERSON HOTEL 
In Charge of 


A. L. Lay, R. Frank Dohoney and Marc. Gautier 








ST. LOUIS—A Great 
Shoe Market 


HE reputation of the City of St. Louis is unique in the 
pot of the history of achievement. Even before the day 

of white settlers, the native Indians, who made what is now 
St. Louis their Camping Grounds, were known as builders. They 
built huge mounds as memorials to the dead. Today, the people 
of St. Louis are also builders—builders of industry far-reaching 
in effect, and builders of a cultural city—a memorial to the living. 

It is out of this spirit of achievement that the early builders of 
the shoe industry in St. Louis laid the foundation for great manu- 
facturing and distribution enterprise. 

As a shoe manufacturing center, St. Louis dates back to about 
1879. From that time until 1890 there were a few small factories. 
Its real development as a producing center, in addition to the 
dominant wholesale business, began with the multiple factory 
system created by the general line houses. 

One of the reasons why the St. Louis shoe market has devel- 
oped on such a large scale is because in the early days its whole- 
sale business attracted what was then considered large amounts 
of capital, and in doing so brought with it men of stability and 
integrity; men who were merchant-minded; men who knew the 
retailer’s problems. In those early days, wholesalers granted long 
credit to merchants and thus performed the banker’s function as 
well as that of the distributor. This volume business laid the 
very foundation for a shoe market that in later years has proved 
its unusual stability in the light of economic conditions. 

One of the most stabilizing influences in the St. Louis shoe 
industry is the firmly established policy of most of the manufac- 
turers here to stick to branded merchandise. To them it repre- 
sents the very essence of a guarantee for maintaining fixed 
standards of quality. It has proved to be a mainstay to thousands 
of merchants, large and small. In every price range and in all 
types of shoes—men’s, women’s and children’s—merchants order 
from St. Louis with the definite assurance that the highest stand- 
ards of quality for the price paid will be delivered. And this 
assurance is born of the maker’s penchant for identifying his 


goods. During the severest phase of the 1929-1932 depression 
when the demand for cheap merchandise had been paramount, 
St. Louis shoemakers stood firmly against lowering standards of 
quality, probably to the sacrifice of considerable volume. But in 
doing so they preserved their reputation for unchanging quality 
standards. 

St. Louis wants to call to your attention the fact that every 
kind of leather footwear that can be retailed profitably is manu- 
factured by well-established, reputable concerns located here. 
The reasons are many for the location in St. Louis of national 
distributors of footwear. 

St. Louis is so thoroughly shoe minded that upon investigation 
you will find that everything necessary to set up and operate a 
modern shoe store can be purchased within the limits of this 
mid-western city. Fixtures, floor coverings, shelving, polishes, 
shoe ornaments are among the many items besides shoes that 
are built in St. Louis and shipped all over the United States. 

It is, then, a decided advantage for shoe retailers to buy in 
such a market as St. Louis. 





BRANDED JOBS 


IN ST. LOUIS STANDARD BRANDS 


Specializing in men's, women's and chil- 
dren's samples and jobs for promotions 


AT A PRICE 


M. K. WEIL SHOE COMPANY 
1332 Washington Ave. St. Louis, Mo. 


"WHILE IN ST. LOUIS SEE WEIL" 
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CONVY HEEL COVERING CO. 


BOOT AND 
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CONVY 
HEELS 


HELP MAKE 


SHOES THAT SELL 


The beauty of a covered 
heel ts an essential 

part of a dainty shoe 

” Accurately made 
and carefully 

covered CONVY heels 
therefore have a 

part in the production 
of Shoes that Sell @ # 
from St. Louss 


we w 


The following St Louis 
lines use CONVY heels 


MILIUS SHOE CO. St. Louis 
MILIUS SHOE Co. Festus, Mo. 
MOULTON-BARTLEY Highland, Ill. 
PARAMOUNT SHOE CO. _ St. Louis 
PEDIGO-LAKE SHOE CO. St. Louis 
RICE-O’NEILL SHOE St. Louis 


WEYAND SHOECO. Jacksonville, Ill. 





4057 FOREST PARK BOULEVARD 


ST. LOUIS, MISSOURI 





When writing advertisers please mention Boot and Shoe Recorder 
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BANCROFT WALKER CO. 


Interlaced patent trim contrasts strik- 
ingly with kid in this smart Foot 
Delight oxford . . . tiny cut-outs, 
skillfully woven into the design, 
add coolness. 


BRAUER BROS. SHOE CO, 


A patented flexible instep feature 
makes this beautifully modeled Tango 
pump one of the most comfortable 
shoes you've ever worn. 


WALKER T. 
DICKERSON CO. 


Radiating perforations 


and striking contrast- 
ing stitching lend un- 
usual appeal to this 
well-known Metatar- 
sal Arch Relief comfort 
shoe. 





DUNN & McCARTHY, INC. 


Here is a splendid oxford to wear with 
either suits or coat-and-dress cos- 
tumes. Cut medium height for both 
smartness and comfort, it features 
the fashionable lighter trimming. 

















L. B. EVANS’ SON CO. 

Evans Kid Leather contributes greatly 
to the flexibility and snug comfort of 
this trimly tailored, beautifully fin- 
ished slipper. 


JOHANSEN BROS. SHOE CO. 
This cleverly treated open four-eyelet 
tie is just the shoe for those warm, 
early Spring days. You'll appreciate 
its snug comfort, too. 


JOHNSON, STEPHENS 
& SHINKLE SHOE CO. 


One of the trimmest, most 
attractive oxfords you'll 
see in many a day, with 
cooling cut-outs that are 
an intricate part of the 
pattern itself. Model 
shown is of Evans121 Blue. 


SHOES OF 


MARSHALL, MEADOWS & 
STEWART, INC. 

Delicately etched perforations and 

contrasting stitching blend with fine 

discrimination in this trim, snug- 

fitting oxford. 





MILIUS SHOE CO. 


The clever use of Evans 101 Brown 
contrasting with white gives verve 
and dash to the classic lines of this 
smart Sbicca Method pump, made 
‘*Miliusway.”’ 


P. W. MINOR & SON, INC. 


Dainty, cooling perforations and 
contrasting stitching form an 
intriguing pattern on this stun- 
ning dress oxford. 


THE SELBY SHOE CO. 


This smart Tru-Poise one- 
eyelet tie of Evans 121 
Blue features pin-point 
perforations outlined 
with contrasting stitch- 
ing .. . continental heel 
...and chic grosgrain 
ribbon bow. 





- 


a ee 





STETSON SHOE CO., INC. 


This adjustable one-eyelet tie 
has a comfort rarely found in 
shoes of this type... superb 
styling and workmanship. 





(jp TR FOR MEN TOO 


EDWIN CLAPP AND SON INC. 


You'll find both style and com- 
fort in this scientifically con- 
structed shoe—and value that 
will surprise you. 


FREEMAN SHOE CORP. 


A shock easer steel arch builds 
real comfort into this smart dress 
shoe. Lightweight, trim, and 
finely tailored. 





M. A. PACKARD CO. 


A well-styled, lightweight dress 
shoe with uniquecomfort features 
in cushion heel and phlexopedic, 
air-conditioned floating tread. 





E. E. TAYLOR CORP. 


A sturdy, extension sole dress ox- 
ford that requires no breaking in 
... and is smart as long as you 
wear it—‘*Taylor-Made’’—with 
five special orthopedic features. 








"Tue many smart models of prominent 
manufacturers illustrated on the preceding 
pages have double significance. They con- 
firm advance surveys which named kid as the 
outstanding spring shoe material for women 
[while predicting a strong new interest in 
kid shoes for men}, and they strikingly 
" testify to the position of leadership which 
_ Evans Leathers hold in the kid field. 
Successful manufacturers everywhere 
are placing reliance in the “natural 
beauty” of Evans Kid Leathers . 
the mellow durable kidskin with the 
unrivaled color penetration . . . the leather 
which not only gives a shoe enduring smart- 
ness, but enhances its comfort as well. 
When you select Evans Kid Leathers you 
are availing yourself of a service that has 
produced quality kidskin of staunch depend- 
ability for over eighty years. Evans Leathers 
are the smartest sort of economy, too. They 
are a real help in satisfying your customers 
and building repeat business. 


| Cu hi S Lethe 


JOHN R. EVANS & COMPANY, CAMDEN, NEW JERSEY 
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Merchandising 
Reference 

Number 

Boot and Shoe Recorder 


KNOW 
YOUR 
SHOE 

MAKING 


NINE DISTINCT TYPES OF SHOE- 
MAKING that every man in the 
shoe business should memorize— 
it being more essential that every 
shoe merchant, as well as those 
who sell and fit shoes, should under- 
stand the technique of shoe con- 
struction. 


Photos, Courtesy of Selby Shoe Co. 


SHOE production in the past 10 years has been com- 
plicated by the acceptance of several new types of shoes 
—not that they were new in principle, but the constant 
reaching out for something new has brought them into 
being. It is quite essential that every shoe merchant, 
as well as those who sell and fit shoes, should have some 
knowledge of these different methods if they are to give 
to their patrons the service to which every enterprising 
dealer aspires and which makes steady customers of 
those who otherwise might still be seeking the type of 
merchandise they desired and the intelligent advice re- 
garding fitting which they regard as essential to comfort 
and satisfaction. 


There are now no less than nine distinct types of 
shoemaking. Three of them, the Pegged, Standard 
Screw, and Nailed or Riveted, have almost passed into 
the discard, although at one time they had a most im- 
portant place in the shoemaking development of this 
country. All of these different processes are based on 
the use of some special type of machinery and have 
frequently taken the name of the one who invented the 
essential machine in the process, or at least that of the 
one whose genius brought it into use. They are as 
follows: 

Goodyear Welt, McKay Sewed, Goodyear Turned, 
Littleway Lockstitch, Stitchdown, Cemented. With the 
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last named type of shoe divided into its several different 
methods of manufacture the number is still further in- 
creased. In many instances the methods have taken the 
name of the inventor or the one who was most active in 
its introduction. 

Few other than those active in the shoe producing 
industry realize the number of machines required and 
their complicated nature in making a pair of shoes. 
Much of the sales resistance that has been met in the 
past has been due to the fact that many women have the 
erroneous belief that, through the wonders of modern 
invention, leather went in at one end of the machine and 
poured out shoes at the other. Hence they could not 
understand why shoes should cost so much. Also, few 
realize that these machines are almost entirely of Amer- 
ican invention and that the age-old industry of making 
footwear is the one basic industry to be revolutionized 
in this country. Most of the others had been brought 
under mechanical control in the old country. 

Prior to 1850 practically every shoemaking process 
was performed by hand as it had been done through all 
the ages, and in a remarkably short time the industry 
was revolutionized, first, through the introduction of 
the Sewing Machine, and later with the rapid introduc- 
tion of machine after machine, until today there is no 
important operation in making a pair of shoes that is 
not performed better and with greater accuracy and 
rapidity by machine than it could possibly be by any 
ordinary hand workman. It has produced a tremendous 
economy, so that instead of buying one pair of shoes 
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per year the American public now consumes almost an 
average of three pairs; shoes, which if it were possible 
to make them by hand, could not be sold at a price 
which would permit their purchase by the masses. 

The remarkable growth of the industry in the last 
30 years has been due to the systematization in machine 
products and service which came with the first intro- 
duction of machinery and which has gone on from that 
time until today the shoe industry is cited as the best 
example of industrial service known. Each of these 
methods of shoe production undoubtedly has a place in 
the general economics of shoe wearing, and every buyer 
of shoes is, therefore, confronted with the problem of 
selecting shoes of style, material and workmanship 
that will appeal to his customers and come within his 
price range. With these there must be most careful 
consideration of those elements of fit, comfort and satis- 
faction in wear which are incidental in many instances 
to the particular type of construction employed. While 
it is in most instances impossible for the retailer or 
salesman to master the many intricate operations nec- 
essary in making the shoes he sells, there are distinctive 
features in each that he should understand in order 
that he may be able to talk intelligently regarding them 
when questions are asked. When it is realized that in 
some instances in making a woman’s Goodyear Welt 
shoe there are employed as many as 210 distinct opera- 
tions and that 174 of them may be performed by ma- 
chinery, the proportions of the task required is better 
understood. By such study he personally will be able 
to recognize the characteristics of each type and be more 
readily able to distinguish one from the other. 


UNDER the different names the distinction is primarily 
that method by which the sole is attached to the shoe 
upper. The various processes in cutting the shoe upper 
and stitching it together are essentially the same for all 
of the different types and vary with the style, nature of 
material, ornamentation, etc. When the process of bot- 
toming the shoe arrives, however, there are many dis- 
tinctions, one of the most important of which is the 
nature of the stitch employed, where stitching is used. 
In the McKay type of shoe and in sewing a Goodyear 
Welt shoe a chain, or loop, stitch is employed with a 
single, thoroughly waxed thread, the chain of the stitch 
lying ordinarily on the face of the welt or in the chan- 
nel on the insole as used in McKay sewed shoes, the 
lockstitch, made with two threads forming a locked 
loop in the between substance of the material, both 
threads being thoroughly waxed and set while hot. The 
holding qualities of these two stitches are very remark- 
able, especially that of the lockstitch. The needle form- 
ing this stitch carries one of the threads while a rotary 
shuttle is used in forming the other loop, the thread of 
the two loops locked in proper position forms a stitch 
which is very secure and the waxed nature of the thread 
aids in holding it so securely in position that even when 
the looped lock is worn off the sole still holds. 

The use of cement in fastening soles has come down 
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through the ages and the process was quite widely used 
in the period shortly after the discovery of the virtues 
of India rubber and Gutta Percha until it disappeared 
when mechanical means for attaching soles were per- 
fected. In more recent years, through the invention 
and perfection of the different cellulose and pyroxyline 
cements, the process has again come into use, affording 
greater security in fastening than was before known. 
The basic methods of shoemaking are as follows: 


THE welt shoe has come down to us from a period 
probably dating back to the days of the shoemaking 
Guilds about the 14th century. Nobody knows where 
it originated and the Goodyear Welt shoe is simply a 
mechanical means of making this type of footwear based 
on the invention of Auguste Destouey, who first invented 
a machine for sewing Turned shoes and which was 
afterwards perfected for the sewing of welts. In mak- 
ing this shoe the essential feature is the preparation of 
the insole for those different processes which immedi- 
ately follow it. The insole is prepared by having a 
channel cut along its outer edge and a similar slit cut 
toward it from the inside. These two portions of the 
insole are afterwards turned up so that they stand at 
right angles from the surface of the insole. In some 
instances they are reinforced with canvas in order to 
secure greater flexibility and strength. The shoe upper, 
which has been previously prepared, is drawn over, 
properly located on the last, and it is then lasted. A 
machine draws the different parts of the shoe upper 
around the shoe and at the same instant they are at- 
tached to the lip of the insole by means of the little wire 
staple which is made by the machine in the process of 
its work. The surplus part of the shoe upper and lining 
are trimmed off and the welt—a narrow strip of leather 
from which the shoe takes its name—is sewn to the in- 
sole, the curved needle going through first the welt. 
then the shoe upper, lining and the lip on the insole. 
It does not go inside the shoe. 


Tus stitch is a lockstitch, the chain of the stitch lying 
on the surface of the welt. The surplus part of the 
shoe upper and lining are trimmed off smoothly down 
to the stitch, all of the tacks which were used to hold 
the insole to the bottom of the last are withdrawn so 
that there are no tacks whatsoever in the forepart of 
the shoe. A filling, generally of ground cork and rub- 
ber cement, is laid over the surface of the insole in 
order to provide a cushion for the bottom of the foot 
and also to make up the difference in height occasioned 
by the addition of the welt. The heavy outsole is then 
laid; it is held in place by rubber cement by a machine 
for that purpose. The shoe is then rounded, the sole 
being shaped to the requirements of the last, one of 
the very delicate and important operations. 

In the process of rounding a channel is cut along the 
edge of the outsole. This lip is laid back so as.to af- 
ford a clear track for the. path of the needle of the 
Goodyear Outsole Lockstitch Machine which immedi- 
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ately follows, uniting the outsole to the welt by means 
of a strong lockstitch. The shoe is then leveled, the 
heel attached, trimmed, scoured, the forepart is trimmed, 
the edges set, the heel blacked, or in case of wooden 
heels they are attached by special devices for that pur- 
pose, and all the various operations necessary in com- 
pleting the shoe are carried out. In making a Good- 
year Welt shoe the last remains in the shoe and is not 
withdrawn until the shoe is completed. 

The McKay shoe is the one type of shoe which never 
previously had been made, due to the fact that it was 
quite impossible by hand to reverse a needle inside the 
shoe and return it to form a stitch. This was the re- 
markable performance of the machine invented by 
Lyman R. Blake which afterwards became famous as 
the McKay Sewing Machine, for it was due to McKay’s 
persistency and ingenuity that the machine finally came 
into use and the great revolution in shoemaking accom- 
plished. In making this type of shoe the insole, which 
is the exact size and shape of the bottom of the last, is 
tacked in place through three openings in the steel bot- 
tom of the last which have been left open for that pur- 
pose. The shoe upper is drawn into place on the last 
and the shoe lasted; the lasting tacks going through the 
shoe upper, lining and insole and clinching against 
the steel bottom of the last. The outsole is then tacked 
in place, the last is withdrawn and the shoe placed over 
the horn of the McKay Sewing Machine, a revolving 
horn which permits sewing entirely around the shoe. 

[TURN TO PAGE 136, PLEASE | 
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Dozens of 


SELLIN 
IDEAS 


THE NEW YORK TIMES, SUNDAY, NOVEMBER 18, 194. 








(THE MUCH DISCUSSED LOCKE HANDS AT WORK 





Dr. Wahine Withew Leche tm ie Open- Air Clinic 


DR. LOCKE EXPLAINS HIS THEORY 


The Canadian Surgeon, to Whom Many Arthritis Patients Come 
For Aid, Tells Why He Manipulates the Arches of the Feet 


By FOMN Me comM Ae manner of gonaate come to. Br Jevnertte nd counts. | om ached 
Orrewe | Lecne and to perceive the visibte whether Lovwly comtend ther 
sence of i 





THE COLUMBUS CITIZEN 





Talking Film Will Tell 
Story of Canadian Doctor 


Movies to » Be » Shown At 
Lazarus Store Next 
Week. 


The intimate story of the famous 
Clinic operated by Dr M. W. 
Locke, Wiliamsburg, Ont., will be 
revealed to Columbus audiences 
with the showing of a talking 
motion picture, “The Country 
Doctor,” scheduled for the &. & 


medical men at 6 p. m — 
at the Mall of Mirrors. 
“a Hotel. 

‘The picture tells the story of 
Dr. Locke, who by manipulating 
his patients’ feet, has been able to 
effect cures in numerqus cases of 
sciatica, rheumatiam., arthritis end 
kindred ailments 
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Cut Price Sale 


Every pair of M. W. LOCKE Shoes in the 
past two years has been sold at a FULL PROFIT 





You cannot get these results with IMITATIONS 
for they have DIED A BORNIN’. 
Dr. M. W. LOCKE and the M. W. LOCKE 
Shoe have received more publicity in this second 
year than in the first year—contrary to all the 
predictions of the so-called prophets. 





Twenty minute Talking Motion Pic- 
ture of Dr. Locke and his clinic at 
Williamsburg, Ont. will be shown 
at the St. Louis Style Show. 








@ Sce the shoe that has 

changed the Selling Ideas 

of the Trade at Hotel 

Statler. St. Louis, January 
7-10, 1955. 








LOCKWEDGE SHOE 
CORPORATION 


of America, Inc. 
COLUMBUS, OHIO, U.S. A. 








Bring Your Foot Troubles to the Famous 


MR. GILHOOLY 
HERE NOW! 


The Man Who Knows Most 
About Fitting 


Dr. LOCKE Shoes 


If you are suffering from ijl-fitting shoes or foot troubles, be sure to 
consult Mr Gilhooly ! If you have perfectly normal feet with just a 
little hint of pain now and then, let Mr. Gilhooly put them on the right 
track in time. Ask him questions about how to 7 feet well and happy 
He has fitted thousands of pairs of Dr Locke shoes, designed by the 
Locke. Mr. Gilhooly is in our Shoe 


well-known foot doctor, M. W. 
. No charge 


Department all day today .. s exclusively here in Portland 
Jor his assistance. : 
FOOTWEAR—Fourth Floor 


a) 


4 


*Portiands Own Store" 
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SELLING 
The SPECIAL FEATURE SHOE 


By 
OWEN A. THOMAS 


ASSOCIATE EDITOR 
BOOT AND SHOE RECORDER 


HOW DO YOU DO, 
MISS LORETTA YOUNG? 


You made a great hit in the White 
Parade and we noticed your special 
feature shoes. So much so, that we 
take the opportunity of leading the 
shoe parade into 1935 with special 
service shoes as a symbol of one of 
the most important phases of shoe 
merchandising for every merchant 
everywhere to think about in the year 
to come. 


So we ask them to read on. 


A RECENT review of a book entitled “Getting Results 
in Selling,” by Paul W. Ivey, provides us with the text 
for this sermon on the merchandising of the feature 
show. In part, this review says: 

“The value of an article or service is something that 
the salesman has to build up in the mind of the cus- 
tomer until the value equals the price. Values do not 
exist in external things alone, but in the mind. Sales- 
manship is the process of getting prospects (1) to 
realize, both mentally and emotionally, the values in- 
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MISS LORETTA YOUNG 


Featured in Fox Film's ''The White Parade" 


herent in things; and (2) to act so as to realize those 
values. 

“It is a mistake, the author points out, to assume that 
people recognize values without being told or shown. 
Most people notice only what is brought directly to 
their attention. 

“The solution to the problem of selling better mer- 
chandise or service lies in showing customers the extra 
value, in demonstrating that the customer will get more 
satisfaction for his money. Doctor Ivey believes that 
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“The Conquest of 1935” 


FOR THE CONSUMER DOLLAR 


50 
*6 RETAIL 


FULL 40% MARK UP 


See them at the two Shows 


N. B.&S.M.A., Jefferson Hotel, St. Louis, Rooms 514-516-518 
N.S. R.A., Commodore Hotel, New York, Room 1140 




















Pika: DREW CO. 


PORTSMOUTH, OHIO 
YSODODDOODODOOVDOGSDOODDDOOD Do 
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DREW ARCH REST 
Shoes for Women 


DOUBLE YOUR POSSIBILITIES TO SELL 


Just as we have increased the sale of 
Arch Rest Shoes. 


This gain is not by chance. It is real earned success, due to the value of our 
product. 


Drew Arch Rest Shoes are merchandised for you to sell, not just because we 
like to make them. Every shoe has a purpose and any one of them fulfills 
the requirements of the market. No duplicates just to make a long line to 
attract buyers. 


Higher Styles — Spectator Sports — Swagger Sports — Pattern and Plain 
Corrective. 


NEW FEATURES 
Patterns—Materials—Prices—Stock Service 
EXPERIENCED FEATURES 


Trade Mark—Manufacturing—Lasts—Construction—Quality 




















THE IRVING DREW CO. 


PORTSMOUTH, OHIO 
DD DDODDODONRDN DDO ODDODOOODDOODODDODOOODy 


SALES OFFICES: 


N. J. Levy, 742 Marbridge Bldg., H. R. Estes, 501 Security Bldg., 
Broadway & 34th St. 4a Madison & Wells Sts. 
New York, N. Y. wy g p | Chicago, III. 


Reg. U. S. Pat. Off. 
R. C. Burt, 706 State Theatre Bldg., 335 Fifth Ave., Pittsburgh, Penna. 


When writing advertisers please mention Boot and Shoe Recorder 
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The AIR-O-PEDIC SHOE 


for men and women 








NON-GAPPING 
EXTRA EASE NOM. 














FS FEET = METATARSAL «= AI-O-PEDIC 
CORRECTLY ARCH SUPPQRT = ARCH 


CUSHION: 
HEEL REST 






NEWEST STYLES — IN MANY COMBINATIONS OF HARMONIZING 
COLORS, BEAUTIFUL LEATHERS AND FABRICS 





Welt construction for men. Welt, silhouwelt and 
flexible cement process for women. Men’s stocked 
in 30 numbers, AAA to EEE, sizes 5 to 12, to retail 
$7.00 to $9.00. Women’s stocked in 75 numbers, AAA 
to EEE, 1 to 10, to retail $6.50 to $8.50. 














x 








AIR-TRED SHOES 
a, ie, Mit Anns 


backed by cooperative 
AIR- yee) store-to-customer adver- 
b_ She _§ tising, is made by Ault- 







Shackford Shoe Co., Au- 
burn, Maine. 






AIR-TRED TRIPLE FEATURES ARE 


1. The springy, buoyant Air-cell Cushion makes every step like 
“walking on air.” Vital metatarsal bones rest naturally while 
bearing body weight. Sensitive nerves are cushioned, undue 
pressure prevented. Aids normal blood flow. Improves body 
balance and posture. 


2. The AIR-TRED Arch Pillow is specially designed to fit gently 
under your arch, giving comfortable and healthful support to 
this vital part of your foot. 


3. The AIR-TRED Air-cell Cushion in the heel helps absorb the 
tiring shocks of walking on floors, sidewalks and other hard 
surfaces. Makes standing easier. Never loses its resiliency. 
AIR-TRED shoes feel natural and easy from the very first. 












x 








Don’t Let Your Customers 





Spend Their Lives 












put them in 


Tatuzaliser Shoes 


Fashioned on Dr. Sawyer’s Plus-Fit Lasts 







See advertisement of Blue Ribbon 
Shoemakers in St. Louis Market Section 
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price has been over-emphasized as the only way to get 
sales; customers do want to get the most for their 
money but are willing to pay for better things where 
the extra value is demonstrated. To do this, the sales- 
man must know his merchandise thoroughly, he must 
know his customers and he must understand himself. 
Continuous training, not hiring and firing, is the only 
sure way to build a sales force that has the knowledge 
and technique necessary for building values in the mind 
of the buyer.” 

Rather a long text, isn’t it? But there is plenty of 
meat. Boiled down and applied to the selling of fea- 
ture shoes, it means that you cannot build up overnight 
a largely profitable business in those types of feature 
shoes which make for comfort and foot health because 
your salesmen must first be sold on them and your trade 
must be educated to their (to you) obvious advan- 
tages. Your salesmen must understand clearly what 
the special features are, what their purpose is, how they 
accomplish that purpose and how best to explain it 
to the customer. 

But it also means, if you read between the lines, 
that there is no doubt in the mind of the author 


that a retail trade built slowly and surely along the 
lines he has mapped out is the hardest of all to lose. 


In stores which have grasped this principle is found, 
not a transient trade, a frantic scrambling for ways 
and means of getting some of Jim’s trade into your 
store, but an assured repeat business in which, within 
reason and even in these days, price is not a primary 
object—a clientele which keeps coming back for more 
without any undue effort on the merchant’s part and 
which brings with it its brothers, sisters, cousins and 
aunts. 

That, plus the fact that people are becoming more 
foot conscious and are making demands for comfort 
which were unheard of 10 years ago, is the real reason 
for the existence and growth of feature shoes—for the 
increase in demand for lasts which are orthopedically 
correct—for the longer range of sizes now carried in 
most stores as a matter of course—for the addition of 
all those comfort. details seen in so many good shoes, 
many of them the product of the last few years. 

How to start about it—that’s the question. 

The first thing to do and one of the most obvious is to 
take seriously the wealth of scientifically accurate mate- 
rial being put out by the manufacturers of shoes various- 
ly known as correct, corrective and orthopedic. Dur- 
ing the course of the last six months, the writer has 
seen much of this material—huge charts showing the 
parts of the human body likely to be adversely affected 
by poorly fitted, poorly shaped shoes; other charts 
with explanatory text showing the parts of the foot 
which need support; booklets on the structure of the 
foot, not only its bony structure but its nerves, muscles 
and tendons as well, and how the freedom of all these 
members may be checked by the wrong type of footwear 
or even the right type wrongly fitted. 

He has read with interest of those merchants who, 
having made sure that their shoes are orthopedically 
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lor” [pruget 
VOCATIONAL SHOE 
Ds etic al SSO 


Ideal for women in the pursuit of their vocation. 


STYLISH — FLEXIBLE — HEALTHFUL 











The primary purpose of Flor- 
ence Nightingale Vocational 
Shoes is to render a foot 
health service, yet grace of 
line and distinctive style have 
not been subordinated, the 
patterns and smart leather 
combinations having been de- 
veloped by the foremost shoe 
stylists. 


As a result, Florence Night- 
ingale Vocational Shoes are 
manufactured by a_ special 
welt-fastening process—an in- 
novation of modern shoe con- 
struction; giving the ultimate 
in flexibility; built by skilled 
craftsmen; over lasts scien- 
tifically fashioned by ortho- 
pedists. 


There is a Florence Nightingale Shoe to meet the most discriminating 
taste in stylish Vocational Footwear ... Merchandised under the 
appealing name “Florence Nightingale”, with special exclusive arrange- 
ments and effective advertising promotion, Florence Nightingale Voca- 
tional Shoes have all the essential qualifications for successful shoe 
selling. 


See this outstanding feature shoe of the day, Hotel Jefferson, Room 728, St. Louis, January 6-10. 
EDW. W. SCHNETKE W. T. GALLAGHER 


Sales Representatives in attendance. 


ODONNELL SHOE COMPANY 
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correct and having trained their salesmen to a high 
degree of expertness, have then dared to give a guar- 
antee of foot comfort if the customer will abide by the 
last and size prescribed by the salesman or the head 
fitter. He has noted the efforts of manufacturers to be 
of more than normal assistance, one of them even going 
so far as to establish a training school in which retail 
salesmen are taught the first principles of othopedics, 
how to fit any shoe that it is possible to fit and, above 
all, and naturally, how to explain and sell the features 
which are unique in the shoes of this maker. 

It is the considered opinion.of many forward-looking 
shoemen that the trade will find the public not only 
ready and waiting for those features which have ap- 
peared in the near past and will appear in increasing 
numbers in Spring footwear, but with a degree of 
knowledge and appreciation which may prove a dis- 
tinct surprise. 

For the public, as was pointed out at this time last 

* year, is rapidly acquiring ideas of its own through gen- 

eral reading and from the general practitioner or 

ENNA JETTICK SHOES , eC. family doctor who seems well on the way to becoming 

a prime source of information on this subject. Con- 

sider this, for instance, from the pen of Dr. Alfred J. 

Buka, writing in the Journal of the American Medical 
Association: 

“Women wear shoes that are too short; men wear 
shoes that do not conform to the shape of their feet. 
Shoes are most commonly constructed (this was written 
four years ago, by the way) with the idea of creating 
beauty rather than support. Flexibility and resilience, 
the two factors that maintain the efficiency of the foot, 
are not fully considered. For this reason, foot trouble 
is becoming an ever increasing issue.” 

Features which Doctor Buka describes as desirable 
are the semi-round or medium toe; support for the 
longitudinal arch; an extra long counter to adjust shoe 








The definition of merchandising is to produce the great- 
est possible sales with the smallest invested capital. ‘The 
excess value in The Irving Drew line of shoes for $5.50 and 
$6.50 retail makes it possible to show very good figures in 
comparing investment against sales. Drew Shoes are made 
as the consumer wants to buy them. 








Enna Jettick Shoes have long been famous for their accuracy of 
sizing and perfection of fit. Equally famous, too, for correct and 
timely fashion details as evidenced by this shoe—one of many new, 


Spring, fashion-designed patterns. 


Cynthia is a welt oxford, made to look particularly light and Spring- 
like by a lacey design of perforations. In black, blue or white, in 
sizes 214 to 10, widths AAAA to D. 


Enna Jettick’s complete size range is unusually large . . . 1 to 12, 


AAAAA to EEE. 





* 





MO-DEBS 

Growing girls welts and silhouwelts retail- 
ing at $5.00 to $6.50. Carried in stock for 
immediate shipment in sizes 3 to 9, AAA 
to C. Sold branded or unbranded. In 
smaller sizes for infants, children and 
misses, known as 

GREENFLEX 

Retailing from $3.00 to $4.50. Mo-Debs 
and Greenflex make a complete line of 
regular, high-grade welts ranging from 
infants through growing girls, always car- 
ried in stock. 

Green Shoe Mfg. Co. makes two com- 
panion lines of feature shoes to round out 
the requirements of the complete juvenile 
department. 

JUNIOR ARCH PRESERVERS 

Preventive, health shoes of the finest type, 
containing all the well-known Arch Pre- 
server features adapted to growing feet— 





and retailing for infants through growing 
girls sizes from $3.50 to $7.00. ’ 
STRIDE-RITES 

Designed to promote correct foot posture 
and prevent common foot ills. Retailing 
from $3.50 to $6.50 for infants through 
growing girls. 








tightly around the instep; close fitting of the heel, to 
be accomplished by “tapering up the stiff portion of 
the shoe, making it a size narrower at the top”; the 
inner line of the shoe arch to be higher than the out- 
side, “thus conforming with the natural, anatomic line 
of the foot,” heels not higher than 14-8 for women and 
from 8-8 to 13-8 for men. 

“The foot,” he concludes, “should rest in the prop- 
erly fitted shoe with the feeling that there is support 
under the longitudinal arch; and a binding feeling, 
with comfort, around the upper of the shoe over the 
instep. The heel should fit so that the upper part of 
the counter will grip firmly, yet comfortably. The 
shape of the shoe conforms generally to the shape of 
the foot, the inside line being almost straight, while 
the outside is a modified swing.” 

If you don’t happen to like this, you may comfort 
yourself with the thought that no people other than 
doctors ever see the Journal; but your contentment 
will be short-lived when you discover, as the writer did, 
that this same article, only slightly condensed and 
with none of its punches pulled, appeared also in a 
magazine named Hygeia, published for lay readers by 
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LET AIR-TRED'S 


Three outstanding patented features makes the new AIR-TREDS easier 
to sell: 1. The springy, buoyant Air-Tred Air-cell Cushion makes every 
step like “‘Walking on Air.” 2. The Air-Tred Arch Pillow fits gently under 
the arch, giving comfortable and healthful support to this vital part of the 
foot. 3. The Air-Tred Air-Cell Cushion in the heel helps absorb the shocks 
of walking on hard surfaces, of prolonged standing. . 


If you're interested in PROFITS through 
more volume, fewer walkouts and greater repeat 
business, see the Air-Tred Line at the Conven- 
tions in New York and St. Louis. You will see 
the shoe that has been the dream of merchants 
for years. 


The reasons behind these statements are fund- 
amentally sound. In an effort to maintain style 
appeal, too many shoe manufacturers today 
change their lasts and patterns with every shift 
of the style wind, with the result that few 
women can find a last that has been comfor- 
table and satisfactory, a second time. So they 
shop around and walk-outs result. 


The new Air-Tred Line is quite in step with 
style developments but at the same time never 
varies in fundamental last design. The character- 
istic features of Ait-Tred Shoes—the real selling 
features shown elsewhere in this ad, remain 
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PROFITS ~ 
IN | $30 ae 
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invariable from year to year. Once you make 
an Air-Tred customer, you keep her. Air-Tred 
features keep her sold. This shows up in black 
ink on your ledgers. 

Get complete details regarding our Exclusive 
Dealer Franchise, the low-cost cooperative 
newspaper advertising campaign, the free win- 
dow and counter displays, the direct mail cam- 
paigns. A wonderful opportunity to cash in on 
a thoroughly planned merchandising program 
that really SELLS shoes. Get in touch with us 
in either New York or St. Louis, at the hotels 
below, or write, Ault-Shackford Shoe Company, 
Auburn, Maine. 


IN NEW YORK — at the Hotel Commodore, 


Rooms 1109-1111. L.B.Shackfordand Fred Small. 


IN ST. LOUIS — at the Jefferson, Rooms 346, 
348, 350, 352. Charles Ault and R. P. Boothby. 
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FOOT SAVER 
Shoes 


"Smart Shoes for Beautiful Feet" 





One of the many IN STOCK styles in Foot Savers. 


“SHORT BACK” 


Free-walking Foot Saver Lasts are an exclusive fea- 
ture of this line. Made by The Julian & Kokenge Co., 


Columbus, Ohio. 





* 





WALK-OVER SHOES WITH 


MAIN SPRING ARCH 


The Main Spring Arch supports 
from three points, two under 
the ball, one under the heel. 
Each point cushioned on live 
rubber acting as shock ab- 
sorbers. The Arch of resilient 
steel is flexible to give the foot 
exercise and support simultane- 
ously. 


Endorsed and prescribed by 
many doctors, chiropodist-podi- 
atrist, osteopaths and _ ortho- 
ists. Built into Prescription, Preventive and Style 
for both men and women. Made by Geo. E. 
Keith Company. 
1—Bottom view of bones of foot. 2—How the bones 
are supported at their three weight-bearing points by 
the Main Spring Arch. 3—Rubber cushions under the 
— Spring Arch acting as shock absorbers for the 
y- 
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M. W. LOCKE 
Shoes 


the only Shoe designed and approved by 
DR. M. W. LOCKE 
of Williamsburg, Ontario 





Dr. M.W. LOCKE 
WILLIAMSBURG, ONT, CANADA 
Wegem Cem 
for men, women and children 


The Lockwedge Shoe Corp. of America, Inc. 
Columbus, Ohio. 
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the same association—a magazine which looms large 
among the waiting room literature of hundreds of 
doctors and dentists in all parts of the United States. 

A much abbreviated index of somewhat similar 
articles which chave appeared in the same publication 
includes: 

“Painful Feet,” by A. M. Rechtman, describing the 
correct shoe and how to tell when a shoe fits. 

“A Complaint Against High Heels,” in which the 
dangers of the extreme type are stressed with particu- 
lar reference to their continuous wear by young girls. 

“Does Your Child Walk Correctly?” by Paul C. 
Colonna, emphasizing the part played by correct shoes 
in keeping tiny feet healthy and in the treatment of 
incipient foot weakness. 

Now, what is being read by mothers, right in their 
own homes, not while waiting to see the doctor or 
dentist? Try this: 

“The correct shoe has a fairly straight inner line; 

“Has plenty of room for the toes; 

“Is low-cut allowing free circulation and use of the 
foot muscles; 

“Fits the instep and heel snugly; 

“Has comfortable heels and soles; 

“Never needs to be broken in; 

“Is appropriate to the occasion; 

“Is not of the bizarre type.” 

Skipping a couple of irrelevant paragraphs, we read: 

“You cannot wear old party shoes for every day. 

“You should buy shoes to fit—not by size. 

“Buy at a shop where they fit you conscientiously. 

“Take plenty of time in buying your shoes; try on 
both of a pair. 

“Stand with your weight on one foot and then on 
the other. Remember that a foot bearing weight is a 
size larger than when at rest. Remember, also, that in 
walking the foot presses forward. 

“Stick to the make that has been found correct in 
design, serviceable and comfortable in fit. 

“Remember that a shoe may spread in wearing, but 
it will never grow longer.” . 

This is the kind of advertisement a good merchant 
might well have published if he wished to get across 
the idea of lasting style, correct fitting in correct shoes 
and durability. But this did not bear any such signa- 
ture. It is a small portion of an article by Miss Iva L. 
Sell of the University of Minnesota, written for the 
well-known household magazine Practical Home Eco- 
nomics. 

The American Journal of Nursing, The Parents’ Mag- 
azine, The Literary Digest, The Woman’s Home Com- 
panion and half a dozen others might be included in a 
list of those publications in which has appeared mate- 
rial relating either to foot health or the shoe, or to both. 

Colleges, also, are mixing into the game—researches, 
for the most part designed to find out the state of foot 
health of the student body. Not so very long ago one of 
these fact-finding groups got busy in a mid-West col- 
lege and the high school in the same city. They found 
arch trouble in more than 90 per cent of the high school 
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Reg. U. S. Pat. Off. 





N this group of nationally famous shoes there are 17 correc- 
tive features that have proved their worth for periods of 20 
to 80 years. In Room 764 at the Jefferson Hotel, St. Louis, you 
can see them all graphically described in a continuous motion 


picture. For the first time you can see what happens to a foot 





inside a shoe. We invite you also to see the many successful 
ways in which we are helping our dealers to sell more shoes. 


ORTHOPEDIC SHOES, Inc. 
9-11 EAST 37TH STREET, NEW YORK, N. Y. 








* 


Reg. U. S. Pat. Off. 


PHYSICAL CULTURE 


and PHYSICAL CULTURE CHILDREN’S SHOES 


DR. KAHLER 
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Reg. U. S. Pat. Off, 
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I am indeed happy to see the shoe world finally 
acknowledge and accept our theories of Low Heels 
for Body Balance and Broad Toes for Foot Freedom 
in orthopedic shoes, as well as long foreparts and 


contracted backparts in feature lasts. 


Knowledge can never be stolen; it is experience’s 


priceless token. 


MILLER HEALTH SHOE 


ALBERT E. KLINKICHT, President 
Miller Shoe Co., Cincinnati 





* 





P. W. MINOR & SON, Inc. 


Exclusive Podiatread 
Saddle Shank Construction 


P. W. Minor & Son, Inc., manufacturers of Treadeasy Shoes, 
have for 65 years successfully sold fit and comfort. 

Among recent additions is their exclusive Podiatread saddle 
shank construction; new featherweight service heel and scientific 
development of related lasts with unified measurements. 





* 


NEO PED, INC. 


JERSEY CITY NEW JERSEY 





Neo Ped, Inc., has set up a separate division for the manu- 
facture of Orthopedic Footwear. 

Features of this new type of footwear are: 

A. Construction through the Naidor Process. 

B. Built over specially designed orthopedic lasts. 

C. Orthopedic counter and shank. 

D. Built-in Metatarsal Pad. 

E. Anchored innersole—guaranteed not to pull out or 

wrinkle. 
F. Padded heel seat and duo-padded sole. 
In half sizes and two widths to retail at about $2.50. 
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feet (more than 300 were examined; and among the 
151 college women whose feet were examined, not one 
was found perfect. This, by the way, was also reported 
in the magazine Hygeia. 

Other agencies to be taken into consideration during 
the course of any discussion concerning the state of the 
public foot consciousness are the various state depart- 
ments of health. The writer has seen a collection of 
pamphlets more than two feet in height, representing 
the output of 35 states, all of which have devoted space 
ranging from a couple of paragraphs to an entire 
pamphlet to healthy feet and correct shoes. 

If you will now re-read the quoted abstracts just 
given, you will discover two very significant facts: 

First—That the articles contain little or nothing 
to which the shoe industry can take exception. There 
may be differences of opinion on details but the main 
points made—durable shoes of a shape which will not 
cramp the toes, which permit the free use of foot 
muscles in walking, which fit snugly at the heel, which 
give a feeling of support under the instep and along 
the outer edge of the longitudinal arch—should have 
no trouble in getting themselves accepted. 

Second—That doctors as a class are not even op- 
posed to style. Witness the points made in two of 
the articles quoted, one stressing shoes for occasions 
and the other warning against the wearing of old party 
shoes for everyday. In fact, more than one doctor 
has told the writer that the high-heel formal shoe will 
do the foot no harm if worn only for those brief formal 
occasions and not for street, business and house wear. 
Nor do they prefer the very low heel even for street 
wear if the woman has accustomed herself to high 
heels for every occasion. They reason that this woman 
should set about to accustom herself to low heels by 
a gradual process of lessening the heel height by 
degrees. 

It begins to look as though the doctors of the coun- 
try, at least those whose views coincide with what you 
have just read, have constituted themselves the sales 
promotion agents of the honest, well-meaning merchant. 
They are obviously the promoters of multiple pair 
sales (shoes for occasions) and the ardent preachers 
of a doctrine which can have no other effect than to 
give a nice fillip to the sales of quality footwear. 

With this in mind, why should not the merchandiser 
of real feature shoes take the home-town doctor into 
his confidence in much the same way as the manu- 
facturers of really correct footwear have taken the 
orthopedic specialist into theirs—engaging his interest 
and getting the benefit of his advice? 

This, of course, is not a new thought, as there are a 
number of large retailers in various parts of the coun- 
try who do it now, but the practice is not general 
enough. You can’t expect the doctor to appreciate the 
correctness of your footwear unless he knows something 
about it. If you can convince the doctor (and it is well 
to start with one you know) that you are not trying to 
trap him into an endorsement to be used -later in an 
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No WONDER! For we have a complete line of new 
models in sport, street, afternoon and informal 
evening shoes — all smartly styled for the “occasions” 
in a woman’s life, yet embodying the famous 
Air-O-Pedic comfort features. In addition to their 
scientific design, Air-O-Pedics are made of quality 
leathers and with expert workmanship. There are 
more than 100 styles and all sizes and widths. 
Air-O-Pedics retail for $6.50. 

A complete line of Air-O-Pedics will be displayed 
at both the St. Louis show and the New York show. 
Come in and see them, or we will be glad to send a 
salesman to show you samples and to discuss the 
profit-making possibilities in an Air-O-Pedic franchise. 


AIR-O-PEDICS 


WALK ON AIR IN AIR-O-PEDICS 


SPRING CORRECTIVE BUSINESS 
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AIR-O-PEDICS 


Correct fit: Air-O-Pedic 
lasts allow the ball of 
the foot to fall in its 
natural position. 


Metatarsal arch sup- 
ported without strain. 


Air-O-Pedic Arch: Com- 
fortable, because it's 
scientifically correct. 


Steel shank: Air-O- 
Pedic’s scientifically 
designed arch is pre- 
served by a steel shank 
which will withstand a 
weight of 300 pounds. 


Extra ease for cuboid 
bone: Ample room here 
perfectly balances the 
weight between the 


WILL INCREASE YOUR PROFITS: 


ball and heel-tread, 
keeping the foot in a 
normal position. 


No slipping: no gap- 

6 ty Air-O- Pedic 

hoes fit securely. No 

chafing and no friction 
to wear out hosiery. 


7 Non-binding vamp and 

throat line: Gives com- 
fort and relief at an 
important point of 
pressure. 


8 Cushioned heel rest: 

Air-O-Pedic heel rest— 
a shock absorber at 
every step. 


9 Newest styles in all the 
wanted colors and 
materials. 





COMPLETE AIR-O-PEDIC LINE WILL BE DIS- 
PLAYED IN ST. LOUIS AT HOTEL STATLER 
AND IN NEW YORK AT HOTEL COMMODORE. 


THE AIR-O-PEDIC SHOE COMPANY, BROCKTON, MASSACHUSETTS 
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At the National Shoe 
Retailers Association Convention 


in NEW YORK .... January 6 to 10, 1935 


Mr. F. L. Emerson, members of the Enna Jettick sales 
organization and members of the Dunn and McCarthy, 


Inc., sales organization will have their headquarters at 


THE HOTEL COMMODORE 


ROOMS 1000, 1001, 1002, 1003, 1004, 1005, 1006 


FEATURING 


ENNA JETTICK 


DUNN AND MCARTHY 


We prophesy that the new Spring 1935 line of famous 


Enna Jettick shoes will be the most profitable our deal- 
ers have ever carried. Remember: 180 sizes and 


widths, AAAAA to EEE, 1 to 12. 


Don’t fail to see both these fashion-right lines! 


ENNA JETTICK SHOES... 


AUBURN, N.Y. 
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At the National Boot and Shoe 
Manufacturers Convention 


in ST. LOUIS. - January 7 to 10, 1935 


Mr. Buford H. Jones, members of the Dunn and 
McCarthy, Inc., organization and members of the Enna 


Jettick sales organization will be in attendance at 


THE HOTEL JEFFERSON 
ROOMS 800, 802, 804, 806, 810, 812, 812B 


DISPLAYING 


Kl SHOES v0 $F 0G 
¥] GOODYEAR WELTS #04 


Dunn and: McCarthy Goodyear Welts are always fast 
sellers . . . styled and priced for volume business. Sizes 
} 214 to 10, width AAAA to EEE, plus an unusual 


“*in-stock”’ service. 


Both lines displayed in New York and St. Louis 


DUNN AND MSCARTHY,.. 


AUBURN, N.Y. 
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advertisement; and that you are sincere in your desire 
to do a job of fitting, he is much more apt to give you 
his serious attention and even to send you business. 

It is distinctly up to the shoe industry to co-operate 
with the medical practitioners—first, because they are 
sensibly practical; and, second, because they are in 
position to help immeasurably if they can be convinced 
that the shoe industry will do its part. 

It is evident, at least, that the educational material 
which this profession is in position to put out—and has 
put out—is a tremendous factor in molding public 
opinion. The shoe merchant who goes along with it 
has an easier sales job than the one who does not. 
Furthermore, in doing so, he is himself standing in the 
same relation to the public as is the good old family 
physician, who, as has been said before, could not lose 
his practice if he wanted to. 





A complete new line of pattern shoes for women is an- 
nounced by O’Donnell’s to be distributed under the trade name 
Florence Nightingale Vocational Shoes. They feature a new 
welt fastening process, greater flexibility, orthopedically de- 
signed lasts and patterns and the added merchandising distinc- 
tion found in the popularity of the name “FLORENCE 


NIGHTINGALE.” 





* 





GROUND GRIPPER 


CANTILEVER 
DR. KAHLER 


PHYSICAL CULTURE CHILDREN'S SHOES 


N this group of nationally famous shoes there are 

17 corrective features that have proved their worth 
for periods of 20 to 80 years. In Room 764 at the 
Jefferson Hotel, St. Louis, you can see them all graphi- 
cally described in a continuous motion picture. For 
the first time you can see what happens to a foot in- 
side a shoe. We invite you also to see the many 
successful ways in which we are helping our dealers 
to sell more shoes. 


ORTHOPEDIC SHOES, Inc. 
9-11 EAST 37th STREET, NEW YORK, N. Y. 


PHYSICAL CULTURE 





* 





TRUE STEP SHOES 


Robinson- Bynon Shoe Company, Inc., are featuring 
for Spring the increasingly popular “Zipper” oxford. 
It is available in AAA to C widths in Brown Calf and 
White Nubuck, both with 12/8 two tone heels. 








Rightly or wrongly, the last portion of this article 
is devoted to children’s shoes. It is safe to say that a 
large percentage of adult foot trouble can be traced to 
neglected foot weaknesses and positive foot abuses in 
childhood. 

Not all of these, of course, can be blamed on the shoe 
industry. Some of them are congenital; many others 
are obviously the fault of parents who, in their desire 
for the child to get the most possible wear out of a pair 
of shoes, have them wear one pair until the children 
have long outgrown them. This accounts, at least in 
part, for the advice given out by one state department 
of health to the effect that the soft-toed moccasin pat- 
tern shoe is the best for the child’s foot. 

What these advisors really mean by this is that less 
harm is done by a short fit in shoes of this type than in 
the box toe shoe. They know from experience that 
mothers, particularly those in the poorer classes in 
which most of their work centers, will want their chil- 
dren to wear their shoes over a long period of time 
and less harm is done to tender toes by contact with a 
soft toe than by contact with a hard box. As one 
prominent children’s manufacturer said recently: 

“Tt just means that you can misfit them with less 
danger.” 

Which is certainly no indictment of the merchant. 

Another thing to the great credit of the industry is 
the modern lasts over which children’s shoes are made. 
It can be said (and in saying it the writer is merely 
summarizing the opinion of a number of recently inter- 
viewed physicians) that almost all modern lasts are 
well shaped. 

If the outline of a child’s foot is taken and then over 
that outline is superimposed the outline of the last or 
even the outline of the shoe sole, it will be instantly 
apparent that the two outlines follow each other very 
closely. There will be found, in nine cases out of ten, 
that ball room is ample and that there is plenty of room 
in the extreme forepart of the shoe for toes to spread 
as far apart as nature intended them to do. 

There are, moreover, in a number of children’s lines, 
specialties which go even farther than that. Attention 
has been paid to construction details in the back part 
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THE PLANT 


Visit us at the 


ST. LOUIS behind the SHOES 


STYLE SHOW OME to Cincinnati, let us show you through our HUG-TITE 


factory—see the quality and workmanship that go into our 
footwear—it will be an education you will enjoy! We produce 
Hotel Jefferson outstanding shoes for women because we are particular—because we 
have a thoroughly modern plant that’s light and clean and healthy 


Rooms 314-16-18-20 mate... 
January 7th to 10th 50 NEW SPRING STYLES in STOCK 


Right here in Cincinnati, we carry in stock over fifty of the season’s 
best selling styles—all widths, AAAA to EEE. A grand opportunity 
for you to do a big business with minimum stock, and rely upon us 
for your sizes as you need them. 








AGENCIES AV AILABLE—Many of the country’s leading stores feature HUG-TITE shoes. Learn if the agency 
in your city is available—write us now. Here is a $4 retail line that’s profitable to handle because it’s styled 
right and priced right. Join the happy circle who sell HUG-TITE, “The shoes that stand out in the crowd!” 


THE CHARLES MEIS SHOE MFG. CO., CINCINNATI 
ee 


When writing advertisers please mention Boot and Shoe Recorder 
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THE INDUSTRY'S MOST WIDELY 
KNOWN LAST 


Few lasts in shoe history have had such widespread recognition 
as the Madison, illustrated herewith, a leader in the line of Stacy- 
Adams Shoe Co., Brockton, makers of custom patterns for more than 
half a century. Carried In-Stock four ways, the following features 
contribute to the Madison’s corrective and form-fitting reputation. 


1. Heel held firmly 

2. Arch Elevation, supporting In- 
step Bones—Holding Longitudi- 
nal Arch in place 

3. Combination Instep Measure- 



















ments 
4. Snug Waist—Holds Metatarsal 
Arch 
5. No pressure over great toe 
“Leaders” 


6. Free fitting Ball 

7. A Genuine or Myer Line 
The basis of correct posture re- 
lieving weight on Longitudinal 
Arch—a truly Corrective and 
Preventive shoe. 











* 
















M lo 


SPRING LINES 


VILA ity 


These new lines are bringing to Vitality the biggest business the 
company has ever enjoyed. This fact can be attributed to the even 
wider, well-balanced selection of beautiful styles offered and to 
the increased range of extreme widths and sizes. Again this year 
the 1935 lines will be backed by a big national advertising program 
and Vitality’s well-established policy of aggressive co-operation with 
dealers in merchandising the line. 

In this year’s advertising the Vitality Charmed Circle theme will 
be continued but with the addition of new advertising ideas to 
make it even more dramatic in appeal than in the past. 








* 


















als 


Patented Ne. 1938204 





A distinctive feature found in Wolff-Tober 
pumps. The fine narrow contour of this 
shank lends such grace of line to the arch 
that at last feminine shoes become truly 
feminine. This steel-supported shank con- 
struction is rigid, supports the arch and yet 
allows the necessary resiliency for the foot 
in action. 


Wolff-Tober Shoe Manufacturing Company 
2511 Sullivan Ave. St. Louis, Mo. 
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of the shoe which will prevent any tendency the foot 
may have to pronate. Counters with long inside lines 
are used in some with the idea of giving a maximum 
of instep support. In others this same support is given 
by the shaping of the last and the free use of blucher 
patterns. There are shoes with special arches designed 
to give continuous support to the outer line of the 
longitudinal arch, a point made in some of the educa- 
tional material we have been reading as being correct 
for adult wear. 

More attention is being paid, also, to getting a 
smooth treading surface—that same surface which 
would be encountered by the child if walking barefoot 
on smooth ground or a sidewalk. 

Children are being taught in public schools much 
about correct posture and the correct method of walk- 
ing. Even shoe facts have a way of creeping into the 
curriculum. The present generation of youngsters is 
going to come to maturity with a keen appreciation of 
foot health—what it means in terms of bodily health— 
how to attain it and how to keep it. 

It would be ideal if the merchant could institute a 
clinic in his store where mothers could bring their 
children by appointment about three months after a 
pair of shoes had been purchased, to again check the fit 
and make sure that the feet have not outgrown the 
footwear. 

Idealistic? Certainly not. Big life insurance com- 
panies now offer their policyholders free examinations 
twice a year or more. In many parts of the country, 
physicians are working out plans to have parents 
underwrite in advance the medical attention which will 
be needed by the entire family during the course of the 
year—and to pay for it on the installment plan—the 
year’s fee to be estimated by the physician after a 
physical examination of all those whom he may be 
called on to treat. 

Dentists now call mothers at regular intervals, re- 
minding them that it is time to have their children’s 
teeth cleaned and examined. It is reliably reported 
that, where tried, this has resulted in a big saving to 
the dentist’s patients and an increase in dollar volume 
to the dentist because the one or two dentists who have 
got it working smoothly are getting by far the most 
of the business. 

That’s something to think about. 


Know Your Shoemaking 


[CONTINUED FROM PAGE 119] 


The straight-hook needle of the McKay Sewing Ma- 
chine goes through the outsole, shoe upper, lining and 
insole, emerging inside the shoe and entering the horn 
where a little hook draws around it a loop of thor- 
oughly waxed thread. The needle ascends, feeds for- 
ward the length of one stitch, goes back inside the shoe 
with the loop of the stitch it had previously brought 
up on the shank of the needle. The little looper brings 
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gun 0* 


J & K will be there with the best 
fitting line of welt shoes in America showing the widest variety of 
cleverly designed models for sports, morning, alterncon and semi- 
formal wear that ever bore the names Foot Saver and J & K. 

A real profit is made on Foot Saver and J & K shoes .. . they 
command full mark-ups and minimum mark-downs. 
To sell at a profit, buy these superior-fitting Cuban heel welt shoes 


with a prestige among consumers and a reputation with dealers 





second to none. 
If you are coming to St. Louis visit our rooms at the Hotel Statler 


first—then use Foot Saver as your standard of comparison. 
If you aren't coming to St. Louis, and the Foot Saver franchise is 
open in your city and you want the best-fitting, finely made, smartly 


styled, nationally advertised welt feature shoe, then drop us a line. 


Foot Saver Shoes 
Smart Shoes for Beautiful Feet 


Made by The Julian & Kokenge Company, Columbus, Ohio 





Convention Exhibit 
Rooms 214 and 216 
HOTEL STATLER 
St. Louis, Jan. 7 to 10, 1935 


When writing advertisers please mention Boot and Shoe Recorder 
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FOUR EXCLUSIVE 
FEATURES OF 
WRIGHT ARCH 
PRESERVER 
SHOES 


1. The long arch of the foot is given 
natural, normal support by a spring 
steel arch bridge anchored perma- 
nently fore and aft. 

. The important metatarsal arch is supported by a scientifically 
shaped and correctly placed metatarsal elevation. 

. They have an absolutely flat forepart crosswise ... no curving to 
cramp the toes or squeeze sensitive nerves and blood vessels. 

. The shoe is designed to give an exact over-all fitting and, more 
important, an accurate fit for the foot arches. 





* 





about the needle again the loop of thread which draws 
up through the loop previously drawn; the stitch is set 
or tightened and in this way the sole of the McKay shoe 
is attached. 

The various operations necessary in trimming and 
finishing are carried out and as the waxed thread used 
in attaching the sole shows on the surface of the insole, 
as well as the clenched lasting tacks, they are then cov- 
ered up by means of a sock lining which is generally a 
thin piece of skived leather or fabric pasted inside to 
cover the inner surface of the insole, covering both 
tacks and stitches. 

The Turned shoe is a very old method of shoemaking, 
and as its name implies, it is a shoe made wrong side 
out and then turned right side out. It has but one sole, 
which accounts for its unusual flexibility. The sole is 
but slightly larger than the bottom surface of the last 
and is prepared in the following manner: First, it has 
a slight bevel or shoulder made along its edge and a 
groove or channel cut along the outer surface toward 
the edge. The sole is attached to the bottom of the last 
temporarily by means of tacks being driven but part 
way in in order that they may be afterwards removed. 
The shoe is then sewed on the Goodyear Turned Sewing 
Machine, the curved needle entering first the shoe lin- 
ing, then the shoe upper and penetrating the sole it 
emerges in the little slit which had been cut along the 
edge in that direction. It is a chain stitch formed of 
strong and thoroughly waxed threads, the chain portion 
lying on the surface of the shoe lining at the very edge 
of the shoe. The tacks which were driven to hold the 
sole in place on the last are withdrawn, the last is with- 
drawn and the workman, by a very skillful operation 
while the leather is in a moist condition, reverses the 
shoe, turning it right side out. This is the old method 
of turning by hand. Machines have now been invented 
for this purpose, one for turning the forepart and one 
for turning the heels, which do the work with great 
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rapidity and without the strain which often comes 
through lack of skill in turning by hand. The hand 
Turned shoe, however, is still very widely used. 

After this has been done the shoe is relasted. The 
second last used is generally slightly smaller than the 
first and great care is taken in putting it in place, spe- 
cial means being provided for smoothing out wrinkles 
in lining, etc., which are quite essential if the shoe is 
to be comfortable and salesworthy. After this has been 
done the attaching of the heels and the various finishing 
operations are carried out to completion. 

The Littleway Lockstitch process, which takes its 
name ‘from the inventor, is a much improved type of 
Goodyear sewed shoe; the essential things in the proc- 
ess being the use of the Staple Lasting Machine. The 
staples formed and driven by this machine do not go 
through the insole but reverse themselves in the be- 
tween substance of the leather, a most remarkable and 
interesting type of machine, so that the inner surface 
of the insole is in no way disturbed by them. The sole 
is laid in the ordinary way and then the last removed. 
The outsole is stitched to the sole by means of a lock- 
stitch rather than the loop stitch employed in the ordi- 
nary McKay shoe, the leather being under compression 
at the time the stitch is sunk into the surface of the in- 
sole so that it is hardly perceptible to feel although 
plainly visible. After this is done the various trimming 
and finishing operations are carried out. 


THE Stitchdown takes its name from the fact that the 
shoe upper and lining are stitched down to the surface 
of the outsole rather than being turned around the edge 
of the last as in other types of shoemaking. It is an 
old method which has recently come into more extended 
use through the fact that better means have been de- 
vised for lasting the shoe. Great difficulty was experi- 
enced in this operation, due to the fact that it was diffi- 
cult to secure the shoe upper under the strain of lasting. 
As ordinarily employed there is first an insole, the 
exact size and shape of the bottom of the last. The 
shoe lining is lasted over and cemented to the outer sur- 
face of this insole. Then a middle sole is laid, a light 
sole larger than the bottom of the last and it is to this 
that the shoe upper is drawn and fastened by means of 
thread. The heavier outsole is then laid and is stitched 
to the middle sole, the shoe upper, and a light narrow 
strip of leather or welt is used in order to make up the 
difference in height to that of the insole. This shoe, in 
many instances, has the appearance of a welt shoe but 
the welt used does not go under the edge of the insole, 
and by examining that particular point it can be readily 
determined as to whether the shoe is a Stitchdown. 

The Cemented shoe is a highly perfected and mod- 
ernized adaptation of the old method employed in 
making shoes back even prior to the use of machinery. 
Its broad use began with the discovery of rubber and 
its usage in 1845. With the discovery of gutta percha, 
however, the process took on new life and was used in 
making shoes of the smaller sizes up to the Eighties of 
the last century. 
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With the perfecting of mechanical means for making 
shoes, however, the process disappeared and was re- 
vived about 1903 when it was found that celluloid dis- 


solved in acetone made a most tenacious fastening and 
it was widely used in England in cementing welt butts. 
Afterwards it was used in the shoe industry and at one eC QvU e 
time it was thought it would be possible to cement dif- 


ferent parts of the shoe upper together and get satisfac-- 
tory results. Due to the difficulty in obtaining perfect , 
union of the parts to be cemented and the fact that when I T 9 
a pocket or any imperfectly cemented portion of two ® 
surfaces existed there was rapid separation of the parts, 
the process gradually fell into the discard, only to be 


revived in Germany during the war. Afterwards the wh at all the sh oe 


mechanical means of holding the sole securely in place 


by cement was further improved and the use of pyroxy- WwW orl d 1 s sear ching for 


lin cement came into being. 


Many devices have been made for the holding of 

soles to the cemented bottom of shoes, some of them of SH Oo RT B A Cc K 
the most complicated nature, others of the utmost sim- 
plicity, but it is through the mechanical means of 

holding the soles in place that the process has come las [s 
into more extended use. 

There are several different types of cemented shoes 
made, the difference being in the method employed in " 
lasting. The principle vs which the shoe is nen Not only one but Four Styles—9/8 . 
made is that there must be a fibre raised on the surface 10/8”, 12/8”, 14/8”. Every one a 
of such pieces as are to be cemented. This is essential 
and tile in the very early days. proven fitter. Why buy the present- 

One method is by first roughing the margin of the day experiments? 
insole to the extent of 14 in. or more, roughing the 
surface of the shoe upper and lining to the extent that 


ve — a coating rm _ pa cement SUS INV. Ss AF A Th ll 
and lasting the shoe by means of tacks driven very 

closely and only part way in, allowing the cement to B ‘ J A N E 1% M | LLE R 
set, after which the tacks are withdrawn, and that por- Ar \ JOo 

tion of the shoe lying on the bottom of the last et a ose SHOES MESr, (*y 
to raise a fibre. An outsole is prepared approximately 
the size and shape of the bottom of the last, with edges $7.50 to $8.50 Retailers 
slightly extending beyond it, the flesh side roughed to 43°%, to 47% mark-up 

the extent determined and coated with cement. It is 
then pressed to that part of the shoe upper which has 
also been prepared by a coating of cement and is 
pressed in place, the pressure being accomplished by 




















See these shoes at the Shows 


ST. LOUIS NEW YORK 


i i HOTEL HOTEL 
one of the different types of presses which have been JEFFERSON COMMODORE 


made for this purpose. The shoe is allowed to set the 


proper length of time after which it is removed and ROOM 918 ROOM 1142 


the various finishing operations carried out. A. E. KLINKICHT W. R. GRAY 
in charge in charge 
A VARIATION of the basic cement process is one in e 

which the insole is first prepared by raising a lip simi- 


lar to that used in the making of a welt shoe. The THE MILLER SHOE CO. 


feather, or that portion of the insole between this rib 

and the edge is coated with cement, the shoe is then CINCINNATI OHIO 

lasted by a machine as a welt shoe is lasted, the staples PT a ae ae ee Re 

going through the shoe upper and lining and being set Orthopedic Direction—Albert E. Klinkicht 

in the lip on the insole. After the cement has set, the 
[TURN TO PAGE 167, PLEASE] 

















@ The fruit of many years of research, careful 
planning, and development of the recently pat- 
ented Naidor Process is embodied in this new 
orthopedic soft sole slipper. 


Specially designed orthopedic last . . . Meta- 
tarsal cushions . . . Duo-padded sole . . . Cush- 
ioned heel seat . . . Anchored inner sole .. . 
Reinforced arch support. These built-in fea- 
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* 
AN ACHIEVEMENT IN FOOTWEAR 


tures, which cannot be reproduced in the ordi- 
nary slipper, place it in a non-competitive class of 
its own, yet it is being marketed to retail at 
approximately $2.50. 


In-Stock in true half sizes and two widths. Be 
sure to see this outstanding achievement of the 
year at the New York, St. Louis, or Boston 
Show or write at once for a sample pair. 


THE ORTHOPEDIC DIVISION 


NEO PED INCORPORATED 


JERSEY CITY 


NeW JERSEY 





When writing advertisers please mention Boot and Shoe Recorder 
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The Good Old Days Making Profits 
oem for Retailers 


By MURRAY SCHOTT 


Merchandise Manager, Julius Grossman Stores 


Every time I hear someone mention / 
“the good old days” in shoe retailing 
to the tune of “those were the happy @ 
days,” I put my tongue in my cheek. 
When I think of the conditions in 
shoe stores at the turn of the century 
and compare these conditions and the 
methods of doing business today, I pity 
the admirer of “those good old days.” 

Take for instance, the accident which 
was responsible for my entering the 


shoe busness: I had just finished school. The Nen-Curl Process Shoe 
A friend said that I could get a job in 
a shoe store and all I had to know was 

how to read French sizes. He worked Assures You of Repeat Sales 
with me and I soon learned them by 


heart. 
Old Colony Shoe Company in the—Non-Curl Process 


Shoe—presents the latest advancement in shoe construc- 
tion and the perfection of a positive smooth non-curl in- 
nersole shoe; attempted by many in the past but finally 
perfected and patented by its sponsors. 


A retailer and buyer’s success is based on repeat sales. 
For Orthopedic footwear, Here at last is the shoe with a guaranteed non-curl inner- 
Old Colony’s Foot Bal- sole and embodying other features to prevent the crack- 
ance heel, illustrated be- ing of the innersole and the shifting of its bottom filler to 


i - 
psc be Dig i cause discomfort to the foot. 


pry = = The Old Colony Shoe Company’s Non-Curl Process 
or ordinary type shoes. is effective in orthopedic or corrective footwear as in 
This heel hes a featured street, dress or sport shoes. Its special features have a tre- 
jpn po — bp mendous sales value and guarantee you a steady, repeat 
foot, absorbs the pres- business with a generous profit. 

sure and distributes the 

weight of the body. 





SMOOTH CALF 
INSOLE COVER 














MURRAY SCHOTT 





NON LUMP NON CURL PROCESS 
FILLER COVER LASTED IN 




















I applied for the job the next day. 
The manager of the store looked me 


over and gave a pair of shoes and e 

asked me to read the size. It wasa| On Display Room 920, Hotel Commodore 
cinch be I had d the night 
—aas N.S.R.A. SHOW—JAN. 6 TO 10 


Well, compare what you have to 
know today to get a job in a shoe store 
(or would have to know if there were 


any jobs to be had). Come to think 
about it, those were “the good old days” 
because there were more jobs available. 
I wonder how many of the readers 
of this magazine remember when low 
shoes or pumps first came into the pic- 
ture. Ido. And I remember too, what S H O E 
trouble we had in fitting feet with the 
first pumps which came out. We used * *k 
to say they “fitted like a sock on a COMP ANY 
rooster”. And we weren’t far wrong. 


But we had a remedy— BROCKTON 
In the back of the stock-room we had MASSACHUSETTS 
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TRUE STEP 


takes an 


IMPORTANT 
STEP 


An important step to you be- 
cause it widens the market you 
can serve with these conscien- 
tiously made shoes. .To our 
well-known line of Arch Sup- 
port and Junior Welts, we have 
added a new group of dress and 
spectator patterns made by the 
light, airy Uco process. This 
addition will gain and hold a 
new group of customers for 
you—as well as providing extra 
pair sales to those women who 
now buy and depend on Robin- 
son-Bynon quality. 


ROBINSON- 
BYNON 
SHOE COMPANY 
AUBURN, N. Y. 








ARISTOCRAT 
3268x—6 Eye Tie 
Cream Nubuck 
Brown Calf Trim 
18/8 Built-up Two Tone Heel 

AAA-O widths 
$2.50 less 2%—30 days 


TRUE 








$4.00 and $5.00 


Shoes for VW omen 
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a can of tan shoe polish. We stuck 
cur fingers into the can and dabbed the 
counters of the shoes full of this pasty 
substance. Without letting the cus- 
tomer know it, we put the shoe on her 
foot. Of course, we had to use a shoe 
horn. And it took a herculean pull to 
get the horn out. But once it was out 
the pump seemed to fit perfectly. Those 
weren’t “wrap-ups” because we would 
never let the customer take the shoes 
off. They had to wear them home be- 
cause we knew that if it was dis- 
covered that it was the pasty polish 
that was making them seem to fit, we 
would lose the sale. And the one 
motto of every store in those days was 
“Never lose a sale if you have to hit 
the customer over the head to make her 
buy”. 

Those were the “good old days”. 

How about the time bronze shoes 
came out so suddenly? The demand was 
so great that it wasn’t possible to get 
half the bronze shoes we needed when 
the demand was on in full force. So 
what did we do in those “good old 
days”? Listen my friends and you 
shall hear— 

We had a load of black kid boots. 
We got hold of a polish manufacturer 
and he supplied us with gallons of 
bronze polishh We had three men 
painting black kid shoes with bronze 
paint. I don’t remember whether the 
clerks did the painting or whether we 
had to call in union painters. But the 
fact remains the black kids soon turned 
out to be bronze kid shoes. Everything 
was elegant until the customers forgot 
to change their shoes when they went 
out in the rain. These painters were 
kept busy for three months until the 
bronze rage was over with. In that 
time they used enough bronze paint to 
paint every statue of every lion in 
every library in every country on the 
face of the globe. And still have 
enough left over to do the dome of the 
Capitol at Washington. Yes, my chil- 
dren, those were “the good old days”. 

In those days one of the best quali- 
fications of a good shoe salesman was 
his ability to T.O. a customer or to 
handle a T.O. that was given to him. 
A shoe salesman had to be a fine actor. 
In fact many of our present-day thes- 
pians received their schooling in shoe 
stores where they became experts in 
the old game of T.O. 

Courtesy to the customer? You’d be 
a sissy if you were nice to a customer 
in those days. Molest them, tramp on 
them, shut them up, overcharge them 
—call them names but NEVER let 
them get out without buying. If you 
were, busy the first thing you did when 
another customer came in was to take 
her shoe off and hide it so she couldn’t 
walk out if she wanted to. If you were 
waiting on her and she seemed like a 
stubborn sort of person, you hid both 
her shoes and let her sit until she made 
up her mind that the only way she’d 
ever get back to her husband and chil- 
dren would be to buy a new pair of 
shoes and be done with it. 

If you T.O.ed a customer and you 
knew she was looking at a pair of shoes 





that were quoted to her at $3.50, you’d 
ask her right off the bat $4.00 for the 
same shoes. That was to make her 
believe that they weren’t the same 
shoes she had been trying on all along 
with the first salesman. [I guess the 
name “shoe dogs” didn’t come out of 
thin air because so many clerks at that 
time treated their customers like dogs 
and they had to be dogs to do it.] 

And in mark-up those were the “good 
old days”. Not so you could notice it! 
The mark-up then was fixed: a shoe 
costing $1.50 automatically was marked 
$2.00; $1.75 shoes were marked $2.50; 
$2.00 shoes $2.60; and $2.25 shoes $3.00 
and so on. How would you like to try 
and run a shoe store on those mark-ups 
today? “The good old days”—not 
much! 

The store I worked for had over 1500 
pairs of shoes in the window—more 
shoes than they had in many shoe 
stores. That’s putting 3000 of your 
best feet forward. 

Let a customer try to exchange a 
pair of shoes in those days! Just let 
her try!! It was an easier task for 
the Germans to try to take Paris dur- 
ing the war than it was for a woman 
to get a refund or her money back for 
any reason. 

Of course, all of the above practices 
may be the reasons why this particular 
store is out of business today. Or was 
it a “particular” store? I’m inclined 
to believe that in “the good old days” 
the shoe stores weren’t “so particular”. 


Buying Larger Shoes 


New York—According to Shoecraft 
statistics, out of every three women 
who come in to buy shoes one wears 
size 8% or larger and is a triple A— 
quadruple A and even a quintuplet A 
in width. 

Recent experimental study carried on 
by Marrianne Muse of the University 
of Vermont proved that the average 
housewife walks 10.6 miles weekly pre- 
paring and serving the family meals 
end washing dishes afterwards and 
takes about 3215 steps in performing 
these tasks each day. Husbands who 
work an 8 hour day—40 hour week and 
come home complaining they are 
“tired”—have nothing on their active 
home-loving mates. 

For the last twenty years Shoecraft 
has been catering to women with above 
average foot sizes. 





Percy L. Sinclair 
General Manager 


FRANKFORT, Ky.—At a recent meet- 
ing of the Board of Directors of the 
Hoge-Montgomery Company, Percy L. 
Sinclair was elected general manager, 
also made a member of the Board, suc- 
ceeding Wingate Kelly. Mr. Sinclair 
came here last May as superintendent. 
His many friends wish him much suc- 
cess in his new position. 
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Miss Myrna Loy 
M. G. M. Star 


TRENDS 
OF 
TODAY 
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SHOES 
FOR WOMEN 
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The Thin Man's Wife 


The striking costumes worn by Miss Loy are the envy of 
every American woman. Her charming manner of wearing 
them is the talk of every bridge table from New York to Holly- 
wood. Style authorities classify her chic as the refined, sophis- 
ticated type. Exactly the type that every woman prays to be, 
a fact that is vital to Style Merchandising. 
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seein 


new CHARM 


You'll find sport footwear in all of its 
splendor—in all of its glory—in the Mod- 
ern Miss Sport Welt presentation for 
the coming season. You'll see an array 
of sport styles such as you've never wit- 
nessed before — Distinctive patterns — 


Beautiful combinations — New Leathers. 


ON DISPLAY AT 


NATIONAL SHOE DISPLAY 
STATLER HOTEL 


St. Louis, Missouri 
Rooms 120-122-124 


JANUARY 7th to 10th, 1935 


HUTH & JAMES 


MILWAUKEE 





Behold the new Modern Miss Littleway Pat- 
tern Shoes; charming in their wide variety 
of leathers and colors, beautiful in their 
captivating patterns. See the striking sim- 


plicity of the tailored models as well as 


the high-styled creations designed to.win 
the hearts of the chic and sophisticated. 


BOTH SHOWS.. 


« « « N. §.R. A.» » » 


HOTEL COMMODORE 
New York City, N. Y. 
Room 1173 


JANUARY 6th to 10th, 1935 


SHOE COMPANY 


| WISCONSIN 
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BANCROFT WALKER Co. 





BRAUER Bros. SHOE Co. 





WALKER T. DICKERSON 









MARSHALL, MEADOWS 
& STEWART, INC. 


Mitius SHOE Co. 


P. W. Minor & Son, INC. 


Dunn & McCartny, Inc. 





L. B. EvANs’ Son Co. 


JOHANSEN Bros. SHOE 


Se.By SHOE COMPANY 






STETSON SHOE Co., INC. 
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A DEFINITE 





IN MANY OF SUCCESSFUL 
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INFLUENCE 







JOHNSON, STEPHENS 
& SHINKLE SHOE Co. 
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1g * frot cer of (yj e TODAY 
Ne. !—Youthful Moderne / aed 


T Strap. 19/8Bivd. White | WS 
Kid or Colors. Tree-bark, j \ 
Linens. Also with 16/8 

Heel. AAA to C. 


No. 3—Youthful Moderne 
Pump. 19/8 Louis. White 
Kid and Colors. Tree- 
barks, Patent, Linens, 
Faille, Combinations. 
AAA to C, 


No. 4—Youthful Moderne 
Gypsy 6-eyelet Tie Ox- 
ford. White Kid; also 
Swirl Grain or regular 
Tree-bark, 19/8 Blvd. 


a ae This beautiful line of Youthful Moderne Footwear includes Pumps, Oxfords, 
Ties, and Straps—all having trig snappy patterns, both high and low heel types, 
ain Soe fashioned in leather, fabrics, or in combination. Show these in sr i 
Patent Quarter; also eS and watch your business snap into faster action! For, these Young Mo 7 
el i r at the Cocktail Rendezvous, or at the 
Combinations, 19/8 Blvd. must be chic when on the Boulevard, or at the = ai he ghar dans 
Heels, also 16/8 Blvd. Z } Sunshine Resorts! And for Beach Wear the Sport-O and Venus mo 
— | below are just two from a long line of beautiful models. Complete style folder 


To Retail at sent on request. 
$4.00 
Some Styles at 
$3.00 





@) 


White Kid Strap Sandal \ ( RIC ) 


12/8 Cuban Heels. A and 


C. Also in Colors. Gold— 
Silver—Black. [ 
(LILO 


No. 15—Sport-O White 


Elk Perf. 'T St dal = iG ls ~ : 
12/8 Gckens ah ta WE / rf N \ —/ 

Fawn Caribu Lea. W-85170 

with 1078 Cuban Heels, _ | a COME and SEE US © HOTEL STATLER... ROOM 620 


To Retail at ; January 6 to 10—St. Louis Show and at the 
$2.00 to $4.00 SANDALS New York (N.S.R.A.) Show, 551 Marbridge Bldg. 


MILWAUKEE WISCONSIN ©@ 3835-37 N. RICHARDS STREET 
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CONSTANT COMFORT ARCH SHOES 


CONSTANT COMFORT SHOES 
YE OLD TYME COMFORT SHOES 


For more than twenty years 
nationally known A-W Quality 
Turn Shoes have proved profit- 
able to thousands of retailers. 
This long record of consistent 
performance certifies the de- 
pendability of these MODERN 
COMFORT SHOES made by 
Ault-Williamson Shoe Co. at 
Auburn, Maine. 

A-W Quality Turn Shoes are 
carried in-stock in a wide vari- 
ety of patterns, lasts, sizes and 
widths. 





* 





To build a reputation of dependability 
such as PEACOCK SHOES enjoy, a 
manufacturer’s trade-mark must be a 
most sincere guarantee of satisfaction 





in his product. 





ceptance . . 
nition only accorded quality. 





The PEACOCK trade-mark —ssures you 
footwear of acknowledged excellence 
. .. and satisfied customers. It permits 
no deviation from the high standards 


responsible for its success. 


BOYD-WELSH, INC. 


It is Boyd-Welsh’s knowledge and ob- 
servance of this fact that has so firmly 
established their wide consumer ac- 
. and earned that recog- 


ST. LOUIS 





* 





Oo 


ee INSTEP 
4 
“Ss 


evenible ‘hy, 


One of the outstanding developments in the industry during 
the past year is the Tango—flexible instep—Pump. This 
flexible feature at the throat is made possible by a patented 
method of construction which allows an expansion of 11-64 of 
an inch. Thus all pinching and biting is eliminated. Nearly 
a quarter million women have bought Tango Pumps. 


BRAUER BROS. SHOE CO. 


ST. LOUIS, MO. 
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| Are American Women 
Really Shoe Conscious ? 


THERE is one word in today’s vocabulary that works 
overtime. And that word is “conscious.” American 
business is trying to make the American public air- 
conscious, vacuum-cleaner conscious, chewing-gum con- 
scious, and every kind of conscious, all the way from 
A to Z! But just how “shoe-conscious” is the American 
woman? Are we getting our full share of her attention, 
and if not, why not, and how can that consciousness be 
increased ? 

In our opinion, the shoe industry leads all others in 
one phase of merchandising; in another it lags behind. 
See if you agree. That phase in which it excels is 
coordinated group action. The phase which it could 
develop is the dramatizing .of shoes through promotion 
to the customer. 

No other industry operates more effectively as a 
whole. What cther fashion business can point to style 
conferences and seasonal openings where the whole 
country comes together to forecast advance trends and 
to formulate a style policy? The fashion coordination 
program of the American shoe industry is known all 
over the world. Merchants from other countries mar- 
vel at what it has accomplished. 

The shoe industry’s fashion program has sold the 

costume and occasion idea in shoes by making it pos- 
sible for women to find shoes that fit in with current 
fashions in clothes. It has made the shoe seasons more 
distinct by promoting definitely different types for 
each Fall and Winter, Spring and Summer. By con- 
stantly launching new ideas in color and pattern, lasts 
and heels, it has created “obsolescence” in shoes—that 
nice long word that means a shoe is laid aside before 
it actually wears out because new fashions make the 
old purchase look out-moded. 
- If all this is being accomplished—what remains to 
be done? The greater dramatizing of these ideas, we 
say, to the customer. The industry has done and is 
doing a splendid job—but have we told the customer 
just how good a job it is? In publicity, advertising, 
promotion? 

Is shoe advertising, in general, on a par with other 
fashion advertising? Are shoe windows doing the 
selling work they should? Do shoe clerks have enough 
authoritative fashion information to sell shoes as acces- 
sories to a costume? Can the individual retailer—and 
it is his job—do more to make women shoe-conscious? 
In the direct contact with the customer, on the firing 
line, as it were, the shoe industry lags behind other 
branches of the fashion business. In the field of crea- 
tive fashion promotion, we say, the shoe business needs 
to speed up its pace. 

In order to consider some of the ways and means 
of dramatizing shoes to the customer, suppose we take 
the case of an imaginary store in an imaginary city. 

[TURN TO PAGE 152, PLEASE] 
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CUSHMAN 
SPECIALTIES 





Leading $ To $3 Retailers 
FEATURING 


WHITE 


LEATHERS AND FABRICS 


® 
LOW HEEL OXFORDS OPEN-WORK SANDALS 


‘ , A line of street sandals featuring stripping vamps and closed 
Featuring close edge, slack and sandal oxfords, in 1935 tips and quarters in modern fabrics and leathers, built on 


materials and patterns, with built-up heels as_ illustrated. special sandal lasts in 10/8—i5/8 and 20/8 heelkAA—C. 
Also new effects in spring evening sandals. 


’ IPRS 
MODERN JUNIOR MISSES CORRECTIVE FOOTWEAR 


A specialized line from dress straps to sandal oxfords in I1!/2 Features the sow “pillowed tn confer!” eudhlen tenenale: te 


to 3 run, A to D, in both leather and covered heels. a complete range of styles and materials. 


CHARLES CUSHMAN CO. 


NEW YORK SHOW AUBURN, ME. ST. LOUIS SHOW 


Hotel Commodore, Room 638 Hotel Jefferson, Rooms 454-456 


Robert H. Adams NEW YORK—651 Marbridge Bld. Chandler F. Bearce 
George K. Burns James E. Blythe 


BOSTON—179 Lincoln St. 
Pacific Coast—L. C, Morgan, 3032 Millsbrae Ave., Oakland, Calif. 
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RNOLD Authentics and Darex 

Soles make a great selling com- 

bination for stores that are out to make a 

profit on sport shoes. They team up to- 

gether as naturally as a couple of national 
champions. 

Nationally advertised, Arnold Authentics 

are known everywhere for the ease and 

comfort of their Arnold Glove Grip con- 





M. N. ARNOLD SHOE COMPANY 


ARNOLDAIRE — for Women. In genuine white buck with tan calf 
trim and brown Darex sole. Also in several other leathers and color 


combinations with Darex soles. 


We invite you to visit us 

at the National Boot and 

Shoe Manufacturers Asso- 

ciation National Shoe Dis 

play, St. Louis, Januar : 

7-10, 1935. Hotel Jeffer- ee Ber eas ' 

son, Rooms 1122 and 1124 ARNOLDOON — for Women. In brown Bucko Calf with Kiltie 
tongue and brown Darex sole. A new styling of this town-and-country 
shoe that will be especially smart this year. 
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BOOT AND SHOE RECORDER, December 29, 1934 Page 151 


/ 


re sold 


SOLES 


struction . . . and for their outstanding 
style. Darex Soles give them a cool and 
comfortable sure-footedness that has made 
an especially attractive group of styles for 
all-round wear. 


f 


[AEE RSI TELE SB gorges 
na aR 


See a atl 


8 


We shall be glad to send you a com- 
plete Arnold Authentics catalog which will 
show you all the Arnold-Darex styles . . . 
and many others. Address: Department R. 





SOUTH WEYMOUTH, MASS. 


ARNOLDEAGLE — for Women. White elk with brown elk trim and 
brown Darex sole. There are other stylings of this famous shoe with 
Darex soles for both men and women. , 


@ 
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eee go eee ay 
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ARNOLDMOOR — for Women. A classic saddle oxford. White elk 
with black saddle calf and Darex sole. Also in several other leathers 
and color combinations with Darex soles. 
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Central Announces 


NEW TYPE OF SHOE 


Central Shoe Company of St. Louis has announced 
a new type of shoe, known as Ped-Eze, which com- 
bines all of the style features of other shoes with 
unusual comfort. A thin layer of cellular material 
is built into the shoe at the instep, between the upper 
and lower soles, providing natural insulation against 
weather extremes, with extreme comfort and resilience, 
and preventing buckling of the innersole. An inter- 
esting advertising and sales plan has been worked 
out, in connection with the Ped-Eze shoe. 








A typical open work sandal from the Charles Cush- 
man Company line. This model features a closed 
quarter and tip, and provides the fitting qualities of 
a regular shoe. It is made over special sandal lasts, 
from AA to C in three heel heights—10/8, 15/8 and 
20/8—in all fabrics developed for the Spring, 1935 


season. 








Leading the footwear field in smart styling, the new 
Dorothy Dodd line for Spring discloses advance modes 
in models for street, sport and afternoon wear. Dis- 
tinctive in design, these shoes are outstanding in in- 
dividuality of trim and color combination. With their 
gift for anticipating popular trends, this company 
offers a line that insures profit-making. 





¥ 
jane 
—_—- 
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This store, we will say, has been in business for many 
years. It has done a good substantial volume on good 
merchandise at fair prices. But little by little that 
volume is slipping. The head of that business spends 
many anxious hours in wondering why. His son has 
been working with him for several years. One day the 
son say: “Father—the trouble with us is that we don’t 
tell the world how good we are. We don’t put out 
best foot forward. We don’t get people excited enough 
about what we have to sell. Will you let me take the 
job of promoting this shop? I want to see what I can 
do to put us on the map again.” 

And the next day he started in. At least one hour 
of every day he spends out of the shop. He studies 
the windows of the three big local department stores. 
He watches what is going on in the town. . . its retail 
promotions, its social events. Another hour, at least, 
every day, he devotes to reading up on fashion news. 
He takes newspapers from half a dozen key cities. He 
subscribes to all the important fashion publications. 
And every time he sees something that relates to shoes 
he jots it down in an “idea” file. This idea file is his 
ammunition store. It contains all sorts of odds and 
ends of promotion suggestions for advertising, displays 
and selling. 

One day, for instance, he read (yes, it was in the 
Boot AND SHOE RECORDER) that a famous dancing in- 
structor said that every woman, for the good of her 
feet and the grace of her carriage, should wear three 
different heights of heels. The next week he had a 
window on that thought. He took three shoes from 
stock, with three different heel heights, and spotlighted 
them in the window with a card quoting what the danc- 
ing master had said. Every week he tries to get some 
such simple idea into his windows, something’ to stop 
the casual passer-by. 

Another day he saw a picture of a Tyrolean shoe 
worn at a famous resort, where it was featured at the 
sports shop that sold accessories to the guests. He 
found that this shoe was being copied in this country. 
Ife persuaded his father to buy a few pairs. He got 
some photographs of the shoe being worn by smart 
women and showed them with the merchandise in the 
window. He didn’t sell very many, because the model 
was extreme, but he registered the alertness of his store. 
He has persuaded his father that a certain amount of 
his budget should be spent on such promotional items. 

He came to New York one week and went to the 
theatre several times. In one of the plays—he saw 
low-heeled shoes worn with costumes of the Regency 
period. He went to the library and studied up on his 
fashion history. He discovered, as he looked at the 
evening dresses in the shops, windows and advertising 
illustrations, that this same silhouette was influencing 
modern dress. There’s a new angle, he thought, on the 
low-heeled evening slipper, and he got up a display 
to prove the point. 

One day he was going over the Sunday papers and 

[TURN TO PAGE 154, PLEASE] 
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Flexibility ... like | 
this... will help 


me to sell more 





women's welts 





FLEXIBLE WELTS 
But STRONG . . 


made without rubber, felt or cut- 
ting away innersole. 


A new era in shoemaking. At last 
—a welt with the flexibility of a 
turn shoe—by an exclusive Connell 
process —that has revolutionized 
welt shoe construction. Patent 
pending. 


The exclusive Connell process of- 
fers the last word in flexibility, 
obtained in no other welt shoe 
made—with the elimination of rub- 
ber insets, felt or cutaway insoles 
used to obtain flexibility in welt 
shoes by the ordinary welt shoe 
manufacturer. 


CON-NELL 
FLEX 


e 
ROOM 603—LENNOX HOTEL 
ST. LOUIS 


ROOM 1146—HOTEL COMMODORE 
NEW YORK 


e 
January 7, 8,9 and 10 


JM.CONNELL 
SHOE CO. 


SO. BRAINTREE MASSACHUSETTS 
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From—FRIEDMAN-SHELBY, Saint Louis 


The “Senorita”—A smart effect in an oxford 
tie with a novelty treatment of lacing through 
slots on the vamp and quarter. 17/8 Continental 
heel. Stocked in Black, Marine Blue, Praline 
Brown and White Kid. 





* 





Only carefully tempered steel 
arches are used by the manufac- 
turers of Modern Miss Littleway 
style shoes and Modern Miss 
Welt sport shoes. We show here 
one of their many in stock pat- 


aA) ae 


terns. 


HUTH & JAMES 
SHOE MFG. CO. 








NEW INTERNATIONAL SHOE DIVISION 
FEATURES HIGH STYLE SHOES 
TO RETAIL AT $4.00 


This division, known as the JEFFERSON SHOE 
COMPANY, will distribute women’s shoes exclusively. 


The line, which will be on display in St. Louis dur- 
ing the convention, has already been well received by 


many volume dealers. 
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read that the cruise business was better than ever. “I 
wonder,” he said to himself, “how many people in this 
town are going on cruises?” He went around to two 
travel agencies in town and found that the local figures 
were surprising. He went back to the store and started 
thinking how he could best promote Southern shoes. 
He decided to feature a six pair shoe wardrobe that 
would do duty for any South-bound traveler. He 
chose one pair of dark traveling shoes, one pair of 
active sports shoes, a spectator sports shoe, a “slack” 
sandal, a beach shoe and a sandal to be worn for late 
afternoon or evening. He remembered reading of a 
traveling shoe case that would hold six pairs. He 
bought a few to show with his six selected shoes . . . 
to dramatize the wardrobe idea. 

His wife told him, one day, about a fashion show the 
Women’s Club was giving. He went along with her 
to see it. Not a single new shoe was shown. Why, he 
asked himself, are shoes so neglected in fashion shows? 
The next morning he started keeping a list of fashion 
shows and other events where shoes could be promoted. 
When these events are important, he gets in touch 
with the right people and offers to lend shoes. His 
father shook his head over this—pretty expensive pub- 
licity—this. But the son found a way to keep the shoes 
from being ruined. He discovered a special kind of 
adhesive tape that could be laid in strips on the soles 
and easily removed. He loses very little on the shoes 
he exhibits. And his shop is gaining prestige among 
the key customers in the town. 

Often, early in the morning, he gets the clerks to- 
gether and passes on to them little bits of news he has 
picked up here and there—fashion points that would 
help sell shoes. His idea file by now is full of such 
suggestions, to be taken up when the time comes. 

For instance, in the Spring he will feature the reverse 
treatment of light trimming on dark shoes and dark 
trimming on light. In his stock he will have the same 
model treated both ways. He will suggest to his men 
that they sell women the model with the dark predom- 
inating for town wear, and show them the opposite 
treatment at the same time for the country. He will 
show the two shoes together in an interior display, with 
a fashion sketch behind it, illustrating the dark town 
costume with light accessories and the light country 
costume with dark accessories. 

His store has very little money to spend on adver- 
tising. That small budget, therefore, must show max- 
imum results. He decided he would never use up 
newspaper space unless he had something special to 
say. Just as he never has a window without an idea, 
so he never advertises a shoe without a story. That 
story might be a new fashion highlight, in a pattern 
or color. It might be the story of unique comfort 
features or of outstanding value. It might be some 
particular service the shoe could render for a definite 
occasion, or some special appropriateness to a certain 
type of costume. But it is never just a shoe at a price. 

[TURN TO PAGE 158, PLEASE] 
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- « » logical and appealing — in Comfort Shoe selling 
brings Constant Comfort Shoes to the top rank of profit 
makers. See this new idea at the conventions. Learn 
how you can put this famous specialty line to work 
making profits for you in your store without conflicting 


with any other line regardless of price range. 


Ask about the Constant Comfort Co-operative Cam- 
paign that will bring new customers and new profits 


during 1935. 


IN NEW YORK 


at the Hotel Commodore, Rooms 1109-1111 
L. B. Shackford and Fred Small 


IN ST. LOUIS 


at the Jefferson, Rooms 346-48-50-52 
Charles Ault and R. P. Boothby 


or write 


Ault-Williamson Shoe Co., 


Auburn, Maine 
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, LITTLE ROCK |. Magnin-Biltmore Hotel SAN JOSE 
> ‘ tke Kempner & Bro. LOS ANGELES : ¢ Sidcen Sone: 
ALABAMA HOT SPRINGS 1: Miller Co. SACRAMENTO 
BIRMINGHAM ike Kempner & Bro. OAKLAND oe Son Marche : 
Burger-Phillips AUSTRALIA Frank Werner Co. . FRESNO ‘COLUMBUS 
SYDNEY ae ee Vogue Shoe Co. ‘Miller-Taylor Co 
ARIZONA etd Jonbe kbd Russell:Williams FRESNO ATLANTA 5 
PHOENIX ae SAN FRANCISCO Rodder Shoe Co. ‘DevlaePassa 
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]. MILLER COMPANY operates 


retail storeslocated in these cities 


Louis 





MICHIGAN 
| DETROIT 
Russek's 
DETROIT 
I:Miller, Fisher Bldg. 
KALAMAZOO 
Bell Shoe Co. . 
| GRAND. RAPIDS 
UHerpolsheimer's 
MINNESOTA 
DULUTH 
Oreck's 


€ FAITH In Q 
PAYING DIVIDEND 


Holzheimet & Shaul 
BINGHAMTON 

Parlor City’ Shoe Co. 
PORTCHESTER 

1. Goldberg & Son 
POUGHKEEPSIE 
Up-To-Date Co: 
SARATOGA SPRINGS 
J. J. Collins’ Boot Shop 
SYRACUSE 

W. 1. Addis 
KINGSTON 

A. Hymes 


N. CAROLINA 
ASHEVILLE 
Bon-Marche 
CHARLOTTE 
Efird’s Dept. Store 
DURHAM 

Baldwin's 
WINSTON-SALEM 


~- Sosnik's 


NORTH DAKOTA 
FARGO 
R. & G. Bootery 


OHIO 
CLEVELAND 


|. Miller Salon 
-LIMA 


Crawford Shoe Co. 
TOLEDO 

La Salle & Koch 
AKRON 

A. Polsky Co. - 
YOUNGSTOWN | 

G. M. McKelvey Co... 
CINCINNATE 
COLUMBUS 


SALE 


Cc 
~) 


"DAYTON. 


Elder & Johnston Co. 
ZANESVILLE 
J. E. McHenry 


OKLAHOMA 
OKLAHOMA CITY 
Rothschild's B & M Store 
TULSA 

I. Miller Salon 


OREGON 
PORTLAND 
Meier & Frank 


PENNSYLVANIA 
PITTSBURGH 
Kauffmann's 
ALLENTOWN 

Farr Bros. 

EASTON 

Wm. Laubach & Sons 
HARRISBURG 

The Bowman Co. 
READING 

Farr Bros. 
SCRANTON 
Paramount Shoe Co. 
WILLIAMSPORT 
Brozman's 
WILKES-BARRE 
Walter's Shoe Store 


RHODE ISLAND 
PROVIDENCE 
The Outlet Co. 


*S. CAROLINA 


COLUMBIA 
Saxon-Cullum 


~ GREENVILLE : 
~ Patton, Tilman & Bruce 
“SPARTANBURG 
The August W: Smith Co. ° 


DIVISION — LONG 


TENNESSEE 

MEMPHIS 

John Gerber Co. 

NASHVILLE * 

Loveman, Berger & 
Teitelbaum 

BRISTOL 

H. P. King Co. 

KNOXVILLE 


Anderson, Dulin & Varnell - 


TEXAS 

DALLAS 
Neiman-Marcus 
ABILENE. 

Minter Dry Goods Co. 
AMARILLO 

White & Kirk 

AUSTIN 

French Boot Shop 

EL PASO 

Popular Dry Goods Co. 
HOUSTON 

Levy Bros. 

LUBBOCK 
Hemphill-Wells 

SAN ANGELO 

Cox, Rushing & Greer 
SAN ANTONIO 
Joske Brothers 
BEAUMONT 

The White House 
TYLER 

Mayer & Schmidt 
WICHITA FALLS 

W. B. McClurkan & Co. 


UTAH 
OGDEN 
L. R. Samuels 


* SALT LAKE CITY 


Makoff Shop . 


ISLAND 


~~ VIRGINIA 


DANVILLE 

L. Herman's 
LYNCHBURG. 
J.R. Millner & Co. 
NORFOLK 

Smith & Welton 
RICHMOND 

|. Miller Shop 
ROANOKE 
Propst-Childress 


WASHINGTON 
SEATTLE 

|. Miller Co. 
SPOKANE 

Arthur Schulein. 
TACOMA 
Pessemier's 


WEST VIRGINIA 
CHARLESTON Nie 
May Shoe Co, 5 
BLUEFIELD 

Bluefield Shoe Co. 
HUNTINGTON 

Ayres & Harwood 
PARKERSBURG 

J. E. McHenry 


WISCONSIN 
MILWAUKEE 
Reel's 
MADISON 
Applebaum- 
Mautner 


[MILLER Ne 
Beauliful Shoes Li 








CITY, NEW YORK 


et ones SE toe et Me ; 
A giaa <- eR oe 
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SoBe ek ERE IN PERSON 


i) ae 
oll . . « Room 612, Hotel Jefferson 


Supremacy in the patented cushioned instep pump. 
Exclusive in feature and finish. 


Be sure to have 
th SMOOTH- 
EEZ advantages 
explained to you. 


JOHANSEN BROS. 
SHOE CO. 
Saint Louis, 

Missouri. 


HANNAHSON 
SANDALS 


Sandals of every conceivable material for 
both afternoon and evening wear have had 
an amazing growth in the past few years. 
Retailers have found that sandals give a 
fast turnover, and are essential in the stock 
of any store catering to women. The 
manufacture of these delicate and intri- 
cate shoes is an art that requires the most 
skillful craftsmen and specialized machinery. 


The demand for medium-priced sandals has grown so fast that the 
Hannahson Shoe Company has practically turned its entire produc- 
tion, close to 4,000 pairs per day, over to this class of footwear. 
Even this volume has not been large enough to take care of orders 
during the holiday rush and there seems to be no let up in the 
demand for evening sandals which will continue throughout the win- 
ter months. During warm weather nothing is so cool or comfortable 
as these popular styles. In fact, with a little change in materials 
sandals have become big sellers all the year round. 








* 





FOOTWEAR 
Wonderful Shoes for Wonderful Girls 
The largest selling line of $7.50 to $8.50 high 


style shoes in America. 


JOHNSON, STEPHENS & SHINKLE 
St. Louis, Mo. 





* 





SPORT-O AND VENUS SANDALS 


Many a trim ankle and foot is made more alluring 
with the smartly styled line of Sandals, Sports, Slacks, 
produced by Kozy Komfort Shoe Mfg. Co. of Mil- 
waukee. For the leisure hours of Youthful Moderns 
either at home or at the cocktail rendezvous or at the 
Sunshine Resorts, the trig, snappy patterns of Sport-O 
and Venus Sandals are on parade in a big way. And 
they retail at $2 to $4! 


Kozy Komfort Shoe Mfg. Co. 








Every month, when he sends out his bills, he incloses 
a little slip, featuring a timely model. One month it 
was a pair of galoshes, emphasizing the new note of 
fur-trimming. Another month it was an evening sandal 
that was proving particularly successful because it fitted 
so well. Each time it is an item that had definite 
promotional appeal. 


ConTRARY to general belief, women know quite a lot 
about the details of shoe styling and shoemaking. They 
do not know, it is true, how various desirable effects are 
achieved nor how undesirable effects creep in, but they 
quickly sense the presence of either or both. 

The superintendent of a well-known women’s factory, 
who has been looking for years at merchandise returned 
for real and alleged imperfections, as well as in talking 
with the factory salesmen, has acquired during that 
period quite a comprehensive knowledge of what women 
like and what they don’t like—also how they go about 
it to determine the presence of their pet likes and dis- 
likes. He has also built up a few theories as to how the 
gentler sex reacts and why they seem to have more 
knowledge of shoes than men. 

“Hand a shoe to a woman,” he said recently, “and 
watch her look it over before you can get it on her foot. 

“One of the first things she looks for would lead you 
to suspect that she had once worked in the cutting room 
of a shoe factory. She goes over every part of the vamp 
and quarter and will instantly detect any slight blemish 
in the leather finish which appears in a conspicuous 
place. Of course there’s not much excuse for a glaring 
imperfection to appear there, as we all know that cutting 
dies should be arranged on the skin in such a way as to 
confine imperfections, if any, to those parts of the shoe 
which do not show when the shoe is on the foot. Such 
things do happen occasionally, however, and you can 
trust the woman to spot it with an unerring eye. 

“The next thing they consider of importance are the 

[TURN TO PAGE 162, PLEASE] 





BOOT AND SHOE RECORDER, December 29, 1934 


Spring | . 
‘levelle 


ft 


Shoes For The Occasion 


SBICCA MADE 


And now Cinderella Shoes are made by the 
new Sbicca method. To their superior style 
and perfect fit this bonded Single Sole Con- 
struction adds a light, airy super-flexibility. 
True shapeliness and shape-holding quality 
result from keeping the shoes on the last 
throughout production. Cinderella Shoes for 
Spring are leaders in the popular price field. 


CINDERELLA SHOE COMPANY 
Division of DYER & HALL, INC. 





NEW SPRING LINES 
ON DISPLAY AT— 


NATIONAL SHOE RETAILERS’ CONVENTION 
New York—January 6 to 10 
Hotel Commodore—Rooms 1039, 1041. 
NATIONAL MANUFACTURERS’ STYLE SHOW 
St. Louis—January 7 to 10 
Hotel Jefferson—Rooms 700, 701, 702, 704. 
NATIONAL BOSTON SHOE SHOW 


Boston—January 14 to 16 
Hotel Statler—Room 529. 


DYER & HALL, INC. AUBURN, MAINE 





When writing advertisers please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER, December 29, 1934 





FEATURING 
THE 


1935 
CABANAS 


IN STOCK 

® Tie—Clipper Blue, Brown, Black 
or White Calf. 

Fox Tie—Beige and Brown Calf. 
White Beaubuck with Brown Calf 
or White Levant. Chamois Suede 
with Brown Calf. 

Also Step-in, Fox Step-in and T- 
strap in colors. 

*Reg. U. S. Pat. Off. 





When writing advertisers please mention Boot and Shoe Recorder 
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@ Here are a few of the sell-on-sight Walk-Overs 
to greet you in St. Louis, January 7 to 10, Hotel 
Jefferson, Rooms 937-41 and 43. And in New 
York, January 7 to 10, Hotel Commodore, Rooms 
1203 and 1205. All in stock for immediate de- 
livery. Backed by national advertising in Vogue 
and Woman’s Home Companion—and the most 
complete store tie-in plan we have ever offered. 
If you can’t attend the National Shoe Display, 
wire us collect for our representative to call. 
* * * 


And don’t miss the new Walk-Overs at $6.50 
or the Main Spring* Arch or De Luxe lines. 


GEO. E. KEITH COMPANY, 
CAMPELLO+ BROCKTON: MASS. 


*#REG. U.S. PAT. OFF. 





When writing advertisers please mention Boot and Shoe Recorder 
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The recent introduction of the 


type of footwear, invented and controlled by Pedigo- 
Lake Shoe Co., marks one of the outstanding develop- 


ments in the industry. 


DYER & HALL, INC. 


Dyer & Hall, Inc., of Auburn, Maine, announce 
that their lines of Cinderella Shoes are now 
made by the Sbicca method. This modern 
single sole construction imparts to these smartly 
styled women’s shoes the added advantage of 
lightness and super flexibility. Dyer & Hall and 
Cinderella Shoes are carried in stock in-a wide 
variety of styles, from AAAA to C, 1 to 9. 





* 





* 





In designing and manufacturing the Spring and Summer line of 
women’s novelty shoes, the Peters Shoe Company is starting a plan 
that should be a big help to the retailer in curtailing his mark- 
downs and giving him a larger volume on popular selling patterns. 


Peters line of 150 shoes in all the latest pat- 
terns . . . in Blues, Browns, Whites, Blacks 
and Deer Taupes ... is to be carried In- 


Stock from now until after Easter. 


Every style a store will need for early Spring, 
Easter and Summer is now being shown by 
the Peters salesmen who have just started 
back on the territory after their convention 
in St. Louis. 








Rice-O’Neill Shoe Company of Saint 
Louis, Missouri, choose “feet first” as 
the theme in presenting their dis- 
tinguished line of smart, carefully made 
shoes for women. Advertising in lead- 
ing style magazines—mail and display advertising all carry the “feet 
first” slogan—reminding women that smart shoes are the keynote of 
their entire costume. Retailers catering to fashionwise women find 
initial and repeat sales easy to make when their stock includes a 
wide selection of these style-right, price-right shoes by Rice-O’Neill. 


Wy 








seams. They are natural authorities, apparently, on 
folded seams and French cording. They are not at all 
partial to raw edges. They know something also about 
edge finishing and even sole finishing, heel breasting 
and heel covering, in the case of wood heels. 

“Having got that far with their inspection, I judge 
from what I hear, they allow one shoe to be put on their 
foot. If that isn’t.too bad, they have the other shoe put 
on. Then they stand up and look down, getting a birds- 
eye view of the forepart of the shoe which is the only 
view they, themselves, will ever have while wearing 
them. But there is the profile view to be considered 
because that view is seen by others and also because the 
profile view of the shoe is an important detail of the 
profile view of the entire costume and the woman inside 
the costume. 

“They have two favorite means of sizing up this 
profile view. Most of them use both. One of them is 
to sit down, put the left leg over the right and turn the 
left foot to get a close-up, during which, also, they note 
the instep fit, hunt for wrinkles, examine the fit of the 
heel, and note again its height and contour. They then 
repeat the same tests, standing in front of a mirror; also 
they walk up and down to determine how the vamp 
breaks and whether the heels refrain from slipping.” 

The clever merchant makes his plans accordingly. 
Sales promotion ideas for the women’s half of the store 
normally take all these strictly feminine qualities into 
rigid account. 

Take some of the following, for instance, dug from 
the Boot AND SHOE RecorperR files of practical ideas 
garnered right in the store by Field Editor Harry R. 
Terhune, and appearing as a regular feature under the 
heading, “Other People’s Ideas”: 

For instance, here is a merchant—W. E. Cox, man- 
ager of the Miller Los Angeles Shop—who has learned 
the value of studying the likes and dislikes of his women 
customers and has devised a control system which he 

[TURN TO PAGE 164, PLEASE] 
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$200 « $3300 


RETAILERS 


* 


“PERFECT FIT” 
and 


“<“DIANA?’?’ 
BRANDS 


UR complete line of shoes will be on 

display in Room 905, Hotel Lennox, 
St. Louis, January 7th to 10th, 1935. 
Sam Rosenberg and Marc Baumoel will 
be in attendance. 


SCHWORM ans FINKE 
SHOE CO. 
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THE 
CLINTON 


SHOE 


TO RETAIL AT 


$450 and § 500 


* 


Frok over a quarter of a century the 
Hub Shoe Co. have specialized in 
women’s Sport, Novelty, and Arch Type 
shoes to retail from $2.00 to $5.00. 


* 


A complete line carried in stock. 


* 


HUB SHOE CO. 


57 SOUTH ST. 





72 Lincoln St. 
BOSTON, MASS. 








A COMPLETE 


BUY 
QUALITY 


BOSTON 


BOSTON, MASS. 
INCORPORATED 1909 





FEATURING 








LINE OF WOMEN’S 
NOVELTIES 


CARRIED 


“IN STOCK” 


AAA TO C WIDTHS 


$300 & $400 


RETAILERS 


No. 2608 Black Tree- 
bark with Patent trim 
and heel. 

No. 2610 Brown Tree- 
bark with Patent trim 


and heel. 

No. 2612 All White Kid 
Treebark. 

No. 2614 Blue Tree- - 
bark with Patent Trim * 


and_ heel. 
$2.10—5% 30 Days 


ITH the matchless facilities of 

New England’s great women’s shoe 
manufacturing industry at our door, it 
is natural that our stocks of $3 and $4 
retailers should at all times be replete 
with the smartest styles and greatest 
values. Join the host of retailers who 
depend on Best. 


BEST SHOE CO. 


57 LINCOLN ST. 
BOSTON, MASS. 


8D and $33 


RETAILERS 


“IN STOCK” 
* 


No. 5616 Black Treebark Vamp with black 
kid quarter. 


ON DISPLAY 
HOTEL LENNOX No. 5618 Fawn Treebark Vamp with fawn 
ST. LOUIS No. $620 ‘Blue Treebark Vamp with blue 
ROGOM 1004. We 2622 ‘res Treebark Vamp with grey 
Jack Siletsky and Maurice Shapiro in attendance 
SUPERIOR SHOE COMPANY 


58 LINCOLN ST. BOSTON, MASS. 








TREEBARK-—SWIRL . 


Better than ever in Black, 
Brown and Blue. Neatly 
trimmed in a variety of pat- 
terns. Oxfords — Pumps — 
Step-Ins. High and Cuban 


heels. 
* 


TO RETAIL AT 
$200 and $250 


“IN STOCK” 


IMMEDIATE DELIVERY 


Samples and prices on request 


METRO SHOE CO. 


59 LINCOLN ST. (Cor. Essex), BOSTON, MASS. 


Glenna Oxford 
Brown and Black 
: Treebark 
High and Cuban heel 


When writing advertisers please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER, December 29, 1934 








The new Queen Quality line for Spring is wider in 
scope than ever before. Its interesting surprises hold 
new opportunities for profit. True to its traditions, 
this trademark stands for the true excellence of fine 
quality materials, authentic styling and carefully fin- 
ished workmanship which has always characterized 
this line of feminine footwear. 


This is a high riding oxford, a pattern which I. Miller pro- 
moted with great success this past season. It is made of 
basquette, a new basquette weave leather; is costume right 
for the new surface-interest woolens and will be in great favor 
this coming season. Basquette is exclusive with I. Miller. The 
leather design is registered with the Tanners Council of 
America and the name BASQUETTE is trade-marked by 
I. Miller. 





* 





* 








The Seaton, a four-eyelet tie from Roberts, Johnson & 
Rand’s Trim-Tred line for spring. Comes in white 
kid, blue kid with silver lustre lacing, and black kid 
with light gray lacing. 


The same pattern design is also shown in the Sweep- 
stakes, a Trim-Tred T-strap sandal in the same leather. 








ALLURING FOOTWE 


STOP - SLIP 


features .... 


Dealers handling Tweedies have made effective selling points of our 
Stop-Slip features: 


1. A shank fitting grip pad of sueded material to prevent forward 
slipping of the foot as a component part of our special sock lining. 


2. The Stop-Slip floating heel grip which holds the heel firmly and 
protects hose without pulling hose into the shoe or out of line. 


TWEEDIE FOOTWEAR CORPORATION 
JEFFERSON CITY, MO. 








uses effectively to prevent end-of-the-season surpluses in 
the larger and smaller sizes. 

Another idea resulting from a study of customer likes 
is that tried out successfully by L. E. Weaver, shoe 
buyer for Zollinger-Harned Company, Allentown, Pa. 
Mr. Weaver reported: 

“Two things stand out as a result of closely watching 
the past season’s performances. First, that our cus- 
tomers put fitting as of prime importance in buying 
goods. Many women have made up their minds to pay 
$6.00 for a pair of shoes, but have changed their minds 
and cheerfully paid $8.50 because of the better fitting 
qualities of that grade. 

“Second, the style selection is comparatively small as 
a result of customer analysis, so by knowing what our 
trade wants, we are better able to serve them. 

“An occasional special price promotion brings in new 
customers, but it is the faithful serving of the every-day 
trade which is making the steady gains in sales.” 

Another result of keeping close tabs on what your 
customers favor in style, material and color is not in- 
frequently double pair sales. Such, at least, has been 
the experience of W. H. Woods, manager of the shoe 
department in Makoff’s Classic Shop, Salt Lake City. 
Complete customers’ records are kept in this store, list- 
ing color, size, width, price of each shoe previously pur- 
chased. When a woman telephones in for a new pair 
of shoes, Woods refers to his files. If he finds that this 
customer hasn’t shoes of the present popular style or 
color, he will send a second pair, say, of blue or of 
grey, with the shoes requested. The customer invari- 
ably is pleased with the thoughtfulness shown, and fre- 
quently takes a second pair. 

F. S. Bird, proprietor of Bird’s Brownbilt Shoe Store, 
in Los Angeles, is another man who has discovered that 
women like to see a shoe from every angle. He uses 
the idea in his so-called “hot spot, four-angle window 
display.” 

Mr. Bird always takes four pairs of shoes, exactly 

[TURN TO PAGE 166, PLEASE] 
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Blacks, Blues and Whites 


PAWTUCKET, R. I.—Comment on 
Spring business here gives blacks the 
popular vote for leaders with blues as- 
suming a more important place and 
with whites staging the biggest sea- 
son they have ever shown. 

Frank A. Lamphier, manager of the 
Treadeasy shoe department of the 
David Harley Co., department store, 
says: “Blacks will undoubtedly lead; 
blues have now become a staple color 
and will become increasingly popular; 
whites will be a bigger item than they 
were last year, and I believe everybody 
found last year a wonderful white sea- 
son.” 

W. Latz, manager of the shoe de- 
partment at Shartenberg’s, says: 
“Blacks will lead; blues will be very 
good; whites will stage bigger show 
than for 1934! There will evidently 
be no real Spring business; the sea- 
son will go right on to blacks, blues 
and whites with no grays, beiges or 
other true Spring business.” 

Philip Dubin, Dubar’s Shoe Store, 
predicts about the same trends, em- 
phasizing the more important role of 
blues and whites. 


Shrunken Calf Popular 


DETROIT, MicH.—A new variety of 
“shrunken calf” leather is proving an 
outstanding seller at the Sibley Shoe 
Store, in Detroit, according to Harry 
Rosenfeld, owner. Brown is becoming 
increasingly popular. The narrow toe 
custom style shoe is rapidly supersed- 
ing the square toe models, according 
to this store’s experience. Sales are 
mostly among the higher priced shoes. 

Business is now fifty per cent better 
than for the corresponding month of 
1933—a figure that has held about con- 
stant for several months for the Sibley 
store. In the meantime, the entire line 
of women’s shoes has been discontin- 
ued, which would tend to reduce the 
volume of gross sales considerably. 
The store was new last year in this 
location. 


New Store in Miami 


MIAMI, FLA.—The newest shoe shop 
to open in Miami is operated by the 
Cannon Shoe Co. and is at 41 E. Flag- 
ler Street. Moderately priced footwear 
will be carried in this family shoe 
store, for men, women and children are 
to be catered to. The store, modernistic 
in design, is large and airy and features 
a color scheme of green and black. The 
show windows are trimmed in silver 
and red, and specially designed fixtures 
have been used. About 12,000 pairs 
of shoes were on hand for the opening 
day, Dec. 8. W. A. Dion who has been 
with the company for 15 years, is 
manager. Hosiery is also carried. This 
makes the twelfth shoe department in 
the block. 





A COMPLETE LINE OF AUTHENTIC 
FASHION FOOTWEAR FOR SPRING 


hace from $4.35 


Public reception of FENMORE, announced 
only three months ago, has justified an 
expansion policy which makes the Spring 
FENMORE line as complete in selection as 
many much higher-priced lines. 


Styling facilities second to none have con- 
tributed to the distinguished patterns that 
every alert buyer and retailer of shoes for 
women will quickly recognize for their mer- 
chandising significance. 


Write now for complete details and prices for 
the new season. 


~ 


BRENAU—One Eye Ribbon Tie for 
afternoon wear. Blue Gabardine, 
Blue Patent Leather Trimmed with 
Contrasting Stitching of Pearl Grey 
Silk. #39 Last. 236” Continental 
Louis Heel . . . . . . $4.75 
9 
BARCHETTA—Gore Tongue 
Pump. White Euck with Tip and 
Foxing of Tan Russia Calf. Per- 
forated Design Tip and Fox with 
Underlay of Russia Calf. #4014 
Last. 2%" Continental Louis 
HM@@e. eee ee OS 


CHALENCON— Four-Eyelet Spec- 
tator Sport Oxford. Tan Russia 
Calf Tip and Back Foxing and 
Front Facing. Perforated Design 
with White Underlays. #4014 
Last. 2%" Featherweight Leather 
HOOP. st ee es sl OS 


xxxxSBICCA, Tue. 


22nd AND MARKET STS., PHILADELPHIA 
EMPIRE STATE BUILDING, NEW YORK 
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SELBY 
SHOE CO. 


The shoe is known as the Nana. This smart TRU- 
POISE fashion interprets the monk type in a sandalized 
open shank effect. Pinpoint perforation enmass, together 
with oblong perforation underlaid in contrast smarten its 
appearance. The heel is 19/8 Continental. The Nana is 
available in all of the wanted materials for Spring, and 
is truly representative of the smart fashions in TRU-POISE. 


This is a shoe which I. Miller predicts will be 
heavily bought by high style women this Spring. 
It is a side laced gypsy seam oxford made of 
Spring biege suede and brown kidskin. It is 
a perfect complement for the new Spring 
Tailleurs. 








* 
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SBICCA INC. 


—presents for the Spring season a four-eyelet spec- 
tator sport oxford with tip back foxing and front 
facing of contrasting leathers with stitching and per- 
forated design showing white underlay. 





* 





DUNN AND McCARTHY, INC. 


~ 


The fashion for punchings is developed into an unusual leaf design 
in this Dunn and McCarthy oxford, one of the new Spring numbers 
in their unbranded Goodyear Welt line. 


This oxford is called Sonia and comes in black or white, sizes 4 to 
10, widths AAAA to D. 


Dunn and McCarthy, Inc., Auburn, N. Y., is well known both for 
their excellent selection of fast selling patterns and for their unusual 
in-stock service. Records show that more than 99% of all orders go 
out the day the order is received. The complete size range is from 


2% to 10, widths AAAA to EEE. 








Are American Women 
Really Shoe Conscious? 


[CONTINUED FROM PAGE 164] 


alike even in color, and places them in a group one pair 
showing the appearance from the front or toe, one from 
the heel, and one from each side. Plenty of space is 
given the lay-out and a large card, hand-made in the 
store, designates the features. 

“The idea that windows mean little in a neighborhood 
where the people are for the most part wage earners 
except when a price appeal is made, is all the bunk,” 
says Mr. Bird. “The people here are as susceptible to 
a style or a comfort appeal as they are in a bon-ton 
locality. The thing needed, as I find it, is window em- 
phasis on individual numbers without introducing so 
much merchandise that you confuse the mind. The 
‘four-angle’ method I use seems to do the stuff.” 

Even when price is a factor of considerable impor- 
tance, women are not apt to forget that there is such a 
thing as fit. Consequently, Floyd A. Paige, shoe buyer 
for J. N. Adam & Co., of Buffalo, stresses completeness 
of stock and places only minor emphasis on the cost of 
his footwear. In some of its advertising, therefore, this 
company reproduces a model stock card showing the 
number of pairs in stock of one particular range and 
style starting with size 4 in AAAA width and running 
up as high as size 9 in C width. 

Sometimes, it is not so much a case of pleasing the 
woman customer as it is of selling her what she ought 
to have and persuading her to like it. This high degree 
of salesmanship has been reached by Joe M. Ryan, man- 
ager of the shoe department in The Fashion, a well- 
known store in Columbus, Ohio. “We find,” says Mr. 
Ryan, “that at least 25 per cent of the women who visit 
our store require sensible shoes to secure the greatest 
comfort and satisfaction. This does not take in the ap- 
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HAN NAH SONG 
HAVERHILL.MASS. 


SANDAL HEADQUARTERS 
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NEW HOT STYLES FOR JANUARY 20th DELIVERY 


R415@ Black Faille, Sat. Stripping........ 2. 00 
CN WENO NUE ccccccccsccceesccescces 2.00 
R White Linen é 


42 last—medium toe—19%/8 Louis heel. 


RI4B9 White Kid ..........ceeeceeeeeeees $2.35 
R4541 White Linen A 


47 last—medium toe—15/8 cuban heel. 
AA to C Widths 


R1063 Genuine Gold Kid.............0-00005 $3.50 
R1065 Genuine Silver Kid ................-. 2.85 
R1507 Blk. Faille, Si!v. Oval on Vamp...... 1.85 
R1509 White Faille, Silv. Oval on Vamp.... 1.85 
Ee CE FEE bv etccnecredcccnccsaceseus 2.00 
24 last—-full round toe—11/8 Military heel. 
R1I062 Genuine Gold Kid ...........eeee005 $3.50 
R1064 Genuine Silver Kid .............0055 2.85 
R1506 Blk. Faille, Silv. Kid Oval on Vamp.. 1.85 
R1508 White Faille, Sil. Kid Oval on Vamp.. 1.85 
Ri512 White Kid 2.00 


77 last—full round toe—20/8 Louis heel. 


" AA and B Widths Only 


MOONBEAM 


R1494 White Kid $2.35 
R1500 Black Faille, Silv. Kid Tip & T Strap 2.10 
R1502 White Faille, Silv. Kid Tip & T Strap 2.10 
R4188 Black Faille, Satin Stripping......... 2.00 
R4190 White Faille 
R4546 White Linen 

42 last—medium toe—19%/8 Louis heel. 
R4189 Black Faille, Satin Stripping......... 2.00 
WGISE While Wallle 2c ccceccccccccccccesaces 2.00 

47 last—medium toe—15%2/8 Junior Louis heel. 

EG Wee TRU sic oc dace ccccusccssecvereus 2.35 
R4547 White Linen 

47 last—med!um toe—15/8 Cuban heel, 

AA to C Widths 


Terms 2% 10 Days Net 30 FOB Factory—Send for Complete Bulletin 
Our Line On Display: St. Louis, Jan. 6 to 10—New York, Jan. 6 to 10—Boston, Jan. 14 to 16 








Know Your Shoemaking 


[CONTINUED FROM PAGE 139] 


lip, shoe upper and lining are trimmed off smoothly 
down to the surface of the insole. This includes the lip 
of the insole into which little lasting staples were driven. 
That portion of the upper which appears on the bottom 
is then roughed in the usual way, coated with cement, 
the outsole fastened by the use of the different types of 
presses as previously described. 

Another process is one in which the insole is fas- 
tened to the bottom of the last, coated with latex and 
the shoe upper and lining stitched together around the 
forepart by the use of an ordinary sewing machine. 
They are then lasted, the latex holding them securely 
in place. The shoe is lasted by means of the same type 
of staples used in lasting the Littleway shoe. The edges 
are then roughed as in the other types and the outsoles 
“fastened by means of cement as in the other types. 

Still another type is essentially a welt shoe made as 
the Goodyear Welt ordinarily is made, with the excep- 
tion that a very light welt can be used if desired. The 
surplus part of the shoe upper, lip and welt are trimmed 
smoothly off; the outsole with its roughed margin and 
the surface of the welt roughed in the same way, are 
coated with cement; the outsole is fastened by means of 
the presses used for that purpose. This type of shoe is 
considered by many to have the great advantage of pre- 


senting the fibre of a mature animal in the stronger 
material of a welt rather than relying on the sometimes 
weak fibre of certain types of leather. In this case the 
outsole fastening is based entirely on the use of cement 
and no stitch is used, affording a process by which, if 
a light welt has been used, the very thin close edge is 
obtained in a welt shoe as readily as in any other types. 

There is still another process which involves what 
amounts to a practical elimination of the innersole. In 
this process a good leather outersole is used—about 8 
to 814 irons thick. This is then split throughout its 
length with the exception of the forepart, in which por- 
tion of the outersole the split enters the leather to a 
point only about 14 in. from the outer edge. Thus 
have been created two pieces of leather—a relatively 
thin section with a hole in the forepart, and a heavier 
piece with an elevated “bump” exactly fitting the hole 
in the thin section. 

This thin portion now takes the place of the inner- 
sole and is usually tacked to the last, after which the 
shoe upper is lasted with pyroxylin cement. The heavier 
piece of leather is then cemented in place. 

When this has been done, the inside of the sole is 
smoothed or buffed and a sock lining is inserted, pre- 
senting a smooth surface to the foot. 
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Are Women Really Shoe Concious? 
[CONTINUED FROM PAGE 166] 


proximately 10 per cent who require real orthopedic 
shoes to correct or to alleviate some definite foot de- 
formity or ailment. 

“But we find also that the two classes of customers 
buying sensible shoes and those buying corrective or 
orthopedic shoes are constantly changing. In other 
words, after the foot trouble which induced the customer 
to buy the sensible or orthopedic shoes is past or is 
alleviated, she wants to go back to more stylish types. 
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In many cases she has to be resold on the more sensible 
types of footwear, and that is a problem for our store. 
“While I believe that the promotion of some types of 
orthopedic shoes may be a racket with some stores, still 
I believe that there is a wide field for the honest retailer 
who learns all he can about foot troubles and honestly 
tries to fit his customers in the best type of shoes for the 
customer. In other words, a dealer can work up a good 
trade in orthopedic or sensible shoes if he devotes the 
time necessary to get a full knowledge of foot construc- 


tion and ailments.” 





THE DEVELOPMENT OF DEL-MAC 


Tue story of the Del-Mac system of shoemaking is in reality 
the story of a man. The genius of Del-Mac is Fred Maccarone, 
a simple, persevering inventor who had the vision and faith 
and enterprise to materialize a great dream. 

When Maccarone landed in New York from Italy in 1906, he 
brought with him his trade as a skilled maker of fine shoes 
and an ambition to make them even better—but this was little 
enough to distinguish him from the milling millions in the 
great metropolis. After the war (he enlisted as a full-fledged 
American citizen) he went back to shoemaking and his great 
dream. 

At that time, turned shoes—made inside out on a last and 
then inverted—were considered the finest type of shoes. Mac- 
carone made them, thousands of them. However, even turned 
shoes had their faults in spite of the advantage in their re- 
quiring only one thickness of sole leather, a fact which gave 
them long-wearing qualities and great flexibility. The disad- 
vantages? They had to be made on a last somewhat smaller 
than the foot that was to wear them, in order to compensate 
for the thickness of the upper material when the shoe was 
turned inside out; they had to be sewn and turned entirely by 
hand, making skilled workmen essential; box-toe constructions 
were almost impossible; in the relasting of the shoe, the leather 
was apt to be burned when flaming and ironing—and finally, 
turns did not hold their shape as well as cheaper machine- 
made welts and McKays! 

Enough to spur Maccarone on. It was his hope to create a 
shoe which would retain the advantages of turns and to obviate 
their faults in construction and production. Why not a shoe 
having a single thickness of sole leather that could be made 
rightside out on a last sized to that foot that was to wear the 
shoe? Why not a flexible shoe that would hold its shape; 
that could be constructed with good box toes and be inde- 
pendent for its virtue on the temperament of each shoemaker, 
as it often is? 


In 1925, the ideal—the Maccarone shoe—became a reality. Its 
construction was very simple, as most inventions seem to be 
after the thought and toil of some genius have made them evi- 


dent. The shoe consisted of an outsole which was reduced in 
thickness over the heel and shank areas and all around the 
margins of the ball portion so that it defined a plateau or 
island in the middle of the ball-tread area, the only portion 
of the outsole which was not reduced. The shores of the island 
sloped gently downward. An insole having a thickness cor- 
responding to the height of the island was also formed and in 
the ball-tread area of the insole a hole or opening was cut to 
receive the island—the margins of the opening having been 


skived or beveled to conform to the shores of the island. The 
insole was tacked on a proper-sized last, the upper was pulled 
over and lasted to the margins of the insole, including the 
rand or loop around the opening, and then the outsole was 
assembled to the insole and overlasted portions of the upper. 

Here, Maccarone felt, was a better shoe than had ever been 
made before. A single thickness of leather at the ball-tread 
area—assuring great flexibility, a shoe made rightside out and 
requiring very little pounding, box toes made easy, having 
various shape-holding qualities. 

Maccarone set to work adapting known machines to the 
problems of his invention. Many of the machines which he 
found were unfamiliar to him. At this time, the deserved help- 
ing hand of C. P. Ford & Co. of Rochester was extended, mak- 
ing available to him the stock and machines of a well-equipped 
factory. 

There were still problems if the new shoe was to compete 
commercially with the well-established welts and McKays and 
turns. It took time to solve them. But eventually all of the 
difficulties of construction were overcome. A schoolboy could 
carry out Maccarone’s simple process, and most important of 
all to the thrilled inventor, he had a way of making better 
shoes! 

And then Maccarone met Herman B. Delman, himself a 
man whose success is one of the great stories of the shoe in- 
dustry. The man who came out of the West some years ago 
to take fashionable New York by storm with his creations in 
footwear recognized the great shoemaking development within 
Maccarone’s hands. Until now, nothing but turns were good 
enough for Delman shoes. But with the enthusiasm and whole- 
heartedness which distinguish everything Delman does, his 
factory and funds were made available to the new process of 
making the now-not-so-new perfected shoe. 

The new shoe and the new Del-Mac process became a suc- 
cess over night. Licenses to the shoe trade generally were 
granted at moderate rates almost immediately. The develop- 
ment continues. The insole rounding is no longer accom- 
plished by a bladed pattern. An additional knife-carrying arm 
on the rounding machine actually rounds the insole incision 
simultaneously as it rounds the outsole, an idea of Maccarone’s 
incorporated into the machine designed and built and per- 
fected by the United Shoe Machinery Corporation for the Del- 
Mac trade. The depressing of the central ball-tread area of 
the sole is now performed by matrices in the rolls of the split- 
ting machine itself—the new USMC Splitting Machine, Model 
D, which forms and splits a pair at a time. With Delman’s 
help, Maccarone’s dream has finally come true, to the benefit 
of the entire shoe industry. 


DEL-MAC SYSTEM CORPORATION 
NEW YORK 
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The Fitting Rule 


Q. If you were running a shoe shop 
and carried shoes over a wide range of 
prices—would you put tickets on all the 
shoes you display—or just a price ticket 
here and there? 

A. Put a ticket on each pair if the 
shoes are distributed all over the win- 
dow or group the shoes and place a 
price card among them. 

Q. Would you mark your tickets to 
read PRICE or VALUE? 

J C. G., Scranton, Pa. 


A. Have your tickets read PRICE. 
All merchandise is sold at a PRICE. 
VALUE is what the purchaser re- 
ceives. (Good or Bad Value according to 
the price.) 

The dictionary says a Word is “a 
vocal sound used as the symbol to sig- 
nify an idea.” 

How often we use words which we 
think express our meaning, and yet 
give to our listener a totally different 
idea. Words are very tricky and should 
be handled with the greatest care, es- 
pecially those which have a fine shad- 
ing of meaning, and which are subject 
to more than one interpretation. 

VALUE and PRICE are two words 
that are often used as meaning the 
same thing; but there is a fine distinc- 
tion. The Price of Gold is great—the 
price of water is small, but when the 
question of value comes up, the situa- 
tion is decidedly reversed. 

Here is a little rhyme we picked up 
a while ago which may bring ‘a bit of 
thought on the subject: 


Value vs. Price 


Don’t try to buy a thing too cheap 
From those with things to sell— 
Because the goods you’ll have to keep 
In time will always tell. 
The price you paid you’ll soon forget, 
The goods you get will stay; 
The price you will not long regret— 
The quality you may. 
They ought to cut this “Price” word out 
Of dictionaries red, 
Make “Value” what men talk about, 
Not just the price instead. 
In shoes or metal, cloth or woods, 
Remember this advice: 
Don’t let the price control the goods, 
But goods control the price. 

J. L. H. 


Q. We hear and read a great deal 
these days—that shoes should be sold 
from a psychological standpoint more 
than from any other. Could you give 
us a fair example of what this psy- 
chology consists of? 

T. J. G. 


A. In the BooT AND SHOE RECORDER— 
issued Sept. 16, 1933, we published 
an article entitled: “Shoe Clerks and 
Shoe Fitters.” It gives two good ex- 
amples on the psychology of shoe sell- 
ing. However, for the moment that 
does not answer your question. We 
will therefore define the word “Psy- 


chology” as the “science of mental 
philosophy” and since mental philoso- 
phy must be applied where it will do 
the “most good”—we give you herewith 
the mental philosophy of a great 
Salesman—we believe there is a psy- 
chological lesson to be drawn from it. 

The story is that of Disraeli—Eng- 
land’s famous statesman. The man’s 
eloquence, nimble wit and great knowl- 
edge were great qualities which all 
were familiar with but how, when and 
where to apply these attributes was his 
and his alone. 

As Premier, he was in frequent con- 
ference with the Queen (Victoria) who 
was conceded to be sharp in speech 
and caustic in her criticisms. Leaving 
the Queen’s presence one day—he was 
met by one of his friends—who ven- 
tured the remark: “You look as though 
you’ve been through an argument.” 
Disraeli smiled and answered: “When 
I talk with the Queen—I observe these 
simple rules—I never deny; I never 
contradict; I sometimes forget!” 

Some might call it diplomacy, good 
politics, personality. But what else is 
it if it isn’t PERFECT SALESMAN- 
SHIP? - 

In the retail field, above all others, 
we can apply the Earl’s keen philosophy 
with effectiveness. In retail selling we 
cannot put the burden of success upon 
eloquence, upon research, upon statis- 
tics. Eighty per cent of the load must 
inevitably fall upon the PERSONALI- 
TY of the salesman. 

Here, too, we deal with women no 
different at heart than Disraeli’s Queen. 
Your intelligence and knowledge of the 
merchandise are important. The Quali- 
ty of your goods and their price are 
important. The atmosphere of your 
store and its convenience are important. 
Your foot knowledge and your service 
and your willingness to give it freely 
are important. 

But above all there is the funda- 
mental necessity for tact, agreeableness 
and diplomacy on the part of the sales- 
man. If you are out to impress and 
retain the good will and the patronage 
of the modern Queen, you must have 
everything that the modern shoe store 
has (in your particular field), be it 
style merchandise or orthopedic shoes, 
and then, like Disraeli, you must never 
deny, never contradict—and sometimes 
forget. 

J. L. H. 


Connery on Code 


LYNN, Mass.—Congressman Connery 
tells Lynners that he heartily approves 
of reopening the shoe code for revision, 
though he thinks that little good would 
come of it. 

He says that the enactment of the 
30-hour week bill would put 6,000,000 
of the 10,000,000 unemployed to work 
immediately, and that this is the quick- 
est way to get results. 
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Kakake keke KKK kK 


DON'T MISS 
SEEING 
THE 


NEW 
DOPICO 


LINE OF 
SMART SPRING 
STYLES FOR 
WOMEN 


FEATURES: 


NO METAL IN 
FOREPART OR SHANK 


LEATHER INNERSOLE 
AND OUTERSOLE 


FLEXIBILITY 
COMFORT 
STABILITY 

HIGH STYLE 

SPAULDING COUNTERS 


STEEL DOWELED HEELS 


$4.00 and $5.00 
RETAILERS 


MR. NORMAN MERRILL 
MR. J. C. SHOTTHAFER 
MR. B. A. GLIDDEN 
MR. CHARLES E. COOK 

















@ 
De Bhs Ae 0. 5 


NEWBURYPORT, MASS. 
“ONE GOOD TURN SELLS ANOTHER” 


KKKKKaKaKKaK 
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JOHS 


your salesmanship with the huge 
and loyal demand that naturally 
flows from American Union Crafts- 
men, by featuring Union Made 
dress shoes. | 


JHL 


INIIVY 


For 32 years Racine Shoes have 
been Union Made by skilled union 


craftsmen, using fine American 





a” 
=x 
Qo 
m 


made materials. 


LdOds AMSNH 


Right at your door is the loyalty of 
these A. F. of L. men, the sum 
total of whom create a demand 
that exceeds the “acceptance” 
created for a few lines by national 





magazine advertising. 


IOS 


Capitalize and contact this de- 
mand in your trims and newspaper 
advertising. We back our four 
lines with these helps. 


NVIIVIWY DJILNZHINV 


SEE OUR DISPLAY 


Room 114 Statler Hotel, 
January 7-10, Saint Louis 


Room 975, Commodore Hotel, 
January 6-10, New York City 


Details and catalog on request. 


SHOE MANUFACTURING COMPANY 


N E Ww ! S C 0 Se $§.,-4...8 


When writing advertisers please mention Boot and Shoe Recorder 


NVQOIYIWY 





UOSHIS 





719V3 
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MERCHANDISING 
MEN'S SHOES ... 


Photos M. G. M. 


Meet the Thin Man 


We salute William Powell, the Thin Man, for his good taste in 
dress. Be it for Sports, Formality or Business, you will always find 
the shadow of Mr. Powell the reflection of what the well-dressed 
American will try to wear. Gentlemen, Powell is the ideal “Con- 
servative” type; study his psychology of dress. You will find his 
prototype often among your best customers. 
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AN ART OF 
AT 
VERY 











Terax as a hundred 


years ago, the inher- 

ent skill and cunning 

hands of the veteran 
artisan can be detected in the finished 
product. Today, whether he works 
by machine or by hand, the true 
shoemaker leaves the imprint of his 
skill on the shoe. 





For the many who recognize and re- 
spond to the perfection which comes 
from the hands of true craftsmen, 
Stacy-Adams custom grade and bench 
made shoes are produced. Many of 
the more difficult operations are done 
by hand because they can be better 
done that way. 


ON DISPLAY AT 
Hotel Commodore 


N.S.R.A. Show 
New York, Jan. 6 to 9th 





TO RETAIL 
Unusually smart and distinc- $12.50 & i AC b [22 
AND UP 


tive is this papers on 

the popular LaRocque st, 

No. 0068, from the Stacy- Cc oO M Pp A N Y 
Adams In-Stock line in black 

calf and stocked also in tan 

calf, carries a perforated tip 

and trimmings and the Dome 

Cone Instep. 


The custom-made lines in the 

LaRocque, No. 0081, from 

the Stacy-Adams In-Stock 

array of the season’s smart- 

est patterns, is accentuated 

7, the a cong e “= Ps 

and trimmings and the dis- 

tinctive Dome Cone Instep. THE MARKS OF 
In Black and Tan Calf. 





When writing advertisers please mention Boot and Shoe Recorder 
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QUALITY 
ITS 
BEST 











0 OR this unchang- 


ing, appreciative market 
Stacy-Adams quality 
and craftsmanship have 
remained unchanged and _ unchal- 
lenged for 65 years—withal keeping 





step with the constantly changing 
style moods of the day. 


Today, the store whose clientele in- 
cludes men appreciative of the finest 
in materials, craftsmanship, and styl- 
ing is finding that Stacy-Adams shoes 
are increasingly profitable. 





ON DISPLAY 
At N.B.S.M.A. 
Show, St. Louis 
Jan. 7, 8, 9 


TO RETAIL No. 501 — From the work 

AMS $25.00 os of —— out- 
standing craitsmen comes 

AND UP this inspiration from an 

BROCKTON MASS English pattern. Notable 
’ , points are the coarsely 

: hand-wheeled edge, medi- 

um extension, narrow breast- 


line and longer heel. 


No. 119 — A bench made 

pattern, lighter looking and 

essentially genteel in its 

trim lines and graceful pat- 

tern represents the finest that 

can be obtained in master 

workmanship. The closely 

tacit ' comme oe and pattern - 

so designed as to make this 

MASTER SHOEMAKERS shoe fit freely but hug the 


foot snugly. 
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C. H. ALDEN COMPANY 


Genuine white buck, wing tip and distinctive perforations with solid 
leather heel are observed in this smart pattern from the new Spring 
line of the C. H. Alden Company, Abington, Mass. Strikingly new 
and novel patterns characterize the new Alden line and the details 
of its men’s lines are duplicated in the boys’ line made and carried 
In-Stock as with the men’s, by this maker of the finest that can be 
effered in leathers and workmanship which has placed this firm in 
the front rank for quality footwear for more than half a century. 








A RCH- WAY 


Made by Edwin Clapp and Son, Inc., 
of East Weymouth 


The “Arch Way” Shoe has an inner construction designed to pro- 
mote foot health and vitality. 

The “Arch Way” broadens the Edwin Clapp line which for many 
years has been known to the trade as among the finest in men’s 
footwear. 

A careful selection of leathers, plus hand lasting, gives the “Arch 
Way” line a perfection of fit, ability to hold its shape, and a dura- 
bility which have always been characteristics of the Edwin Clapp 
shoe. This shoe may be had in Black and Brown Calf. 


* 








COLUMBIA 
UNION STAMP WORK 
SHOES 
ARE BACK AGAIN 


The “Trade” will be glad to know that Columbia Shoe Co. 
is again in the field with Union Stamp work shoes to meet all 
requirements in price and quality. Business is being conducted 
under the name “Union Shoe Mfg. Co.” at the same old stand 


in Sheboygan, Wisconsin. 
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Buyers of men’s shoes are more adventurous in their 
Spring buying than they have been for a long time. 
Even those shoe buyers who have merchandising men 
to contend with are finding those rather difficult per- 
sonages much easier to convince that men will be in- 
terested in many new kinds and types of shoes for street 
and sports wear. 

This adventurous spirit is being made manifest in a 
more or less wide “trying out” process in an endeavor 
to see if the store is missing anything in the way of 
new styles or prices. Again men are in a shopping 
mood. They want to see plenty of styles. 

Many keen buyers are fully aware of this condition 
and are keying their buying plans accordingly. For 
early Spring more short runs of fast styles are being 
ordered than in a number of years. It will be a daz- 
zling array of styles that greets the buyer when he 
starts to shop. The present season has given the buyers 
a clue as to the shopping tendency among their prospec- 
tive men customers, especially among those men who 
have any degree of taste. 

Men have more time on their hands to shop around 
on account of the workings of the NRA. Instead of 
dropping into the usual place to buy a pair of shoes, 
they are working up an appetite and an appreciation 
for the kind of shoes they have in mind. Previously 
most men were tied down to a 50 to 60-hour week; 
now they work from 33 to 40 hours. As a result of 
this, window displays having plenty of all that is new 
will sell shoes. 

Buyers know, too, that to sell shoes, a store must 
have them; hence the widespread interest in all the new 
shoes in the market. A house with a line of known 
trick men’s shoes does not have any difficulty in getting 
a hearing from any buyer this season. 

Trick fittings, smart overlays and appliques, trick 
heels like the new boot heel, new shades in leather, 
washable white shoes, in fact, anything which may be 
promoted as a positive “new” idea or feature in men’s 
footwear is of interest to the consumer. Manufacturers 
are showing these new things and buyers are picking 
up the ones they believe will sell in their individual 
stores. 

Ventilated shoes will be the biggest sales producer 
for Summer. For the past five years ventilated shoes 
have steadily increased in volume until now they are 
expected to account to from 50 to 70 per cent of the 
total Summer sales in the South to 25 to 40 per cent 
of the men’s shoe pairage in the North. The South for 
this year is even buying ventilated shoes in all black. 

During the past year a number of conservative ven- 
tilated styles have been developed for the banker-doctor- 
lawyer type of customer. Once these men are sold 
this kind of a shoe, they prove to be most loyal cus- 
tomers. 

In the opinion of many men’s shoe buyers, the ven- 
lilated. types and the sports shoes are the only real 
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Un usual values 
in a $5 to $6 Shoe 


See this outstanding line 
January 7 to 10 


At NEW YORK 
Hotel Commodore — Rooms 904-906 


At ST. LOUIS 
New Jefferson — Rooms 1017-1019 


Distributed by 
Nunn-Bush — MILWAUKEE . New York . SanFrancisco 
Complete Stocks — All three locations 


y 


102 In-Stock Styles 


When writing advertisers please mention Boot and Shoe Recorder 
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CURTIS 
HABANA-WELT 





FLEXIBLE 
SS LEATHER CURRIED LEATHER 
ER LINING INNER SOLE 











INSULATING FILLER STEEL SHAN REPE 
K 
FROM TOE TO HEEL . 


The sound construction of Habana-Welts is the reason they 

enjoy the largest volume sales of any crepe sole sport shoes. 

em for catalogue to Curtis Shoe Co., Inc., Marlboro, 
ass. 





* 





THE SPINELESS OXFORD 
By C. A. EATON COMPANY 


Utmost flexibility is built into this amazing shoe by an ex- 
clusive Brennan-Eaton process, making it possible to bend one 
of these shoes, even when wet, and have it return to its natural 

=~ shape’ without gaping at the sides. 
No other shoe made offers the extra 
selling features as contained in this 
shoe, to meet the demands of cus- 
tomers difficult to please. 

The unusual flexible features as 
found in the Spineless Oxford by 
Eaton are embodied in the Mid-Flex 
and Stout-Flex, the latter for year 
round wear under all conditions and 
the former for wear under less try- 
ing conditions. Carried three ways 
in-stock with a wide selection of 


Illustrating the flexibility 
of the Spineless Oxford. smart patterns. 





* 





A new line of dress shoes for men and young men that made 
its bow in the industry and to the public early this year, to 
retail for $5. They are made over in Edgerton, Wis., housed 
in a brand new plant, the last word in modern equipment; and 
in human equipment much pride is taken in the fact that 
nearly all of the workmen are high school or college graduates. 
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typical shoes the trade has now, as these shoes are 
definitely for the warm weather wearing. 

A sprinkling of sandals for street wear is expected 
in many of the larger cities. This is from stores who 
did not carry them last year. Promotion of the sandal 
idea by some of the important manufacturers of men’s 
good grade shoes will have its effect in the sales, too. 

There is no question in the minds of any buyer as 
to the ultimate big all-white season just ahead of us. 
The real question is as to the amount of increased sales 
the all-white shoes will be responsible for making. 
Plenty of buyers are figuring on doubling their 1935 
white shoes sales in comparison with their 1934 figures. 
Not that they are intending to buy all their shoes at 
one time, but they will watch their stock and local con- 
ditions so closely that they will be in a position to get 
the lion’s share of the trade. 

Some localities are particularly fortunate in this re- 
spect as they have a city-wide agreement not to start 
cutting prices on any white shoes until after July 15. 
Those merchants will be able to get the very most out 
of their stock. 

One reason why all-white shoes will be so good is 
due to the variety of all-white materials which will be 
in use. Many of these leathers are easily kept clean, a 
decided factor in their sale. 

Considerable speculation is to be heard relative to 
the new shades of rough and smooth calf leathers now 
being shown in several lines. Many of these innova- 
tions are frankly “window” shoes and are being bought 
as such. A check in the sections of the country which 
in the past have sold a considerable amount of the very 
light “yaller” tans has yet to produce a single mer- 
chant who is risking his money on them. Two-tone 
grays and browns are finding a few friends here and 
there, in the calf leathers, while there is a strong indi- 
cation that the rough finish leathers will repeat last 
year’s success. 

Places which have not as yet taken to the narrow 
toes, as the South and the Southwest, are commencing 
to buy them sparingly. Even Texas is buying the real 
narrow toes for Spring, but not in the all-whites or the 
ventilated fashions. 

Square spade shanks are on the out, very decidedly, 
while the rounded spades are still being wanted in some 
of the larger cities. 

Follow the lead of those who will make real money 
on men’s shoes this Spring; show plenty of styles; 
show plenty of whites and have enough ventilated 
effects. 

Many buyers anticipate that there will be a greater 
demand for brown oxfords in the early Spring of 1935 
than in several seasons past. March and April, in the 
northern sections of the country, should be the best 
time of the year to sell brown oxfords, especially in a 
year in which the proportion of blacks sold during the 
Winter has been heavy. Shrewd merchandisers of men’s 
shoes realize that the man who will be in the market 
for shoes in early Spring will welcome something dif- 
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™ NEW DOUGLAS LINE 


ON DISPLAY AT 


BOTH SHOE SHOWS! 


Here is the line with the fastest turnover in the business today .. . 
made on the all-leather standard... nationally advertised . . . carried 


in stock in a variety of grades ...complete range of sizes and widths 





IN THE last few months, W. L. Douglas Men’s 
Shoes have been the talk of the trade. Here 
is a chance to see for yourself ... to find out 
what it’s all about. 


During the week of January 6th, Douglas 
Shoes will be on display at the St. Louis and 
New York Shows. We won’t attempt to tell you 
what you'll see and hear. That would take too 
much time... now. 


We will say this much: You'll see the same 
nationally advertised line that swung many of 
Americn’s leading retailers over to Douglas 
Shoes. By “leading retailers,”” we mean such 
stores as The Emporium of San Francisco, 
Frank & Seder in Detroit, Gilchrist’s in 
Boston, Gimbels of Pittsburgh, The Leader in 
Minneapolis, The May Company of Baltimore, 
and Strawbridge & Clothier of Philadelphia. 
Be sure to see the Douglas display at which- 
ever show you attend! 








y Douglas 


A POPULAR-PRICED LINE OF SMART, WOMEN’S 
SHOES... MADE IN THE DOUGLAS TRADITION! 


THE Spring season, just ahead, promises to be 
the most brilliant in the history of Lady Douglas 
Shoes. The entire line is freshly and beautifully 
designed to give the retailer advanced styling, 


fast turnover, and generous profits. 











AT THE ST. LOUIS SHOW 
Hotel Statler 





AT THE NEW YORK SHOW 
Hotel Commodore 





DOUGLAS SHOES 


AMERICA’S FAMOUS SHOE-VALUE 





W. L. 


DOUGLAS RETAIL PRICES 
SPRING, 1935 


Men’s Shoes, $3.50, $4.50, $5.50 Lady Douglas Shoes, $3.50, $4.85 
Men’s Normal-Treds, start at $7 


(with patented, scientific, corrective features) 


Lady Douglas Normal-Treds, $6.50 








W. L. DOUGLAS SHOE COMPANY, BROCKTON, MASSACHUSETTS 
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... ASK THESE MEN 
WITH WRIGHT ARCH 


{r. Owen Metzger, of Wetherhold & Metzger, Mr. George Hess of N. Hess’ Sons, Baltimore, Mr. H. E. Talbert, Marott’s, Indianapolis, 

llentown, Pa., says: “Arch Preserver Shoes, Md., says: “The sale of Arch Preservers has held writes, “Over the past year our sales of Arch 

ke life insurance, are an inuestment which up very well because of sound fedtures of patent, Preserver Shoes have increased over 30% —with 
stood the test of these hectic times.” excellent shoemaking and splendid co-operation. an unusually consistent repeat business.” 


[r. William Pidgeon, Pidgeon’s, Rochester, Mr. Steven J. Jay of R. H. Fyfe & Co., Detroit, Mr. Harold Volk, Volk Bros., Dallas, Texas 
. Y., writes us: “In the last few difficult years writes, “Throughout the years we have carried says: “Arch Preserver volume has held its own 
‘right Arch Preserver Shoes have made us more same styles an . added new ones and never and they are the most consistent shoes for repeat 

customers than any other line of men’s shoes.” have bad to sacrifice on any Arch Preserver Shoes.” business in our store.” 


4 


WRIGHT ARCH PRESERVER 





IHESE prominent retailers are a few of the many, all over the country, 
who have had conspicuous success with Wright Arch Preserver Shoes. 
They report that in good times or bad, Arch Preserver customers come 
back for more. Among all kinds and prices of shoes, the Arch Preserver 
line can be depended upon to produce profits and repeat sales under the 
most difficult conditions. And this holds true for the smaller towns as 


well as the larger trading centers. Send for complete details on this 
valuable franchise. E. T. Wright & Co., Inc. Rockland, Mass. 


Note: The Wright Arch Preserver Institute offers a complete course 
in shoe salesmanship free to all retail shoe salesmen handling 
Arch Preserver Shoes. Send for particulars, giving name of store. 





Mr. O.T. Brewer of the George Muse Clothin 
Co. of Atlanta, Ga., writes us as follows: “Ox 
repeat business with Wright Arch Preserve 
Shoes is, and always has been, splendid.” 
© 





Mr. Matthew A. Condon of Jas. F. Condon & Mr. Fred Kohler of Rodes-Rapier, Louisville, Mr.E.C. Orr, Potter Shoe Co. of Cincinnati, 
Sons, Charleston, S. C., says: “We are enthusizs- Ky.. says: “We are getting more new customers  says:“ Arch Preserver wearersare usually willing 
tic fitters of Arch Preservers and never lose a1 for Arch Preservers than any other line we have to ‘go light’ on something else in order that they 
opportunity to tell customers about their merits.” ever carried and they repeat almost 100%,” may be able to continue to wear your shoes.” 


E. T. WRIGHT & CO., INC., WILL DISPLAY 
F re) R THE ARCH PRESERVER, WRIGHT AND 







MEASURE MADE LINES..AT THE NEW 


: c H I ‘ YORK SHOW, HOTEL COMMODORE, ROOMS 
M E N 739, 741 . . AT THE ST. LOUIS SHOW, HOTEL 


RSOR OW 12.1270 » 1227 
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HAZZARD 
FIELD and RIDING 
BOOTS 


This complete line of medium and fine- 
grade field boots, riding boots, and 
jodhpurs for men and women is made by 
R. P. Hazzard Co., Gardiner, Maine. 
Highly specialized lasts, patterns and 
equipment, as well as quality 
materials and skilled workmen, 

make this line one of the most 

complete in the market. 








The field boot illustrated is avail- 
able in both Black and Brown. 





* 





OLD COLONY SHOE COMPANY'S 
FOOT BALANCE SHOE 


NON LUMP 
FILLER 


No shoe of alleged non-curl innersole features has created 
more interest in recent years than the newly patented Old Col- 
ony Shoe Company’s Foot Balance Shoe of Non-Curl and Non- 
Lump Insole Construction. The illustration at the left above 
indicates the principal construction features of this novel shoe 
while the illustration at right is the patented heel, so con- 
structed as to eliminate running over on heel, yet assures an 
even tread and affording a natural balance of the foot in the 


shoe. 








The Racine Shoe Mfg. Co., of Racine, Wisconsin, are proud 
of and stress the point that their shoes have been Union 
Made since 1902, the year they began business making 
dress shoes for men, ranging in price from $4.00 and $5.00 
for the mass market, on up into the better grades that 
retail from $6.00 to $6.50 under the name “Racine,” and 
the “Doctor” shoe that retails from $7.50 to $9.00. They 
believe in the skilled American Union craftsmen. 
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ferent, and a smart pair of brown oxfords is likely to 
be just what he wants. They recognize also the distinct 
merchandising advantage to be derived from pushing 
browns in the early Spring. Sell a man a pair of 
brown oxfords around Easter and he is in the market 
for a pair of sports shoes or all-whites by Decoration 
Day. We speak now of the northern portions of the 
country, of course; in the South the white season 
opens much earlier. 

Even in the North, however, we must have in mind 
the fact that more men will visit the Southern resorts 
this year, or will take advantage of the many oppor- 
tunities for long or short cruises on salt water. More 
prosperous conditions encourage Winter vacations and 
travel, and many men, weary from the stress and strain 
of trying years, have resolved to get away this Winter 
for a few weeks’ respite. Foreseeing a big increase in 
Winter travel and attendance at Winter resorts, east 
and west, merchants throughout the country have been 
trying to figure out what styles of shoes would be in 
demand for this purpose. There is a consensus of 
opinion that the time is opportune to offer the customer 
something new. 

Accordingly, in answer to this question, manufac- 
turers have been employing their ingenuity to the ut- 
most and several new things are being brought out in 
men’s shoes for Southern resort wear. Some of them 
are illustrated in the REcorDER’s Spring Style Section, 
elsewhere in this issue. A notable example is the re- 
verse oxford, in which the classic formula of dark 
trim on a white shoe is turned about for the opposite. 
There are other new developments, some of them de- 
cidedly more radical and likely to be confined to a 
rather limited number of daring merchants, most of 
them in Southern resort communities. The reverse ox- 
ford, however, looks good for general sports and resort 
purposes. 


VARIETY is the watchword for the Spring and Sum- 
mer seasons of 1935 according to the report of the 
Joint Styles Conference held last September. Variety 
should be evident in color and texture of leathers, as 
well as in shoe construction and design, the conference 
declared. After years of conservatism, it seems that 
there is outward and visible evidence of a new spirit 
in men’s footwear fashions—a new enthusiasm for new 
materials, new treatment in patterns, materials and 
lasts, and a greater possibility for the extra shoe in 
the wardrobe. 

The reason for this new variety note is attributed in 
the report to three causes: 

“1. Influences from without—teliable style prognosti- 
cating authorities appeared before your committee and 
informed it that variety would be the prime requisite 
in consumer demand for the coming season. The cloth- 
ing industry with its sport ensembles, its three and 
four-way combinations of suit, coat, and slacks—the 
manufacturers of white fabrics, such as Palm Beach, 
Seersucker, etc., with innumerable, new - appearing 
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The Curtis Line for 
Spring 1935 yields an 
average rie” of 40% 
to the retailer. SE 





BECAUSE Curtis recognizes that the re- 
tailer, to be prosperous, must have adequate 
profit, must have sound, trouble-free shoes; 
must have the newest approved styles; must 
have the best in grades which are within the 
purchasing ability of the majority—the num- 
ber of Curtis dealer accounts more than 


tripled during 1934. 
BECAUSE shoes with real features, and not 


THE ALAMEDA 


No. 1830, Brown 
Calf Ventilated 
Oxford 


No. 1729, Same 
in White Elk 


No. 1832, Same 

in Beige Elk, 

with Brown Elk 
Trim 


mere talking points, are powerful trade- 
builders, the Curtis Velvetred and the Curtis 
Sup-L-Tred brands are now known and 
popular from Coast to Coast. 


See the complete line 
at New York Show, Jan. 6 to 10, 


Ps o _ v | 7 Room 736, Hotel Commodore 
0-8” Maribers epee and at Boston Show, Jan. 14 to 16, 
Room 408, Hotel Statler 


CURTIS @ SHOES 


Cover the entire field of men’s requirements in three important 


price groups, retailing at $4.00, $5.00 and $6.50-$7.50. 
SPECIALTIES FOR SPRING 1935 


Genuine White Buck, White Velubuck, White Velour Buck, 
Combinations, Ventilated Sports, and the famous 


HABANA-WELT SPORTS 


New Catalogue now ready — Send for it. 


CURTIS SHOE CO., Ine., MARLBORO, MASS. 


BOSTON OFFICE—186 LINCOLN ST. 
PACIFIC COAST OFFICE—LOS ANGELES, WILSON CONNOLLY, 669 HOTEL HAYWARD 














When writing advertisers please mention Boot and Shoe Recorder 





Page 182 BOOT AND SHOE RECORDER, December 29, 








STACY-ADAMS COMPANY HANAN and SON 


New York City 


The Hanan Viking 
(English Plug Ox- 
ford) —A_ popular 
new pattern. Hanan 
Shoes made _ over 
Hanan Master Lasts 
A striking sports oxford of genuine white buck and tan russia have been building 
calf from the In-Stock line of Stacy-Adams Company, Brock- lifetime | customers 
ton, built on the nationally known Myopia Last in a wide for successful shoe 
range of sizes to retail at $12.50 and up. While this maker retailers for four 
of distinctive footwear has achieved a country-wide reputation generations. The fact 


gin that Hanan custom- 
for more than half a century on custom patterns, its ers keep coming back 


sports line offers dealers the last word in sports shoes that for Hanan Shoes proves that—Quality, like Character, Endures. 
are truly different and in keeping with the demands of the Hanan Master Last Shoes are made to retail at $10.50 and 
fastidious dresser. higher. 











* 





clothes scheduled for next Spring and Summer—all 
demanding new ideas in complementary shoes. 

W. L. DOUGLAS SHOE CO. “2. Influences from within—the natural evolution of 
leathers and designs within the industry and the crea- 
tion of new materials and methods of adaptation. For 
example, tanners have produced countless new effects 
in white leathers, as well as browns and tans. The 
pattern makers promise a great variety of new ideas 
for Summer and sports wear. The last makers have 
developed: new effects, and the manufacturers promise 


The Tuxedo Oxford of imported calfskin on a refined English last, alterations and changes to existing types of shoes. 


from the extensive In-Stock line of one of America’s oldest quality 
manufacturers. This new model is only one of 200 stock styles avail- 





SPRING. The coming season should show a propor- 
able in the new and improved W. L. Douglas line for Spring. This  tionate increase of brown over black in staple lines. 
striking pattern from the fastest growing young men’s style creators And when early Spring comes around, there should be 


in the trade today is made by expert craftsmen, nationally advertised . ; : 
and backed by a striking merchandising campaign built around the many interesting developments in the sturdy brown 


entire W. L. Douglas Company’s line offers real possibilities for live shoes. The increased demand and application of sport 
merchants. clothing bring new emphasis on the browns, an em- 
phasis which should encourage increases in smooth and 
* textured calfskin, as well as brown buck and brown 

buck and calf combinations. 


" " “The later Spring should carry on the influence of 
ZEPHYR SANDALS brown buck, as a part of the brown sport ensemble 
UNITED SHOE MFG. CO., ST. LOUIS 


and in contrast to grey flannel trousers. 

“We also wish to point out possibilities for new types 
in active men’s golf shoes for the Spring. Brown buck 
or service calf might offer a good possibility because 
of its durable qualities. A new Ghillie type of golf 
shoe for men is, according to our fashion authorities, 
very popular in England at this time, and might offer 
another new possibility. 

“SuMMER. All-white should, undoubtedly, lead the 

field of Summer shoes, with emphasis on new practical 
Following closely their sensational Foot-Fan ventilated shoe, adaptations of the all-white shoe. Brown and white 
United now presents what bids fair to become another J > : 
“extra pairage” innovation in the “Zephyr sandal.” and black and white will also have their place, offer- 
Pattern, last and detailing combine to produce a Summer ing even greater opportunity for new effects. The new 


shoe with a masculine appeal that should make shoe history : 
regent: a5 brown colors lend themselves admirably to brown and 


Stocked tn white, block, tin, ofi-end in grey beck. white combinations, and manufacturers will, undoubt- 
edly, exploit every possibility for creating different 
shoes. For example, it was pointed out that cordovan 
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No. 15 
Boys’ black calf 
oxford on Ortho- 
Pose Last, In 

tock with leath- 
er sole, leather 
Orthopedic heel 
and Arch Sup- 
port Counter. A 
to E, 2% to 6. 
































No. 20 


Boys’ black 
semi-grain ox- 
ford on Mar- 
gate Jr. Last, 
In Stock with 
leather sole and 
heel. A 2% to 
6: 3,.C, D, E, 
2 to 6. 


erm 
| SERRE 
| eS 
S ceeenEEEREEEEEEEeneneee 
| a aEEEEeEEEeee 


Margate Jr. 


YORK LAST Last carried In 


Stock with 
Custom oxford on the 
well known Alden ow ee 
York Last in Black —< 9 » 
Calf, No. 505 and tan ; B,C, D, &. 
Calf, No. 500, with 
leather sole and com- 
bination leather and 
rubber heel. AA, A, 7 
to 11, B, C, D, E, 6 


IN CRAFTSMANSHIP AND QUALITY 
IT’S THE ALDEN LINE 


Adhering to the principles of its founder for the finest in 
craftsmanship and quality leathers a distinctly new and novel 
spring line of patterns by the C. H. Alden Company gives 
promise of the Alden line attaining even greater heights in 
style supremacy the coming season. 

New leathers, new patterns coupled with experienced work- 
manship, a characteristic found in all Alden patterns, are 
embodied in the Alden line for men retailing at $7.50 to $8.50, 
while the little gent’s or growing boys’ line of shoes with the 
latest in leathers offers wide awake retailers an opportunity 
for real value and In-Stock service to bring in new customers 
and hold the old ones. 


ON DISPLAY—HOTEL COMMODORE—NEW YORK 
ROOM 972 


JANUARY 6-7-8-9-10 


THE C. H. ALDEN COMPANY * 





ABINGTON, MASSACHUSETTS, U. S. A. 
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i THE PRINCETONIAN 
a BY E. E. TAYLOR CORPORATION 


—_* 





From the campus of the country’s collegiate fashion center 
comes this striking pattern of brown suede with dark red crepe 
sole and destined to be among the leading young men’s sport 
styles offered by the E. E. Taylor Corporation, Brockton, the 
coming season. Backed by national advertising and exceedingly 
attractive merchandising plan offered dealers seeking distinctive 
styles for young men with real profit possibilities, the Taylor 
line is making many friends in its new campaign. 


HARRISON 
MODIFIED 
ENGLISH 

TOE LAST 





This Harrison Shoe for boys features a new 
modified English toe last which is meeting with 
widespread approval since it was introduced two 
months ago. It has character and fitting quali- 
ties that appeal to boys. This shoe is one of 
forty styles for men, boys and little gents which 


this company carries in stock. 








* 




























ROP—Shoe 
~ 






The WI 
"G 





Considerable interest has been shown in the Winthrop line, not 
\g only because of the character of the shoes with many unusual 
features, but especially because Winthrop Shoes are priced to 
retail at price levels ordinarily not associated with men’s fine 
shoes of this grade. The fact that the line will be on display 
for the first time at the (St. Louis) Show is expected to attract 
attention of a considerable number of convention visitors. 








THE WRIGHT LINE 





The Esquire last, in Gallun’s Russia Calf, makes 





an attractive wing tip oxford which has a fin- 
ished, custom appearance that looks like more 
than $10 although the shoe actually sells well 
under that figure. 

















colored calfskin, combined with white, would produce 
a new and different effect, which might have some 
value, and that lighter shades of tan and brown calf- 
skin, combined with white, would also change the ap- 
pearance of the ordinary sport shoe. Of course, it must 
be realized that these ideas are presented only as possi- 
bilities and that the merchant must consider the. tem- 
perament of the consumers in his locality, if he is to 
‘take a chance on the third.’ 

“FORMAL. It is possible that the patent leather 
evening shoe and pump will grow in popularity during 
the coming Spring and Summer because of the desire of 
the consumer to dress with more care, and because 
women’s fashions are richer than ever and demand that 
masculine styles be correct for formal occasions. 

“It was pointed out that in better grades, bow pumps 
can be sold for two purposes—for formal wear or for 
leisure usage about the house. 

“Cotors. The leather colors for the Spring and 
Summer seasons are of a special lustre and richness in 
the brown shades. ‘Bourbon’ retains its wide popu- 
larity and will probably dominate the brown family in 
all finishes of leathers. It is suitable, also, in com- 
bination with white. ‘London Brown’ should be the 
secondary factor and should appear in smooth leathers 
and certain textured grains and in service calf. It satis- 
fies the need for a darker neutral brown. ‘Mexitan’ is 
a ruddy, aboriginal leather color which should be 
adapted to smooth and textured leathers for country 
wear, and also might be widely used as a trimming on 
white. The new shade, ‘Turf Brown,’ because of its 
richness and depth, should be widely accepted. 

“In the field of colors, variety should also enter as a 
watchword, but your committee urges caution in the ap- 
proach to greys. Nevertheless, a possibility for a log- 
ical variety is evident in the development of ‘Heather 
Grey, a masculine shade, to complement light and dark 
grey and contrast with brown shades in sport togs.” 








BROCKTON 
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REG.U.S. PAT.OFF 


With a great sports season 
ahead, retailers must make 
sure of an adequate supply of 
wanted patterns throughout 
the selling season. Carrying 
one of the longest sport lines 
for men and boys—backing 
this line with an_ infallible 
stock system—having an envi- 
able reputation for the con- 
sistent delivery of fine values 
—C. A. Eaton Co. offers the 
most dependable and best ser- 
viced line of popular-priced 
sport shoes in the country. 


On Display at 
N.S.R.A. Convention 
New York, Jan. 6 to 9 


29, 1934 


THIRTY 
SPORTS 
NUMBERS 
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INELESS 


REG.U S.PAT.OFF. 


The combined Crawford and 
Spineless lines offer the re- 
tailer the most diversified 
group of men’s and boys’ lasts, 
styles, sizes and types avail- 
able. 


Hundreds of retailers now de- 
pend on Eaton’s consistent 
value and prompt in-stock 
service. 


Particularly interesting from 
the point of extra pair sales 
is the super- flexible, light- 
weight Mid-Flex shoe from the 
Spineless Oxford line for men 
who value summer comfort. 


Line Display at 
N.B. & S.M.A. Show 
St. Louis, Jan. 7,8 &9 


CO. 
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Maintaining Profit Margins 


An Important Problem in the Retail Shoe 
Store Under Today's Retail Conditions 


By J. J. SCOTT 


International Shoe Company 
St. Louis, Mo. 


SEVERAL years of experience of analyzing and study- 
ing the problems of the small retailer have definitely 
proved the need to formulate plans whereby increased 
margins of profit can be established and maintained 
with a fair degree of accuracy to take care of increased 
costs of doing business and to permit of a store meeting 
its obligations with reasonable promptness in con- 
formity with the terms of credit extended by manufac- 
turers who supply the merchandise. 

In times like these, it is a rare experience when a 
merchant is able to secure sufficient extra volume to 
warrant a policy of giving profit away, or a belief ‘that 
he can stampede the market and thus sufficiently in- 
crease the annual rate of stock turnover to justify his 
making progress in the right direction for establishing 
net profit. 

When the retail merchant endeavors to enter into 
direct competition with chain stores who, in some 
instances, purchase shoes at $2.35 and retail them at 
$2.95, he, as an individual merchant, is more likely 
to get a shellacking than to succeed in his attempt to 
repeat the operation in his store. 

We know from experience that the independent mer- 
chant must get a very definite profit from the shoes 
he sells. He cannot afford to operate with loss leaders 
which consume his profit. As stated, he seldom has 
an opportunity for increased volume sufficient to war- 
rant the sacrifice. 

The cost of doing business has shown an extensively 
large increase in recent years. The merchant has a 
very definite overhead, ranging usually from 25 per 
cent to 30 per cent of the gross retail sales, and higher 
in some instances. Merchants operating in cities of 
4000 to 60,000 population must meet this new expense 
set-up squarely and face the problems of the possibili- 
ties for retail expansion as it actually exists. He cer- 
tainly cannot afford to lose 30c on every dollar for the 
shoes he sells at cost price, as a promotional feature of 
the store’s merchandising policy. It usually proves 
that the customer purchases the loss leader and nothing 


else. 


I would like to say that you find very few manufac- 
turers who stay in business who are influenced to pro- 
mote loss leaders to the trade. In olden days this was 
practiced to some extent, but there are many new 
interesting factors which have caused a change in policy 
of the manufacturers who regard their position in the 
field of manufacturing with more sincerity than others. 
It is probably needless to mention the changes that 
have taken place in recent years in regard to the high 
styling of lines which has slowed up production. 
Secondly, shoes are produced on a higher overhead and 
the costs of lasts, patterns and equipment average a 
higher cost when figured on a basis of the potentialities 
for securing increased volume from the retail merchants 
of the country. The irregularity of retail fluctuations 
has made it more difficult for most retail merchants to 
anticipate sufficiently far ahead their requirements for 
a season. 


THE salvation of the independent merchant lies in 
how soon he can forget about the chain stores and 
their price bargaining tactics. He must visualize a 
new horizon of values predicated on retailing Quality 
at a price. His place of business must radiate his 
enthusiasm for Quality shoes—a better Quality of shoe 
fitting service and better plans of sales promotions that 
feature Quality in every phase of consumer interest. 

He must build consumer interest in his store by 
building customer appreciation for his merchandise 
and store service. He must be an authority for new 
shoe styles, new shoe materials, or groups of shoes sea- 
sonal in appeal and of other such new ideas which will 
promote customer interest in that store. The keynote 
for all promotions should be Quality. Fit the shoe to 
the need of the customer and help people purchase 
their requirements intelligently. It is the repeat busi- 
ness that tells whether or not a merchant is satisfying 
his customers. I cannot emphasize too strongly that 
the sooner the independent merchant takes a more 
active stand against price promotions that much sooner 
will he reconstruct his business on a sound basis for 

(TURN TO PAGE 188, PLEASE] 











LIKE THESE: 


@ DURING THE PAST SEASON 766 NEW ACCOUNTS HAVE 


BEEN OPENED WITH MERCHANTS HANDLING TAYLOR-MADE 
SHOES. 


@ OF THE ACCOUNTS ON OUR BOOKS JANUARY 1, 1934, 


PRACTICALLY EVERY ONE SHOWS AN INCREASE OVER THE 


PREVIOUS YEAR. 


@ ORDERS RECEIVED THUS FAR FOR 1935 ARE NEARLY 
TWICE WHAT THEY WERE FOR THE CORRESPONDING PERIOD 


he yles-M lace 


J win FINE SHOES 


LAST YEAR. 


a 
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Maintaining 
Profit Margins 
[CONTINUED FROM PAGE 186] 


producing better gross profits to take care of the over- 
head expense and to permit of a net profit resulting 
sufficient to guarantee his continuing in business over 
ESTABLISHED 1853 a long period of years. 
I can also see where there are instances to promote a 
ONE OF THE few price items sold possibly near the actual cost or 
within NRA Code limits in stores that feature general 
3 9 merchandise. Such promotions are not applicable tomost 
stores that sell shoes and nothing else but shoes. A 
uestion that arises at times originates from a question 
STYLES | N-STOCK ja to what the independent retailer will have to do to 
meet the price competition of chain store organizations. 
A, / ] H., d - da The attack of these stores in small communities is 
an as if id usually predicated on a plan of selling the staple types 
of merchandise at ridiculously low prices near cost, or 
as low as the NRA Code permits. As an example, work 
shoes are played up at lowest prices to the consumer. 
How will the independent merchant overcome the effect 
that this advertising and promotion have on the sale of 
his work shoes? I have found, in my experience, that 
the average independent merchant could do very much 
to influence this business to his store by carrying a 
better assortment of sizes and widths in work shoes, 
by confining the total number of styles to, say, three or 
THE WORTH 
agar four types. The average shoe store need not assume 
W0l—Bieck Celt that a man, because he is a workingman and needs 
Gee © D. teatier work shoes, does not need to be fitted properly. Cer- 
tainly, a man who is on his feet all day doing a difficult 
job requires good work shoes that do fit properly. 
Hii : h ( ds OC / It is possible that the store may carry four or five 
1 i4 A) t Vane nN Ly types of work shoes, possibly a welt in the army style 
to retail at $5; a shoe of this type should be carried 
To Retail in at least two or more widths. Then, again, a second 
shoe would comprise an unlined welt to retail at around 
t $4. In addition to these two shoes, possibly it would 
be advisable for a store to carry two styles of work 
$41 00 shoes of nailed construction. The promotion should 
7 be that of Fit and Quality and the price bargaining 
idea should be remote from all plans of promotion, 
except in general merchandise stores where an occa- 
sional shoe can be selected and run as a promotional 
* feature to stimulate business throughout the various 
departments of that store. 


EDWI nN CLAPP & sO ft Inc. I concur in a great measure with the policy of Mar- 


shall Field & Company of Chicago. Here is a store 
EAST WEYMOUTH, MASS. that believes so strongly in “store selling advertising,” 


a which term it prefers to “institutional advertising.” 


AT HOTEL JEFFERSON, ROOM 515 They believe it is more important to sell the store or an 


entire department than to sell a single item of mer- 


ST. LOUIS, N.B.S.M.A., JAN. 7-10, 1935 chandise. The point is made that “store selling adver- 


* tising” need not be confined to articles of- editorial 


AT HOTEL COMMODORE, ROOM 704 comment run separately from the store’s advertising. 
NEW YORK. N.S.R.A.. JAN. 6-10. 1935 Some of the best store selling advertising is tied up with 


offers of merchandise. The big objective of the store’s 


a 


and up 
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UNION STAMP WORK SHOES 


THE NEW COLUMBIA LINE 


WORK SHOES 
FARM SHOES 
SAFETY SHOES 
INDUSTRIAL SHOES 
MOLDERS’ SHOES 


TO MEET EVERY NEED OF PRICE AND QUALITY 
DESCRIPTIONS AND PRICES ON REQUEST 





UNION SHOE MANUFACTURING CO. 


SUCCESSORS TO COLUMBIA SHOE CO. 
SHEBOYGAN, WISCONSIN 


Forty-One Years of Work Shoe Building 





SOME DESIRABLE TERRITORY AVAILABLE TO 
COMPETENT SALESMEN 








advertising should be to create favorable impressions 
which will remain in the public’s mind long after any 
particular advertisement is forgotten. Advertising copy 
can be used in this manner and there is no doubt but 
that such advertising pays. 

Where there is one merchant who succeeds by a price 
plan, there are many more who fail. The opportunity 
to secure volume is so limited that the average mer- 
chant does not have the possibilities for increasing 
sales to justify this expenditure. I bring out this point 
to illustrate the possibilities which exist to enable every 
merchant to build better customer appreciation for the 
merchandise in the store where the customer is in- 
formed about the shoes and the service the store has to 
sell and promote. 

A plan that will enable any merchant to balance his 
inventory and keep his stock acceptable to consumer 
demands is less likely to need to take drastic mark- 
down losses or acquire short profits from selling shoes 
on which no profit has been marked. He can work 
within the limitations of the Merchandise Budget and 
he can do this without impairing his own possibilities 
for earning profit from the shoes he sells over the fitting 
stool. Give me any time a merchant who is an experi- 
enced shoe man—who is a promoter of Quality and 
Store Service, and I'll show you a merchant who sells 
what he buys at a profit. It takes this added punch to 
turn the trick and build a good business that goes for- 
ward and not backward. 
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YES, we'll be at 


ST. LOUIS! 


* 


See Kirkendall’s 
new line of Sam- 
ples and Prices 
at the National 
Shoe Display 


ST. LOUIS, MO. 


JANUARY 7-10 
Hotel Jefferson, Rm. 563 


yore want to see our display in 

St. Louis before you decide on your 
boot requirements for the coming year. 
We'll have a full line of 1935 Kirken- 
dall boots to show you in the new sea- 
son’s smartest styles. A display of genu- 
ine values. Be sure to notice every 
feature about these boots, famous for 
their style, distinctiveness and _ fitting 


qualities. 


Don’t fail to see our salesmen, 
Mr. Claire Moore and Mr. Jim 
Duval, Room 563, Hotel Jeffer- 
son, St. Louis, Jan. 7-10. 


irkendall 


BOOT COMPANY 


OMAHA, NEBRASKA 








O’Donnell’s 


ARISTOCRAT 
Riding Boots 


These fine stately boots have the 
benefit of years of successful 
boot making behind them. 
O'Donnell's are pioneers in the 


fine art of 


building stylish qual- 


ity riding footwear. O'Donnell 
Aristocrats have all the charac- 
teristics that their name implies. 


Aristocrats are better, be- 
cause—they are fitted left 
and right — hand lasted — 


pressure 


molded — and 


formed over accepted 
tipped forward tree legs of 
the best English boots. 


Style Boots of 


Character 


This 


boot illustrated 


There is an 
O'Donnell Aristo- 
crat for every 
member of the 
family, for men, 
ladies, and chil- 
dren in riding 
boots, field boots, 
and jodhpurs. 


above is the 


regular stock ladies boot carried in 
black and brown calf. 


See You in St. Louis 


O’Donnell Aristocrats will be 
on display at the Hotel Jef- 
ferson, St. Louis, Room 734, 
during the National Boot and 


Shoe 
vention. 


Manufacturers’ 


Con- 
Be sure and drop in 


and see Aristocrats while at 
the convention. 


The O'Donnell Shoe Co. 


St. Paul, Minn. 


New York Offices 
531 Marbridge Bidg. 
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R. E. Anderson With 
General Shoe 


NASHVILLE, TENN.—Reginald E. An- 
derson of Grafton, Mass., is now as- 
sociated with the General Shoe Cor- 
poration, whose divisions make the 
“Friendly,” “Fortune,” “Sky Rider,” 
and Davidson shoes for men. 

Mr. Anderson received his shoe train- 
ing with the Forbush Shoe Company 
of Grafton, Mass., of which his father 
was general manager. More recently 
he has been associated with Badger & 
Browning of Boston, Mass. 

Mr. Anderson’s work with the Gen- 
eral Shoe Corporation will concern shoe 
merchandising and sales promotion. 

The General Shoe Corporation will 
have several display rooms for the 
National Shoe Retailers Convention, 
Jan. 6 through the 10th, at the Hotel 
Commodore in New York City. The 
entire line of Jarman “Friendly” shoes 
will be displayed: in Rooms 903-905. 
The Richland Shoe Company will dis- 
play its line of “Fortune” shoes in 
Room 936. The Belle Meade Shoe Com- 
pany, makers of “Sky Rider” shoes for 
boys, will have its line on display in 
Room 934. The Davidson Shoe Com- 
pany will display its line of Davidson 
shoes in Room 932. 

Mr. Anderson will look forward to 
greeting many friends on this occasion. 


Last Should Be First 


CLEVELAND, OHIO—J. V. Murphy, 
shoe buyer at the Higbee Co., believes 
that last and shoe manufacturers could 
do more to educate the trade on proper 
fitting through a campaign portraying 
the making of pretty shoes with heavy 
stress on the fact that the last should 
come first. 

“There are two types of selling to- 
day,” he says. “In one shoes are sold 
on beauty. In the other, plain, flat- 
heeled, broad-toed oxfords are pushed 
for comfort. Unfortunately there is not 
enough selling of both beauty and com- 
fort in combination. 

“IT have noticed,” he says, “that 
women today are not particularly fond 
of having a small foot and 95 per cent 
of them are willing to buy shoes re- 
gardless of length, only desiring a com- 
fortable fit in attractive footwear. 
These women will put themselves en- 
tirely in the salesman’s hands. 

“There should be a campaign on the 
right type of fitting lasts—lasts that 
have plenty of trend and at the same 
time conform to shoes as we want them 
to look. Proper length also should be 
stressed to last manufacturers by the 
manufacturers of shoes when they buy 
new wood. 

“Each manufacturer should paint his 
last number in the shoe and, when a 
new last is sold, all salespeople should 
receive a letter notifying them of the 
fitting quality of that particular last. 

“Unless we really give the woman a 
good fitting last and educate the trade 
to sell beautiful shoes with the proper 
last for each foot, we will be forced 


29, 1934 


back into plain, flat-heeled shoes again. 
Despite the willingness of women to be 
properly fitted today they are having 
more foot trouble than when they 
pinched their feet in short shoes. It is 
up to the trade to give them a proper 
fit in beautiful footwear.” 


Neighborhood Shoe 
Men Organize 


Detroit—Organization of neighbor- 
hood shoe stores in Detroit and terri- 
tory into a new organization is under 
way, with formation of the new 
Greater Detroit Independent Shoe 
Dealers Association. The association 
title is tentative. Only stores outside 
the downtown shopping district are eli- 
gible for membership. 

I. Sandelman, owner of a store on 
Gratiot Avenue, is chairman; William 
Krieger, Sr., Mack Avenue merchant, 
is treasurer, and Eugene Roth is sec- 
retary. An election of officers will be 
held early next year to elect perma- 
nent leaders for the organization. 

About forty members have signed 
up, a considerably larger number of 
members than in the older Detroit Re- 
tail Shoe Dealers’ Association, accord- 
ing to Krieger. No opposition to the 
older group is planned, he stated, and 
close cooperation is to be worked out 
at a joint meeting already scheduled 
for early in January. 

“The older organization is formed of 
downtown merchants, but there is lit- 
tle activity for the benefit of the neigh- 
borhood store,” Krieger told Boor AND 
SHOE RECORDER. “We believe that a 
separate organization can best serve 
our interests. We will decide later 
whether to seek state and national af- 
filiation.” 


Opens Walk-Over Department 


BALTIMORE, Mp. — Walk-Over shoes 
for men are again available to the men 
of Baltimore, after a lapse of about 
two years, through the opening of a 
shoe department by the newly organized 
Leed’s men’s wear shop, which has 
just opened for business at 15 West 
Baltimore Street, occupying the re- 
modeled quarters of the former Agee’s 
men’s clothing store. The Walk-Over 
shoes for men are being featured ex- 
clusively at this new store and it is 
the new and only retail outlet in Balti- 
more, for the Walk-Over line of shoes. 

Hosiery for men, including the Phoe- 
nix line, also is being featured at this 
new men’s wear store. 


Endorsed for Postmaster 


BRIDGEPORT, CONN. — Frederick C. 
Flynn, proprietor of the retail shoe 
store bearing his name at Thomaston, 
Conn., for many years, has been en- 
dorsed by the Democratic Town Com- 
mittee for the post of postmaster at 
Thomaston. The post is now vacant 
and endorsement by the committee is 
considered tantamount to appointment. 
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The Hanan Viking 
(Plain Tip) 


The Hanan Viking 
(Wing Tip) 


The Hanan 
Dundee 


HANAN SHOES 


make Lifetime Customers 


A good shoe starts with a good last 
... or it doesn’t start at all! 


And for years Hanan has been 
famous for the perfection of its 
lasts. Each one developed after 


years of patient research . . . they 
are a guarantee that once you find 
the Hanan last that fits a customer 
. .. you have made a customer for 
life. They are proof that 


QUALITY, LIKE CHARACTER, ENDURES 


TO RETAIL AT $10.50 AND UP. ON DISPLAY AT: 


ST. LOUIS 
N. B. & S. Convention 
Room 431 
Jefferson Hotel 
Jan. 7th to 10th 


NEW YORK 
N. S. R. A. Convention 
Room 900 
Commodore Hotel 
Jan. 6th to 10th 


HANAN & SON 


EXECUTIVE OFFICES 
1328 Broadway 
New York 


FACTORY AND STOCK DEPT. 


671 North Sangamon Street 
Chicago, Illinois 
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LEADING POPULAR PRICED VALUES 


















TRADE MARK 


YOUR GUARANTEE OF 
SATISFACTION AND SERVICE 





Forty Fast Selling Styles 


CARRIED IN STOCK 


MEN -e- BOYS ¢ YOUTHS 
and 
LITTLE GENTS 


WELTS and MCKAYS 
* 

ATST.LOUIS e HOTELSTATLER 

Rooms 812-814 


IN ATTENDANCE 
ROY JOHANSON e@ AARON POTASHNICK 
HELMER JOHANSON 











* 
AT NEW YORK SHOW 


IN ATTENDANCE 


JOE RICE e CARL POTASHNICK 


HARRISON SHOE CO. 


Everett, Mass. 








aN 
cor BOOTS, 
ON PARADE ¢« 


SEE OUR DISPLAYS 


AT 


NEW YORK CITY 


JANUARY 6th to 10th 
HOTEL COMMODORE 
ROOM 1115 


LOS ANGELES 
JANUARY [6th to 18th 
HOTEL BILTMORE 
FT. WORTH, TEX. 


FEBRUARY 4th to 7th 
HOTEL FT. WORTH 


COLT-CROMWELL CO. 


INC. 
EST. 1899 


1239 Broadway, N.Y.C. 


911 So. Los Angeles St., 
Los Angeles, Cal. 



































The Editor's 
Outlook 


[CONTINUED FROM PAGE 34] 


Betterment of service is inevitable; but a large 
part of it will be developed by increased stocks of 
shoes carried on hand in sizes and widths—for 
many of the errors and foot discomforts come 
through forcing a fit to make a sale. The fitter 
knows better—but says “I’ve got to make a sale.” 


Now is a pretty good time, when shoe store inven- 
tories are comparatively low, for merchants to make 
pretty firm selections of the right lines for the long pull. 
The period of “pick a line, test it out and toss it away 
if it doesn’t click,” has given way to the very serious 
consideration of every line that has within it sales and 
fitting promotions, not for a season but for many sea- 
sons and years to come. 


With national security come the restoration of con- 
fidence and a feeling that progress is in the making. 
“Pick a good line and stick to it” was never a better 
motto, providing the line has kept pace with the times. 
Picking a policy of store operation and sticking to it is 
the key to the future. 

Build anew on the foundation of workable ideas and 
ideals—spend less time courting customers with words 
and tricks and more time service and selling with 
common sense. 
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Acquires Moccasin Business 


AUBURN, ME.—Harry F. Ford, for 
several years connected with the Cush- 
man-Hollis and John T. Hollis shoe 
companies, has taken over the manu- 
facturing and selling business of the 
Bickford Moccasin Co., from William 
Bickford of Auburn, it was announced, 
Tuesday. The new owner has already 
taken over the control and management 
without lapse in production. He plans 
to continue with the back-to-nature 
footwear made famous by Bickford 
and to enlarge production as fast as 
possible. 

The Bickford Moccasin Co., started in 
a modest way in Auburn in 1911, Wil- 
liam Bickford first starting manufac- 
ture in the garage of his home. It was 
soon after he built an attractive two- 
story factory opposite the junction of 
Minot Avenue and Washington Street 
in Auburn, where the business has 
since been maintained. 


To Use Rotogravure Ads 


DetTroIT—R. H. Fyfe and Company 
will use rotogravure section advertis- 
ing for the first time in several years 
next Sunday. A space in the Detroit 
News will be used, stressing the long, 
narrow space. A one-column nine-inch 
spread will be used. 

Copy is devoted to an evening shoe 
and bag combination, using a minimum 
of copy, stressing attention to the cuts. 

A unique series of space is being 
used in the “Detroit Saturday Night”, 
weekly, circulating largely among of- 
fices and better class homes in the city. 
Politically conservative, it has a wide 
following of the higher income classes, 
and is proving a good medium for 
shoe advertising. 


Whitelam Takes Window Prize 


Detroit—F. E. Whitelam, of R. H. 
Fyfe and Co., was awarded a prize by 
Selby Shoe Co. for a window display 
of Arch Preserver shoes in Class A 
cities. The window followed recent 
Selby advertising, stressing the slend- 
erizing appeal. To carry out this 
idea, a bridge was built to carry out 
the general effect, and modernistic 
curved chrome-plated fixtures were 
used. Several magazines carrying the 
Selby advertising were placed open to 
the ad. pages on the floor of the win- 
dow. 


Supplies Trade Busy 


Lynn, Mass.—A strong improve- 
ment in the supplies trade is reported 
here, and some take it to be a fore- 
runner of a lively production of shoes 
next year. 

The last factories are extra busy. 
The shoe die makers are putting on 
additional workers. A firm in the chem- 
ical supply trade reports the .largest 
volume of orders for the year during 

early December. 
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1934 


he 


Cream Buck 
Wing Tip Oxford 
Leather Heel 
Spade Last 


see these 


EXTRAORDINARY VALUES 


IN MEN'S AND BOYS' 
GOODYEAR WELTS 


AT ROOM 544 


HOTEL STATLER’ ST. LOUIS, MO. 
January 7 to 9 


* * * 


A Full Line For 
SPRING and SUMMER 


to retail at 


#3, F350, FA 


R. P. HAZZARD CO. 
GARDINER, ME. 


BOSTON SALESROOM 119 LINCOLN ST. 
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GUARD the tiny Feet 


pionne 


Quintuplets 


(Out constant vigilance of 
doctors and nurses through all hours of 
the day and night, plus the last word in 
all of the medical sciences, have won the 
Dionne Quintuplets their lease on life. 


Now Piep Piper Shoes, with their exclu- 

sive patent health features, will guard 

them against the usual ailment of tiny 

growing feet. It is the biggest Juvenile footwear story 
of the time. 

Let us show you how you can cash in on the many merchan- 
dising possibilities that are offered with the PIED PIPER line. 


PIED PIPER SHOE 
COMPAN 7. WISCONSIN 
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Actual 

facsimile of 

Mrs. Dionne’s 
letter. 


NATIONAL SHOE DISPLAY 
JANUARY 7th TO 10th, 1935 
Room 126—Statler Hotel . . St. Louis, Mo. 


When writing advertisers please mention Boot and Shoe Recorder 
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Portrait of the Best Dressed 
Lady in Hollywood 


Meet MISS SHIRLEY TEMPLE who has 
the eyes of every youngster in America 
sharply and intently focused on her every 
action. What she does is clever, what 
she wears is Fashion News. Watch her 
tiny dancing feet and you will see what 
Miss America will wear for Spring. Photo 
from Fox Films. 


FASHION 
ENTERS the JUVENILE FIELD 


F ASHION enters the Juvenile Picture and with it comes 
the chance for additional sales. No longer is the 
Junior content to have merely a “good shoe” and shoes 
for their sun suits and beach pajamas. The effect of 
motion pictures on the child’s style sense is even greater 
than that which it has upon his mother and father. 
Children retain a visual picture of what Little Miss 
Marker or Peck’s Bad Boy wore in that last picture 
and Miss Shirley Temple and Master Jackie Cooper 
are mighty good fashion counselors for you to follow. 

There are great publicity and exploitation possibili- 
ties for you in these child movie stars. The young 
mind is very sensitive and receptive to the type of 


dress or shoes that Shirley Temple wears. Every boy 
would be proud to have a pair of sport shoes just like 
those that Jackie Cooper wears. You will find on the 
whole that your local theater managers will gladly co- 
operate with you on these style-movie tie-ups. By all 
means consult them, however, before starting, since 
there are certain restrictions which must be observed. 
Be prepared to encounter a decided increase in the 
style consciousness of your young customers and be 
sure and have the styles for which they are looking, 
as you probably know it is a difficult matter to change 

a child’s mind once it’s made up. 
[TURN TO PAGE 198, PLEASE] 
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ALLING 


The House of 


SHURE-FOOT 


(WELTS, TURNS, 
PROCESS SHOES) 











J. Edwards & Company offers an outstanding 
collection of Junior Footwear from the “Big 
House for Little Shoes.” Shure-Foot, Senorita, 
Corec-Tred and Arch-Grower form the largest 


stock under one roof in America. They are 


HOTEL COMMODORE 
NEW YORK CITY 


ROOMS 800 and 802 Reserved for 
Our Company at the National Shoe Re- 
tailers’ Convention, JANUARY 6 to 10 


famous for their durability and modern scien- 
tific flexibility. SHURE-FOOT is the backbone 
of the Edwards great line, and can be the back- 


liens saceatenmemndeoes tnien eal 


bone of your junior trade. 


J. EDWARDS 


When writing advertisers please mention Boot and Shoe Recorder 


HOTEL STATLER 
ST. LOUIS 


ROOMS 208 and 210 Reserved for Our Company | 
at the National Boot & Shoe Manufacturers Asso- | 
ciation’s National Shoe Display, JANUARY 7-10 | 
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ALL STAKS/ 


EDWARDS PRESENTS 


* Boys’ CorecTred are also made and stocked 
by Charles A. Eaton Co., Brockton, Mass. 


SIX IMPORTANT POINTS THAT MAKE SHURE-FOOTS EXCEPTIONAL VALUES: 


finer leather used from heel to toe. 

more expert workmanship in every operation. 
greater flexibility and durability. 

more attractive patterns, that youngsters like. 
Edwards’ In-Stock Service that reducesinventory. 


Edwards’ name for excellence behind every shoe. 


We feel sure these facts are convincing. played in reserved rooms in New York and 


Act on them! See Edwards’ “‘4 Stars” dis- St. Louis, arranged for your convenience. 


6. 99 
Chih Wil Show the “Way at the ibe 

C 0) M p A N y Sem 314-322 NORTH TWELFTH STREET 

& uss” «= PHILADELPHIA, PENNSYLVANIA 


When writing advertisers please mention Boot and Shoe Recorder 
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Illustrated above is the “Baby Buffalo Saddle Oxford” by J. 
Edwards & Company, of Philadelphia. Made with finest Baby 
Buffalo leather, it is unusually staunch wearing, and doesn’t 
scuff. It appeals to Children as well as Parents because of 
the romance and adventure suggested by the “Baby Buffalo” 


idea. 





* 


THE MUSCLE BUILDER SHOE 





The Plugs... 
The Ch roe pete 
Posner Plugs that keep 
the ‘‘Wedge Angle’’. 


The Wedge eee 
that keeps the heel in 


and prevent Pronation 
(weak-foot). 


For the first time a health shoe with visible and k 

compelling featuresis presented with an in-stock service. 

Muscle Builder shoes represent the latest development in this type 
of footwear and their patented features are an immeasurable aid to 
growing children due to their preventive and corrective qualities. 


DR. A. POSNER SHOES, INC. 


140 W. Broadway New York City 





* 





This line, made by the Gilbert Shoe Co., of Thiensville, Wis., 
has gained for itself in the short space of eight years an 
enviable reputation in both designing and styling fine footwear 
for children and Senior Misses. Their bulb-shaped heel with 
seamless quarters is covered by Patent. In 1933 seamless 
vamps were added as another step in producing a shoe that 
would insure better fitting qualities, and in 1934 the Allenite 
Tip was developed by the Gilbert designers, matching the 
upper leather finish and being non-scuffing and non-peeling. 
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Fashion Enters Juvenile Field 


[CONTINUED FROM PAGE 195] 


Any discussion of juvenile styles should begin with 
the larger size ranges, because it is there that variety 
begins to make itself felt as a factor. Girls in the 
three grades of junior high school and the first year of 
regular high school have reached an age where style 
is important, a fact long recognized by the shoe in- 
dustry. 

Briefly, then, look for styles in this size range which 
are similar to those in demand by the college girl and 
even by the college girl’s mother. 

There is nothing new in the statement that juvenile 
styles in the size range under discussion are merely 
adaptations of grown-up styles. The important thing 
to remember is that these juvenile styles are not copies. 
They must and should be much plainer than the adult 
styles even though they are similar. Juvenile custom- 
ers cannot be sold the sophisticated patterns worn by 
their mothers but can be sold the much simpler adap- 
tation which has been suggested by the adult pattern. 
This, in general, is the whole secret of styling for the 
junior miss or the growing girl. 

As phrased by one of the best stylists in the field of 
juvenile shoes: . 

“Kids have a perfectly natural desire for the shoes 
which are worn by their older sisters and mothers, 
but with that they seem to have an instinctive distrust 
of those shoes which look ‘fussy’. A popular style in 
women’s shoes during one season is very apt to be 
adapted for use in the juvenile field next season. And, 
although the style may have been good for only one 
season for mother, it is quite likely to run for two, 
three or even more in the juvenile sizes.” 

A good example of this is the ghille tie or ghillie 
oxford which first made its appearance in the women’s 
field several years ago. Having achieved popularity 
there, a somewhat modified form’ was introduced ten- 
tatively by some of the larger Eastern stores in their 
juvenile departments. For two years it has been sold 
in the East without taking particularly well in other 
parts of the country, but is now giving evidence of 
coming into almost nation-wide popularity. Advance 
sales for Spring indicate that the western part of the 
country has decided that the kids will take it, like it 
and ask for more. It may become a staple. 

So much for generalities. 


The obviously popular leather for Spring dress wear 
will be patent. Not only do the children like it because 
it is dressy and easily cared for, but mothers like it 
because a patent leather shoe harmonizes with almost 
any kind of an Easter outfit. The old one-strap pattern 
will again be the leader and there will be a few num- 
bers with the front or T-strap. As the trend this year 
is toward simplicity, there will not be seen so much 
combining of patent with fancier leathers as there has 
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Style and Comfort for 
~ Growing Feet 


ELAMS 
Pree Shoes 


FOR SIZES 2 TO 8 


IN STOCK 


The retailer who overlooks the profitable busi- 
ness-building advantages of Elam's children's 





shoes is not fully developing his sales opportuni- 
ties. Parents are especially particular about 
children's shoes. Win their confidence in your 
ability to provide a well-fitting, durable shoe 
and you win steady customers. 


Elam Pre-Welt Shoes are nationally recognized 
as the leading shoes for young feet. Their scien- 
tific design and attractive appearance make 
them ideal. 


Our IN-STOCK service, with immediate ship- 
ment of orders, is enjoyed by established de- 
partment stores, mail order houses and whole- 





salers, as well as leading retailers. Elam Pre- 
Welt Shoes are made with Full Grain Retan 
Soles; Water Resisting, Golden Color; Solid 
Leather Counters; Leather Trimmings and 
Quarter Linings. 








Write for your catalog today! 


F. S. ELAM SHOE CO. 


176 NORTH WATER ST., ROCHESTER, N. Y. 
See Our Line at N. Y. Office 


439 Marbridge Bldg. 
MARIE E. FINNERTY 


When writing advertisers please mention Boot and Shoe Recorder 











Here’s one of the many in 

stock styles of Pied Piper 

Health shoes, made, as you 

undoubtedly know, with their special features. 
It comes in a wide range of sizes and widths. 


Made by the Huth and James Shoe Mfg. Co., Milwaukee. 








PETERS 
SHOE CO. 
ST. LOUIS 


Retailers everywhere have grown more conscious of the children’s 
shoe business—and Weather Birds, one of the nation’s most out- 
standing lines of all leather shoes, have done a fine job in building 
up this business for shoe stores and large department stores alike. 


Weather Bird Shoes are one of the very few lines that are carried 
in stock, in every type of construction . . . Welts, Turns, McKays and 
Stitchdowns, and in all the popular selling prices from $2.00 to $5.00. 


Weather Birds are featured in sizes from Infants to Growing Girls 
and Big Boys. This all-leather line has been a profit maker for 
twenty-five years. It is worth looking into. 





* 


F. S$. ELAM SHOE COMPANY 


ROCHESTER NEW YORK 


Elam’s Shoes are al- 
ways carried in stock 
for immediate delivery. 

Elam’s nationally 
known line of chil- 
dren’s Pre-Welts are 
made with folded 
edges. Full grain, re- 
tan soles, golden color; 
solid leather counters: 
leather insoles, trim- 
mings and quarter lin- 
ings. 

Plain edge shoes are 
made with Kafsted 
trimmings and quarter 
linings; golden retan 
soles; solid leather 
counters. 





500—Patent Leather 
501—Smoke Elk 
502—White Elk 


504—Tan Elk 
505—Biack Elk 
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been in years past. Fancy leathers which are sampled 
will be of the small pattern types and will not be in 
glaring contrast to the shiny black of which most of 
the shoes will be made. 

For school shoes there will be the usual oxfords of 
calf or of elk, or of calf and elk combined, and punched 
patterns will again be in vogue. The 1934 punched 
pattern was unlined for the most part. Next year’s 
will be lined with the punches going through the lin- 
ing as well as the leather. It has been found that shoes 
thus constructed will hold their shape better, one ex- 
ample of the grading up prices noted in juvenile 
footwear. 

Novelties will appear later in the season. Gored pat- 
terns can be depended on to create extra pair sales, 
although not every type of foot can be fitted success- 
fully and care should be taken by the merchant to see 
that the foot he is fitting is of the proper type. In 
novelty leathers some white pigskin will be used, some 
genuine buck and some of the crushed leathers so popu- 
lar last year in women’s shoes. Tassels on laces are 
also important in the junior miss division. 

Styles are even simpler in shoes for boys and girls 
in the mid-grammar grades. 

For little girls, the unlined punched shoe will be 
sold for play as one of the Summer novelties. There 
will be the regulation bal and blucher oxfords in calf 
and elk, and in combinations of these two; and patent 
straps for dress. There will be a place in the picture 
for some whites when the weather gets hot—also sim- 
plified sandal types. The moccasin pattern is staple. 

For little boys, “something new in a blucher ox- 
ford,” in the words of one high-grade manufacturer, 
means something about the same as last year and the 
year before. There will be plain toes without boxes, 
soft-toed moccasin patterns, straight tips and wing tips, 
plus the omnipresent, ever-popular lace to toe canvas 
shoe with a heavy durable rubber sole. 

Also in boys’ shoes will be seen a continuation of 
interest in oxfords with sharkskin tips. Simulated 
sharkskin is also used, and cordovan is being tried out 
because of its wear. The shark tip, incidentally, was 
not introduced as a style feature but to protect the toe 
of the shoe from scuffing. It may be said, therefore, 
to be the lineal descendant of the copper tip so common 
on children’s shoes two or three generations ago. 

Shoes for little children are the easiest of all types 
of footwear to merchandise. In the first place there 
is not the wide variety of lasts which are found neces- 
sary in adult shoes, nor is there the almost bewilder- 
ing series of complicated leathers and colors encoun- 
tered in women’s shoes. The whole picture is one of 
simplicity and ease of handling—made still easier by 
the adequate in-stock facilities of most children’s shoe 
manufacturers. The merchant’s investment, therefore, 
is not large and he can do a satisfactory business on a 
comparatively small working capital. 

To cite what is, perhaps, an extreme case, an in- 
ventory taken at the beginning of the Spring, 1934, 
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oAneca Hat 
ET ck 


Design patents applied for 


The days of limited distribution and big- 
income prices are behind us. Dr. Posner’s 
famous line of Children’s Shoes is now avail- 
able to every retailer at new, competitive 
prices. 


The tremendous advantages of selling a 
well known, established line may now be 
yours, plus a price appeal that means in- 


creased sales. 


See the Dr. Posner Line, investigate the 
unusual styling, the high quality that have 
made it standard with American parents 


for youthful feet. Our merchandising 


plans and sales promotion aids will help 


you to attract this great market. 


ON DISPLAY AT ROOM 808 
HOTEL COMMODORE, NEW YORK CITY 
JANUARY 7, 8, 9, 10 


Top—AIRWAY * "SCIENTIFIC 


Infants le 
Chi vor 80 
2.05 


Growing Girls .. 
sorrom—PLAYWAY FOR GIRLS AND BOYS FROM TOTS TO TEENS 


sedaate sense. O88 DR. A. POSNER, SHOES, Inc. 


> pre - 1.80 
pons EPO 140 WEST BROADWAY NEW YORK CITY 





When writing advertisers please mention Boot and Shoe Recorder 
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One of the Poll Parrot Happy Hikers by Roberts, Johnson & 
Rand, St. Louis. Pattern comes three ways—smoked, brown, 
and white elk. It is unlined, has the Foot Guide heel, and 
flexible shank, and is especially designed for walking and gen- 


eral wear. 























OFFICIAL 
GIRL SCOUT 
SHOES 









The Melanson Shoe Company of Lynn, Mass., with the coopera- 
tion of the Girl Scouts of America have augmented their line 
of Official Girl Scout Shoes with several new styles in order to 
more nearly fit the basic requirements of the growing girls’ 
market. The shoe illustrated is one of the new unlined styles 
which retail for $4.00, and like all Official Melanson Girl Scout 
shoes is carried in stock AAA to D, 31% to 10. 




















season in a Boston suburban store showed only one 
last for all feet, boys and girls, up to the age at which 
they might be expected to get out of spring heel shoes 
and into shoes with low, regular heels. In the age 
group above that he had two lasts for girls and one 
for boys. 

In patterns, the same austere simplicity prevailed. 
There were two brown bluchers, one with plain toe and 
one with wing tip, a brown moccasin pattern, a smoked 
elk plain toe blucher and, for dressy wear for little 
girls, a simple patent one-strap. In the age group 
above he had a brown wing tip and a brown straight 
tip, both bluchers. These were for boys. For girls 
he had a brown wing-tip blucher, a brown and elk 
blucher and a one-strap patent. 

What he may have lacked in the way of style he 
more than made up, however, in sizes. There were 
plenty in every style. No mother left because she could 
not get a fit for her offspring. Compare that with the 























number of lasts and patterns necessary to do even a 
mediocre business in women’s shoes and it becomes 
obvious that there is more than a nominal profit to 
be made in children’s shoes. 

This merchant has at least an inkling of the right 
idea. Over a period of years he has built up a repu- 
tation for careful fitting which brings his customers 
back year in and year out. They readily forgive him 
his lack of style variety because of their certainty that 
their children’s feet will be taken care of under his 
supervision. 

He doesn’t attempt to carry a large stock. His av- 
erage inventory at cost is ridiculously low but he 
watches his sales by sizes closely and sometimes orders 
from in-stock as often as twice a week. In the first 
nine months of 1934 he turned his stock about five 
times, reordering only the staple patterns and colors 
with which he had started out the season. His net 
profit from the sale of juvenile shoes more than covers 
his rent, light, heat and a few other more minor store 
expenses. It enables him to sell his adult shoes on the 
basis of a lower mark-up than would otherwise be the 
case and still to make a good showing at the end of the 
year. 

But he does it, remember, by fitting—not by styling. 


T HERE is a real opportunity to do a real business in 
boys’ shoes for the coming Spring. 

Shoe men are showing a marked disposition to ex- 
pand their stocks of shoes in keeping with the im- 
proved retail conditions. New numbers are being 
planned for the men’s, women’s and children’s depart- 
ments. In many cases entire new lines will be added 
so that stores will be in a position to take full advan- 
tage of the increased business. The average shoe man 
has not reacted to the possibilities of selling boy’s shoes 
as he has in the other departments of his store. 

In stores doing a real job on boys’ shoes, they carry 
the same shoes all the way from size 1 to size 9 (men’s 
size). This carrying of boys’ styles through to size 9 
will be worth the consideration of every merchant. He 
will get more business from the big boys than he will 
if he depends on his men’s stock for this important, 
yet neglected, part of shoe selling. 

This presentation of boys’ staple styles is based on 
the selling experience of department and shoe stores 
who have long seen the wisdom of setting up a special 
big boys’ (614 to 9) run of sizes. 

The volume boys’ business (size 1 to 6) will be done 
in the $2.50 to $3.50 grades and will be about four 
times as much as the big boys’ run, which sells for a 
dollar more. 

Four good staple shoes should be stocked in A to D 
widths, the year round. These shoes are: 

A. Shark skin tip blucher oxford, one black and one 
brown. Two numbers which will sell equal. 

B. Custom toe, wing-tip lace oxford. In black only, 
as brown is secondary. 
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C. Straight-tip full toe blucher oxford. 

These are good the year round everywhere, as boys’ 
high shoes have gone by the board. 

For Spring and Summer wear, these four shoes 
should be augmented by four more shoes which for 
the most part are carried only in two widths in each 
style. Some stores carry two shoes in A and C widths 
and two in B and D. 

D. Semi-ventilated play shoe unlined with a rubber 
sport sole. This is the volume boys’ shoe for Summer. 

E. All over white wing-tip, custom toe. 

F. Black and white is much more important for boys 
than for men. 

G. Boys’ perforated shoes have had no great sales, 
but all indications are that a great many of them will 
be sold this year. 

A definite planned boys’ department, merchandised 
carefully as the women’s, will pay good returns. 

Shoes must be shown in the windows. A merchant 
must advertise his fitting service, and above all, stress 
the good shoes he carries. 

The first sample room question asked is, “What are 
you stocking for Spring?” Buying is done first on 
what the in-stock department offers, while make-ups 
receive second consideration. 

Buying experience over a long period has proved 
that it is not necessary to change a manufacturer’s line 
all around in order to show how smart the buyer may 
be. A successful manufacturer knows leathers, pat- 
terns and combinations, and as the maker has a con- 
siderable financial outlay represented in his stock lines, 
he must be pretty near right. 

Another sound phase to this buying of stock shoes 
is that a department store cannot afford to do a great 
deal of style experimentation as this often leads to 
losses and dead stock. 

In addition to the table shoes and the advertised 
lines of children’s shoes already mentioned, this store 
does a fine business in a popular-priced line. This 
line is carried at one common retail price ($1.98) in 
sizes from the little 3 to misses’ size 3. All styles and 
leathers, even to shawl tongues and shark tips, are sold 
at the one price. All are Goodyear welts, too. 

While these shoes may be called “promotion” shoes, 
they are all bought from one manufacturer and are 
priced to show a legitimate profit. These shoes are 
not displayed on tables but sold and fitted just as care- 
fully as the better grades. 

The problem of arriving at one price in the four 
size runs and being able to keep that price Summer 
and Winter is an interesting one. Back of it all lies 
the knowing how the various size runs will sell, one 
to another. As a general proposition, children’s shoes 
sell in this proportion: One case infants, 3 to 6; two 
cases, 614 to 8; three cases, 814 to 12; four cases, 
12% to 3. 

Of course, the 3 to 6 infants’ run costs less than the 
12% to 3, high shoes cost more than oxfords and ties, 

[TURN TO PAGE 205, PLEASE] 
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MELANSON 
OFFICIAL 
GIRL SCOUT 
SHOES 


EHIND the official Girl Scout 

symbol is a nationally publicized 
organization approved by every parent. 
Melanson shoes, made under the rigid 
Girl Scout specifications, are in keep- 
ing with the accepted character of the 
Girl Scout symbol. As such they sell 
themselves to the general public. 
Avail yourself of the unusual features 
of the Girl Scout franchise. Full 


particulars on request. 


Gi +S¢ 
canes PAT. OFF. 


|OFFICIAL SHOE| 





In-Stock 
No. 122—Smoked Elk 
No. 124—Tan Elk 
No. 126—White Elk 
AAA-D—3%-10 
Unlined 
$2.50 








MELANSON 


SHOE COMPANY 


LYNN, 
MASS. 































EE America's first line 

of feature juvenile 
footwear — Propr-Bilt 
Shoes—with a sparkling 
new style appeal that is 
already adding pairs and 
dollars to dealers’ sales 
records. 


See, too, O'Donnell's new 
distinctive private brand 
set-up on straight welt 
children's shoes for ex- 
clusive shops and depart- 
ments. 


Let us explain our sound 
business-building, profit- 
making plan. 


In St. Louis 
Room 730 
Jefferson Hotel 


In New York 
Room 806 
Commodore Hotel 
January 7, 8,9, 10 


'D ONNELL 
SHOE COMPANY 






New York Office, 531 Marbridge Bldg. 








Swope's Juvenile Store 
Unique Success 


St. Lours—A judicious combination 
of convenient location, alert merchan- 
dising and lollypops has carried the 
West End Shop of the Swope Shoe 
Company through twelve years of suc- 
cessful operation. It is still the only 
store in this city catering exclusively 
to children from infancy to the age of 
16 (both boys and girls); it was the 
first of its kind to be opened in the 
United States, and is even now one of 
the very few successful stores of the 
kind to be found in this country. 

The shop was opened as a con- 
venience to the constantly growing 
number of women who did not want to 
bring their children into the down-town 
shopping section, and who were ac- 
quiring the habit, therefore, of ’phon- 
ing the store for three or four pairs 
so that they might do their own fitting 
of their children’s footwear. This 
presented complications and Paul A. 
Ebbs, .superintendent of Swope’s, de- 
cided to try out the idea of an exclu- 
sive children’s store. Miss Esther 
Schmitt has been manager since the 
opening of the store. 

So well has this store filled the needs 
of the women of St. Louis and so well 
has Miss Schmitt come to know their 
likes and dislikes, that it is not uncom- 
mon for children to be driven to the 
store by the family chauffeurs, the 
women being quite content to have the 
choice made for them. 

The day the store opened, 12 years 
ago, every child was given a lollypop. 
This established a precedent and since 
then an ample supply has been on hand 
for juvenile customers who have 
learned just exactly where they are 
kept and who head for the dish before 
submitting to the fitting stool. 





Formal Footwear in Demand | 


CoLUMBUS, OHI0O—Formal footwear 
for women and misses has been selling 
remarkably well for the past six weeks 
and sales records are far ahead of 
previous seasons, declares Clyde Mar- 
tin, buyer of shoes at the Union. Mr. 
Martin reports that the open shank 
type of slipper in silver or gold or in 
fabrics such as faille or satin for tint- 
ing are selling briskly. Metal trim- 
mings in the way of beads and bril- 
liants are also good sellers. 

The shoe that is best for tinting is 
the satin slipper and this is one of 
the best features. A new note is the 
demand for gold or silver shot fabric 
slippers in which the gold or silver 
stars are visible after tinting. The 
open toe models are not as popular as 
formerly, except for the younger set. 

In street footwear black and brown 
kid shoes, mostly trimmed with patent 
leather with medium rounded toes and 
heels ranging from 16 to 18 eights are 
selling briskly and have supplanted 
suedes in popular favor, according to 
Mr. Martin. They are mostly ties and 
have two or four eyelets. 
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Cleveland Association 
Holds Big Party 


CLEVELAND, OHIO—The Cleveland 
Shoe Retailers’ Association has elected 
William R. Caldwell of the Dr. Reed 
Shoe Store, president. Other officers 
are: Larry A. MeDal of the I. Miller 
store, vice-president; Murray Bender 
of the Lindner Co., treasurer; and 
Allen V. Holbrook, Jr., of the Cleveland 
Stetson Shop, secretary. 

The local association is setting out 
to be one of the strongest organizations 
in the country, with a membership em- 
bracing shoe dealers -and salesmen 
throughout the Cleveland area. One of 
the first big scheduled events of the 
season was a “Stag Party” on Decem- 
ber 17 in the Rainbow Room of Hotel 
Carter. An attendance of 1000 was 
assured for this event through advance 
ticket sales, making it the largest 
crowd ever promoted by shoe dealers in 
Ohio. Entertainment for the preten- 
tious party included 22 acts of vaude- 
ville, numerous radio stars and a ten 
piece orchestra. Over 100 door prizes, 
valued at $500, were to be given away. 

The committee in charge of the stag 
party consisted of Larry A. MeDal, 
chairman; Clarence Faflik, Joe Faflik, 
Ross Filion, Allen V. Holbrook, Jr., 
Walter Jelicka, W. A. Tomes, Adolph 
Wachsberger, Ben Miller, S. J. Lipson, 
Harry A. Waldron and William R. 
Caldwell. At a luncheon meeting of 
this committee on December 6, M. A. 
Mittelman of the National Association 
was present and gave a talk, congratu- 
lating the Cleveland association on 
their plans. Clarence Faflik, president 
of the Ohio Valley Association, also 
talked. 


Fyfe Features Rubbers 


Detroir—R,. H. Fyfe and Co. is con- 
centrating attention of every customer 
who enters the store and everyone who 
passes by it on rubbers these early 
Wintry days. The weather has been 
ideal for rubber promotion, and the 
store has made a good tieup with the 
weather man, slushy weather follow- 
ing the first snowfall of the season, 
which has been of several inches. 

One word signs — “Rubbers” — are 
used. These are about three inches 
high, twenty inches long and are placed 
on all doors and on the windows of the 
store, directly on the glass. The em- 
phasis is directly on suggestion and 
very effective. 


Russian Boots in Texas 


DALLAS, Tex.—Russian suede boot- 
shoes that ensemble with Russian hats 
and Russian dress, suit and coat lines 
have established themselves in Dallas 
society, according to Burt Eastman, 
shoes buyer for Neiman-Marcus Co. 
Mr. Eastman stated that these new 
boots in black or brown at $14.95 are 
succeeding beyond all anticipation 
where an ordinary high-button shoe 
would have been a failure. 
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BOYS" OXFORDS 
EXTRA VALUE + * > IN STOCK 
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$1.35 . 


2401 Boys’ 

2403 Little Gents’ $1.25 
Genuine Goodyear Welt Stitched 
Genuine Oak Bend Leather Soles Natu- 

ral Finish 
Rubber Heels 
Smooth Gunmetal 


$1.35 


2406 Boys’ 
2407 Little Gents’ $1.25 


$7.35 


2402 Boys’ 


Packed 12 pair cases. Boys’, 1/6, 21/6. 
Little Gents’, 11/1314, 12/1314. 
Terms: net 30 days. 


Don’t fail to see our entire display at Saint Louis Convention, Jefferson Hotel, Room 560. 


ALTMAN 


BROTHERS 


CINCINNATI, OHIO 





Inquiries solicited from volume buyers. 





Fashion Enters the Juvenile Field 


[CONTINUED FROM PAGE 203] 


but sales and costs averaged over a period of a year 
will indicate to a buyer- just what he can do in the way 
of arriving at one price. 

Should a buyer go out and buy one hundred cases 
of children’s shoes in the various runs and attempt to 
conduct a sale selling them at one common price, he 
is bound to lose out. The odds and ends will kill him. 


WHEN the buyer and sales force of a children’s shoe 
department have kiddies of their own they have a pretty 
good slant on why business is good and why it is quiet, 
why certain types of shoes outsell others, all of which 
is gained from first-hand, personal contact. At least 
this is the experience of the management of the chil- 
dren’s shoe department in the Davis Store, Chicago. 

The Davis Store is perhaps one of the few department 
stores having an upstairs children’s department still 
playing table shoes. While the management finds that 
table shoes certainly help business, staple and stock 
shoes are never neglected. 

It has been clearly demonstrated in this department 
that table shoes and named: brands can be sold by the 
same people in the same selling space. Most visiting 


merchants have expressed the opinion that table shoes 
hurt the appearance of the department. The manage- 
ment, however, realizes that they are operating a shoe 
department in a popular-priced department store, so 
must give the public values, real values. 

Some stores buy table shoes just to stimulate busi- 
ness. In the Davis Store they are bought and mer- 
chandised with the idea of making a fair profit. No 
department store will allow any section to operate very 
long without showing a reasonable profit. Table shoes 
therefore get a legitimate markup, as they eventually 
must be cleaned out at a very low price. 

No old merchandise is ever carried in this depart- 
ment. All shoes have a six-months’ season letter. After 
the semi-annual inventory all purchases are designated 
by a different letter from those which were put in stock 
previous to the inventory. 

Contrary to the methods of many big city buyers, 
the Davis Store finds it to their advantage to buy a 
considerable amount of shoes from stock. They have 
also found it good business to keep a full assortment 
of all staples on the shelves at all times. 
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Do You Want to Step Out 
of the Ranks ? 


Do you want people to think of your store 
first and do you want to enjoy the very 
desirable business that must come to the 
store that creates a strong impression of 
quality? 


For more than half a century Daniel Green 
has been building a reputation for quality 
that stands unsurpassed today. You can 
bask in the glory of this reputation by featur- 
ing constant and prominent displays of 
Daniel Green's. 


There is a model for every requirement of 
your trade and below are pictured two styles 
in the greatly enlarged Daniel Green sandal 
line for 1935. This line consists of sport, 
evening and formal sandals of all types, and 
are made over lasts which have been de- 
signed especially for sandal work. 








Do not fail to see this new Daniel Green Line. 


80952—New and unique cut-out 60957—In all satin colors and 
pattern made of gazelle in two white; is particularly adapted 
color combinations, the popular for tinting. AA-C widths. 
com and pastel shades. AA-C Price 

widths, 


Price $3.50 





DOLGEVILLE NEW YORK 


NEW YORK CHICAGO BOSTON 
331 MADISON AVE. 29 E. MADISON ST. 10 HIGH ST. 





=NORDEN. 











When writing advertisers please mention Boot and Shoe Recorder 
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THE SPIRIT OF 
YOUTH 


PROFITS 
IN 


SPECIALTY 
FOOTWEAR 


THE unconquerable Spirit of Youth that makes the out of doors 
sporting life the most colorful and the most changeable phase of the 
American scene—the eternal quest for youth and things youthful 
that sends America to Florida in December and Southampton in July 
—that very valuable stimulus to your business—that creator of extra 
sales in specialty footwear beach sandals, clogs, boudoir slippers or 
what not, here exemplified in that attractive M. G. M. Star, Miss 
Mary Carlisle. 














TY MAID offers 
S WANA 


(Patented) 








An Outstanding Oxford 


__ Anew Spring shoe that typifies the advanced style 
| and irresistible value that make the Dainty Maid line 












famous. 


To Retail at $1.49 to $1.95 


Last Spring Dainty Maid's Sportafia was the sea- 
son's big success. This year canny shoe men are 
picking Suntafia for the selling champion. Style 
counts ... and workmanship ... and the name of 
Dainty Maid! Be the first to show Suntafia... a 


real stimulant for the season's selling! 





» eS 





AN 
ai RY 


¥ 


1 bi 


cond a Beauti fem 





Styled by 


Yvonne Calfré 


A LINE that challenges comparison for vari- 
ety ... for smartness . . . for quality. Peon the 
soft soled slipper to the glamorous evening 
sandal, every Dainty Maid product is a triumph 
of design and craftsmanship. Here are distinc- 
tive shoes to please every taste and sell with 
generous profit. Here is the Spring 1935 line 


that will mean a season of mounting sales! 


Patented for your protection and manufactured 


by Brooklyn craftsmen . . . a guarantee of ex- 


cellence in the making of fine turn footwear for 


women. Dainty Maid Shoes are Littleway Lasted. 


See them at St. Louis 
Hotel Lennox—Rooms 708 and 709 


at New York 
Hotel Commodore—Rooms 1139 and 114] 


New Spring Litt 















Page 210 











BLUM SHOE MFG. CO. 


DANSVILLE NEW YORK 

















Retailers who have enjoyed a profitable business with Blum 
Shoe Mfg. Co.’s Kreep-A-Wa Rest-Time Footwear will be espe- 
cially interested in their Casino Sandal line for Spring, 1935, 
a new line of beautiful footwear with the same smart styling, 
the same skilled workmanship, unbelievably low prices, and as 
profitable as ever to the retailer. 

The Casino Sandal line retails at $1.25 to $1.95. 
















* 













RIDING BOOTS 


Notable for their production of men . 
and women’s riding boots, the J. M. 
Connell Company, South Braintree, 
Mass., also carries In-Stock a varied 
selection of military field boots, Jodh- 
on and other types of riding boots 
or men, women, youths and misses. 
Of imported calf and expert workman- 
ship, Connell’s boots are regarded 
among the better retailers and depart- 
ment store buyers of the country as 
the accepted boot when quality, price 
and immediate In-Stock delivery are 














































considered. 
* 
DAINTY MAID SLIPPERS, INC. 
BROOKLYN NEW YORK 











"*CARIOCA" 


Patented 


“Carioca” is only one of Dainty Maid’s smart new line of Mexican 
Sandalanas for 1935. These sandals are all outstanding with 
their smart, comfortable open toes, their high style,.and their 
attractive colors and materials. For the coming seasons Dainty 
Maid shows one of the most salable array of shoes ever seen in 
one Summer line. 


















£ 
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Merchandising Specialties 


EVERAL years ago, most retail shoe merchants 
performed on their respective businesses a major 
operation known as “departmentizing.” What 

they did, apparently, was to invent and put into use 
a set of sales and stock records showing volume by 
various divisions—men’s, women’s, children’s, hosiery, 
findings. 

But the move did not go far enough because they 
did not, at the same time, departmentize their sales 
promotional activities. They did not adopt the depart- 
ment store slant of the big store merchandise manager 
who sees to it that the sales of each department are the 
individual responsibility of one man or woman. 

We are not arguing seriously that the retail shoe 
merchant should have gone out and hired one man for 
each department, but he should at least have accepted 
the principle of the thing and departmentized his brain 
at the same time he departmentized his sales and stock 
records—allocating so much of his time each week or 
each month to each department, considering each, not 
as a part of his business, but as an entire business in 
itself—analyzing its strengths and weaknesses—and 
forcing it either to stand on its own feet or quit. 

Such an attitude on the part of the merchant would 
have gone a long way toward solving the difficulties 
complained of in the sale of such items as: 

Tennis shoes, sneakers and basketball shoes. 

Rubbers, overshoes and rubber boots. 

Sandals. 

Golf shoes. 

Slippers of all kinds, including boudoirs, mules, 
scuffs and slippers of felt and of leather. 

Boots for skiing, riding and hunting—also pacs. 

Bathing shoes. 

Shoes for clogging and ballet dancing. 

Let’s take rubbers as a good example of lack of pro- 
motional effort. Have you, as a merchant, ever gone 
farther in your attempts to sell them than to paste in 
your window, every rainy day, a narrow strip of paper 
on which, printed neatly and clearly, is the word “Rub- 
bers”? (The writer once saw one which said: “Rub- 
bers Inside.”’) 

If you can answer this question in the affirmative, 
you are entitled to move up one grade and enter the 
class at the head of which is the merchant who always 
has a pair of rubbers, plainly priced, on a very small 
table near the door—easily visible as one enters and 
leaves the store; and who always remembers, in fitting 
growing children to larger shoes than the ones they 
wore when they came in, that new rubbers of the larger 
size are plainly indicated. Furthermore, he sells quan- 
tities of rubbers to city dwellers in the winter by point- 
ing out that they are ample protection for the feet even 
after a heavy snow because of the early hour at which 
the municipal plows get to work. Then he turns right 
around and sells his overshoes to his suburban cus- 
tomers by pointing out another truth—to wit—that 
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DAINTY MAID SLIPPERS, INC. 


NEW YORK 


BROOKLYN 


""SPORTANA" 


PATENTED 


In 1934 from the cruise season right into hot weather the 
“Sportana” led the field for sales in smart women’s foot- 
wear. For the fast approaching seasons retailers will 
again find “Sportana” an outstanding seller. It’s got 
everything it needs for perforations and is made in the 
popular prevailing materials and colors. 





* 





THE PEASANT SANDAL . 


(PATENTS PENDING) 


The Peasant Sandal, made of Peasant cloth, a unique 
new fabric is featured by Golo Slipper Company, New York 
City, for Southern resort and cruise wear. Fashion experts 
have unanimously accepted this smart new style and it is 
now on display at many of the resort shops. The Peasant 
Sandal is made in three colors, chamois, red and blue, 
either in low or Cuban heels and can be adjusted to any 
width. The sandal retails at $2.00 and is only one of the 
smart new line of Golo Sandals and Sport Shoes for Spring 
and Summer. 








THE DANIEL GREEN COMPANY 


DOLGEVILLE 


manufacturers of leisure footwear, is announcing for 
1935 an entirely new and very comprehensive line of 
sandals and formals. The above sandal No. 60959 is 
one of the smart and charming patterns in this new 
line. This sandal is made in gold kid and satin or 
silver kid and satin, and is priced at $4.75. 


NEW YORK 
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there will be several mornings during the Winter when 
the slower acting street cleaning department of the 
suburb will not have the streets cleaned when it is time 
to make the dash for the train to the city. 

He has discovered that people take walks during the 
Winter—out in the country—and recommends his over- 
shoes, buckles and zippers, as economical substitutes 
for all leather hiking boots—this recommendation 
being made, of course, only to people to whom he could 
not hope to sell the latter. 

And perhaps some time some hardy merchant will 
have the courage to keep in his stockroom at all times, 
one or two pairs of every size of men’s rubbers and 
overshoes, wrapped and tied. He will fit his customers 
with a pair from a carton, then speed things up all 
along the line by handing out his already wrapped 
merchandise. In many cases, even, no fitting is neces- 
sary, as the size of the rubber can be determined by 
the size of the shoe. 

Jumping from Winter into Spring and Summer, we 
have the all-important sandal. The sandal of today 
is a far cry from the earlier type which looked as 
though it had been made from someone’s cast-off porch 
awning—colors are not only much clearer but infinitely 
more varied—the patterning of the material itself has 
been brought up to date—upper patterns have been 
multiplied until they are legion—better shaped lasts 
are being used for foot comfort—more attention is 
being paid to the soling material. 

In brief, the years of the great depression have 
taught the sandal manufacturers that people like real 
style and real shoemaking—even in this type of foot- 
wear. The 1935 sandal, therefore, will be found more 
comfortable, more durable and more styleful, grade 
for grade, than ever before. Their pricing allows a 
comfortable margin of profit. They sell easily and on 
the slightest provocation. They make vividly beautiful 
window trims. They can safely be recommended for 
beach wear with pajamas or shorts, for afternoon wear 
and even for street and business. 

Mesh fabric, so popular last year, will repeat during 
the coming Spring season; but there are many solid 
fabrics which will also have a distinct appeal. It 
would be advisable for the average merchant to have 
some of each. In colors, white is always safe, but it is 
not safe to confine one’s stock to that color alone 
because there is seen just around the corner a vogue of 
matching, semi-matching and contrasting of light after- 
noon frock and sandal. This would seem to indicate a 
run on pastel shades. 

Basic patterns are unchanged from last year. There 
are openshank models with T-straps and cross straps, 
oxfords, gillies and ties of various kinds. There will 
be leather soles for street wear and solid rubber, crepe 
or composition soles for sport shoes. Heel heights 
have not varied from those seen last season, although 
one manufacturer is sampling one number with almost 
a spike heel, more as an experiment than because he 
has any great hope of its success. The biggest oppor- 











SPRING 
STYLES 


Again present — 


Another Brilliant Line 


Another Tupper Triumph 


The prominence of Tupper as a creator of distinctive 
styles was never more fully demonstrated than in the new 
Spring Line for 1935... line that brings new beauty 
into the world of feminine footwear . . . new profits into 


the tills of shoe retailers. 


Clever retailers will promote Tupper summer evening 
sandals—the fashions that are going to. make next spring 
a banner selling season! These are the shoes your com- 
petitors will become prosperous selling . . . if you do not 
promote them first! 


The Tupper Line will be on display at 
Hotel Commodore, Rooms 1447 and 1449, 
during the N. S. R. A. Convention in 
New York 
And 

At the N. B. & S. M. A. Convention in 
St. Louis, Hotel Statler, Rooms 418, 
420, 422. 





TUPPER, INC. 


25 Lafayette St., Brooklyn - - 352 4th Ave., New York 








‘“‘footwear designed for gracious living’’ 
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KIRKENDALL BOOTS 


Out in Omaha there’s a name in shoedom that 
contributes to the fame of that mid-western 
city. They, the Kirkendall Boot Co., concen- 
trate upon boots, just boots! Both for the 
gentlemen and the ladies, also for Boys and 
Misses, and even the Cowboys’ service or 
dress requirements are cared for. And, the 
merchant finds profit in handling all the 
accoutrements that go with riding boots and 
Jodhpurs! Their pictorial catalog will in- 





terest you. 





CAMCO SANDALS AND 
STREET SHOES 


Versatile and original, Cambridge offers each year new 
style and construction features which afford retailers valu- 
able selling points in a highly competitive market. The 
Camco 1935 line of staple and novelty patterns contains 
new, advanced ideas to further improve the cool comfort 
of Air-O-Flow construction. Noteworthy in styling are a 
welt extension edge and unusual vamp and quarter pat- 
terning, as well as an impressive selection of spring color 
combinations. 








% 





TUPPER SLIPPER CORP. 


BROOKLYN, N. Y. 


This multi-jeweled sandal by Tupper is repre- 
sentative of their new 1935 line. Tupper Foot- 
wear is finer, smarter and lovelier than ever. The 
1935 line comprises every popular style and 
color and is completely worthy of the name that 
stands for clever designs, quality and fine work- 
manship. 


NEW YORK, N. Y. 








NEO PED, INC. 


JERSEY CITY 
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CORDUROY LAMBSKIN SCUFF 


The scuff developed and introduced by Neo Ped, 
Inc., has gained nation-wide acceptance and is one of 
the most popular items in the line. Made of narrow 
wale corduroy trimmed with lamb fur, the scuff makes 
a very colorful and beautiful item for profitable mer- 
chandising. 


NEW JERSEY 








tunity in this type of footwear, of course, is that it 
opens the door to multiple sales—one white and one 
color—one sport and one street—or one pattern in 
combination with another. 

Going to another extreme, after finishing with san- 
dals, consider the profit possibilities in the specialty 
shoes which may well be named “hobby footwear.” 
These include golf shoes, boots for skiing, riding and 
hunting, clogs, ballet slippers and bowling shoes. 

The amount of skiing, riding and hunting in the 
small community is an open secret, as are clog dancing, 
ballet dancing and bowling. If the merchant knows 
his community and watches develupments, such as the 
formation of dancing classes, he may well sell a num- 
ber of pairs by contacting those women who are spon- 
soring them and making an offer to outfit the group. 
The same applies to bowling clubs and to all those 
forms of human amusement which require or seem to 
require something extra in the way of shoes. 

City merchants have quite another problem on their 
hands as they are not so closely in touch with develop- 
ments—yet one city merchant known to the writer 
makes a habit of regularly circularizing all dancing 
schools, all bowling leagues (the activities of which 
are regularly reported in the daily newspapers), by 
mailing advertising material to educational institu- 
tions and by other means. 

After all is said and done, however, the specialty 
shoe which has advanced the farthest in the last few 
years—not only insofar as durability is concerned, but 
as well in the variety of uses which have been devel- 
oped for it—is that which first saw the light of day as 
the canvas sneaker with a rubber sole. 

Try it now. There is one pair of these modern shoes 
on exhibition which was worn for two straight runs of 
seven months each. The wearer was a small but 
extremely active individual of the male persuasion who 
has never been seen to move at any pace slower than 
a gallop. The uppers of these shoes are whole, dirty 

[TURN TO PAGE 218, PLEASE] 
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SPRING 
ANNOUNCEMENT 


New Casino Sandals 
To Retail at $1.25 to $1.95 


Are you one of the many retailers 
who are enjoying extra holiday profits 
selling Kreep-A-Wa Rest-Time Foot- 
wear? Then you will be especially 
interested in our sandal line for Spring 

. . which brings you the same smart 
styling . .. the same skilled workman- 

- ship ... the same generous profits. 


Casino Sandals for Spring 1935... 
there's a line of beautiful footwear 
that, displayed in your window, will 
draw every style and value-minded 
woman in town. Their smart, flatter- 
ing designs will attract her . . . their 
unbelievably low price will sell her. 


See our brilliant new line at the 
N.S.R.A. Show, Hotel Commodore, 
Room 772, in New York... the dis- 
play with the crowd around it! Or 
write and our salesman will be glad 
to give you a private showing. 




















MAKERS OF 


Kreep-A-Wa Rest Time Si; , 
7 Casino Sandals — : 


DANSVILLE, N.Y. 
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ATTRACTIVE 


We wish to take this opportunity to thank our 
many friends in the shoe trade for their liberal 


& @ l l & ha Ooes 4 patronage in the yaer closing. 


We pledge for the year to come our best 
efforts in extending our service in your behalf. 





And we believe our prices are as attractive 
as any that can be found. As an example 


we point to the jodhpur illustrated at the SLIPPERS 
left, which can be retailed at $4.50. FO R LEI SU RE H O UR S 


We urge you to see our line and compare 


values. F Here are shown two of many popular models, 
in offered at prices that make them salable 
always. 


At ST. LOUIS 
ROOMS 312-314—Hotel Statler gneegt: aear 3 oe MODEL 
e fee Se, Ee 750 


KID 
D'ORSAY 
Tan Pg and Pat- on : ; 
ent. Made in Pre-welts. eer. : i 
2 to 6, 6% to 88M te ; Se ek | spline 
12, Made in Stitchdowns. : Black Only 
5 to 8, 814 to 11, 11) to : ‘. 
2. Ladies’ sizes in A, B, es et, Leather Lined 
C widths. 10/8 Heels. 3h . 

Covered 
Cuban Heel 
13/8 


Widths A & C 


Made in Black full MODEL [| 
grain calf, Tan full 
grain calf. A, B and C 410 
widths. 


SATIN MULE 


Black with Salmon 
Satin Lining 
White with Salmon 
Satin Lining 


Covered |/> 
Louis heel 


13/8 
Made in Tan Elk and F 
White Elk. Widths A, Widths A&C it 
B and C for Misses and 
nome. SEE THE FULL LINE IN NEW YORK 


JANUARY 6th to 10th 
Room 1171—Hotel Commodore 


We want especially to show you the new four 
eyelet tie Slacks for spring. 


* 
KEYSTONE SLIPPER CO., INC. 
FEIN and GLASS | 1422-1426 Callowhill St. 
READING, PA. PHILADELPHIA 
NEW YORK SALESROOM 11 W. 42ND ST. 
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Geminine. Footwear forthe Dring of 1935 
* 


The widespread acceptance of the 
smartly styled and ingeniously con- 
structed Neo Ped Incorporated foot- 
wear in the past year has inspired 
our Designing and Production Depart- 
ments to even greater achievements 
which manifest themselves in the 
spring line for 1935. 


Superlative quality . . . styling that is 
just a bit ahead of the trend ... and 
popularly priced with plenty of room 
for profitable mark-up. You will find 
many models which lend themselves 
to your own methods of merchan- 
dising. Don't miss seeing the Neo 
Ped Incorporated spring line at 
the shows. 


The Neo Ped Line will 
be on display at 
the N.S.R.A. Convention, 
New York City, Jan. 6-10, 
Hotel Commodore, 
Room 838, 
and 
National Boot and Shoe 
Manufacturer's Show, 
St. Louis, Jan. 7-10, 
Hotel Statler, Room 634, 


and 
13th Annual Boston Shoe 
Show and Convention, 
Jan. 14, 15, 16, 
Hotel Statler 
Room 609W 


NEO PED INCORPORATED 
JERSEY CITY NeW JERSEY 
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A MESSAGE 


of sincere appreciation to our 
friends who are responsible this 
PP as W A Pio year for the largest volume of 
business in the history of our 
company. 
During the recent lean years, we have not forsaken quality, 
and the wisdom of our action is proven by the year now 
drawing to a close. Next year we will continue to offer qual- 
ity slippers at advantageous prices. 
For spring we plan to bring you some new styles that we 
believe will augment your sales and profits. The SWAN 
salesman will appreciate your consideration of them when 
he arrives. 
Our policy has been one that has made SWAN slippers 
profitable for the shoe retailer. We will continue this policy. 


WOMEN’S D’ORSAYS 


SWAN SHOE CO., Ine. 
2201 Aisquith St., Baltimore, Md. 


Chicago Office 
209 S. State St. 
Harrison 5050 


Los Angeles Office 
218 E. Eighth St. 
Vandike 2735 


New York Office 
705 Marbridge Bldg. 
Wisconsin 7-8962 


CHILDREN’S 
BUTTON FAUSTS 





but otherwise just as they came from the factory. 
There is some slight wear visible on the soles, but 
not much. 

That, of course, is an extreme case, dragged in at 
this point to emphasize the increased durability of the 
rubber soled canvas shoe of today over that of only a 
few years ago. Increased weight of sole undoubtedly 
has something to do with it but industrial chemistry, 
put to work in the laboratories of the rubber manu- 
facturers, has contributed more than its share. 

These are the favorite warm weather shoes of every 
boy in your community and mothers will bless you if 
you give them quality merchandise because it can stand 
the gaff and will remove a load from their pocketbooks. 
They are used for fennis, for hiking and even for hunt- 
ing in some parts of the country. They make good 
bicycle shoes. They have been jazzed up so that even 
some style conscious little girls like to wear them for 
their more active play. 

Many of them have built-in arches just like regular 
shoes. They are made over lasts which are ortho- 
pedically correct. They have special absorbent insoles. 
The sole is fastened to the upper in such a way that 
pulling loose is a thing unheard of. They are not 
expensive to buy. They are easy to fit. With any kind 
of promotional effort behind them, it is safe to say that 
there are probably no towns or cities in the United 
States where they cannot be sold. 

For basketball they are the best in most commu- 


nities. The scientifically built, lace to toe model, is 
the one most frequently called for in this connection. 

Last but not least we have the slipper group. Let’s 
not get the idea that the season for profitable slipper 
business comes to an abrupt end about one and one- 
half days before Christmas. Some of the fancier types 
are, it will be readily admitted, ideal for gift purposes, 
but many stores throughout the country have been con- 
sistently displaying and selling slippers all during the 
Summer and Fall. = 

In a number of these stores the same basic display 
idea was- used—a large slab of compo board placed 
either on the floor or on a table or in an enclosed case. 
This slab, placed to slant at an angle of about 30 de- 
grees, was held in position by concealed easels in the 
rear. Samples of slippers in all colors were fastened 
to this board with the price of each printed beneath 
the sample. This was the only promotional effort 
needed to sell them. If a man who had just bought 
shoes was in need of slippers, he bought. If not, he 
didn’t. But the number who discovered themselves 
slipperless during the dog days of July and August was 
surprising. 

There is no reason why the same thing cannot be 
done to promote sales of women’s slippers—particu- 
larly boudoirs, mules and felts. In one Boston store 
which in the past has always had an exceptionally 
good ail-the-year round trade in women’s slippers, it 
was customary to stock heavily and in wide variety for 
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SANDALS 


CRUISE SHOP—SOUTHLAND SHOP— 


SOUTHERN STORE 


AMERICA’S MOST OUTSTANDING 
POPULAR PRICED LINE 


QUICK DELIVERIES 


ROOMS 1010-1012 


129 DUANE STREET 


HOTEL COMMODORE 
DURING N.S.R.A. CONVENTION 


GoLo SLIPPER COMPANY, INC. 


NEW YORK CITY 











the holiday season—then, after the rush was over, to 
restock on the more staple numbers. The experience 
of this store was that in the early Summer there came 
another peak in slipper sales and that many of the 
women at that time were just as well satisfied with the 
staple numbers (carried without the style risk) as they 
had been with the more styleful numbers sold them 
prior to Christmas. 

Reverting to the subject of Summer sandals for 
women, styling, as has been said before, is proceeding 
apace. In next Spring’s offerings will be seen these 
sandals with bottom effects closely resembling the fair- 
stitched welt and carrying a noticeable sole extension. 
The sole is rubber. The white canvas oxford for men 
has been dressed up with simulated wing tips, foxings 
and perforations. These can be had in either leather 
or rubber soles and are a distinct improvement on the 
older, plainer type. 

For all practical purposes, the men’s slipper busi- 
ness is divided into two well defined groups—those 
slippers offered solely from a utilitarian point of view 
and those designed with a distinct eye appeal. 

The first mentioned group is for direct sale to men 
consumers, while the second group is bought by 
women shoppers. 

Sales of the second group outnumber those to the 
first by at least ten to one, the year ‘round. Com- 
paratively few shoe buyers have given this particular 


phase of the men’s slipper business a great deal of 
thought or attention. Those that have are the ones 
who are doing the slipper business of their town. The 
one store which does the largest men’s slipper busi- 
ness in the country is one that gives deep thought to 
the detailing of men’s slippers so that they will appeal 
to women buyers. This store discovered long ago 
that men’s slippers were more than foot coverings, so 
it developed its own special designs. 

It is surprising, too, to see what men will buy in 
the way of vivid colors when they select slippers. 
There is a certain let-down in pajamas and lounging 
robes, and men who are conservatively formal in their 
daytime apparel often go in for the most fantastic 
colors in their brief hours of relaxation. Stores which 
can develop this trade are the ones that do the major 
part of the slipper business. 


Fine New Slipper Shop 


Los ANGELES, CaL.—The Broadway Department 
Stores, Inc., has completed the installation of a fine 
new slipper shop in the main store at Fourth and 
Broadway. 

The new shop, with a primary location on the first 
floor, is one of the most attractive first floor depart- 
ments. Twelve chairs, two bays, several display count- 
ers and a generous amount of floor area are in use. 
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THE ALL-WHITE SHOE 


Silk has come back to its own, and the type of dress photo- 
graphed here, in white or pastel crepe, will be seen everywhere 
this summer. The all-white shoe is the best possible comple- 
ment,—another reason for our continued belief in the 
importance of : 


WHITE GLAZED KID WHITE GRAINS WHITE SUEDE 
NEW CASTLE WHITE VODE MOCRA Ne. 570 VODE WHITE No. 901 
New Castle Division Standard Kid Division Standard Kid Division 
e @ ® 
VODE WHITE KID No. 50 VODE RINKA No. 550 VODE CREAM No. 900 
Standard Kid Division Standard Kid Division Standard Kid Division 
€ 


VODE WEAVETTE No. 600 
Standard Kid Division 


ALLIED KID COMPANY 


209 SOUTH STREET, BOSTON, MASS. 
NEW YORK * PHILADELPHIA 
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KID LEATHER 


Maintains Strong Position in Upper 
Leather Market with Definite Up- 
ob vem a-YeXo Mot-me hor’ WD) coh: coo Ml On (o)-1-) 


Harold Connett 


~ 
Chairman Goat 


Tako Mm @X-lolackare Mm DIN AI siola 


Tanners’ Council of 


Kip maintained an extremely satisfactory position in 
the upper leather industry in 1934 with a definite 
improvement in demand as the year drew to a close. 
Sharing in the activity created by another twelve 
months of sustained volume shoe production, kid tan- 
ners manufactured and distributed approximately two 
hundred million square feet. This is confirmation of the 
stability and acceptability of kidskin as a shoe material. 

The year was marked by continued economic stress 
in business generally and many industries were forced 
to cut their operations to low levels. The kid industry, 
however, was more fortunate in this respect. Despite 
prolonged pressure in all branches of the shoe and 
leather trade the kid business remained at a relatively 
high level. The extremely small percentage of decline 
can really be construed as a gain when we consider 
the drastic curtailment of production in many im- 
portant industries. This unabated production was 
made possible, of course, by steady shoe output which 
directly regulates tanning operations. 

While there have been some aspects of the shoe trade 
which have not been too encouraging it is gratifying 


that in 1933 and 1934 the unit production of shoes has 
been high, reaching the highest two-year total on 
record. This permitted tanners to operate at or near 
normal so far as volume is concerned. During this 
period there developed a tremendous emphasis on price 
with a resultant tendency to cheapen shoes. There are 
limits to which shoe manufacturer and tanner alike 
can go in adjusting the price of their product to a 
market demand, and when these bounds are threatened 
as they have been too frequently of late the quality of 
footwear is certain to suffer. However, it is natural 
to assume that as money flows more freely conditions 
will improve to the end that fair prices for honest 
value will again obtain. 

One of the bright spots of the entire shoe business 
has been the success of manufacturers of corrective 
shoes, a type in which kid is essentially the practical 
and favorite leather. Old established brands continue 
popular and smart styling has helped to focus atten- 
tion on the merit and popularity of this class of foot- 
wear. Whereas comfort was previously the major con- 

[TURN TO PAGE 224, PLEASE] 
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ALLIED KID COMPANY 


This sandal Oxford of white kid is typical of the new, femi- 
nine, formalized sports shoes that will be worn in Summer, 
1935, with dresses of white or pastel crepe, or with printed 
silks. 





Shoe Dezign by Mabel Winkel, Inc. 








This open shank Satin Kid Sandal is increasingly popular 
because it complements perfectly most any ensemble. 


Pandora Footwear Design Patent 93007. Made by Newton 
Elkin Shoe Co., Phila. Amer’s Satin King Kid open shank 
sandal with side buckle. Patent leather trimmed with cut out 
vamp and quarters. Patent leather Louis heel. 








"THIS WHITEST WHITES” 


THE soundest advice your banker, your accountant, and fashion authorities can give 
you for 1935 success is to again concentrate on the best selling item in retail shoe 
merchandising—white Levor washable kid. 


’ 

‘THE Whitest Whites'’ will create a demand that you can depend upon to exceed 
the volume of last summer and to yield safe and satisfying business over a lengthened 
period of selling. 


BEHIND Levor white kid is the tanning experience of 59 years; a generation of 
intensive specialization in whites; and an enviable record of satisfactory, dependable 
performance. A performance of service and quality product that sets the standard! 


SPECIFY white Levor kid and emphasize, in your selling, the valuable, washable feature 
of this superior tannage. 


G. LEVOR & CO., INC. 


Tanners over 58 Years 
GLOVERSVILLE NEW YORK 
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director of Associated Stylists shews/her modern version 
of the “Sandal Ghillie” derifey’ from the Irene Castle 
type of dancing shoe. (Note butterfly motif on vamp.) For 
this slipper she selected 


Lislly kid and Silver kid 


One manufacturer has appropriately featured Amalga- 
mated Paisley kid as “Hammered Silver.” Striking, 
in either the natural gold and white or silver and white 
in which it comes. Women also appreciate this added 
advantage— it can be dyed to match the color of any 
costume. 

We appreciate Miss Ziniti’s interest in designing 
the slipper shown—and also her appreciation of 
Paisley kid, and Amalgamated gold and silver kid in 
utilizing these leathers for that design. Send for sam- 
ple swatches. 








sted 


AMALGAMATED LEATHER COMPANIES, INC. 
Wilmington, Delaware 
84 Gold Street, New York 
Vir) my | ) rec 
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AMALGAMATED LEATHER COMPANIES, INC. 


A new Laird Schober step-in gore pump is one of the season’s 
outstanding novelties, in Amalgamated White Glazed Kid No. 
81. The delicate swirls of stripping form an unusually graceful 
design on vamp and quarter. 


The returning popularity of silk, with probable preference 
for white coats this spring and summer, give added impetus 
to the White Shoe fashion. 











The Surpass Leather Company is proud of the fact that it has 
always been known as the producer of that high quality black 
glazed kid which is in demand year in and year out, no matter 
what else may be the feature color of any one or two seasons. 
Uniformity in weight and grading, absolute dependability— 
these are Surpass qualities, taken for granted. But Surpass 
does not ignore the demand for high style colors and has, in 
its line at the present time, a particularly rich mellow brown 
and a smart blue, being cut by high grade manufacturers whom 
we are proud to have served over a long period of years. 








Kid Leather Maintains 
Strong Position 


[CONTINUED FROM PAGE 221] 


sideration in these shoes, manufacturers have con- 
stantly improved their styles until ease and fashion 
have been combined in designs which compare favor- 
ably with the high fashion types. Thus kid benefits 
by the styling up of corrective shoes and also by the 
action of manufacturers of fashion shoes in the selec- 
tion of a light, supple upper stock which makes femi- 
nine footwear comfortable as well as fashionable. 

The past year saw the usual lines of black, colored 
and white kid augmented by the introduction of crushed 
effects, giving our product a new and greater diversi- 
fication. Grains, too, were introduced with consider- 
able success. 

Kid linings continue to be important with an output 
of about thirty million square feet. It has been aptly 
said of kid linings that they beautify the interior of the 
shoe to the point that the inside appearance is some- 
times more attractive than the outside. Be that as it 
may, kid is the accepted lining for women’s quality 
shoes and its manufacture is no small factor in the 
industry’s annual business. 

As we prepare to welcome another year there is 
every indication that kidskin will continue to enjoy 
wide popularity and use. 


Story of Kid Leather 


Some years ago an official manual of the leather in- 
dustry entitled “American Leathers,” gave the follow- 
ing interesting account of the processes involved in the 
making and marketing of kid leather: 

“Most kid leather for shoes is made from nearly 
mature goatskins. It is a strong and supple leather, 
available in very light weights. Most of it is given 
a glazed finish and so is naturally lustrous. Polishing 
heightens its attractive appearance. Its thin plia- 
bility makes it a comfortable leather, particularly 
popular for remedial footwear. The same character- 
istics have made it important in stylish footwear for 
women. 

“In addition to the standard glazed finish, in all 
colors, kid is made with a dull or mat finish, with a 
patent finish and also in gold and silver effects. 

“Tiny groups of pores or hair cells that lie three 
in a line identify these leathers. In general, goat- 
skins are classified in three types—fine, medium and 
coarse grain. This differentiation is based on the 
spacing of the pores. If coarse, these are large and 
widely spaced. If fine, they are small and close to- 
gether. Between comes the medium classification. 
While there is no rule for exact grading by this method, 
the trained eye can readily detect quality. 

| TURN TO PAGE 226, PLEASE] 
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Mack glazed 
KING KID 
, the all-purpose Kid Leathec! 


This premier kidskin is the ideal all-purpose kid leather 
because it is shape -holding, is most comfortable, wears 
exceedingly well and is offered in the complete price range 
... all vital factors! 

Chrome tanned, by a process developed after many 
years’ experience, Black Glazed King Kid is a truly vibrant 
black, its texture soft and well nurtured, its finish lustrous. 

The predominant favorite among the kidskins available 
for women's shoes? ... undoubtedly, Black Glazed King Kid! 


OTHER OUTSTANDING PRODUCTS OF 
WILLIAM AMER COMPANY ARE: 


BLACK SATIN KING KID 


Has the subdued lustre found exclusively in the true Satin Kid, 
and a beautiful finger-caressing texture that forbids the 
acquirement of dust. Increasingly popular because it comple- 
ments perfectly most any ensemble. 


MATURED GOATSKIN 


shal hi 
c 





Has a natural grain that assures the best p 
of style, comfort and durability . . . for men’s shces. 


KRUSH KROME, KING GOAT, SPORT GOAT 


In new and definitely better finishes. Very smart. 


WILLIAM A M EF R COMPANY 


The traditionally meaty, mellow- 
natured South American skins 
are used in the Amer products. 


A stunning Treadeasy Spring model, No. '7022, by P. W. Minor & Son, Inc., Batovia, New York... Amer’s Black Glazed King Kid with Patent Trim. 
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The Story of Kid Leather 


[CONTINUED FROM PAGE 224] 


“The coarseness of grain depends to some extent 
upon tanning, much more upon the type of skin used. 
China skins which have a large quantity of long hair 
are mostly coarse grained. Indian skins which have 
less hair show the opposite tendency. The tanner 
adapts his stock as nearly as possible to the shoe 
manufacturer’s requirements. 

“Altogether, there are at least sixty-eight varieties 
of goatskins. The goat is a hardy animal, living in 
warm or tropical regions throughout the world. The 
territory inhabited by the goats is so vast that it offers 
opportunity for the development of many distinct 
species. The thickness of the skin and the grain vary 
in these various species, but in general the skins 
weigh from one pound to five pounds and the size of 
the skins after tanning runs from one to twelve or 
fourteen square feet in area—enough to cut from one 
to seven or eight pairs of shoes per skin. 

“Per pound, goatskins are the most expensive of 
the major varieties of hides and skins used for shoe 
leather. In the better grades, kid leather is more 
costly than other leathers, but on medium and low 
grades, the price is in line with other staple upper 


leathers. As in the case of all other leathers, one 


contributing cause of its expense is the fact that the 


world supply of skins is strictly limited, because they 
are a by-product. 

“The processes of manufacturing kid leather are 
long and complex. Some tanneries have as many as 
thirty-five subdivisions of operation from the original 
soaking of the skins, through the dehairing and tan- 
ning to finishing and glazing. In most establish- 
ments, it takes just under two months to make a fin- 
ished commercial product out of the raw stock. The 
glazing which gives the name may alone take three 
or four days. 

“Mat kid is tanned in the same way as glazed kid 
but is finished dull. Between the mat finish and the 
full glazed finish a range of_ effects is available that 
are semi-bright and are known as ‘satin’ or ‘silk.’ 
Some of these are obtained by special glazing, but 
others owe their appearance to the use of special 
lacquers. A considerable volume of kid is given a 
patent or japan finish. 

“Many new finishes and improvements are subjects 
of experiment at the moment. The kid tanner real- 
izes that he will never exhaust the potentialities of this 
skin. 

“Before kid leather can be shipped, extremely care- 
ful classification is necessary according to its color, 
size, weight and grain. The first assortment is for size, 
there usually being two to four classifications varying 
with the different kinds of skins and with the methods 
in vogue at the different tanneries. 


“In the weight assortment, there are usually four 
classifications varying from light to heavy; sometimes 
for types of skins that are unusually light or heavy 
there is a fifth assortment. The heavier skins are 
used for men’s shoes and the lighter for women’s and 
children’s. Sometimes the extra light skins are used 
for facings and linings although some shoe manufac- 
turers use these extra light skins for the exterior by 
backing them with a heavier material. 

“Proper assortment may determine the profit or loss 
of the tanner. If the leather is assorted too low, the 
tanner sells it for less than it is worth, but if it is 
assorted too high, the shoe manufacturer is not satis- 
fied. From the manufacturer’s point of view, it is 
important that when he orders leather of a stipulated 
grade, he should receive exactly the same leather each 
time. 

“Ordinarily, there are about ten sorts of kid by 
grades. Considering that there are three classifica- 
tions by size and four different weights, there are 
about one hundred and twenty offerings available in 
each color. Thus a tanner offering black and white 
kid in addition to the standard seasonal colors, about 
eight in number, actually has to list about 1200 dif- 
ferent items. 

“Making kid leather is full of difficulties that have 
not been emphasized. The tanner has very little if 
any control over his sources of raw material and for 
that reason has to buy what the market offers. He 
only knows that skins from one section take a certain 
color better than skins from another—that skins from 
a third section are usually heavy while those from 
still another are usually light. 

“Keeping in touch with style trends the tanner 
nevertheless finds himself at the end of a season with 
quantities of certain colors that have not sold well. 
These colors become back numbers for the American 
market and unless the tanner is willing to gamble 
on a revival of these colors in some future season, 
he is faced with these alternatives: try to sell for ex- 
port what he can; sell the surplus stocks for lining 
purposes; or recolor these back numbers—and re- 
colored kid is seldom very satisfactory. If offered for 
linings, it is readily disposed of, for lining kid at an 
acceptable price seems always in demand. 

“These distress stocks of kid or abandoned colors 
are, of course, insufficient to satisfy the demand for 
kid lining stock. Formerly shoe manufacturers gen- 
erally used sheepskins for the linings of most of their 
shoes. The present types of shoes for women are of 
light construction, requiring a stronger and finer ap- 


pearing lining.” 
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- AND THE “CHARACTERISTIC OF 2c 3is 


SURPASS GLAZED KID 


The potter needs clay not too dry lest it 
chip at the impact of his tool, nor too liquid lest 
the spin of his wheel fling it away .. . the 
forger needs steel not too brittle lest it crack 
under his blows, nor too soft lest it make an 
unworthy tool. 

A good kid should be neither too spongy, 
nor too stiff—for the retailer cannot afford to 
sell shoes that stretch and sag after they have 
been worn, or whose lack of pliability and soft- 
ness cause discomfort. One of the outstanding 
characteristics of Surpass Kid is a coordination 
of pliability with “solidity,” of softness with 
firmness, a rich maturity of texture that can 
best be described as perfect “workability.” 


* 

Tanners of Glazed Kid in a complete as- 

sortment of sizes and weights . .. featur- Ss U R Pp A Ss Ss 
ing-Black, Blue and Brown for Outside 

Colors; Linings in Pastels and other popu- 

lar shades. Tanners of Black Glazed Kan- L E A T H E R 
garoo. Executive Offices, 9th & West- 

moreland Sts., Phila.; Branches, New 


York, London Eagand), Bowen, Mi COMPANY 
waukee, Cincinnati, St. Louis. 
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FORE! 


Make Way for Golf Shoes 
of NORWEGIAN CALF 


Sell a man one pair of golf shoes 


made with Norwegian, and you have 
made a convert. After he plays eigh- 
teen holes the first day without dis- 
comfort — after he comes in from the 
wet grass and finds that his shoes are 
as softly pliable as ever when dried — after he learns that 
they handsomely hold their shape through wear and weath- 
er — just try to sell him anything else. You don't have to 
explain to him about their vegetable tannage—he knows. 


A. F. GALLUN & SONS CORPORATION, MILWAUKEE, WISCONSIN 


GALLUN LEATHERS 


ALWAYS STAWOARUS OF EZ CEULLERCE 
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OLD MAN LEATHER: “It sounds like preaching 
for an old-timer like myself to be telling about his 
experiences. You know I have lived through a number 
of panics, and I can remember way back when the tan- 
ners thought their business was ruined because the 
supply of bark down East was exhausted. But some 
of them moved West where there was plenty of wood- 
land, and pretty soon they worked out the chrome tan- 
nage, and by 1900 they were all started on a brand new 
cycle of expansion that lasted until after the Great War. 

“That just goes to show how business progresses as 
it changes. But there are bad times that all of us 
remember, and one of my worst periods came right 
after the war. Seemed as if I was just an old fogy, 
with no real supporters except my loyal old friends in 
the men’s shoe business, and a few people here and 
there who kept up their golf and riding. Well, about 
five years ago I was pretty low. These loyal old friends 
were strong in their way, but they had nothing like the 
influence they hold today over all types of shoemaking. 
When I hear talk now of ‘man-tailored’ shoes for women, 
and sports types influencing all other types, I have to 
smile. Because I just think back about ten years to the 
time when all women wore high-heeled ‘millinery’ shoes 
for every occasion with those silly little short-skirted 
chemise dresses with a belt way down around the hips.” 


1934 
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As Told To 
RUTH H. KERR 


Calf Leather 
Tells 
A Tale Of 


PROGRESS 
Toward 
1935 


Old Man Leather has a son, Calf Leather, 
who recently granted a special interview 
exclusively for readers of BOOT AND 
SHOE RECORDER in response to sev- 
eral inquiries regarding the phenomenal 
rise in interest in various finishes and 
colors on all types of calf during the 
recent seasons. 


YOUNG MAN CALF LEATHER: “All right, Old 
Timer, let me have my say: 

“Just about five years ago they decided to change all 
the women’s styles, and create an obsolescence on the 
short skirts. And before you could say Jack Robinson, 
and right in the beginning of the worst business depres- 
sion I ever saw, all the ladies were wearing longer 


dresses and hats that were crazier than ever. I noticed 
that they were taking up woolens and cottons and these 
new synthetic weaves, too, in place of the plain flat 
crepes made of silk that they had been wearing so long. 
“Well, I decided that if the woolens and cottons could 
make a new start I could, too. But I couldn’t do it all 
alone, so I got some expert advisors on the subject and 
they planned new effects and new colors for me that 
would give me the proper appearance for my re-entry 
into the fashion field. In all truthfulness, I must admit 
that my present status in good fashion repute was helped 
immeasurably by the change in the fashions themselves. 
Calfskin had not been invited around for years except 
to sports events, as far as women were concerned. But 
I reasoned that a gentleman of the new school would 

be acceptable if he made the proper appearance. 
“It took lots of careful planning and nights of re- 
search. So the first thing my backers did—yes, I have 
[TURN TO PAGE 234, PLEASE] 
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HUNT-RANKIN'S BUCKO 


All indications point to the greatest use of buck and service 
calf ever known in the Spring and Summer seasons. In these 
fields Hunt-Rankin Leather Company is widely recognized as 
a producer of dependable leathers. The shoe illustrated is 
designed for Bucko, a popular rough finished leather available 


in white, brown and other demanded shades. 





* 





The soft, glove-like pliability of its vegetable tannage makes 
Gallun’s Norwegian Calf especially comfortable for wear dur- 
ing Summer, the season of greatest informality. At the same 
time, its exceptional structural strength causes it to hold the 
lines of the last, even in lighter weight. 


Norwegian No. 8, a special Summer calfskin, is offered as the 
season’s keynote. It is finished with sueded back, and re- 
quires no lining—also made in black and seasonable colors. 


Ease of perforation is a great advantage in using Norwegian 
for modern “shoes that let your foot breathe.” It is readily 
pierced; the perforations are perfect, and they hold their shape. 





* 





HITEMAN LEATHER CO., INC. 
WEST WINFIELD NEW YORK 


Hiteman Leather Co., Inc., manufacturers of calf- 
skins, show the above men’s oxford made of their 
Opex Calf. Shoe retailers and manufacturers who 
discriminate specify Hiteman Calf for its deep rich 


color and lustre. 











Beauty of hand craftsmanship is exemplified in this English 
type country shoe with low leather walking heel and welted 
sole. Made by Laird, Schober and Company, Philadelphia. 
Featuring Hubschman’s No. 931 tan calfskin. 
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Sroseban 


WILLOW// CALF 


Successful manufactur- 
ers of women's stylish 
footwear tell us that the 
use of ROSEBAY WIL- 
LOW CALF is enabling 
them to produce shoes 
of superior quality 
which can be sold at 
prices in keeping with 


shoe buyers’ views. 


(mevican Hide ane Leather 0., 
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ROSEBAY WILLOW CALF 


This shoe is definitely in keeping with the present trend of 
street shoes. Made of American Hide & Leather Company’s 
light weight Rosebay Willow Calf in Biscay Brown Color 427. 
The stitching detail adds particularly to the attractiveness of 
the shoe which offers a combination of high style and practical 
comfort. 











NORTHWESTERN LEATHERS 


The Northwestern Leather Co. line includes 
leathers tanned expressly to provide the quali- 
ties essential to sport shoes, juvenile shoes and 
heavy duty footwear. The dominant qualities 
are pliability, durability and economy. In these 
fields Northwestern leathers are widely used and 
favorably known to manufacturers and retailers 


alike. 








WHITE LEATHERS 


Northwestern Leather Co. Trust offers a broad 
and varied line of white leathers to meet the 
tremendous white season forecast for 1935. 
Among these Northwestern White leathers, 
which are no exception to the usual dependa- 
bility and economy expected from this house, 
are Elko—Russide—Sootan—Deerskin—and 
Shami-buck. 








Calf Leather Tells it, you see, to go along with all these new types of 


clothes that women began to wear as soon as the mode 
Tale of P rogress changed. There were clothes for spectator wear and 
active sports and tailored town, and in the last two 
years togs for beach wear and cruises. I found it neces- 
sary to make a quick change for evening, too. Ill go 


[CONTINUED FROM PAGE 229] 


had backers and they have, fortunately for me, appre- 
ciated my good qualities, such as they are—the first to that later. 
thing they did was to prepare a campaign telling about “These clothes made it necessary, you understand, 
my good points. Then they made plans to present me _ that we have a wide diversity of types in shoes. Grad- 
with entirely new colors and finishes that would give ually the actual basic shells began to change, and the 
me introductions to the right people. old type jingle bell shoes with gimcracks took on a 
“What to do about it—assume new makeup and cos- windswept look and lost much of their gimcrack look. 
tume to enter new, more restricted circles. I had to do [TURN TO PAGE 236, PLEASE] 
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Then, lo and behold! in 1933 the fashion authorities 
recognized the merits of old reliable classic patterns like 
the ghillie and the kiltie and the plain oxford and the 
peasant sandal and they began to talk about them. You 
know how easily I could fit into the picture with those 
shoes. But it took about three seasons for the big 
volume boys in the business to realize that their cus- 
tomers and the ladies themselves, would take up such 
radically simple shoe types. And when they did it was 
clear sailing for me. All I had to do was to assume one 
or another of my many new color or texture effects. 
So you see how I came to be connected with the spon- 
sorship of these so-called peasant and classic shoes that 
are so fashionable today. 

“I should explain at this point just a few of the many 
new effects that I have taken on in the past few years, 
the ones that have made me so well-known. First, there 
was Glace Calf, the light, very light weight zephyr 
leather made in a whole range of costume colors that 
we had never shown before in other types. This Glace 
Calf, with Suede Calf, which is one of my pet effects, 
made up into beautiful women’s shoes, and this season 
you find the two united again and again in glove-fitting 
high-cut models. After that I should list Calf Novel- 
ties, which give me an opportunity to do all sorts of 
stunt acts as well as bread and butter numbers. First 
we embossed and printed reptiles, then we began de- 
signing conventional all-over patterns, and in the last 
two years we have had repeat calls for the sponge and 
sueded scuff leathers, with new two-tone colorings and 
monotones in patterned suedes. 


Boarded Calf Revived 


“That old reliable Boarded Calf or Box, of your day, 
Old Man Leather, as your French and English friends 
called it, was revived in a big way because it worked 
up so well in swagger shoes for women and misses, with 
the same faithful adherents we had always had in the 
men’s and boys’ fields. And it’s a funny thing, but 
heavy boarding and leathers that had a definite graining 
were the direct means of bringing back another old 
favorite, Crushed Calf, and its counterpart, Shrunken 
Calf. Some leaders in our industry had been putting 
a lot of extra hand labor in the production of boarded 
effects with six and eight-way boardings. This costly 
process did not reach mass acceptance, but it did bring 
to the fore the idea that heavily creased grains like the 
old crushed and Levant leathers, were correct for the 
present shoe mode. 

“I suppose imitation is a form of flattery. At any 
rate it was flattering to me to have so many of my com- 
petitors in the leather business actually bring out some 
effects that imitated my novelties and crushed leathers. 
There was a time when I felt pretty sorry for myself 
because I couldn’t look exactly like the other young 
fellows. But I’m glad now that I have kept my indi- 
viduality. I’m an American, you know. 

“But it may surprise you to learn that it was the 
ladies, Lord bless them! who revived it a few seasons 
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ago for sports shoes, spectator, and football types. 
Service Leather or Service Calf, or Reversed Calf, all 
those names mean the same thing—a good non-scuffable 
sueded surface on the flesh side, plumper than suedes, 
and with just enough oil, even a little birch oil like the 
old Russia types, to give it pliability. Well, the ladies 
began asking for ghillies and monk types, oxfords and 
kiltie tongue effects like the ones Englishwomen were 
wearing in Service Calf. They wanted them to wear 
with tweeds, and some of my friends on Fifth Avenue 
ordered them and they have been reordering them in 
Service Calf ever since. In the meantime, the men’s 
industry suddenly realized that here was a leather, 
almost traditional for its serviceability, that they had 
overlooked. They also found out that we could pro- 
duce warmer, mellower shades, colors with the full- 
bodied character that you find in good old aged whiskey, 
than they had been using in ooze finishes. So now you 
see more and more promotions of Reversed Calf and 
Service Suede shoes for men in such shades as chestnut, 
walnut, Bourbon and a ruddy shade called Mexitan. 


New Leather for Unlined Shoes 


“Well, you might think I would be satisfied with this 
list, but the combined efforts of sports lovers and 
fashion authorities to make me feature a new leather 
especially made for unlined shoes, brought about the 
introduction of a neutral back calfskin several seasons 
back. This Calf for Unlined Shoes, requisite in a plump 
weight, yet soft and firm of grain is still in the upper 
brackets of shoe society, but due to its price it has never 
been used largely in volume shoes. 

“These unlined shoes arrived in this country via 
England, and it was the desire to ape other European 
fashions that brought in those bright colored peasant 
shoes last season. They were derived from Tyrolean 
effects, and they gave me an opportunity to take on 
several brilliant colors that were very cheering. The 
shoes are buckled and sandalled types, built rather high 
in front, with solid leather heels and wonderful leather 
soles that show up the welt type so well. I was proud 
to be identified with these shoes, which made their debut 
right in New York. So far the high-hat crowd down 
in the front rows have given them a big hand, but the 
galleries have not cheered them on. However, I know 
that these sports shoes in red, blue, green and rust that 
key in with the sports colors will be all over the place 
a year from now. So I am biding my time and mixing 
up some new dyes. This subject brings to mind the 
calls I have had to make evening appearances as Suede 
Calf in such shades as Sapphire, Ruby, Garnet, Jade, 
Emerald and Topaz—I make quite an entrance, I can 
tell you, arm-in-arm with gold and silver. 

“But I am not interested in colors alone. I held my 
own with the best of them in Black and semi-matt effects, 
and you might be interested to hear about my work 
on the Great White Parade, that progressed from 
country lanes and boardwalks to the big city streets. 
[TURN TO PAGE 244, PLEASE] 
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PROMENA 


A high grade calf leather out- 
standing for its tight break 





mellow feel, and cutting value 
—In black and colors to cor- 
respond with the textile color 
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NOVELTY 
and SPORTS 
LEATHERS 


GRAINS INCREASINGLY 

IMPORTANT; So Too Are 

Crushed Leathers, Embossed 

Prints in Two-Color Effects 

And Others—Specialties Add 
to Shoe Beauty 


RAINED leathers have taken on increased im- 
t portance in the past year, due to the increased 
interest in Norwegian and other grains for 
men’s shoes, and the vogue of so-called crushed leath- 
ers, or shrunken grains, both in women’s footwear and 
in men’s. These crushed leathers are undoubtedly 
among the most interesting developments of the year 
in this field of grains. 

Style reports have mentioned so-called crushed 
leathers of various tannages, and the question has 
arisen in many quarters as to the actual distinctions 
between these various types. There is crushed calf- 
skin, crushed seal, crushed pig, crushed kid and 
crushed goat. 

Long before chrome tanning was known, fine books 
and accessories were covered with a leather known as 
Levant. This was leather shrunken in the tanning 
process. The drawing together of the fibres in the 
shrinking process gave the skin a puckered-up feel and 
an appearance of crushing. Also, it accented the natu- 
ral grain of the particular leather. 

In the shrinking operation of this special tannage, 
the same thing practically results, except that the solu- 
tions in the vat make the effect permanent. 


As this shrunken leather increased in use, certain 
tanners here and abroad undertook to gain novelty 
effects and soon there appeared the ecrasé (French for 
crushed) leathers. The shrunken leather was put under 
high pressure and, after being flattened out, it was sold 
either highly glazed or in dull finish. The real ecrasé 
leather is stock that has been first shrunken and then 
pressure-crushed. 

Real crushed leather, to those who appreciate genu- 
ineness, means a skin that has been shrunken in the tan- 
nage, and not one that has had the grain effect em- 
bossed on it, or developed merely by boarding. 

In ordinary tanning, the skins are stretched, or 
worked out, to obtain a flat surface and a maximum of 
measurement without straining the fibres to a weakened 
condition. In the specialized tanning of real crushed 
or shrunken leather (first known as Levant leather), 
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COLONIAL PATENT LEATHER 


The revival of Patent leather as a potent style influence is clearly 
evidenced by the multitude of fashion reports emphasizing the rapidly’ 
increasing use of this unique leather. Among the newest uses are 
all-over colored patent types with the blues leading strongly for Spring, 
and the use of patent, both black and colors, for trim and detail on 
that big run of white shoes expected next season. This latter use of 
patent leather promises great popularity because of the ease of cleaning 
such shoes, and the crisp contrasts possible between patent and the 
current summer shoe materials. Colonial Tanning Co., Inc., of Boston, 
specialize in the production of all types of patent leather—and are 
particularly noteworthy for their progress in the development of authen- 
tic colors. 








SHUBUCK 


Chief among the producers of popular sport shoe leathers 
is Gutmann & Co., Inc., of Chicago. Many of the 
popular numbers in men’s shoes next Spring and Summer 
will be made of this leather either in white, grey, or light 
brownish shades. Distinctive style and quality elements 
are maintained under the slogan “Crafted by Gutmann.” 


Merchants are invited to write them for color swatches of 


Shubuck for Spring, 1935. 








OXFORD GRAIN 


In the popular price range of sport footwear, Monarch 

Leather Co., of Chicago, have developed many of the fancy 

WA grains that have proved so popular with the public, such as 
mh OXFORD, illustrated above. This rugged grain gives quite a 
bit of style appeal to men’s, women’s, and growing girls’ and 

boys’ footwear, whether in black, white, or the seasonable 


colors. Its mellow texture insures foot comfort. 








The steadily growing popularity of Kangaroo leathers for street 
and dress shoes is based upon the well-established fact that 
kangaroo combines in a remarkable degree the qualities of 
comfort, durability and a smart, attractive appearance. The 
finer grades of kangaroo, used in street and dress shoes, are 
very tight grained and take an unusually high and lasting 
polish. 


SURPASS LEATHER CO. 
RICHARD YOUNG CO. 
ZIEGEL EISMAN CO. 
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R. NEUMANN & CO. 


[ N the Neumann pure vegetable tannage, every skin of leather is 
ripened in the crust for months. This aging, or conditioning gives 
rich mellowness and suppleness that temperature or climate cannot 


ole. GRENELE 


(gren-eh-lay) 
GRENELE is fine calfskin, beautifully designed to allow the foot is protected by 
to “breathe” exultingly. It comes in weights and colors suitable for NR.A. Code 


’ ’ : ’ 
men’s, women's and children’s shoes. registration 


R. NEUMANN & CO,, HOBOKEN, N. J. 


ESTABLISHED 1863 
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SETON PROVES ITS CLAIM FOR A VOGUE OF 





BLACK PATENT LEATHER NEXT SEASON 


One of the most informative, convincing promotions 
ever undertaken for a leather by an individual tanner 
is inaugurated with this issue of the Boot & SHOE 
Recorper by the Seton Leather Co., Newark, N. J., 
pre-eminent tanners of patent leather. 


In this new advertising campaign of the Seton Leather 
Co., interesting proof will be furnished to shoe re- 
tailers and manufacturers that the most select groups 
of fashionable women show surprising personal liking 
for black patent because the leather, best of all shoe 
upper materials, makes the foot appear most youthful 
and always dressy. Coincident with this sweeping 
endorsement of black patent, these various groups of 
fashionable women have also been asked to indicate 
their first choice for spring shoes, and the average, so 
far, shows about 30 per cent of the women voting for 
black patent leather shoes as their next. purchase for 
late Winter and early Spring wear. 


One of the most significant surveys made was among 
the large New York staff of the most famous class 





magazine publishing house, comprising stylists, fash- 
ion editorial writers and artists. This group voted 52 
per cent that: “Black patent leather makes, the foot 
look most youthful and always dressy” and close to 
25 per cent voted that their first choice for early 
Spring shoes would be black patent leather. 


This preference by so many women for black patent 
is aided by a strong return to favor of shiny accents in 
dress and may be regarded safely as an index to 
women’s opinions throughout the country. It is obvi- 
ous that if only 15 to 20 per cent of any merchant’s 
clientele calls for black patent leather shoes in pat- 
terns as well as plain pumps within the next 60 days, 
a considerable volume of business awaits on black 


patent leather. 


The Seton Leather Co., as leading tanners of patent, 
have undertaken this comprehensive promotion in the 
interest of the entire trade, feeling that because of the 
quality and high standing of its product, commensu- 
rate returns will be realized for Seton black, white 
and colored patent leather. 





x 





* 





x ‘ 


R. Neumann & Co. sponsors air-conditioning of 
leathers in more than one respect. Every skin of this 
renowned vegetable and bark tannage is ripened in 
the crust for months in a conditioning process, which 
makes the supple, mellow leather impervious to 
changes of temperature and climate. 


In GRENELE, a highly attractive grain treatment 
of finely tanned calfskin, air conditioning is developed 
one step further through perforations which form a 
four-leaf clover design in the leather and make this 
new offering as ventilated without commonplace 


’ 





punching, as any exponent of air cooled shoes could 
desire. 


The design of Grenelé adheres to the woven theme 
and this latest addition to the line of Neumann 
leathers is already finding pronounced favor in quality 
lines of footwear. The design is protected by N.R.A. 
Code registration and the leather is available in the 
full range of Spring colors, in dull and glazed sur- 
faces, including a washable white; in regular and 
unlined weights. 











R. NEUMANN & CO. 








Fancy and Exotic Leathers Hoboken, New Jersey 















Novelty and Sport Leathers, Grains, Patent, Kangaroo 


[CONTINUED FROM PAGE 239] 










the skins are contracted, resulting in the puckered-up iness and the grain character of the skin which has 
surface. actually been shrunken. 

The crushed effect in the finished shoe gives some- A great many types of embossed leathers came into 
what the same appearance as hand-boarding on finished vogue soon after the introduction to the shoe trade of 
leather before it is lasted. The real shrunken leather genuine reptile leathers and were made possible by the 
has one advantage over hand-boarding or embossing— ingenuity of the photographic, engraving and emboss- 
it does not pull out in the lasting, and the crinkled, ing professions which transferred their interest from 
broken, finely grained surface is plainly apparent. paper and fabric decoration to leather at the behest of 

Many of the leathers designated as crushed are only the ingenious tanner. Used first to simulate reptile 
embossed to give the effect and, as stated previously, skin patternings, it was quickly found that almost any 
may be distinguished from those which have the spring- [TURN TO PAGE 244, PLEASE] 
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FOR SMART SPRING AND SUMMER SHOE COVERINGS e@ ALL SPRING COLORS SENT ON REQUEST 


GUTMANN (COMPANY + CHICAGO 
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Novelty and Sport Leathers, Grains, Patent, Kangaroo 


[CONTINUED FROM PAGE 242] 


design could be transferred to leather, and weird, 
indeed, were some of the very early ones. The trade 
soon calmed down, however, and print leathers today 
are, and have been for several seasons, among the most 
attractive offerings on the market. 

Their colorings follow exactly the recommendations 
of the industry’s style committees; and patterns may 
safely be said to be almost legion. They can be used 
for trim purposes with excellent results. Many of 
them, moreover, are eminently suitable for all-over 
effects. With some few exceptions (notably reptile re- 
productions) and following the trend established at 
this time last year, the smaller patterns seem likely to 
command the most attention. At least they are being 
most freely sampled for the Spring runs. 

A noteworthy advantage possessed by these prints, 
of course, is that they may be had either in solid colors 
or in two-tone effects. In combination with pattern 
variety, this insures a multiplicity of style treatments. 

Other specialty leathers include genuine reptiles, 
seal leather (a comparatively recent addition), patent 
leather, pigskin and kangaroo, to mention the best 
known. 

In the patent leather end of the tanning industry an 
interesting development this year has been the pushing 
of patent as a trim to go with other leathers—a trim, 
moreover, which may either match the color with which 
it is associated in the shoe, or which may be in sharp, 
though harmonious contrast. The claim is made that 
this patent leather trim, particularly that which may 
be used on sport shoes requiring liquid or powder 
cleaners, does not present the cleaning problem encoun- 
tered when other types of leather are used as trim. In 
other words, it is pointed out that this patent trim sheds 
the white cleaner more easily and with less effort than 
do other leathers. Patent leather, say the sponsors of 
this vogue-in-the-making, can be cleaned more readily 
because of its glazed finish. Another development in 
the same field is the increased sampling of white patent 
for larger areas of the shoe. 

Progress made in the finishing of patent leather 
within the last few years has been so rapid and so well 
publicized that today, the shoe trade takes it for 
granted that the shiny leather can be had light in 
weight; and that it is extremely flexible, durable and 
makes a very comfortable article of footwear. Hence 
it always comes as a surprise when one bumps into 
people not associated with the shoe industry who still 
cling to the belief that it makes a stiff, harsh upper, 
extremely likely to crack. That was undoubtedly true 
years ago when patent was first used in shoes. But 
today’s patent is not only made from lighter weight 
stock but also is enamelled or treated with only a frac- 
tion of the number of coats employed formerly. 
Furthermore, there has been an almost unbelievable 


improvement in the type of enamel used to get the 
shiny appearance. 

All this seems rather unnecessary but occasionally 
merchants may come across customers who persist in 
this belief and whose notions can be killed only by the 
application of some of the information given above. 

Of the genuine reptile leather, it can be said that its 
place is largely in the high grade field; that it is used 
for all-over effects as well as for trim; that it is made 
soft and pliable during the tanning process; that it is 
durable; that the smaller-pattern skins have a gener- 
ally wider range of usefulness.than do the larger, as 
the former can be used not only for all-over patterns 
but also for trim, whereas the larger patterns are con- 
fined for the most part to all-over pattern effects or at 
least to whole vamps or quarters. 

Kangaroo for dress shoe leather comes from the 
young of the animal which, with the peculiar texture 
of the skin, accounts for its extreme flexibility. Other 
noteworthy qualities of this leather, which is in steady 
demand from season to season, is that it has high ten- 
sile strength, does not scuff easily, is durable and takes 
a high polish. Suede-finish kangaroo is one of the 
later developments—later, we mean, than the common 
or glazed finish, Kangaroo leather made from the 
skins of larger animals finds its place in the manu- 
facture of athletic shoes. 


Calf Leather Tells a Tale 


[CONTINUED FROM PAGE 236] 


As far back as I can remember we have had calls for 
whites, but not until recent seasons could we meet the 
demand for whites that looked white and stayed white. 
Then, when everyone decided to take part in the White 
Parade, we all got together, and after a lot of experi- 
mentation we put on a real act with White Calfskin. 

“This was a series of quick-change effects—smooth, 
boarded, crushed, embossed, printed, service suede, 
suede, singles and ensembles. And we found we could 
do a special act with Washable White Calf the year 
’round, not only for resort and Summer shoes, but also 
for children, nurses, doctors, waitresses, beauticians and 
barbers—all of them glad to wear a white leather that 
would wash. 

“Well, that outlines some of the things I have been 
doing the past five years, but I’m afraid I can’t give any 
more explicit advice than this: ‘Work hard, and 
always keep up an appearance. Always keep your 
clients or your audience well informed of your activi- 
ties. Don’t hide your light under .a bushel of out- 
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worn ideas. 
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Lockstitch 








Discerning women who appreciate 


STYLE, VALUE and FLEXIBILIT 
have found satisfaction in this 


modern SEWED shoe. 


UNITED SHOE MACHINERY CORPORATIO 


BOSTON, MASSACHUSETTS 





1934 
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Shee Spr ing —Atbhtich 


youre going to 
oRDER/ 


/ Gabardine 


These are the fabrics that 


will be seen on the smartest 


2 Lantana 


feet next Spring. They’re 
modish, durable and adapt- 
3 lind uck able to an unlimited variety 
of designs and combina- 


tions. We are recommend- 








ing the three of them as 





outstanding. 


and which will be more important 


g / Last season’s outstanding fabric 
this coming Spring. 


A striking fabric in a charming 
string color which blends with any 
other color. Beautiful and durable. 





A linen effect fabric but not a linen. 
Durable and good looking. Com- 
plete line of colors. 


~J-EINSTEIN- INC: ONE PARK AVENUE: NEW YORK. 
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GABARDINE 
By J. Einstein, Inc. 


From June 1933 to the present month more than 550,000 
pairs of shoes have been manufactured of Einstein Gabardine 
and there has not been one complaint from manufacturer or 
retailer. Shoes of this material have been fast sellers and 
offer no sales resistance to merchants. 


Einstein quality is woven in. It is not only design that 
makes this Gabardine so fine, it is the special twist, the grade 
of yarn, the construction and the fact that it can be so easily 
cleaned that insures satisfaction. 





* * 





GITTERMAN AND COMPANY NEW YORK CITY 


Genuine Palm Beach Cloth is manufactured by GOODALL 
WORSTED COMPANY and is exclusively distributed to the 
shoe trade by GITTERMAN & COMPANY, NEW YORK 
CITY. 


This fabric has no equal for comfort, coolness, smart flattering 
appearance and is ideally suited to Spring and Summer Foot- 
wear. 


Palm Beach cloth is known for its fast color, its ability to shed 
dust and dirt, and it can easily be cleaned with soap and water. 





Shoe by Delman 








The Spring Story in Shoe Fabrics 








THE career of fabrics, interrupted by Winter, starts 
out on a fresh track with the first Spring shoes. Last Fall 
was the first season for general acceptance of fabrics 
in street footwear. Then, for the first time, merchants 
found that sales resistance had practically disappeared. 
Fabrics stood on their own merits as shoe materials 
with a definite place in the style picture. Doubts about 
wearing qualities have been set at rest by the excellent 
service that fabric shoes have given. This Spring and 
Summer, with its longer season for light types of 
shoes, and better prospects for extra pair sales, promise 
to be record months for fabric selling. 

Two types of weaves stand out as fashion highlights. 
(1) Gabardines and other worsteds with their fine close 
weaves. (2) Linens and linen constructions in mixed 
fibers, featuring rustic or “peasant” weaves. 


Gabardine for Early Selling 


Gabardines, of course, are not new, but they fit the 
Spring costume scheme and so there is every reason 
why they should be continued. Many little suits of 
fine woolen weaves will be worn. One manufacturer 
of high-fashion shoes believes that the makers of these 
suits took their inspiration from shoe fabrics. Perhaps 
so. Certainly, every year shoes become more and more 
a factor in the fashion scheme as a whole. 


In the majority of lines finer, smaller gabardine pat- 
terns are being chosen for Spring shoes than those 
used in Fall types. Naturally the more open shoe and 
the more intricate patterns of new models, call for 
weaves adapted to this more complicated cutting. It 
is the general feeling, too, that gabardines will have 
their hey-day in the early season in the dark colors. 
For while these fabrics are also shown in white, air 
conditioning is so important to the Summer mode that 
more porous fabrics will have the first place when 
warmer weather comes. 


Linen is News 


The linen family has many members. And as the 
newer fabric, it attracts the most attention. But, while 
the gabardine group have proved their practicality, 
linens have not as yet done so. And so the retailer 
must choose his linens with care. Obviously, a loose. 
all-flax weave cannot be expected to give the service 
that a fine, close woolen will give. 

One fabric manufacturer, who has put out a large 
line of linens (as well as many other shoe materials) , 
marks every piece with this caution: “This is a linen— 
not a shoe fabric”—or in other words, watch your step 
when you style shoes in these particular materials. He 

[TURN TO PAGE 252, PLEASE] 
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Capitalize on the wide acceptance of this 
well known and nationally advertised trade 
name. Palm Beach Cloth... the best known 
fabric used in smart footwear .. . adds dis- 
tinction and sales vigor to any spring and 
summer line. 


Compare it with other fabrics. . . . Palm 
Beach Cloth has no equal! . . . for coolness 
and comfort . . . for shedding dirt and dust 
. . . for smart, distinctive appearance. It’s 
fast color, too, and easily cleaned with soap 
and water. 














This is the fabric that’s going to win a large 
share of 1935’s profits. There’s only one 
Genuine Palm Beach Cloth . . . and there’s 
only one distributor for the shoe trade! 





Genuine 
Palm Beach Cloth 
Manufactured by Goodall Worsted Co. 
Exclusively Distributed by 
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The Spring Story in Shoe Fabrics 


[CONTINUED FROM PAGE 250] 


recommends a Tussah group which has all the linen 
characteristics, but with other fibers in its construction 
that add greatly to tensile strength. 

From the fashion angle, it matters very little just 
how the fabric is made, as long as the effect is right. 
From the angle of practical shoemaking, it is impor- 
tant to choose fabrics that will stand up. For fabrics 
are so favorably accepted now that it would be a great 
mistake to endanger that hard-won reputation for de- 
pendability. 

Dark linens (and when we say linens we mean all 
linen effects) look very smart this year, particularly 
in the color-contrast shoe, with its bold, light trimming. 

Navy blue, dark brown and a few black linen shoes 
are right in the forefront. If we were asked to pick 
the three most significant 1935 Spring shoes, the navy 
blue, rough linen sandalized oxford, with lots of white 
trimming, would certainly be one of the three! 

As the season progresses the color scheme will be 
reversed and light linen shoes with dark trimmings are 
the story. These combinations are having their intro- 
duction in cruise and Southern lines now. 

Tweed linens in blue, brown and _ pepper-and-salt 
mixtures are another branch of the linen family. 
Trimmed with dark color and sometimes with light, 
these mixed weaves are being styled in tailored types 
for the early season. More informal patterns in mixed 
colors will be introduced later—“peasant” patterns in- 
troducing several bright colors in plaided or indistinct 
effects. 

Natural Shades Strongly Indicated 


For Southern wear now, for the first light shoes (in 
sections where warm weather comes early), natural 
linens are tremendously important. For two seasons 
now, natural colors in costumes have been rumored. 
Now the rumor has become practically a certainty. 
Every report from Paris says “natural colors” and 
“natural-colored backgrounds for patterned linens and 
cottons.” Domestic fabric houses are showing many 
of these light neutral shades, especially in the wash 


fabrics. And they are so enthusiastically endorsed in 
resort ready-to-wear showings that there seems little 
doubt of their success. 

There is a stylist in the shoe fabric field whose 
fashion-sense we consider particularly keen. Last year 
and the year before, when we asked him about natural 
colored fabrics in shoes, he said ““No—the demand will 
be negligible.” But this year he says “Yes, the time 
has come for naturals.” And our hunch and our ob- 
servation tallies with this opinion. 

Natural fabrics trimmed with contrast—brown and 
navy blue, brighter blue, green and red for novelty 
shoes . . . these shoes are new. These shoes are right 
with the costume trend. And if women have any 
money to spend, these shoes will sell! 


A New Synthetic Fabric 


Shoe designers have something brand new to work 
with in a new cellulose shoe material. This synthetic 
fabric has been developed by a well-known stylist in a 
number of interesting weaves. She has duplicated 
familiar fabric constructions, such as pique, and she 
has invented new effects that could never have been 
achieved in a woven shoe material. The resistance of 
this material to scuffing and wear and the fact that it 
can be wiped off with soap and water recommend it 
from the practical points of view. And before it comes 
off the rollers, it is shot through with myriads of tiny, 
invisible pin pricks to insure the proper air condition- 
ing for the foot. All in all, it is an ultra-modern idea! 


Other Fabric Entries 


There are other fabrics that should not be forgotten 
in a tally for 1935. “Dull White,” in little jacquard 
patterns are seen in cruise lines now and will be carried 
on into the Summer. 

In evening fabrics, satins and crepes still lead the 
field, with satin a step ahead in its fashion significance. 
And the touch of tinsel will be important too in lighter 
metallic fabrics adapted to Spring and Summer slippers. 








GENUINE 
PALM BEACH CLOTH 


Distributed exclusively to the Shoe Trade by 
Gitterman & Co.—has gained the acceptance and 
sponsorship of most of the leading retailers and 
manufacturers for the Spring and Summer sea- 
son of 1935. Genuine Palm Beach Cloth is a 
shoe fabric that will appeal to the retailer who 
is looking for a dramatic merchandising appeal. 


GITTERMAN & CO. 
NEW YORK 
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Ir is important for the retail merchant to ‘study his 
shoes from the talking points of the ingredients thereof. 
He can make sales on any or all good features that he 
finds in the fabrication of the materials, in the sub- 
stances and in the science of shoemaking. The public 
should now be told the merits of sole leather or some 
other essential part rather than: “Here’s a pretty num- 
ber”—the stock ejaculation of the clerk without any 
imagination or without any enthusiasms transmitted to 
him by the proprietor of the business. 
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CHECK THESE POINTS 


ONLY Firestone GIVES YoU AY OF THEM 


1 LONGER WEAR. Special construction and compounding assure 
* 20% more wear. 
2. RESILIENCY. New, live rubber, and plenty of it, provides the extra 
cushioning effect‘needed for greater walking comfort. 


3 LIGHT WEIGHT. Firestone’s special process produces a heel much 
° lighter in weight than ordinary heels. 

4 PERFECT TREAD. Scientifically designed to allow a perfect tread. 
& 


5 SKID PROOF. No buttons to cause skidding. You tread on the 
® entire surface of the heel. 


6 CUSTOM STYLE. Attractively styled to add prestige and extra 
e 


‘The 
of Quality value to your line. 
7 2 TYPES. Conventional type or washerless invisible nailing . . . 
we 


both types a// rubber—nothing else. 


A SPECIAL WORD ON WEIGHT: Many heels are claimed to be the lightest available. 


Firestone makes no claims. We simply ask you to put Firestone Imperials and any other heels on the 


scales and judge by proven facts! 
Copyright 1934, Firestome Footwear Ce- 
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AGAIN AND AGAIN WE REPEAT 
NO OTHER RUBBER HEEL HAS 


All tHE FEATURES OF... 


Firestone 


— Ampertals — 


THAT’S WHY. »» Lhey Are Great 
Business Builders For You..... 


Acai and again we have repeated, “No 
other rubber heel has a// the features offered 
in Firestone Imperials.” 

Which means that Firestone Imperials are the 
outstanding heel value. That they have built-in 
features unequalled by any other heel. And 
the Firestone trademark adds to their sales 


appeal. Never has it appeared on inferior 


merchandise—and your customers know it! 
No wonder you'll find Firestone Imperials on so 
many fine new shoes. And now... they are 
available in two types—the conventional washer 
type and the washerless invisible nailing type 
which contains no wood or metal .. . is all 


rubber... at no extra cost. Firestone Imperials 


are indeed “the gold standard of heel values.” 


FIRESTONE FOOTWEAR COMPANY 
HUDSON, MASS. 


Sales Office: HEEL & CEMENT DEPARTMENT, 141 BROOKLINE AVE., BOSTON, MASS. 
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DAREX 
GOLD 
SEAL 


A complete line of latex cements for 
the shoe manufacturer. 


a 
There’s a Darex Gold Seal Cement for 
every operation in the factory—one 
- does the job better, makes finer 
shoes. 


SHOE 
CEMENTS 


Make sure of Darex latex cements in 
your shoes. 





* 





A fine product for fine shoes 


A sock lining of pyroxylin-coated felted cot- 
ton—with the unusual strength and high quality 


appearance and feel that only cotton can give. 





DAREX SOCK LINING 
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Lasts 


Or years it has been the custom of many in the shoe 
industry to blame on the last manufacturer any number 
of faults which may have developed in shoes made over 
his lasts. These may include lack of durability in ob- 
viously well-made footwear, lack of comfort, the shoe’s 
failure to hold its shape, discomfort to the foot—in 
fact, the whole gamut of shoe and foot ills. 

When a last man says, after examining a pair of 
shoes on the feet: 

“These shoes are improperly fitted,” he is thinking 
in many terms other than those of the position of the 
inner and outer ball points with reference to the widest 
part of the forepart of the shoe, and the distance across 
the foot from one ball point to the other. He is taking 
into consideration the waist measurement, the instep 
measurement, the heel measurements, the degree of 
support under the instep and the whole general con- 














The same resilient comfort and noiseless, skid-proof 
surface that make Darex Soles and Heels the ideal 
for nurses shoes are big selling points with all women 
who demand comfort as well as beauty in their foot- 
wear. 

Show Darex to your customers. 


DAREX SOLES AND HEELS 


SMART VARIETY IN 
NEW GOODYEAR 
SOLES AND HEELS 


Up-to-the-minute styles help shoe sales 


The important role which style and variety play in shoe mer- 
chandising today is amply reflected in the many smart new 
designs in heels and soles being offered by The Goodyear Tire 
& Rubber Company, Inc. 


These new designs are the result of several years’ work by the 
Goodyear Development Department to carry out in heels and 
soles the same modern spirit of style and beauty that charac- 
terizes the latest shoes. 


Now, in addition to the famous standard Goodyear Wingfoot 
Heel—the world’s largest-selling heel—Goodyear has made 
available three other extremely good-looking new types, spe- 
cially designed to be in keeping with every type of shoe from 
the most rugged brogue to the smartest custom-built shoe. 


These heels include a new Ledge Type which, as the name im- 
plies, has a raised ledge around the rear edge insuring long 
even wear—a very swagger type for young men’s shoes. The 
Custom Goodyear departs from the familiar cup design with a 
corrugated non-skid face of very attractive appearance. It is 
a de luxe heel, attached without driving the nails through the 
face, suitable for highest-priced shoes. And there is also a new 
Ribbed Type, an ultra-stylish heel, faced with streamlined ribs, 
that adds a smart note to any shoe. 


In soles, Goodyear today offers the manufacturer the widest 
choice in attractive designs and types that the trade has ever 
seen,.. They include varieties for infants’ shoes, boys’ and girls’ 
school and play shoes, women’s and misses’ sophisticated sport 
and novelty shoes, men’s and women’s street shoes, as well as a 
heavy rugged sole for work shoes. 


To insure quick service to manufacturers, Goodyear maintains 
extensive stocks of both heels and soles in five large shoe 
manufacturing centers and at the Goodyear factory at Akron, 
Ohio. 














BOOT AND SHOE 


HIKING,CLIMBING,WALKING 
or just sitting still—heels can not be 
scuffed or the nicest shoes are com- 
pletely ruined in a very short time. 
Du Pont’s scuff-proof “PY RAHEEL” 
will not scratch or scuff or mar. Long- 
wearing “Pyraheel” is the newest 
heel covering for the smartest shoes. 
Have it on all the shoes in your store 
—tell your customers the advantages 
of buying shoes with heels covered 
in “Pyraheel”—they’ll thank you. 


RECORDER, December 29, 


1934 


A satisfied customer is a “repeat” 
buyer. ‘““Pyraheel” is available in 
all the latest colors and textures— 
dull and shiny kid, patent, calf, pig- 
skin effect, built-up leather, etc. For 
information about “PYRAHEEL” 
write to Du PontViscoloid Company, 
Incorporated, Empire State Build- 
ing, Department 25, New York City. 
In Canada: Canadian Industries, 
Limited, Pyralin Division, Montreal, 
Canada. 


GMD 
PYRAHEEL 


REG. U. S&S. PAT. OFF. 


MAKES 


SHOES E 


ASILER FO. &-8-h-4 
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Check DAREX STITCH DOWN WELTING 
For Your Shoes 


1. Spliceless—no ugly peeling joinings. 
2. Rich, lustrous leather finish. 


3. Long wear—weath- 


erproof. 


4. Economy—lets you 
sell better 
cheaper. 


shoes 











DU-FLEX SOLES 








The quality of Du-Flex Soles and Heels has never 
been lowered to meet an economic situation. For 
more than 20 years the resources, efforts and en- 
deavors of the Avon Sole Company, have been 
devoted exclusively to the production of quality 
soles and heels. The new Du-Flex Nap sole with 
its suede-like finish is an established leader in its 
field and the White Duflex Napline particularly 
meets the white demand for 1934. 











Why deny yourself rubber heel comfort on dress 
shoes, when Essex Inserts solve the problem? 


An ideal combination of leather and rubber 
absorbing the jolt, while maintaining the firm- 
ness of the leather tread, when desired. 


The remarkable wear-resisting quality of Essex 
Inserts is developing a rapid increase in 
popularity. 














formation of the shoe to the foot. There may be others 
that have been overlooked. 

The substance of all this is that no division of the 
shoe industry has contributed more to the potential 
comfort and health of human feet than has the last 
manufacturer. He is striving constantly for improve- 
ments. 

Witness, for example, the last that is grooved in the 
instep so that the insole saddle (now much in use) 
fits perfectly into the recessed section of the last, en- 
abling the full thickness of the leather to be used, 
enabling it further to fit closer and more snugly to the 
foot, giving added support and comfort. Another case 
is the last with a depression in the ball, permitting the 
insertion of a metatarsal cushion and allowing for a 
more even distribution of the weight of the body on 
the foot, thus preserving the shape of the shoe through- 
out its life and adding to its comfort. 

Instances of this kind could be multiplied. It was 
the last industry which blazed the trail leading to shoes 
with combination measurements, the first shoes, in fact, 
to eliminate rubbing at the heel of thin-heeled feet. 

If the last industry ever talked with the man on the 
street (and this applies also to women), it would say: 

“Mister (or Madame), don’t just go buy a pair of 
shoes. Shop for them until you find the store which 
gives you a really comfortable fit. If you can’t get 
them at the first store you enter, keep right on going 
until you do. 

“Then stick—unless, perchance, you are told some 
day that your last has been discontinued. That is the 
time for you to go out and put on your own discon- 
tinuing act. Hence outward, and do some more hunting. 

“We have made a last which is correct for your foot, 
but yours, unfortunately, is the job of finding it.” 


Patterns 


The job of the high-grade pattern man is not an 
easy one. A partial list of the things with which he 
must be, and is, familiar, includes: 

One—Knowledge of style trends far enough, in ad- 
vance so that he can, in turn, impart this knowledge 
to the shoe manufacturer in plenty of time for the 
manufacturer to sell the idea and the shoes to the retail 
merchant. That’s far enough in advance for anyone 
these days. 

Two—Accurate knowledge of the limitations of shoe- 
making and the ability so to design that the patterns 
created will fall well within those limitations. The 
shoe upper which he visions must be so constructed 
that it can be dissected into parts which can easily be 
put together again after they have been cut from leather 
or from fabric. This is known as testing the pattern. 
Also, the design must be not only practical but fall 
within the expense budget set up by the manufacturer 
—his client. 

Three—The pattern man must be thoroughly famil- 
iar with last shapes because it is obvious to him that 
patterns looking well on one last will look quite the 
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SHORT BACK LAST 


BALANCED mu 
MUCH CAN BE SAID AS WELL AS 
DEMONSTRATED ON THIS SUBJECT 
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Ck part” 
WHY NOT SEE OUR REPRESENTATIVES AT THE SHOWS 


ST. LOUIS 
HOTEL 
* STATLER * * 
ROOM 512 


NEW YORK 
HOTEL 
* COMMODORE * 
ROOM 615 


GEORGE E- BELCHER CO: 


CE Stoughton, 


Mass. ae 
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composilion 


SOLES 


Known and respected by thousands of 






wearers, the reputation of the name Panco 






is a selling asset to manufacturer and 






retailer alike. 










This pioneer in the composition sole field 


has delivered thorough satisfaction for 






more than 20 years on all types of heavy 






duty and dress footwear. It has been 






tested time and again and proved to far 






outwear leather. Such a reputation for 






dependability and superior quality recom- 






mend Panco Soles for manufacturers and 










retailers who want to be sure of the best. 
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Composition 
SOLE 


outwears leather two to one 
— is water-proof — made in 
black and leather color. 
Should be specified by all who 
demand absolute assurance 


of high quality and durability. 


PANTHER-PANCO CO. 


CHELSEA MASS. 
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FORMULA FOR DAREX INSOLES 


et 
9 
< 


yy. S 








The finest pure, felted, fluffy cotton 
Impregnated (by Dewey and Almy’s special 
process) with 


LATEX—the substance that has made possible 
so many chemical advances— 


and pressed into firm, springy insoles that hold 
their shape under the hardest wear. 


Incidentally, it’s also the formula for foot comfort and the 
shoe satisfaction that builds up your business. 





* 





DURAKALF 
Quarter Lining 


Smooth texture and durability is a test which only the best quarter 
linings can pass. Durakalf, made by Respro Inc., passes all tests 
with flying colors. It is the outstanding quarter lining in its field 
for beauty, service and wear. 


The interior of a shoe in which Durakalf Quarter Lining is used 
vies in beauty with the outside. This modern leather substitute 
has all of the appearance of the finest leather and is available in all 
of the wanted grains and colorings. It’s wearing qualities are 
superb. Durakalf shows remarkable resistance to abrasion. 


Both dealer and the customer can bank upon the satisfaction which 
a shoe lined with Durakalf will give. 








* 





Kistler "BENCH BRAND" Outsoles 


Help Business 





This chart represents a side 
of leather The part used for 
KISTLER “BENCH BRAND” 
SOLES is about 13% of the 
whole side 
Upon the outsoles, the entire structure of the shoe must rest. 
90% of the wear comes there. While the public may be style wise, 
the strong human desire influencing sales, is service. If it is seen 
that resoling is necessary before the service expected of the original 


soles is received, a very unfriendly attitude on the part of the wearer 
is certain to be shown toward the store and the shoes that failed to 
fulfill the customer’s expectations. It can be accepted as a fact that 
Kistler “BENCH BRAND” outsoles make shoes sell better because 
they serve better. No dealer will go wrong in cultivating customer 
interest in shoes bottomed with this famous brand of sole leather. 














BOOT AND SHOE RECORDER, December 29, 1934 





reverse on a last of entirely different shape. Think, 
for instance, of some beautiful patterns you may have 
seen on lasts with long foreparts and pointed toes. 
Then try to vision them as they would look on a last 
with short forepart and rounded toe. 

Four—The pattern man must know colors and how 
to combine them skillfully, or the pattern, no matter 
how graceful, will not make a good-looking shoe. He 
must and does know, furthermore, that two colors 
when harmoniously contrasted in one material alone, 
may not look nearly so well if two different materials 
are used. 

Five—He must be familiar with the laws of propor- 
tion and take into consideration the fact that a pattern 
looking well on a sample size shoe, may not, and fre- 
quently does not, work out nearly so well in the ex- 
tremely small or extremely large sizes in which it 
probably will be used. 

Six—He (or someone in his employ) must be a 
high-grade draughtsman—handy alike with pencil, pen 
and color brush. 

The pattern man’s job is one of the most highly 
specialized in the shoe industry, for, in addition to the 
few talents we have enumerated, he must be an excellent 
adapter. One case in point is the styling of shoes for 
the junior miss or growing girl. It is a well-known 
fact that styles for these high school and almost-high- 
school girls are suggested, in many instances, by styles 
which have been accepted by adults. The young girl 
wants shoes like mother’s but will not accept a slavish 
imitation. Her mother would not let her, for one rea- 
son. These styles must resemble mother’s, therefore, 
but they must also be simplified and made more 
youthful looking. 

The pattern man, in short, must be, and is, one of 
those rarest of human beings—a creative genius with 
the ability to make his art intensely practical. 


Wood, Leather and Rubber Heels 


To one of the most ingenious inventions of modern 
times—the machine used in making wood heels—can 
be credited much of the style variety which is an im- 
portant part of shoe merchandising. It can be claimed 
without exaggeration that variety in heel height and 
contour has contributed as much to the creation of 
multiple pair sales as any other one, or even two, 
style features combined. 

The truth of this becomes instantly apparent when 
you compare the radical difference in appearance of 
two shoes identical in color and material—one with a 
low, broad heel and the other with an extremely high, 
slender heel. Despite the similarity of color and mate- 
rial, these two shoes, insofar as looks go, are as far 
apart as the poles. 

It is interesting to note, however, that all these heels 
of varying heights and shapes had their inceptions in 
three general types—main divisions, as it were, with 
numberless offspring. These main divisions are the 
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Looking out over the vast market for foot- 
wear, we are impressed with the thought, 
that the goal of every progressive dealer is a 
large following of satisfied customers. The 
job of getting and holding these must be 
done if a business prospers. 


KISTLER'BENCH BRAND’ 
SOLE LEATHER 


has within it those elements of human inter- 

est which register immediately with buyers 

wherever shoes are sold. Sell them outsole 

serviceability, moisture resistance, comfort 

to the feet, health benefits, at popular prices 

and your goal will be protected. Don’t pay 
It’s an advantage 1n buying to have the names of shoe manufacturers making shoes the penalty of poor sole leather. 


that carry KISTLER “BENCH BRAND" LEATHER SOLES Write us for them 
LR 
us 
be ‘WE 00 oun pant 


This chart represents a side 
oe at ed LEATHER COMPANY 
KISTLER “‘BENCH BRAND’ 

SOLES is about 13% of the FOUNDED B40 


whole side ‘BOSTON . MASS: 
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DAREX 
GROWTH 
IN 5 YEARS 


The Darex Division 
of Dewey and Almy 
Chemical Company 
started in a “‘dark’’ year. 
Yet note the sharp sales 
curve on the graph. 


1931 1932 


K 


DAREX SHOE PRODUCTS 
SALES OFFICES 


Dewey AND Amy CHEMICAL Co., 
Darex Division, Cambridge, Mass. 


Dewey « Amy, Ltp., 
London, W. C. 2, England 


Dewey AND ALmy CHEMICAL Co., 
Farnham, Quebec 
Montreal, Quebec 


Tue Geo. A. SPRINGMEIER Co., 
Cincinnati, Ohio 


WriGHT-GuUHMAN ComPANY, 
St. Louis, Mo. 


Dona.p G. Moore, Lynchburg, Va. 
Dewey AND ALmy CHEMICAL Co., 
Chicago, IIl. 

Milwaukee, Wis. 


SocieTE DEwALco, Paris, France 


Messrs. E. C. Cook & Co., 
Northampton, England 
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Right from the start, in 1930, 
the sales curve of Darex Shoe 
Products has been consistently 
upward... to the stars! 


Seven important shoe products 
now contribute toward the ad- 
vancementof the shoe industry. 
Darex laboratories will be ever 
on the alert to find even better 
materials and better methods, 
that the entire shoe industry 
may be aided toward produc- 
ing finer shoes more economi- 
cally. 


And our research departments ie 3H! 


see beyond their test tubes to | 
YOUR SHOE SALES. Per- 
haps that’s the answer to Darex 


growth. yN R = X 


Darex Heels 


444 
» a, 


o) 


= 
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t} 
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DEWEY and ALMY CHEMICAL co. Darex Soles 
CAMBRIDGE Pag eee MASSACHUSETTS Darex Insoles 


Darex Stitched-on-Welting Darex Stripping 


Darex Sock Lining 


Darex Gold Seal Shoe Cement 
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McNichol & Taylor, Inc., of Lynn, Mass., manufac- 
ture lasts which combine smart style with exceptional 
fitting qualities. Several years ago they began grading 
on the “shortback” principle, which they have devel- 
oped to a high grade of perfection. The last illus- 
trated features a medium narrow toe with a 20/8 heel. 








PANCO Composition SOLES 


For over twenty years Panther- 
‘Panco Rubber Co. of Chelsea, 
Mass., have been making composi- 
tion soles for both work and dress 
shoes. One of the pioneer manu- 
facturers of this type of sole, they 
were among the first to produce 
black soles. In addition to black, 
they also make Panco Soles in nat- 


ural leather color. 








PANCO STA-TITE HEELS 


ORDINARY PANCO 
MEER STA-TiTe 


Unlike other rubber heels, 
Panco Sta-Tite employs a 
strong wire mesh which is 
embedded in the base. . Into 
it the heel nail-heads set 
firmly, holding the heel 
tightly to the shoe through- 
out its life. Wear is materi- 
ally increased—invisible nail- 
ing is made practical, with 
no dirt-tracking nail holes on 
the attractive surface design. 
Made by Panther-Panco Co., 
Chelsea, Mass. 
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Cuban, the Louis and the Continental, sometimes called 
the Boulevard. There are some who go so far as to 
say that the base types are only two in number since 
the Louis and Continental bear a general resemblance 
inasmuch as both of them are slender. The Conti- 
nental, however, has a square breast, totally dissimilar 
from the Louis in that respect, and is entitled to a 
niche of its own in the Who’s Who of Heeldom. 

Variations of these types are merely different heights 
of the Cuban, for example; the Baby Louis, which is 
merely a low heel with the characteristic contour of 
the real Louis; and Continental or Boulevard types in 
about as many heights as the imagination can suggest. 

A number of different woods are used in the manu- 
facture of wood heels, but it is generally agreed that 
sugar maple is the most satisfactory, certainly for the 
high, slender types which have just been described. It 
has all the necessary qualities of toughness, durabil- 
ity and workability. To bring it to that degree of 
maturity which it is necessary for it to attain before 
it is safe to manufacture the heel, it goes through a 
process which differs not at all in principle from the 
seasoning process to which building wood is subjected. 
All the natural moisture of the wood is extracted by 
prolonged and careful drying or baking in kilns in 
which a uniform temperature can be maintained over 
any given period of time. The freeing of the wood 
from this moisture prevents it from checking or crack- 
ing, either while in the heel manufacturing machine 
or after it is attached to the shoe. 


It is the claim of the wood heel manufacturer that 
his product has certain natural advantages. In the 
first place, it is light, which is almost a. necessity on 
those shoes which are sold on the basis of their light- 
ness and comfort. Then, again, says the wood heel 
manufacturer, the extreme heights can be more safely 
attached; they can be covered with any desired mate- 
rial of any desired color; they are not expensive; and 
the very precise machine on which they are made makes 
possible absolutely any desired height or contour with 
an uncanny degree of accuracy. 

But there are also leather heels (and we are still 
talking about women’s shoes). These, for the most 
part, are referred to as built-up heels, and the genuine 
ones are just exactly that—being made up of one 
layer after another of real leather; these layers being 
held in position by high-grade adhesives and nails. 
The next process is to subject them to tremendous 
pressure so that they will not develop any tendency to 
spread between layers. They are then dried and 
molded to shape in a series of extremely intricate 
machines. 

There are a number of so-called leather heels on the 
market which, though they have all the outward ap- 
pearance of being all leather, nevertheless, when 
dissected, are found to have a core of wood. All of 
these leather heels, whether genuinely built up of all 
leather layers, or made with a wood core inside, can 
be made to take a beautiful finish. 
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1430 1262 
ACTUAL SIZE PAT. No. 1896060 


The complete shoe has a Tasseled Lace 


THE BETTER SHOES HAVE 


PRINCESS OR ROYALTY 


TASSELS 


Since their introduction over three years ago, Weller Tassels have been consistently used in 
increasing quantities by a large number of leading shoe manufacturers. It has been demon- 
strated that these inexpensive decorations add greatly to the finished appearance and sala- 
bility of footwear. Retailers have come to appreciate this added impetus to sales—and to 
specify the Princess and Royalty Tassel made exclusively by 














E-E~+ WELLER Co- 


Creators Of Smart Shoe Ornamentation 


PROVIDENCE . . . RHODE ISLAND 


SALES REPRESENTATIVES 


New York 


Shapiro & Rothenberg 
1441 Broadway 


Cincinnati 


The Davy Textile Co. 
Temple Bar Bidg. 


eee St. Louis 
THE ° The Manufacturers Supplies Co. 
PRINCESS R 716-732 North 18th St. 


TASSEL 
Milwaukee 


IN A ‘ 
Mr. Walter E. Hardtke 

RED CROSS 
STYLE 1914 West Juneau Ave. 


ACTUAL SIZE 
wre 14# 3G 


Page 26/7 


PRINCESS 
TASSEL 
IN A 
WALK-OVER 
STYLE 
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Make your shoes easier to sell 


with 
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Goodrich 
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the new rubber heel hy (yoodrich 


, permanently tight heel seat— 
Preserves shape of the entire shoe—Gives 
greater foot comfort, longer wear— 


Here at last is something new in the shoe business 
—a heel packed with sales argumenis that help the 
sale of even the finest shoe. 

Vogue Heels are made with the famous beveled wood 
base or core. No ugly washers or nail holes—the stippled 
rubber closes over the nail heads so that only the 
attractive, distinctive rubber surface is visible. 

With a firm base of wood, every nail holds the entire 
heel in place—a neat, permanently tight heel seat is 
assured. And this is the only type of heel which 
can assure it. Vogue Heels never come loose, are 
never kicked off. 

Another advantage of the wood base is that the entire 
heel is firmly anchored—there is no wrenching or play 
as there is between independently nailed washers. The 
Vogue gives a more firm, comfortable tread and does 
not permit the entire shoe to be wrenched out of shape 
and comfort, as washer heels do. 

Vogue Heels are 25% lighter, yet have more rubber 
and therefore more wear between wearing edge and 
wood base than there is between wearing edge and 
washers of any brand of washer heel. 

Shoes styled with Vogue keep their shape, appearance, 
comfort—and keep users sold on your brand of shoes. 
Announced only a short time ago, Vogue Heels have 
already leaped into nation-wide popularity. Write or 
wire for samples and prices, and let this new and 
better heel help your salesmen sell more shoes. The 
B. F. Goodrich Company, Heel and Sole Sales Divi- 
sion, Akron, Ohio. 





Makes any shoe look better because of tight 
heel seat. 


Helps preserve shape and appearance of shoe 
by preventing wrenching. 


Wears longer because of more usable rubber. 

Is 25% lighter, 100% better looking. 

Assures firm, flat tread and greater foot comfort. 

Firm wood core makes any shoe a semi arch 
supporier. 

More effective wear. 


Adds novelty, value, comfort—to help you sell 
more shoes and keep user sold. 





Rubber Heel 
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SPAULDING 


Counters 


The outstanding feature of a Spaulding Counter is the way it 
adapts itself to the exact lines of the last on which it is used. 
Unusual strength and resiliency are possible because the Spaulding 
Company is able to control its quality from the first selection of raw 
materials (hemp and flax) right through to the shank-fitting moulds 
of the counters themselves. In manufacturing its own fibre boards, 
Spaulding is able to provide a quality and texture which allows for 
finer skived edges invisible in the finished shoe. 





* 





TUBULAR GOLF SHOE SPIKES 


The rapid growth in popularity of golf has made the question of 
the best type of golf shoe extremely important. Each year sees 
an increasing number of spiked sole advocates—and increasing 
numbers insist that spikes be made part of the shoe. The Tubular 
Rivet and Stud Company’s “rivet spike” is extremely popular in 
meeting this demand. It appeals strongly both to inveterate and 
casual golfers. . 








BROWN 
COMPANY 
SHOE MATERIALS 


Onco shoe materials—in- 

nersoles, upper stock, quar- 

ter and sock linings, box 

toes and counters are prod- 

ucts of Brown Co. of Port- 
land, Maine. Extensively used throughout the industry for 
nearly five years, the desirable qualities of Onco have been 
amply demonstrated. Onco is made from Solka, a refined 
cellulose which is a discovery of the Brown Company’s labora- 
tories. Solka is an unusual basic material that is used to im- 
prove the quality of over twenty widely diversified products. 
See the Solka advertising in the National publications. 
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In recent years they have been much in demand for 
walking and spectator type sport footwear. 

But let’s not forget the rubber heel which came into 
being as we know it today only after the best brains 
in the rubber industry worked long over the hours now 
specified by the NRA in an attempt to retain the 
resilience of real, spongy rubber with that degree of 
durability which must be achieved if the soles were to 
wear long enough to satisfy the customer. The rubber 
heel today, therefore, is not real rubber, but a compo- 
sition in which real rubber plays the leading role. The 
other elements which it contains are those added by 
industrial chemists in their triumphant hunt for dura- 
bility. 

These rubber heels, first introduced on sport foot- 
wear, almost immediately found their by far largest 
market in the street shoe field as lifts on heels for men, 
then children and finally, even women. Rubber top 
lifts are even used, somewhat infrequently, it is true, - 
on wood heels. ; 

The next advance made by these rubber heels—a~ 
comparatively recent advance—is in the method of 
reinforcing them inside and of attaching them. There - 
are patented washers in some types, ringing the nail 
or screw by which they are attached to the shoe—these 
washers having a tendency to reinforce as well as to 
prevent the heel from shifting its position once it has’ 
been attached. There are methods by which some 
washers are sunk more deeply into the rubber than in 
others; there are other methods by which the hole 
made by the nail as it is pounded through the heel, 
becomes totally closed and invisible after the operation 
is over. There is at least one type of heel on the mar- 
ket reinforced with a form of wire mesh. 

Modern inventive genius has not only created a dura- 
ble, resilient heel, therefore; but one which can be 
given characteristic markings or designs, some of them 
designed to prevent slipping; others merely to indicate 
the name of the manufacturer. 


Soling Materials 


Two interesting developments of the not too remote 
past are the strengthening in demand for higher grades 
of sole leather; and the widening of the field of useful- 
ness of the so-called “composition soles.” Both point 
to an increasing interest in soling material on the part 
of the shoe wearer and give promise of the ultimate 
arrival of that day when intelligent shoppers will pay 
at least as much attention to what they have on the 
bottoms of their shoes as they now do to the styling of 
the uppers. 

Sensing this fact, or trend, it is not now uncommon 
for a merchant to display shoes sole upward in his 
store windows, either calling attention to them by 
using small display cards emphasizing their quality, 
or by sole finishes running all the way from transparent 
finishes to colored pigments and even decorations of « 
sometimes somewhat bizarre kind. They have bor 
rowed the idea, it would seem, from the manufacturer: 
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“ALL THAT GLISTERS 
IS NOT GOLD’... 


nor is all slipper material 


ZAPON 


ERHAPS it is only natural that manufacturers 
and retailers gradually have come to call 
all slipper materials Zapon. 


Of course, this is flattering, but it works certain 
injustices because many a well-intentioned 
retailer unwittingly sells a spurious article as 
Zapon. 


Only materials made by the Zapon Com- 
pany are genuine Zapon. 


These beautiful slippers made of Zapon 
are from the 1935 spring and summer 
line of Vincent Horwitz Co., Inc., 

64 West 23rd Street, New York. 





a alewN i delalelelae mela @lulelihaaniisia> 1884 ‘ A Zapon Quality 87 White Lace Grain 


THE ZAPON company B. [ea Gait 97 wie Cole 
AS 


: j Zapon Quality 87 Whit | 
bsidiary of Atlas Powder Company C Grain ‘ arya 


STAMFORD D Zapon Quality 87 White Calcutta 
aol iv ize giaens Lizard Grain 
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The heel covering of a woman’s shoe is of paramount impor- 

tance, for once the heel is scuffed or marred, the shoes are 
practically ruined. du Pont has solved this problem for the 
shoe industry and the women of this country in general. They 
heve produced “PYRAHEEL,” a scuffless heel covering mate- 
rial that simulates any leather or fabric used in the manufac- 
ture of women’s shoes. “PYRAHEEL” is not only scuffless— 
but it is cleanable—makes a better heel seat and is lighter in 
weight than the usual 
material used for 
covering shoe heels. 
The shoes shown 
here are manufac- 
tured by the Selby 
Shoe Company of 
Portsmouth, Ohio. 
They are white kid 
and the heels are 
scuffless. 











MEARS WOOD HEELS 








—! 


are available in all wanted types—made by the most advanced 
methods to insure a, of shape, size and fit. Exclusive Mears 





features are—the MONOPLANE BREAST on Cuban heels which 
ives a straight edge instead of a curved edge—TWIN TUX on 
uban heels, a method of tucking and cementing the breasting 
and cover so that it remains securely in place and does not peel— 
TRI-SLOT, a method by which the heel cover is tucked into an 
elastic slot on the breast, and cannot become loosened and peel. 





* 





COR EGR Nia, MARTE LE IE He 5 ATWO Fle 7S 


Facts on Firestone's Imperial Heels 


No. 1. Longer Wear. Special construction and compounding 
assures 20 per cent more wear. 

No. 2. Resiliency. New, live rubber, and plenty of it, provides the 
extra cushioning effect needed for greater walking comfort. 

No. 3. Light Weight. Firestone’s special process produces a heel 
much lighter in weight than ordinary heels. 

No. 4. Perfect Tread. Scientifically designed to allow a perfect 
tread. 

No. 5. Skid Proof. No buttons to cause skidding. You tread on 
the entire surface of the heel. 

No. 6. Custom Style. Attractively styled to add prestige and extra 
value to your line. 


No. 7. Types. Conventional type or washerless invisible nailing 
. . . both types ALL RUBBER—and nothing else. 


A SPECIAL WORD ON WEIGHT: Many heels are claimed to be 
the lightest available. Firestone makes no claims. We simply ask 
you to put Firestone Imperials and any other heels on the scales 
and judge by proven facts. 
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of the patterned composition and rubber soles; or the 
specialist in golf shoes who learned long ago that the 
really enthusiastic golfer is more interested in his soles 
than in any other part of the shoe. 

That being the case, it is entirely apropos to repeat 
here what has been given many times in the past—a 
brief review of the source of sole leather, how it is 
made, why some sole leather is better than others and 
what qualities are most desirable. 


Generally speaking, these most desirable qualities are 
toughness, durability, flexibility and resistance to mois- 
ture. These, in turn, presuppose a hide in which the 
fibers are close together and tightly interwoven, plus 
a method of tanning which will emphasize or increase 
its natural flexibility. 


If you have ever engaged, profitably or unprofitably, 
in the business of selling meat, you will have no diff- 
culty in recognizing the part of the animal from which 
come the highest grades of sole leather, when it is 
pointed out that, with few exceptions, that portion of 
the hide covers those sections of the body from which 
come the best cuts of heavy beef. This is on both sides 
of the back bone, extending from a point back of the 
shoulder to a point forward of the animal’s tail. 


In front of this section and extending also below it, 
is another section which yields a very satisfactory sole, 
though not quite so good as the first. Below this second 
section and extending up across the shoulders is the 
third portion of the hide from which shoe sole leather 
is cut. 


As in the upper leather field, there are a number of 
methods used in the tanning process. Most of it, of 
course, is the result of a vegetable tannage, barks used 
for the purpose being oak, hemlock, chestnut and a 
number of others. These, when tanned, are given the 
names of the bark used—as “oak tannage,” for instance. 
Then there is the union tannage, which also is vegetable, 
this time employing two barks such as oak and hemlock. 
There is, too, a straight chrome tannage and a tannage 
which uses both chrome and one of the vegetable or 
bark extracts. This is known as a combination tannage. 
The careful buyer of sole leather is particularly inter- 
ested in a feeling of firmness for, in this feeling he 
detects all the other qualities we have mentioned— 
qualities vitally necessary if good edge effects are to be 
cbtained and a shoe created, the sole of which will take 
and hold stitches and will be resistant to permanent 
changes in shape. 

What industrial chemists have accomplished in help- 
ing the tanner to produce the highest possible grades of 
flexible sole leather, they have also accomplished for 
the makers of so-called “rubber” or “composition 
soles.” These have had a tremendous increase in popu- 
larity in the last few years and have even invaded the 
street and walking shoe field with success. 

With the exception of crepe and the gum soles used 
on shoes for tennis, basketball, etc., there are in use 
today very few real rubber soles. All the rest are com- 
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ESSEX 
Three Best Sellers for 1935 








tate 
crn LTO i 


PLYTEX 
“Number 832”’ 
HEEL INSERT 


The increasing popularity and demand for a dove- 
tailed rubber and leather top-lift is chiefly due to the 
superior quality of the ESSEX Heel Insert. It is an 
unobtrusive, distinct addition to the value, and an ideal 


combination for any man’s shoe. Black or chocolate. 
Sizes 6 to 22. 





We offer 
Three Leaders for 1935 


New ‘SNAPEE — New REALITE — New 
PLYTEX. A choice from this exceptional 


group of new designs will help 


Solve Your Sales Problem 


All of these soles are made from high qual- 
ity, tough, wear-resisting rubber. A com- 
plete line. All standard colors. 


We have made 


ESSEX: Soles and Heels 


for 28 years. We supply every rubber re- 
quirement for the manufacturer of Sport, 
Dress, or Service shoes. Why not write 
today, specifying your needs or asking for 
our representative? We can furnish what 
you wish and our prices are in line. 


By-the-way — Why not sample our 


rich, red, Antimony sole? A _ veritable 
knockout when used in these new designs. 


ESSEX RUBBER COMPANY, Trenton, N. J. 


Boston Office—30 South Street 
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Panco Sport Soles have a long standing reputation for 
the consistent delivery of long wear—smart design— 
and right price. In a word, complete sport sole satis- 
faction for the manufacturer, retailer and wearer. 


Panco Sport Soles have been bought and used with 
confidence and safety year after year. Specify Panco 
on your sport shoe orders. They are light, flexible, 
N have reinforced toes and are made in a variety of 


colors and designs with heels to match. ANCO 
SUEDE 


ANCA 


rs ck Sons 
a 


(Longer wear 
and smartness 
of design make 
these soles 
popular 








PANTHER- 


CHELSEA. 
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Easily recognized 


by their exclusive 


features 


Here is a heel worth talking about at the fitting stool— 
a real selling asset. Its exclusive construction guarantees 
a permanent anchorage to the heel base—eliminates all 
possibility of twisted loose heels, gaping edges—nearly 
doubles the wearing thickness—and eliminates unsightly 
dirt-tracking nail holes. Despite all these advantages, 
and a material quality excelled by none, Panco Sta-tite 
Heels cost no more than any good quality heel. Specify 
this superior heel—and use its exclusive advantages to 
help you sell shoes! 
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BELCHER 
LASTS 


For over 50 years, the Geo. 
E. Belcher Co. has been a 
leader in the development 
and origination of new 
trends in lasts. Founded 
and situated in the heart of one of the best known shoe manufactur- 
ing districts in the country, with branch offices serving the industry 
nationally, this company is constantly collaborating with many of the 
leaders in style and feature shoe development. Among the many con- 
tributions of this company to better shoe fitting, is their pioneering in 
the short-back last, of which much has been heard recently. Belcher 
lasts are used by many of the country’s outstanding shoe manufactur- 
ers, an obvious endorsement of their excellence. 








* 





FIRESTONE 
IMPERIAL 
RUBBER 
HEELS 


Years of constant re- 
search have given Fire- 
stone Imperial Heels a 
foremost position in qual- 
ity footwear lines and 
dealer acceptance, for no 
other rubber heel has 
all the features offered in 
Firestone Imperials. Cou- 
pled with the Firestone 
trademark, symbolic of 
quality, the Firestone Imperial is the specified heel for high-grade 
footwear. They are available in two types, the conventional washer 
type and the washerless invisible nailing type which . . . contains no 
wood or metal ... is all rubber, at no extra cost. The ever increas- 
ing interest among the better retailers of the country most certainly 
justifies the recognition given nationally to Firestone Imperial Heels 
as “The gold standard of Heel Values.” 


* 


THE ZAPON COMPANY 


STAMFORD 














The Zapon Company, a subsidiary of Atlas Pow- 
der Company, Stamford, Connecticut, the pio- 
neers in Leather Cloth for slipper materials, is 
presenting an outstanding White and Beige Line 
for sandals for the coming Spring and Summer. 
For D’Orsay, Bridge and Novelty slippers, Zapon 
is showing for 1935 its regular qualities in 
black, blue, brown and red, in standard grains, 
augmented by an unusually extensive collection 
of novelty grains and finishes. 
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pounded of fibers with rubber or latex as a bonding 
agent. Research, both mechanical and chemical, has 
brought these combination soles to a point where it can 
truly be said they are durable, ten times more so, at 
least, than the very early types. Furthermore, these 
soles hold stitches firmly, some types can be given an 
edge finish and all can be made in any desired color. 

In at least one high-grade sole of this type, felt is 
used to supply the fibrous content and latex for the 
binder. It makes a smooth-finish sole of suede-like 
appearance and is now used for street, active sport and 
the spectator type of footwear. 

To some extent at least, it is the appearance and 
color variety which have combined to make them pop- 
ular. Designs range all the way from the conventional 
washboard to others which are extremely elaborate— 
some purely ornamental, some designed to picture a 
trademark—some designed to give a non-skid effect— 
some to attain a combination of two or all of these 
qualities. There are, too, knobbed soles of many kinds, 
designed to give the holding effect of spikes in leather 
golf soles. There are grades for all types of footwear 
and even the smooth finish-suede-like type has lately 
introduced a lower grade for sandals. 


Innersoles 


The chief characteristic of a good innersole is that it 
shall be light in weight, flexible, porous and durable. 
Until recent years, the only substance which can be 
said to have fulfilled all these conditions was leather. 
Nor has the fact that substitute materials have come 
in interfered seriously with its use. Leather has been 
used for so many years now that it had won for itself 
a substantial following, and the really large production 
of the fairly new latex fiber innersole has come about 
only partially from the inroads made on leather inner- 
soles. Much of it can be attributed, merit not being 
considered, to the increased production of shoes. 

There are a great many types of leather innersoles 
on the market, each designed to fill a specific need; 
some which are combinations of leather with other 
materials. So careful is the process of selecting and 
grading that the manufacturer can rely on getting 
exactly the weight and grade desired for any particular 
shoe. 

Flexible innersoles of the type used in welt footwear, 
Littleways, Cemented shoes and McKays are cut from 
the shoulder section of the tanned hide. These are 
known as bends. In men’s shoes, grain leather is com- 
monly used with the grain being slightly buffed to pre- 
vent any tendency to crack. Splits are used also in 
men’s shoes if extreme lightness and flexibility are 
desired. The same types are used to some extent, at 
least, in women’s sport shoes where structural features 
similar to those found in men’s shoes are usually the 
rule. 

There are, also, combinations of leather and duck for 
use in welts; combinations of split leather and buckram, 
used in McKays; grain leather with the grain buffed 





MEARS TOPS 
Mechanically Spooled 


UNIFORMITY 


Exclusive precision machinery and methods 
make every Mears Heel an accurate duplica- 
tion of the original model in every particular. 
This is important. Lack of uniformity af- 
fects the fit and the looks of the heel— 

and hence the selling appeal of the 


shoe. 


TWIN-TUX 


This exclusive Mears 
method eliminates 
that shoddy look 
which comes when 
the Cuban Heel 
breasting begins to 
peel. On the Twin- 
Tux heel the breast- 
ing and cover are 
securely tucked and 
cemented into slots 
at each edge. 
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OTHER TOPS 
Hand Spooled 


The sway- 
backed 
breast line 
of the old 
method. 





This is the 
Mears way 
—an abso- 
lutely 
straight 
breast line. 


MONOPLANE BREAST 


This modern refinement of the popular 
Cuban Heel is another Mears contribution to 
the improvement of wood heels—and the 
‘ good looks of your shoes. In the Mono- 
plane Breast straight lines replace the 
imperfect sway-backed breast line 


which detracts from the smart- 


YOU 


CAN HAVE THESE 
FOUR SELLING ADVANTAGES 


at little or no extra cost 
e e e 
These improvements in the making of wood heels ma- 
terially better the looks of your shoes and thes are 
exclusively found in Mears Wood Heels. You can have 


them by asking vour manufacturer to use heels made by 


Fred W. Mears 


| of OO) | a DARING 


ST. LOUIS, MO. CONWAY, N. H. 
COLUMBUS, 0. BRENTWOOD, N. H. 
AUBURN, N. Y. 


ness and beauty of the heel. 


ee] 
TRI-SLOT 


Tri-Slot is a simple 
means of making a 
better - looking, 
longer-lasting heel 
which will not fray 
or peel at the breast. 
The principle is as 
simple as that of the 
lowly clothes-pin — 
and the performance 
is equally depend- 
able. In Tri-Slot the 
covering is brought 
around and _ tucked 
into the center slot, 
where it is held perm- 
anently, 
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announces the associa- 


and supervisor of 


SHU-STYL, the new 
designing service of 
this company. Mr. 
Wertheim attended the 
National Academy of 
Art & Design and Cooper Union Art School. During his student 
days he took up shoe designing as a spare time activity and his 
ability in that field has won for him an enviable reputation among 
the finest shoe manufacturers in New York City. Many of his de- 
— are now best sellers in quite a few of the high grade retail 
stores. 
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SHOE FASHION RESEARCH, INC. 


NEW YORK, N. Y. 


47 WEST 34TH ST. 


Mr. Charles W. Cona- 
way, Pres. of Shoe 
Fashion Research, 
Inc., an organization 
created for the purpose 
of servicing shoe 
retailers and manufac- 
turers with an intelli- 
gent, eA individu- 
alized style service, 


tion of Adolph L. 
Wertheim with that 
firm as vice-president 


Luxe Style Service to 
high grade _ retailers. 
Mr. Wertheim, a na- 
tionally known sculp- 
tor and artist, is the 
inventor of STAT - 








* 





off and backed with light canvas; the two-piece, made 
from two thin pieces of leather cemented together; and, 
for use in McKays, Littleways and Cemented shoes, split 
leather scored on the back—its thinness making for 
lightness in weight, and the scoring done to insure 
extreme flexibility. 

It is a bit more difficult to discuss the latex fiber 
innersole, because there are a number of different types. 
The thing which all types have in common is suggested 
by their generic name—all are fibrous structures 
bonded or held together by latex. In one the fiber is 
furnished from refined wood pulp; the second basic 
type uses felted cotton fibers. 

While leather innersole manufacturers make claims 
to certain points, they do not seem to be the exclusive 
property of any one material. Industrial chemists have 
evolved in this “composition” innersole a material for 
which it is claimed that it is flexible and strong with 
added characteristics summed up as follows: 

Freedom from cracking, resiliency, uniformity, free 
breathing, absorbency, quick drying and freedom from 
foot injuring chemicals. It is pointed out by the man- 
ufacturers that their product has been made as the 
result of careful research to include all these character- 
istics, regularly and uniformly. 

Last year it was estimated that more than sixty million 
of these fiber innersoles were made and used during 
1933. Figures for this year, when compiled, will show, 
it is believed, that they have arrived at a point where 
their continued use is assured. 


Welting 


No matter how much a manufacturer pays for his 
upper leather and his soling material, no matter how 
high the grade of thread used in the bottoming process, 
the shoe will be worth next to nothing as an investment 
if the welt is not capable of doing its job—serving as 
the link between the upper and the sole. 
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Insofar as structural details go, it is safe to say that 
the welt is very close to the top in order of importance. 
Strange as it may seem, moreover, it is and has been 
for some years, a rapidly developing style detail. In 
fact, it has put style into that part of the shoe in a way 
which would have brought hearty and scornful laughter 
from anyone had it been suggested only a few years ago. 

First colored welts came in, then those which might 
be called patterned. Wheeled welts can be had, two- 
tone welts, welts with beaded effects and white welts 
for white shoes—with the white going all the way 
through—a very distinct advantage because a bit of 
scuffing or accidental wear on that part of the shoe will 
not instantly reveal the original color inside. The 
caulk, or reverse welt, has been given a run for its 
money with a high rib type, usually referred to as the 
Stormwelt type. 

The rib is placed on the inner edge of welt, that is, 
on the edge nearest to the sewing. It fits snugly up 
against the side wall of the vamp and buttresses it. 
Furthermore, it is a protection for the inseam against 
the invasion of moisture. 


Laces 


Laces are either good, bad or indifferent. With the 
cost between the highest grades and the lowest a matter 
of only a few cents, it is a source of constant wonder- 
ment why everyone does not buy the best. Reference 
is made here, not to the fancy ended lace of silk, al- 
though it is very important in some types of shoes, but 
to the common or garden variety with which shoes 
come equipped from the factory and which sell in 
volume in all those stores which have elected to handle 
them. 

Science has done much for the lace the base of which 
is cotton. They have been improved by the mercer- 
izing process, some of them come waxed. There have 
been improvements in the manufacturing process which 
have made much for durability and even enhancement 
of appearance. 

When checking shoes which have been received, there 
is only one test which can be made to ascertain lace 
durability and that is to determine how hard it is to 
break them. You may have to replace a few pairs if 
you are too strong, but that is much better than to sell 
the shoes and have a dissatisfied customer on your 
hands. 

The chances are that all will prove satisfactory as it 
is the practice of manufacturers to buy their laces with 
the same care they devote to the purchase of their other 
materials. In buying laces from a lace manufacturer 
your best policy is to stick to those houses which hav« 
a reputation for uniformity of quality. 

The silk lace is really a style feature, to which, as a” 
inviting novelty, have been added tassels of leather 0° 
of silk, a very important addition to last year’s sty! : 
advance and one which will be even more in favor th:: 
year. 
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BE HONEST 


with your customer 


about his golf shoes.. 
TELL HIM 


that the correct 
golf shoe calls for 
a“SPIKED” sole 





MR. RETAILER, to assure 
your customer that protec- 
tion he needs on and off the 
fairways, insist upon Tub- 
ular Rivet and Stud Com- 
pany’s “spike” RIVETS for 
golf from your manufac- 
turer, when you order your 
new sport line. 


Your aim to build up that 
extra pairage will be aided 
greatly if you specify in 
your order “spike” RIVETS 
by the Tubular Rivet & Stud 
Co., the world’s largest 
manufacturer of Tubular 
and Clinch Rivets. 


| 
“sPIKED” R[F T § For cour 


TUBULAR RIVET & STUD CO. 


@®) BOSTON, MASSACHUSETTS 
G9 the largest factory in the world devoted to 
the manufacture of Tubular and Clinch Rivets 
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Registered U. S. Patent Office 
Manufactured under U. S. Patent 
Dated April 4, 1922 







Beauty Which 
Is More Than 
Skin Deep 


[URAKALF gives to the inside of 

the shoe the same beauty which 
the manufacturer lavishes upon the 
outside of shoes of highest quality. 
It is the premier quarter lining of 
the century. Its beauty is more 
than skin deep. And more than 
that... 


DURAKALF has wearing qualities 
which are superb, It is the most 
satisfactory substitute for the finest 
leather quarter lining. 


SPECIFY DURAKALF 
QUARTER LINING 














It Increases the 
Salability of the Shoes © 


RESPRO Ince. 


Cranston, Rhode Island, U. S. A. 


A: LT TT 
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Box Toes and Counters 


Box toes first came into the picture in a large way 
when the shape of the toe became a matter of style im- 
portance. With the exception of a few highly specialized 
types, therefore, the chief function of the toe box is not 
so much to protect the foot as it is to enable the manu- 
facturer to produce a shoe with a toe which faithfully 
and lastingly reproduces the toe of the last over which 
the shoe is made. A good box toe, in other words, is 
something the manufacturer must have if the toe shape 
of his shoes means anything at all. So generally recog- 
nized is this that even manufacturers of low grade 
shoes, in a surprisingly high percentage of cases, insist 
on using a high grade box. 

The reference to lasting reproduction in the para- 
graph above is of special significance because it is 
cbvious that there would be no particular use in making 
a shoe with a shapely toe if that toe did not retain its 
shape during the lifetime of the shoe. This is the job 
superbly done by the modern box toe. 

The first box toes used in this country were made of 
sole leather whittled into shape by workers in the bot- 
toming department of the shoe factory. Before being 
inserted in the pocket between the upper stock and 
lining, these boxes were conditioned or mulled by wet- 
ting and working to make them pliable. After being 
adjusted over the last it was necessary to allow them 
to dry on the wood before the shoe could be finished. 
It is estimated that it takes at least three weeks for sole 
leather to dry thoroughly which accounts for its almost 
total discontinuance in women’s shoes with the excep- 
tion of some sport types. They are still used, however, 
by some of the high grade men’s shoe manufaciurers 
in the United States; and are somewhat more widely 
used in England where shoemaking is a more leisurely 
process. 

Leather, then, has been largely supplanted by com- 
position box toes—the two better known types of which 
are the thermoplastic and the cellulose. Basically, the 
former is nothing more than highly compressed felt 
impregnated with waxes and gums. Only those ingre- 
dients are used which will not deteriorate when exposed 
to moisture and which have the added advantage of 
being non-bacteria producing. Bacteria, if present, 
will break down the box and even attack the lining. 

This type, which first made its appearance about 20 
years ago, is now more durable than ever before, more 
resilient, more comfortable, more readily conditioned 
(made soft) by the electro-vapor process or by prop- 
erly harnessed steam; and more impervious to water. 
Furthermore, in drying on the last, which it does 
quickly, there is no tendency to distortion in shape. 
It “sets,” as it were, clinging closely to the wood at 
every point. 

The same advantages are claimed for the box toe of 
cellulose, which are somewhat higher in grade and con- 
sequently more expensive. They, too, show no tendency 

[TURN TO PAGE 286, PLEASE] 
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More About 
“SHORTBACK” 
LASTS 


Aware. several years ago, 
of the fitting problems of ordi- 
nary lasts as so ably set forth 
by Murray French in recent Re- 
corder articles, we started experi- 
ments, which resulted in Short- 
back graded lasts of superior fit- 
ting properties. 


¢ 
For Over Four Years 





we have been making, improving 
and supplying lasts of this type to 
shoe manufacturers. If some of 
your styles fit exceptionally well 
in the large sizes, the chances are 
that your manufacturer is using 
MeNichol & Taylor lasts. If you 
have fitting problems in these ex- 
treme sizes you should insist on 
your manufacturer using these 
pioneer Shortback lasts, or write 
us for names of manufacturers 


now using them. 


¢ 
NEW YORK SHOW 


HOTEL COMMODORE — ROOM 608 
JAN. 6-10 
ALSO WESTERN LAST CO. 


ST. LOUIS SHOW 


HOTEL STATLER — ROOM 532 
JAN. 6-10 
ALSO WESTERN LAST CO. 


“STYLE ALL THE WHILE” 
McNicuot & Taytor 
INC. 


Lynn, Mass. 











2 = 
TRADE MARK 


made from SOLKA 





INNER. SOLES 
QUARTER LININGS 
SOCK LININGS 
UPPER STOCK 
WELTING 
COUNTERS 

BOX TOES 


LOOK FOR THIS SEAL 
ON THE PRODUCTS 
YOU BUY 


t’s made from SOLKA 
It’s the best of its kind” 


FOVQVQOOVUUEOOEOOOOOUOGAQONUQOQQQNONOQON0OOOOOOOUOUUOUOGUOQOQOQQQQO0000 "= QOOLOOOOOOOOOOOOUUUUOQOOONOQQQQONOOOEEEOOOUUOUOOOOOOOOOOGOROOOEOUUUUUOGOOOOOGAAOAEUOUUUUUOAAA 
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DU-FLEX 
NAPLINE 


WILL MAINTAIN ITS 


1934 


LEAD 
FOR 


STYLE PRESTIGE 
















AVON SOLE COMPANY 


Exclusive Manufacturers DU-FLEX Soles & Heels 
MASSACHUSETTS 






AVON 
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SALES OF WHITE 


SHOES WILL BE 
GREATER IN 1935 


Neighborhood Store Built 
on Boys’ Shoes 


Los ANGELES, CAL.—Fred H. Reyn- 
olds, proprietor of Bernie’s Bootery at 
8826 West Pico Boulevard, Los Angeles, 
is completing his fourth year in his 
present neighborhood location and re- 
ports he has come through without 
holding a sale and has retained prac- 
tically every regular customer who has 
moved elsewhere in the Los Angeles 
district. 

The answer is complete satisfaction 
in boys’ shoes. “Sell the mother on her 
boy’s shoes and your ability to fit and 
you have a customer as long as the 
boy is a boy and as long as the mother 
can find her way to your store,” says 
Mr. Reynolds, “‘and it seems to me that 
the neighborhood store would have a 
hopeless task ordinarily if the proprie- 
tor did not think first of the children.” 

Boys’ shoes in all widths in five lines 
are carried, yet without over-stocking. 
A shoe with a raw cord sole kept in 
stock for boys who wear their shoes 
very rapidly has been a big business 
builder. Shark leather toes are also 
good friend makers. 





New Children's Shoe 
Department 


BALTIMORE, Mp.—An interesting ad- 
dition to the children’s retail shoe field 
has been effected through the formal 
opening of Fine’s Children’s Apparel 
Shoppe, at 21 W. Lexington Street. A 
children’s shoe department that is un- 
excelled for the kiddies, is one of the 
features of this new exclusive chil- 
dren’s shop opened in the heart of the 
shopping district. A Billiken and a Rob 
Roy shoe department is maintained in 
which are featured Billiken shoes for 
the discriminating mother at $2.98 and 
$3.98, and Rob Roy shoes for the hard- 
playing youngster at $2.50 to $3.98. 
Goodyear welt shoes are featured at 
$1.98 and $2.25. This is the first ex- 
clusive children’s shop to be opened in 
the downtown district in a long time. 


Buys Brother's Store 


DetroiT—Leon Maes, a newcomer to 
the shoe business, has taken over the 
Modern Boot Shop at 14508 Harper 
Avenue from his brother, August Maes, 
who is retiring from business. While 
Leon Maes is new to the industry, his 
wife, Mrs. Clair Maes, is well known 
to Detroit shoe men as the former op- 
erator of shoe stores on Mack and 
Harper Avenues, under her former 
husband’s name of Lembrecht. 

The Modern Boot Shop is located in 
the East end of town, and is almost 
without competition for two or three 
miles. It is across the street from the 
Chalmers Theater, and is in a neigh- 
borhood shopping center. Circulars an- 
nouncing the change drew in a good 
local trade. 
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Modern 
Shoe Store 
Equipment 


THE movement for modernization in industry, con- 
ceived mainly for the purpose of aiding employment 
and stimulating the so-called heavy industries and the 
building trades, has given a new impulse to the im- 
provement of retail stores, engaged in the sale of all 
sorts of merchandise. After five years characterized 
by rigid economy in the maintenance and improvement 
of store buildings and in the providing of new equip- 
ment, there can be little doubt that stores in general, 
including shoe stores, are sadly in need of moderniza- 
tion. For regardless of times or conditions, every 
intelligent merchant knows that an attractive, up-to-date 
store, well equipped in every detail, is a powerful aid 
in the sale of merchandise. 

Because of the fact that so many needed improve- 
ments have been neglected and because of the wide pub- 
licity now being given to the matter of modernization, 
it is anticipated that the year 1935 will see a great deal 


1934 
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WETHERBY-KAYSER 


Los Angeles is a shop of extraordinary 
beauty of architecture and refinement of 
appointments. One of the best equipped 
shops on the Pacific Coast, it might well 
serve as an inspiration and an ideal for 
merchants who are contemplating con- 
struction of a new store, or modernization 
of a present one. 


of activity in the improvement of the physical aspect 
of retail establishments. A great many shoe merchants 
are already giving serious thought to the subject, and 
since competition stirs others to action, it is expected 
that more and more plans for modernization will be 
undertaken as the year advances. 

While comparatively few shoe merchants own the 
buildings which their stores occupy, there are many 
cases where retailers, who have entered into long term 
leases with their landlords, have assumed the respon- 
sibility for needed improvements during the lifetime of 
the lease. In other cases, where the landlord is respon- 
sible for maintenance and improvement, it may be a 
problem of adjustment between the tenant and the 
owner of the property. Owing to the fact that, in many 
instances, rentals have been reduced during the course 
of the depression, some landlords are reluctant to 
undertake very much in the way of improvements, ex- 
cept, perhaps, those which are of such a nature as to 
be absolutely essential for the preservation of the prop- 
erty. But even in such instances, an arrangement can 
usually be worked out on some basis of fairness and 
equity by which the cost can be shared or mutual conces- 
sions can be made. 
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‘"AMERICAN'' 
INTERLOCKING SHOE STORE 
CHAIRS 


as manufactured by the American 
Seating Company, Grand Rapids, 
Michigan, are economical, efficient, 
comfortable, good-looking chairs for 
shoe stores. Thousands in daily use. 
The Interlocking feature makes pos- 
sible an economical arrangement 
both from the standpoint of space 
and dollars. Arranged in groups of 
two in an informal manner where 
space permits, they are quite adapt- 
able and pleasing. Where space 
does not permit, arranged in sec- 
tions they provide individuality in 
seating space and comfort to 
patrons. 

Coverings are obtainable in har- 
monious patterns to fit in with 
interior decorative schemes. 
Interesting booklet, “New Styles in Shop Seating,” will prove helpful 
to any merchant planning an improved interior. 





















* 












| GO TO JONES’ STORE. 
THEIR SHOES FIT. 


WHAT WOULD YOU GIVE FOR 
SUCH A_ REPUTATION? 







Brannock Fitting Devices for adults 
and children have become so univer- 
sally accepted in the shoe trade that 
the old fashioned measuring stick 
marks a merchant as being out of date. 
You can’t afford to give your customers 
the impression that shoes are carelessly 
fitted—The Brannock Device in addi- 

; tion to giving you at a glance the ex- 
IN 15 SECONDS act measurements, creates an impres- 
measures either foot, ob- sion in the customer’s mind that they 


tains arch length, t " 
length, and wath, ech are being carefully and thoroughly fitted 



















ange ge al oe Th a by an up to date intelligent and scien- 
the sole, and creates a tifically minded dealer. 





professional atmosphere 
in your store. 









* 












VOLUME INCREASED BY STORE 
MODERNIZATION 


Letters from retail shoe merchants to the Grand Rapids 
Store Equipment Company tell interesting stories of the effect 
on business of store modernization. 








“A substantial increase every month,” writes one. “Money 
put into improvements suggested by you will bring in larger 
returns than any other investment we could possibly make.” 
So writes another. Scores could be quoted, but to what purpose, 
because it is obvious that well-planned modernization always 
pays—ten per cent, twenty and even one hundred. 










Representatives of the Grand Rapids Store Equipment Com- 
pany have acquired the habit of working for the merchant 
when they are in his store. Consequently their recommendations 
are sincere, honest and intelligent. 

















The fact that the United States Government, through 
its Federal Housing Administration, has put credit at 
the disposal of the property owner in the case of 
business property as well as homes, will undoubtedly 
facilitate the working out of a satisfactory arrangement 
for needed improvements in a great many instances. 

Improvements needed in thousands of retail shoe 
stores throughout the country at the present time fall, 
for the most part, into two general classes, improve- 
ments in the store itself and modernization of store 
equipment. In the first class of improvements relating 
to the store itself, fall such important items as new 
store fronts, alterations and improvements within and 
without, painting, decoration, etc. In the equipment 
class comes everything from new seating and furniture, 
carpets, window fixtures, etc., to the smaller con- 
veniences which play such a very important part in 
successful operation of the modern shoe store, such as 
fitting appliances, office equipment, etc. 

While it may not be possible or practicable for 
every shoe store to undertake a complete program of 
modernization at this time, involving all of the impor- 
tant items, store front, interior decoration and refur- 
nishing, there probably isn’t a shoe store in the country 
that cannot add to the efficiency of its service to cus- 
tomers by needed additions to its equipment, and in 
the great majority of instances it will be found that 
investments made for these purposes will pay their cost 
over and over again by helping the management and 
sales force serve the needs of customers more expedi- 
tiously and in such a way that the customers will be 
pleased and impressed. It is by satisfactory service 
more than in any other way that customers are gained 
and held, thereby expanding the store’s clientele and 

steadily increasing its sales and profits. 

In these days of quick and easy transportation, when 
customers living in the smaller communities and rural 
sections find it easy to visit the large towns and cities, 
practically everybody has been educated to expect at- 
tractive stores and prompt, courteous service, made pos- 
sible by modern and complete equipment. There is 
hardly a store that can afford to overlook the impor- 
tance of these things, no matter how small it may be or 
how distant from the important trading centers. 

People who have become accustomed to being well 
served quickly come to expect that sort of service and, 
indeed, to insist upon it. The customer who has be- 
come familiar with the operation of a modern fitting 
device no longer likes the idea of being fitted by guess- 
work. The same is true of other phases of shoe store 
service, and it is an undoubted fact that the attractive- 
ness of the store’s appearance, within and without, tends 
to exert a powerful influence on the customer. 

It is a homely truth that “nothing succeeds like suc- 
cess,” and even in stores that carry excellent merchan- 
dise, offer appealing values and serve their customers 
conscientiously and honestly, it is often found that 
these customers are lured away by the more up-to-date 
appearance and atmosphere of the store of some new- 
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SEE IT IN ACTION! 


i 





Great Shows. 


N.S.R.A., New York City 
Jan. 6, 7, 8, 9, 10 
Commodore Hotel, Room 607 


PRICE $28 xi 
F. O. B. 
NEW YORK 


N.B.S.M.A., St. Louis 
Jan. 7, 8, 9, 10 
Statler Hotel, Room 932 


Boston Shoe Show, Boston 


Jan. 14, 15, 16 
Hotel Statler, Room 568 


THE DUNDE SHOE RESHAPING MACHINE 


BELONGS IN 


This amazing device is an indispensable 
part of today’s retail shoe store equip- 
ment... a very necessary aid in modern 
merchandising. It makes shoes con- 
form scientifically to individual feet. . . 
shrinking the leather at the heel and at 
the sides INSIDE and OUTSIDE IN 
ONE OPERATION .. . quickly, safely 


and effectively. 


The Dunde Shoe Reshaper is not ex- 
pensive ... but it will save you time, 
money and sales. Let us demonstrate 
it for you... without obligation . . . or 


write for illustrated folder. 


EVERY SHOE STORE 


ELIMINATES 


Shoes slipping at heels 

Shoes gapping at sides 

Heel blisters 

Cost of rebinding 

Fitting shoes too short 

Turned or sprained ankles because 

of too roomy heels 

Untidy appearance of shoes 

Hose wear at heels due to slipping 

Foot slipping forward in vamp 

Customer dissatisfaction 

Complaints 

All wrinkles, including linings 
Raises Vamps And Is Practical For Almost 
Every Fitting Need, Lengthens Or Shortens 
Straps. Attachable Shaping Iron Free With 
Each Machine. 


No Special Shrinking Liquid Is Required . . . USE 
PLAIN WATER. 


DUNDE SHOE RESHAPING DEVICES, Inc. 


13 EAST 37th STREET — NEW YORK, N. Y. 
CHICAGO: S. M. ARONSON, 189 MADISON STREET, WEST CHICAGO, ILL. 
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NEW YORK 


AUBURN 



















SHOE FORM CO., INC. 


Display is one of the 
prime factors in the 
sale of open toe san- 
dals. These sandals 
were the outstanding 
success of 1934, and 
1935 will be a still 
greater sandal year. 
Fairy Twinkle Toes 
sell Sandals more 
easily because the cus- 
tomer can see them as 
they will appear in ac- 
tual wear on the hu- 
man foot. Fairv 
Twinkle Toes are of 
ankle height, light in 
weight, attractive and 
come in flesh color 
with rose tinted toe 
nails or black with 
silver toe nails. 





* 













JAFF BROS. WOODWORKS 


LONG ISLAND CITY, NEW YORK 























INTERIOR 





55! FULTON ST. 








JULIUS GROSSMAN SHOES 


BROOKLYN, N. Y. 




























ment of Sonnenfeld's Department 











i} MOHAWK CARPET MILLS 


Mohawk’s “Saratoga” Wilton carpeting installed in the shoe depart- 
Store in St. Louis. “Saratoga’”’ 
has the long-wearing qualities necessary for low up-keep in stores 
with an atmosphere of luxury and is available at a medium price. 
The modernistic design of the pattern illustrated is available in 
shades of either black and gray or in two tones of green. The 
Mohawk Carpet Mills, makers of ‘‘Saratoga” Wilton, report that it 
is one of the most popular grades of carpeting for retail store use. 
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comer who has come into the community equipped 
with all of the modern devices and aids to store service. 

With business prospects in 1935 distinctly improved 
for those merchants who are equipped and prepared to 
seek business in the modern way, now is a logical time 
to take stock, not only of the merchandise on hand but 
of every item of store equipment and every accessory 
useful for more efficient operation and more satisfac- 
tory service. It is an excellent idea at the beginning 
of the new year to view your store objectively and try 
to discover for yourself what sort of an impression it 
is likely to make upon the customer. What are its 
good points and what does it lack, both for the purpose 
of creating a favorable impression and of rendering 
a well rounded service? 

An honest attempt to view a store through the eyes 
of the customer may reveal to the merchant many short- 
comings he had never before realized. He should then 
list carefully all of the improvements needed and such 
items of equipment as should be provided. It may not 
be possible to do everything at once, but every store 
can at least make a start and eventually bring his store 
up to the level of modern retailing which in the future 
will be required of every merchant who expects to 
succeed. 


Shoe Construction 
Materials 


[CONTINUED FROM PAGE 280] 


to distort and are impervious to moisture from the 
outside and perspiration from the foot. 

These types we have been discussing are cut out 
from flat sheets ranging frony 30/1000 of an inch thick 
to 350/1000 of an inch—the heaviest weights being 
used for so-called safety boxes in heavy duty work 
shoes. In use, they are skived down to paper thinness 
along the edges to prevent any possibility of a ridge in 
the forepart of the shoe; and the toe shape which a 
good box toe manufacturer cannot duplicate exactly in 
size and contour after being allowed to have a sample 
last, has not yet been invented—and never will be. 

Just as box toes are supremely important in the 
determination of the shape of the toe, so, too, are coun- 
ters in determining the lasting appearance of the heel. 
While leather has always been considered a highly de- 
pendable material, counters of fiberboard are very 
widely used, thanks to intelligent research work in the 
field of industrial chemistry. 

One of the best known types is a combination of the 
fibers of hemp and flax. One gives strength and the 
other gives the resilience which is so important. They 
can be obtained in such high grades that it is possible 
to secure finely skived edges which are invisible in the 
finished shoe, leaving weight where weight is needed— 
at the base of the heel, for instance. They fit well even 
in difficult parts of the shoe such as the shank, and are 
very satisfactory. 
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REDUCES YOUR COST 




















By proving correct fitting to 
yourself and to your customer 
you avoid arguments about re- 
funds and adjustments. The 
X-Ray machine is your one and 
only accurate method of prov- 
ing correct fitting to yourself 


and your customer. 


Perfectly fitted customers al- 
ways enjoy foot comfort, which 
in turn makes them glad to 
come back. Thus you eliminate 
refunds and the cost of adjust- 
ments and build up a larger 
number of satisfied loyal cus- 
tomers by and thru the aid of 
the X-Ray machine. 


oy DNC ORPOR Are 


MILWAUKEE 





1934 


ADRIAN 




















ON AT 


"Never mind the size number. Let's see 


the fitting.” 


THE X- RAY 


Will Be Demonstrated 
Rooms 809-811 
COMMODORE HOTEL 
N.S.R.A. CONVENTION 
New York City, Jan. 6-10 


Also in the lobbies of the 
JEFFERSON and STATLER HOTELS 


St. Louis, Jan. 6-10 
e 


Used by leading shoe merchants 
everywhere. List on request. 


X*RAY 


Shoe Fitter 





3535 NO. PALMER 


JUSTMENTS 


For your sales people, the X- 
Ray machine acts as an instruc- 
tor in accurate fitting. For 
your store it is one of your best 
advertisements. It corrects 
many women's vain desire for 
smaller looking feet, resulting 
in short fitting. It proves to a 
lot of stubborn men just what 
they require for foot comfort. 
In fitting children's feet the 


mother’s confidence is gained. 


The misfits of other stores can 


It pays for itself 
And it 


is reasonably priced on con- 


be proven. 


in a very short time. 


venient terms. 


WISCONSIN | 
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WORLD'S FAIR SET THE STYLE FOR 
MODERN SHOE STORE FURNISHING 













One outstanding style trend established by A Century of Progress 
during its two years’ life was the use of modern chromium steel fur- 
niture in the outfitting of modern business places. 

The fitting stool illustrated is just one piece of many shown in the 
new Howell catalog of chromium steel furniture issued by The 
Howell Company of Geneva, Illinois. The many lounge and occa- 
sional pieces offer an interesting possibility for modernizing a shoe 
store interior. 















* 










FACTORY X-RAY SHOE INSPECTOR 
MACHINE 





The Adrian X-Ray Shoe Fitter, Inc., of Milwaukee, who are 


famous for their X-Ray Machines for shoe stores, have added to 






their line this year a new type of X-Ray Machine which aids 





the shoe inspection service of factories in detecting insole 





tacks, split wood heels, or misplaced shanks. This machine 
was developed in collaboration and tests with the Simplex Shoe 
Mfg. Co. of Milwaukee, where it is being used, and is now 


available to all others in the industry. 
















* 


THE ELECTRIC SHOE 
DOCTOR 


The ELECTRIC SHOE DOCTOR is a 
new invention which, with the aid of 
specially prepared chemicals, will shrink 
leather or fabric and will mould the shoe 
to fit the foot. 













It will make a shoe fit to perfection 
inside and out. It shrinks quarters, 
vamps and sock linings of leather or 
fabric footwear instantly making the shoe 
hug the foot closely. It prevents gaping 
and fullness around the tops of shoes, 
prevents slipping at the heel, removes 
wrinkles in linings and takes care of 
many other minor customer complaints. 
















A great aid to the retailer. 


E. C, SMELTZER CO. 
121 East Sist St. Indianapolis, Ind. 
New York Office 504 Marbridge Bldg. 
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The Shank 


Here’s where the metallurgist comes in and a hard 
time he has had of it because of the special wishes of 
his manufacturer customers. From a rather humble 
beginning, at a time when all shanks were alike, this 
part of the shoe has increased the scope of its useful- 
ness far beyond the fondest hopes of its first users. 

One of the first important changes in shank construc- 
tion came when attention was given to their shaping. 
First came the idea of giving only nominal support to 
the shank of the shoe from the heel breast to the back 
part of the ball; then came the shank so shaped that it 
actually gave firm support along the entire length of 
the outer part of the longitudinal arch; then again it 
was so shaped as to do not only this but curve upward 
from the outer edge, supporting the shank of the foot 
over a wider area. Lately has come the adjustable 
shank—one type at least operated by a set screw so 
that the shank may be raised or lowered as the customer 
desires. Another type, more or less in the experimental 
stage, is adjusted by the salesman in the store after the 
first fitting, the operation being accomplished by a 
machine which has been devised for the purpose. 





Revival of Interest 
in 
Sole Finishing 


THESE are times when even the most conservative 
manufacturer finds himself tempted to try anything at 
least once. Hence we find a revival of interest in shoe 
bottoms ranging all the way from the commonly ac- 
cepted use of stains and pigments in an attempt to 
achieve distinction of sole, to the more complicated 
decorative processes grouped under the generic name of 
wheeling; and through that middle ground to ornamen- 
tations so grotesque and out of place that they quickly 
find a final resting place in the factory morgue. 

Modern sole finishes, or sole decorations, whichever 
you prefer to call them, are merely revivals of prac- 
tices, some of which go back to ancient Egypt but most 
of which have come in within the last 75 years. 

First in importance in the sole finishing category is 
the use of stains, pigments and waxes. Their use as 
part of shoemaking seems to have been the result of 
three widely diverging habits of thought on the part of 
manufacturers. First there was the natural desire of the 
high-grade manufacturer so to finish his sole as to bring 
out all its good points. He used light colors and clear, 
transparent finishes. Second, there was the equally nat- 
ural, though not so commendable desire on the part of 
the manufacturer of other grades to conceal defects 
in the soles of his shoes. He used darker colors and 
more opaque finishes. Third, somewhere in between 
these two groups, was the manufacturer who strove to 
decorate his soles by using, either singly, or in combina- 
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DISPLAY 






































is the pirat slep 
foward a sale a _ 


It must be effective! Whether salesmen’s sam- 
pes or window display shoes, retailers’ windows 
must instantly challenge attention . . . must turn 
the casual passerby into a prospective customer. 


Shoe retailers the country over have discovered 

that the shoe manufacturer’s secret of effective 

display lies in the use of specially designed forms 
. Fairy Forms. 


Here’s a variety of models for every type of foot- 
wear merchandise . . . all well made. . . light 
weight . . . washable . . . easily handled and 
arranged ... and economically priced. 


We have a great many ideas for sales stimulation 
that we would like to share with you. Write for 
our catalog and suggested displays, and mention 
your specific problems . . . we will be glad to 
offer expert advice without obligation. 


On Display at— 
Room 862, Hotel Jefferson, 
St. Louis, Mo. 


Room 1007, Hotel Commodore, 
New York, N. Y. 


Room 433, Hotel Statler, 
Boston, Mass. 


SHOE FORM COMPANY, Ine. 
Tairy Tors AUBURN Ye 


ell > real 
\Y Ne hax United Last Co., Ltd., Mont |» Que. 
f Northampton, England Mexico City, Mexico Paris, France 
Frankfurt, Germany Melbourne, Australia 
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ESTABLISHED 1675 


CAMBRIDGE, MASS. 


ow 


CARTON LABELS 


Indications point to unusual activity ahead for Tolman Print, Inc., 
designers and producers of most of the better-class labels used on 
shoe cartons. The continued general tendency to cui carton costs, 
justifies an apparent unceasing demand on the part of retailers, 
wholesalers, and manufacturers for Tolman Carton End-labels. 


The recent removal of the concern to larger and better equipped 


quarters at Cambridge, Mass., facilitates prompt and efficient service . 


to its many clients. 








SALES PERSONNEL DEVELOPMENT 


A national organization, specializing in the building of retail sales 
personnel. Willmark gives to both chain and independent retail 
organizations the power to control the activities of sales personnel. 
Through its unique method of testing, teaching and correcting, Will- 
mark prevents dishonesty . . . strengthens morale . . . drives up 
standards of efficiency and sales effectiveness. Willmark stops the 
constant drain on profits and checks the staggering losses caused by 
cash and stock misappropriation. This constructive, vitally necessary 
service is available in every city in the United States. Full informa- 
tion on request without obligation. 


Wittmark Service System, INc. 


250 West 57th St., New York, N. Y. 





* 


WHICH MIRROR DO YOU WANT? 


These unique modern mirrors by 
Wizard Company, Seventeenth 
and Locust Streets, St. Louis, 
Mo., are 2244” high, 1344” wide 
and are made of the finest qual- 
ity 3%” plate glass, mounted on 
plywood to insure strength. The 
frames are of %” chromium- 
plated tubular steel. 





Do you want the WIZARD or 
TRIMFOOT Mirror? You may 
have your choice absolutely free. 
Write for details immediately. 
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tion, all known types of sole finishing agents—opaque 
and clear. 


Varied Uses of Sole Finishes 


They were not unlike members of the building pro- 
fession—some of whom prefer to use clear stains and 
waxes on beautifully grained interior trim to enhance 
the natural grain of the wood; while others elect to use 
a lesser wood, covering its defects with paint or enamel; 
and still others, looking on the wood as part of the 
room, strive to make it harmonious with that room, 








These sole decorations on men's shoes at the London Shoe 

and Leather Fair were carried out in brass and silver rivets 

and then painted. Merely a hobby. As many as 10,000 

rivets are sometimes used in one design. The exhibition of 

these shoes proved one of the interesting features of the 

show in London and attracted the curious interest of thou- 
sands of visitors. 


using whichever treatment is necessary to achieve the 
desired result. 

Hence we find a fairly general belief that transparent 
finished soles are high grade and those covered with an 
opaque finish should be viewed with suspicion. But 
here, again, we may be wrong because it is the custom 
of some makers of indisputably good footwear to paint 
or stain their soles with an opaque finish—black, per- 
haps, or a color closely approximating that of the nat- 
ural finish oak leather. Secure in the knowledge that 
the trade knows the quality of soles used, they have 
dared to make a style feature out of a practice which 
was formerly akin to a minor disguise. 

All of which adds up to approximately zero, since it 
is evident that no human being can tell anything about 
the quality of the sole by sizing up its finish, except in 
the case of the obviously transparent finish; and even 
this can be “faked” with a fair degree of success. 
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Sen ft 


to \REE BOOK 


On how to make 
your store more 


MAIL COUPON 
FOR YOUR COPY... 


y's yours for the asking... 
without obligation ... a new, 
fact-crammed book about store 
fronts, telling you how to draw 
more trade and make more money 
... showing you by actual illustra- 
tions and actual performance re- 
cords how successful merchants all 
over the country have made their 
store fronts work magic for them! 

There are stores shown and dis- 


profitable 


cussed in this book which are of the 
same type as your store... definite 
similarities between the businesses 
pictured and your business. . . which 
will help you to find out what a 
real asset a new Pittco Store Front 
will be to you. You can’t afford to 
miss the money-making ideas this 
book contains. It’s just off the press 

.. 8o fill in and send the coupon 
for your copy ... today! 





ITTCO 


STORE FRONTS 


PRODUCTS OF 


PITTSBURGH 
PLATE GLASS COMPANY 


Pittsburgh Paint 
Products 


Polished Plate 
Glass 


Tapestry Glass 


Carrara Structural 
Glass 


Pittco Store Front 
Metal 


Pittsburgh Mirrors 





Pittsburgh Plate Glass Company, 

2296 Grant Bldg., Pittsburgh, Pa. 
Please send me without obligation, 

your new book entitled “How Modern 

Store Fronts Work Profit Magic”. 


Name 





' Store Name 








1 
' Store Address 





1 City 











When writing advertisers please mention Boot and 


Shoe Recorder 
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DUNDE 


THE PERFECTED 
SHOE RESHAPING 
MACHINE 


No shoe store can afford to 
be without this new ma- 
chine. It saves time and 
money and increases sales. 
It eliminates gapping of 
shoes, slipping at heels, all 
wrinkles, shrinks leather to 
conform to the heel and at 
the sides, and is the most practical device ever invented for the 
complete elimination of all customer complaints. Can be used 
for almost every fitting need. Plain water only is used. No 
chemicals. Price $28.50 F.0.B. New York. 


DUNDE SHOE RESHAPING DEVICES, INC. 
13 EAST 37th ST. NEW YORK 








* 





Exceptionally compact and light of weight (only 
131% ounces) is this handsome foot measuring 
device, the Orthometer, of the Wheeler-Morse 
Company, 2 West 45th Street, New York. It is 
designed to give, at a glance, all three vital 
measurements, i. e., (1) toe to heel, (2) width, 
and (3) heel-to-ball. Absolute accuracy is 
claimed for this fitter. The price is unusually 


attractive. 











Nor is it true, even, to say that soles unevenly finished 
with stain or pigment can be classed as poor quality. 
The leather may be all right, and the fault lie in the 
failure of the factory finishing room properly to mix 
the contents of the can from which the finishing liquid 
is to be drawn. Most of the pigment remains in the bot- 
tom of the can. Consequently, as the bottom of the can 
is neared, the more pigment is encountered and the 
darker the color. Some of this is directly traceable, or 
has been in the past, to the habit of the stain manufac- 
turer of putting his stains in cans with top openings so 
small that an adequate mixing paddle cannot be in- 
serted. This inadequate mixing may result, therefore, 
in unevenness on a run of soles or an actual unevenness 
on different parts of the same sole. 


Soles on shoes made in this country prior to the 
Civil War point to the beginning of sole finishing as we 
know it now. Many of these were buffed and left with 
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their suede-like finish. We find the same finish today 
on some slipper soles made by the stitchdown process. 
Then, apparently, waxes came into use but why, no one 
seems to know, unless it was the desire on the part of 
the manufacturer to have a somewhat smoother sole, or 
to darken the color a bit. Early wax treatments were 
confined mostly to the shank of the sole. Then they 
began to spread to the forepart, sometimes defining the 
edge of the sole with a wax-finish border about one- 
quarter of an inch wide; at other times jutting from the 
shank into the middle forepart with a spearhead design. 
All kinds of intricately useless patterns were tried out 
—and then along came pigments—opaque finishes. 


A STUDY of footwear in the museum of the United 
Shoe Machinery Corporation in Boston indicates that 
opaque finishes were used first as decorations and that 
not until someone discovered their capacity to conceal 
defects were they used for the deliberate purpose of 
making a cheap sole look good. Many shoes made in 
the first half of the nineteenth century have black 
painted shanks and clear finish foreparts. This treat- 
ment of the shanks with an opaque finish then followed 
the pattern carved out by those manufacturers who had 
previously used wax finishes, sometimes bobbing up as a 
border around the outer edge of the sole; sometimes 
thrusting forward from the shank into the middle or ball 
part of the sole; and sometimes going slightly insane 
and expressing the manufacturer’s individuality in a 
series of complicated, jig-saw-looking designs. 


In the meantime, and while all this was going on 
(it is impossible to establish the chronology of these 
developments) buffing gave way to a combination of 
buffing and clear finishing; also wheeling came in, and 
knifing. So, too, did all kinds of combinations of these 
sole decorative processes. 


Wheeling, if you don’t happen to know what it is, 
is merely scoring the bottom of the sole with a wheeled 
tool having notches around its circumference. It makes 
a line resembling a series of pin-pricks; as opposed to 
knifing, which makes a continuous incision in the 
leather. Early wheeling was done with rather crude de- 
vices. One old-time manufacturer, Daniel Swan of 
Lowell, tiring of a search for a suitable implement, 
made one himself by notching with a file a twocent 
piece, which at that time had not suffered from our 
abandorment of the gold standard. 


K NIFING was used originally, in many cases, at least, 
to define that area of the sole which had previously been 
stained or waxed. This knifing process sometimes went 
so deeply into the leather that, in combination with the 
stain, it created the illusion of one piece of leather hav- 
ing been inserted into another. 


Wheeling, starting in the high-grade factories, is 
now used also in the lower grades where it accomplishes 
little other than to create an eye appeal for those shoes 
which are displayed bottoms up in the display win- 


[TURN TO PAGE 295, PLEASE] 
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MODERNIZE Your Shoe Department 
with HOWELL CHROMSTEEL FURNITURE 


ODERNIZING shoe stores with Howell with amazing results. Investigate it. An in- 
Chromsteel furnishings turns mediocre stallation costs much less than you think it 
shops into profitable businesses. Several does. 
of the great Chicago State Street stores ON DISPLAY 


recently modernized their women’s shoe New York National Convention 
departments with Howell Chromsteel and 
substantially increased their volume of 


January 7-10 
Room 605, Commodore Hotel 


, , St. Loui. i ni 
business. Howell Chromsteel has gone into ager ? io oe 


hundreds of shoe shops all over the country Cameron & Co., Room 826, Statler Hotel 


C) COMPANY 
GENEVA > | | ILLINOIS 





When writing advertisers please mention Boot and Shoe Recorder 





MOOeINIZE 

AND BEAUTIFY | 

YOUR STORE 
° : 


The new trend in shoe stores 
or individual shoe departments 
is toward the more convenient, 
practical and comfortable metal 
furniture. 


The glistening modern appear- 
ance of Troy Streamline Metal 
Chairs and Divans coupled with 
their soil-proof coverings in 
gayest colors turns your store 
or department into the brightest 
and most inviting retail spot. 


There is nothing that costs so 
little that can do as much to 
modernize—to make customers 
want to patronize you. 


A new and attractive catalog is 
ready for you. Ask us for cata- 
log E today, no obligation. 


aa No. 86 
Shee Bench 
New — designed 
looking and long 
lasting. 


No. 71 
Club Chair 
An unusual de- 
sign, constructed 
to give utmost 
comfort. Springy, 
good looking. 


The Troy Line covers every 
type of chair or divan you 


need for your sales floor, 
rest rooms or groupings. 


TROY nlo METAL 


UNSHADE TROY. O. 
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N.S.R.A. Convention Program 


[CONTINUED FROM PAGE 59] 


and shoe fields will conduct a clinic on 
Wednesday morning. 

The mid-day session, in the form of 
a technical hearing on quality and poli- 
cies in retailing, will be a realistic ap- 
proach to better production and better 
distribution in 1935. 

The quality group of shoe manufac- 
turers plan a style show, with manne- 
quins, runway and music as a feature 
to the testimonial dinner to John 
Slater, convention chairman and dean 
of shoe retailing, which will be fol- 
lowed by an all-star theatrical per- 
formance. 

Jan. 10—Thursday’s session will be 
devoted completely to the buying and 
confirmation of business for Spring and 
Summer 1935 selling. 


Convention Headquarters— 
Hotel Commodore 
Progress Starts—N. S. R. A. Conven- 
tion Program 
Registrations, railroad validations and 
information bureau—Suite 640, Com- 
modore Hotel 


Sunday, Jan. 6, 1935—6:30 P. M. 
Board of Directors Meeting— 
South Room—Main Floor 


Monday, Jan. 7, 1935—12 o’clock noon 
Grand Ballroom 
(All Exhibit Rooms Closed, 12 to 2) 
Luncheon with “Business” 
Opening of Convention....John Slater 
Chairman of the Day Jesse Adler 
Invocation John Laycock 
Welcome to the “Isle of Inspira- 
tion” ..Hon. Alfred E. Smith 
The President’s Address— 
M. A. Mittelman 
“America’s Capacity to Consume 
the Better Things of Life’— 
Dr. Lee Galloway 
“The Alternate to Depression— 
True Progress”. .Professor L. Bader 


Monday, Jan. 7, 1935—2:30 P. M. 
Grand Ballroom 


MANAGEMENT AND SALES 
CLINIC 
Chairman—M. A. Mittelman 


A conference on the retailing future 
of American business men in shoe 
service. 
New York’s Shoe School Leads to 
Practical Progress Louis Feman 
Organize Collectively or We Per- 
ish Individually. ...William Pidgeon 
Store Management— 
Benjamin F. Childs 
Does Gambling Reduce Consumer 
Purchasing Power?. Harold F. Ballou 
Past Performance a _ Prologue. 
You’ve Got to Advertise Differ- 
ently in 1935 Mitchell Murphy 
Shoe Service in the Public Inter- 
Harold Volk 
Merchandising Shoes to the Con- 
Joseph Greenberger 


Tuesday, Jan. 7, 1935—10:00 A. M. 
East Ballroom 


General Meeting of the 
Shoe Retailers of the United States 
Chairman—Clarence Paflick 
Ohio Ret. Shoe Dealers Association 

Led by presidents and executives of 
all local, sectional and regional asso- 
ciations. 

Object—To outline the plans for as- 
sociation progress in 1935. “Only by 
organization can we make progress for 
there are legislative taxes and economic 
problems that necessitate a Code Pol- 
icy for Shoe Retailers under a national 
plan.” 


Tuesday, Jan. 8, 1935—12:00 Noon 
Grand Ballroom 


Luncheon with “Fashion” 
Chairman—George Hess 
Tribute to Fashion Influences in 
1935 George Hess 
Revolution in Men’s Attire 
Through Color, Leisure and 
Sports Ray Twyeffortt 
Fashion the Incentive to Prog- 
ress -Guest Speaker 
A Critical Study of Fashion for 
Spring and Summer. .Guest Speaker 
2:30—Tudor Room— 

MEN’S STYLE MEETING 
Chairman—George Hess 
Revision and Interpretation of Style 
Programs for Spring and Summer 


Tuesday, Jan. 8, 1935—2:30 P. M. 
West Ballroom 


WOMEN’S STYLE MEETING 
Chairman—Thomas F, Callahan 
Revision and Interpretation of Trend of 
Women’s Style for Spring and Summer 
Wednesday Morning, Jan. 9, 1935— 
West Ballroom—10 A. M. 
CLINIC 
“Foot Health Promotion Through 
Shoe Fitting” 
Chairman—Nathan Hack 
Vice-Chairmen— 

S. J. Brouwer, Milwaukee 
Charles H. Brown, New York City 
J. H. Roberts, Cleveland 
Speakers — Clarence Faflik; William 
Pidgeon, Rochester, N. Y.; J. H. Gart- 
ner, Long Island City Hospital; Jos- 
eph Lelyveld; Arthur Jacoby, Berlin, 

Germany. 


Wednesday, Jan. 9, 1935—12:00 Noon 
West Ballroom 


Chairman— 

“A technical hearing on Quality and 
Policies in Retailing. A realistic con- 
ference on the actualities of produc- 
tion and distribution led by qualified 
authorities.” 

The Leather Situation in the Light 

of Technical Progress— 

Dr. Fred O’Flaherty 
Louis J. Robertson 


[TURN TO PAGE 296, PLEASE] 
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dow. It seems to be the opinion of many that more 
shoes would be sold if the practice were to be discon- 
tinued in some grades and the money saved put into 
a higher grade of sole leather. 

But sole finishing and ornamentation are by no 
means confined to the use of stains, dyes, waxes, wheel- 
ings and knifings. There is the familiar birds-eye pat- 
tern—a whole series of small depressed circles on the 
sole—each circle with a small bump in the exact 
center. This delightful design was evolved by an early 
manufacturer of turns. Originally there was only one 
birds-eye on each sole and it appeared in the spot where 
otherwise would have been seen the small hole made 
when the sole was tacked to the last. Let’s be charitable 
and call this a coincidence. But, then, why did the trade 
go farther and multiply the birds-eyes? The only 
logical explanation is that if women liked one birds-eye, 
they might reasonably be expected to go into raptures 
over several. Also, if the birds-eye design associated 
itself in their minds with high-grade turns, would its 
presence on the soles of shoes made by other processes, 
carry with it the same pleasant and profitable associa- 
tion of ideas? That question answers itself. 


Profits in Handbags 


T. A. PRATT, proprietor of the Westwood Hills Boot 
Shop, California, conducted his snappy little shoe store 
in that magic little university village for about three 
years without giving a thought to bags. He had them in 
stock and sold a few now and then, but did not think of 
putting steam behind the sales drive. 

Then he woke up to his opportunity and this year 
he is not merely selling bags by the dozen, he is selling 
them by the gross. Bags have become the second best 
item in the store, second to shoes and outstripping 
hosiery. 

“The first thing we began to think about after we 
awoke to our opportunity,” says Mr. Pratt, “was variety 
in stock. We have a dual situation here in this village. 
The village was built to order as the business center 
of a university section and also the business center of 
a high class residential development. During the period 
of the depression the great university was built up and 
the hills covered with fine homes. 

“It was evident that we should carry bags inexpensive 
enough for the girl students to buy and also bags good 
enough for the women of the vicinity. This meant a 
large stock and a wide range in prices. We started our 
line at a dollar and ran it up to ten and even to twelve 
dollars. 

“We were careful in selecting our lower price bags 
for it would have been fatal to put in a type of inexpen- 


sive bag that was ‘cheap’ as well as inexpensive, so we | 
bought and still buy these bags by the gross and we | 


believe they are the best values that can be found in 

the country. We search the East for them and get them. 
“Another thing we found we‘had to be careful about 
[TURN TO PAGE 299, PLEASE] 
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Another store selects 
MOHAWK CARPET 


Up-to-date store of Edison Brothers, Cleveland, 


Ohio, with Mohawk Carpeting on the floor 


It’s a sure way to gain long-lasting, 
modern beauty for your floor — at 
surprisingly moderate cost 


T’S NOT exactly a trend. But an increasing number of store 
| seri and managers are specifving Mohawk Carpet. They 
find that it definitely meets shoe store needs. 

Mohawk Carpeting has the endurance you want. Years of 
wear are woven into it. This applies to color as well as to the 
weave. Only fine imported virgin wools, expertly blended for 
wear, go into Mohawk Carpets. And only fast-color dyes provide 
the rich coloring. If you want to make an economical carpet in- 
vestment, there’s always a Mohawk—moderate in cost at the 
beginning and over the years. 

Mohawk Carpeting has the style and patterns to fit into your 
decorative scheme. There are modern designs like the one shown 
in the picture. There are more conservative and conventional 
patterns—and rich plain colors. You can depend on finding just 
what you need among the many Mohawk Carpets in stock. Aud 
right now many new designs have just been made available. 

Let a Mohawk Carpet Specialist help you select what you 
need, Whether you are buying for a new store, or are replacing 
a worn-out carpet, this Mohawk Advisory Service is FREE. It 
makes easy your job of getting long wear underfoot . . . beauty 
for the eye, at a cost you can afford. Address the nearest Mohawk 
Sales Office, or Mohawk Carpet Mills, Contract Carpet Depart- 
ment, 295 Fifth Avenue, New York City. 


REGIONAL SALES OFFICES 


Detroit 

Los Angeies 
Philadelphia 
San Francisco 
Seattle 

St. Louis 


Atlanta 
Boston 
Chicago 
Dallas 
Denver 


Des Moines 1934, Mohawk Carpet Mills, Inc. 
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Orthometer: The newest development 
in 3-dimension foot measurement, will 
save time and increase store efficiency. 
With an Orthometer, an inexperienced 
salesman can determine with speed and 
accuracy, the three basic dimensions of 
any foot, from child’s to adult size 14. 


ORTHOMETER 
3-Dimension Measurements 


gives with scientific accuracy (1) toe to 
heel, (2) width, and (3) the vital heel-to- 
ball measurements. It leaves no room 
for guess-work. You fit your customers— 
men, women, children—correctly in the 
first try-on. In hundreds of stores, 
Orthometers have overcome the danger 
of returns and lost customers because of 
faulty, though honestly mistaken, fittings. 


We will be glad to send, on ten days’ 
trial, this handsome aluminum device, 
light weight (131% oz.), convenient size 
(15” x 34%"), low cost ($6.00 in single 
units). 














Gartner Foot Exerciser 


When difficult customers complain of 
foot discomfort, the 


GARTNER 
FOOT EXERCISER 


will often help them overcome the cause 
of the trouble. Weak arches, swollen 
ankles, enlarged joints, cramped muscles, 
respond to the stimulating, energizing 
effects of three minutes daily treatment 
with this simple roller-device which mas- 
sages as it vibrates. 


Thousands now in use on recommen- 
dation of orthopedic authorities. So 
inexpensive it can be sold at a nominal 
price with good profit, or effectively used 
as a premium. A wonderful good-will 
builder. Write for sample with instruc- 
tion pamphlet. 


WHEELER-MORSE COMPANY 
2 West 45th Street New York 
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Increase Noted in Demand for Quality 


CINCINNATI, OHIO — Harry C Mc- 
Laughlin, president of the Potter Shoe 
Company, said, in speaking of the 
year’s business: 

“This has been a quality year for 
us. The average price paid per pair 
for shoes shows that more people are 
buying shoes for good workmanship and 
comfort than ever before. The same 
is true in regard to quality in the ho- 
siery and all departments. That more 
people have a greater earning capacity 


| is shown by the increased use they are 
| making of their charge accounts. These 
| people are buying more frequently and 
| a higher grade of goods. 


“Take the matter of slippers for 
leisure. We sold more of these in the 
better grades, running in price from 
$3.50 to $7.50, than ever before. Also 
in evening slippers at $6.50 to $18.50. 
We have sold more gold and silver eve- 


ning slippers at these prices than ever 
before, gold being most in favor. Then 
there has been a big demand by the 
young men home from college for pat- 
ent leather pumps at $12.” 

A number of the officers and heads 
of departments of Potters will attend 
the N.S.R.A. in New York in January. 
They are: Harry C. McLaughlin, presi- 
dent; Edward C. Orr, vice-president; 
Harry Gordon, manager of the sorority 
and children’s department; Edwin L. 
Franken, manager of the men’s shoes 
department; G. Gasdorf, manager of 
the Ladies’ Bootery, and Thomas W. 
Stapleton, manager of the popularity 
department. McLaughlin stressed the 
educational advantages of attending 
the N.S.R.A. and the opportunity it 
gave for meeting other retailers and 
looking over manufacturers’ lines, as 
well as enabling the visiting shoe men 
to visit the New York stores and shops. 





Walker T. Dickerson Co. Near 
Capacity 

COLUMBUS, OHIO—With a good year 
in 1934 and bright prospects for 1935, 
the annual stockholders meetings of 


the Walker T. Dickerson Co., makers of 
women’s shoes was extremely optimis- 


| tic. 


“Our volume, our profits and our dol- 


| lar sales in 1934 were the largest in the 


history of the firm which was organized 


| 85 years ago,” declared Mr. Dickerson. 


“We are now running ‘at the rate of 
1000 pairs daily and will be up to 1200 


| pairs, our maximum capacity by the 
| first of the year.” 


At the same time Mr. Dickerson an- 


| nounced that Charles Baber, Ltd., of 
| London, England, who operates two re- 


tail stores in that city has been made 
distributor for the line in the British 
Isles. The company’s product will be 
sold in the two shoe stores operated by 


| Charles Baber, Ltd. 


The board of directors was reduced 
from 7 to 5 members. Those reelected 


| to the board are Walker T. Dickerson, 


president, treasurer and general man- 
ager; Hiram Gordon, vice-president; 
Charles C. Shriner, secretary; and E. 
C. Tettrick and Walter M. Zuber. 


F. A. Miller Honored 


CoLUMBUS, OHI0O—Frederick A. Mil- 
ler, president of the H. C. Godman Co. 
was recently elected vice-president of 
the Ohio Chamber of Commerce which 
held its annual meeting in Columbus 
Dec. 11 and 12. The chamber adopted 
a resolution asking that the NIRA be 
discontinued after it expires in June 
of next year although provision should 
be made by Congress for each industry 
to work out systems of fair competition 
and that these systems or codes are to 
be approved or disapproved by some 
governmental agency but not changed 
by that agency. 


Canada May Raise Tariff 


OTrawA—Tariff protection for the 
Canadian boot and shoe industry is 
scheduled for an increase in next year’s 
budget, according to an Ottawa com- 
mentator. 

British and Canadian manufacturers 
who presented evidence before the tariff 
board were able to agree upon a sched- 
ule of manufacturing costs and it is 
stated the British Industry agreed a 
moderate increase in duties was reason- 
able and would not prevent competition. 


N.S.R.A. Convention Program 


[CONTINUED FROM PAGE 294] 


The Material Situation in the 
Light of Technical Progress— 
Standardization vs. Selectivity— 
Dr. Laurence V. Burton 
Progress Toward Style Protection— 
William Parrot 
Quality Must Be Coordinated in 
Dress and Footwear For True 
Progress Toward American 
Standards of Living. .Guest Speaker 
The Last Is First Guest Speaker 


Wednesday Evening, Jan. 9, 1935— 
7:00—P. M.—Grand Ballroom 


Testimonial Dinner to John Slater by 
Shoe Merchants Council of Greater 
New York 
Chairman—Maurice Miller 
Manuel Gerton 
Harold Hart 
Frank A. McLaughlin 
Charles L. Thompson 
Harold R. Williams 


Thursday, Jan. 10, 1935 


MARKET DAY 
No luncheon meetings or business 
sessions, sponsored by the Association, 
will be held on Thursday, in order to 
give all merchants and manufacturers 
an opportunity to buy and sell. 
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RETAILERS ¢ MANUFACTURERS © REBUILDERS 


ELIMINATE 
CUSTOMERS’ COMPLAINTS 


WITH THE 


ORIGINAL 
ELECTRIC SHOE DOCTOR 


(PATENT PENDING) 


The ELECTRIC SHOE DOCTOR is all its name 
implies. Since the beginning of the shoe industry, it 
has been the ambition of all shoe retailers to elimi- 
nate the cause of complaints that are so common 
among the consumers. At last this has been accom- 
plished by the invention of the ELECTRIC SHOE 
DOCTOR. The construction of this modern electric 
shoe iron has been the deciding factor—in building 
it to a point of perfection in fitting perfectly all parts 
of a shoe, inside and out. 


MANY ADDITIONAL SALES 
CAN BE MADE 


The Electric Shoe Doctor with the aid of our own specially prepared 
chemicals for leathers and fabrics, shrinks quarters—vamps and 
linings, of Black-White or colored leathers and fabric footwear in- 
stantly, making the shoe hug the foot closely. 

IT prevents gaping and fulness around the top of all kinds of shoes. 
IT takes care of minor complaints, such as preventing slipping at the 
heel, removing wrinkles in lining, gaping at the sides, and is used 
for dressing window styles. 

IT avoids the replacement of many pairs that otherwise would have 
to be returned to the manufacturers, and has many other uses, satisfies 
customers and saves time and money. 


THE ORIGINAL ELECTRIC SHOE DOCTOR 


Hundreds of which have been in use for the past nine months by 
the leading and largest shoe merchants and shoe builders in the 
Middle States. Names gladly furnished on request. 


See Demonstration and Display 


AS EFFECTIVE ON OLD LEATHER OR : 
FABRIC AS ON NEW St. Louis Convention 


January 6 to 10, 1935 
PRICE 7 h00 One Demonstration will prove we can Eliminate your shoe Worries. 


Exclusive Territory Open for Salesmen 


F.O.B. INDIANAPOLIS See the Shoe Doctor before buying any new Shrinking device. 


COMPLETE WITH CHEMICALS E. C. SMELTZER Co. 


TERMS 5%—10 DAYS 
Write for illustrated folder. 121 East 51st St. — Indianapolis, Indiana 


New York Office 540 Marbridge Building 
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LET JAFF 
MODERNIZE 
YOUR STORE 





EXTERIOR OF A MODERN STORE 
jecont stores modernized Jeff Gros. include A. &. 
Bask Shoe 8 SF San, In Albany, N. Y.; 


Ichmond, Va., and H 5 





INTERIOR—A. 8. BECK SHOE STORE, 
ALBANY, N. Y. 


For the past 18 years Jaff Bros. have 
been modernizing store fronts and 
interiors from coast to coast. Their 
factory is equipped to build and con- 
struct for the merchant the finest 
and most modern shoe store. 

Jaff Bros. are at your service at all 
times to convey their ideas in refer- 
ence to your present remodernizing 
probiems. 


JAFF BROS. WOODWORKS 


Business Interiors 
41-43 37th Street 
Long Island City, New York 
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Craddock-Terry Officers Optimistic 


LYNCHBURG, Va. — Officials of the 
Craddock-Terry Company, Lynchburg, 
Va., gave glowing reports on the im- 
proved financial condition and brighter 
outlook of the shoe company to more 
than a hundred of their salesmen 
gathered for a recent sales meeting at 
the Virginian Hotel in Lynchburg. 

Salesmen of Craddock-Terry and 
George D. Witt companies gathered for 
a luncheon meeting after a morning 
session of business and review of lines. 


Speakers were heard by both branches 
during the afternoon. A joint ban- 
quet in the evening ended the all-day 
meetings 

Messages were given by John W. 
Craddock, chairman of the board; 
George P. Utley, president of the con- 
cern; John A. Faulkner, vice-president; 
H. G. Wells, controller-secretary; W. J. 
Murray, in charge of credits; R. E. 
Craddock, John W. James and Sidney 
Shaner. 








Harrison Shoe Co. Welt Factory 


Boston, Mass.—Harrison Shoe Co. 
has just completed a new expansion 
program, involving an expenditure of 
$25,000. A complete new welt factory 
has been set up for the production of 
1200 pairs a day, which operates sep- 
arately from the McKay factory, which 
is now producing 3600 pairs, giving a 
total production capacity of 4800 pairs 
of men’s, boys’, youths’ and little gents’ 
welts and McKays which sell at 
popular prices. Complete new lines of 
welts have just been released by the 
company which include latest styles, 
lasts and patterns. 

Since the death of August Beckman 
early this year, the company is being 
managed by the Johansen brothers, 
Roy, Harry and Helmer, with Joe Rice 
as sales manager. The company reports 
that they have just completed one of 
the most successful years, from a sales 
and production standpoint, in their 
history and look forward to greater 
progress in 1935. 





Wm. J. Sullivan Dead 


CINCINNATI, OHI0O—William J. Sulli- 
van, Jr., 30, vice-president of the P. 
Sullivan Shoe Company, 536 Sycamore 
Street, died of a heart attack in his 
home Dec. 16. He lived at 2932 Lin- 
wood Avenue, Hyde Park. Sullivan 
was born in Buffalo, N. Y. He was 
graduated from Xavier University and 
St. Mary’s College, Kansas. His 
family have been shoe manufacturers 
for three generations. 

The company was founded by his 
grandfather, Patrick Sullivan. He was 
married two years ago to Miss Estelle 
Howell, daughter of Mrs. Phillip Root, 
Cincinnati. Besides his widow he leaves 
a son, William J. Sullivan, III, his 
mother Mrs. William J. Sullivan; two 
sisters: Mrs. Charles Harig, Miss 
Marion Sullivan and a brother Arthur 
Sullivan. Funeral services were held 
at Church of Christ the King, Dec. 19. 
Burial in Spring Grove Cemetary. 





Retail Merchants Unite 


DayTon, OH10—Through a change 
effected by directors of the organiza- 
tion, the Dayton Retail Merchants As- 
sociation, of which a number of retail 
shoe dealers are members, will act here- 


after as a separate body within the 
Dayton Chamber of Commerce instead 
of being a division of the chamber. 
Under the new set-up the association 
will have its own funds, make its own 
budget, have its own secretary, Brooks 
Harmon, who will be responsible only 
to its own board, and hold its own 
identity in contacts with the public. 
Seventy-five per cent of all moneys col- 
lected from those members of the Cham- 
ber of Commerce listed as retail mer- 
chants, will be turned over to the asso- 
ciation, for its budget, and any balance 
or unexpended portions of the budget 
going to the credit of the association 
for further budgeting in future years. 





New Factory for Xenia, Ohio 


Xen, OHI0—Prospective incorpora- 
tion of a new company to be known as 
the Xenia Shoe Company, and to be 
established shortly after the new year, 
has been announced by the factory com- 
mittee of the Xenia Ketail Merchants 
Association. Incorporators of the new 
firm are: Thomas E. Kavanaugh, vice- 
president of the H. C. Godman Co., 
Columbus, Ohio; Webb I. Vorys, 
Columbus attorney; and Harry D. 
Smith, Xenia attorney. While it will 
be under the control of the Godman in- 
terests, the new Xenia plant will func- 
tion as an entirely separate organiza- 
tion. 

Plans anticipate a production sched- 
ule of between 1500 to 1800 pairs of 
women’s shoes per day, giving employ- 
ment to about 200 people when the fac- 
tory is in complete operation. 





Lewis E. Webster 


New York—Lewis E. Webster, well- 
known and beloved shoe man, died at 
his home, 62 Edgemont Road, Scarsdale, 
New York, on Thursday, Dec. 20. Mr. 
Webster was born in Dover, New Hamp- 
shire, 55 years ago, the son of Willis 
and Caroline Curtis Webster. As a 
young man he traveled with the cele- 
brated theatrical company of Otis Skin- 
ner. Subsequently he was associated 
with the Emerson Shoe Company and 
for the past ten years had been with 
the Heywood Boot and Shoe Company 
at the New York office. He is sur- 
vived by his widow, the former Miss 
India Slade. 
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BRANNOCK “TWO MOTION” 
SCIENTIFIC FITTING 


Does 3 things for the 
Shoe Retailer— 


Increases Repeat Sales 
2 Attracts New Customers 


3 Saves % of fitting time 
The “Adult” Model has fer years Cuts down try-ons 


been the accepted standard for cor- 
rect shoe fitting. ° oq: The ‘‘Junior’’ Model is the result of 3 years of de- 
The keystone of success in shoe retailing PRICES velopment on sales floor of a juvenile shoe department. 


is good fitting. The Brannock Fitting JUNIOR MODEL Simple, speedy, accurate. 
Device in the adult and juvenile models 4 a 
illustrated here, provides scientifically = 

accurate fitting for all feet. This in a ADULT MODEL 
fraction of the time used in ordinary 1 Device, , $12.50 
fitting . . . this with a definite assur- sprain 
ance of customer comfort and satisfac- ry a 
tion... this with inevitable repeat busi- model... 
ness. There is no shoe advertisement 1 “Junior” 
like a pleased customer. sealed 











FIRST MOTION SECOND MO- 
—LENGTH. TION—WIDTH. 


Correct heel -to- Outward move- 


ietedeelinee ae givs'aat THE BRANNOCK DEVICE CO. 


lation to are 


length. width required. 321 SO. SALINA ST. 








Profits in Handbags m “To Shoe Store Owners 


[CONTINUED FROM PAGE 295] Wh and Mana ETS 
in a little city that is classed as a village. We had to AFREE Booklet, 


limit the number of duplications. In our very best bags 
we buy only one of a kind, never more than two. When : ] 

a woman goes out of here with a good bag in which she , New Sty es IN 
takes pride she is not going to find another just like it SHOP SEATING’ 


in the home of her next door neighbor. 
“Even in our lowest priced bags we refuse to buy GS stag or Book now so you will have it when considering 


; seating for your shop. ‘Thirty-two pages of seating sugges- 
very many of one kind. The students, of course, do not tions for modern shops. Helpful and practical. Shows you 


care so much but even at that we sell so few on the the economy of installing American Interlocking chairs. How they 
beautify your shop. Enable you to comfortably seat more custom- 
Kagel | ers with greater speed. It will pay you to consult this book be- 
a kick. fore buying: Send for your free copy. Use the convenient coupon. 


Mr. Pratt found it necessary to introduce every ship- 


ment received with a very elaborate window display. He American Seating Company 


placed them at different heights, using standards and _ | Mahers of Seating for Shoe Stores, School, 
also placing them on the window floor. He has from the General Offices: GRAND RAPIDS, MICHIGAN 
first used great variety in his window displays, a recent ee ae ee SI ene 
display showing crushed leathers both calf and kid, MAIL THIS COUPON 
reptile and reptile combinations, French antelope, rough ee 
wool, and Texloid. Please send me without obligation, your FREE 32-Page Book, “New 
“a Styles in Shop Seating.” 
Our displays inside have always been conservative, 
and we confine them always to one very carefully 
groomed case near the front. We depend on the window 
to get them in, but we do not want our shoes to be 


crowded out of the room. 








campus that are duplicates that we never yet have heard 
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THE GENUINE 6LOTH 














HE Shoe world looks constantly to Tupper for new 

ideas ... new departures... and is never disappointed. 
The latest is a presentation of a line of beautiful Genuine 
Palm Beach Cloth Sandals that will bring new prestige 
to the stores that sell them and new dollars into cash 
registers. 


For Genuine Palm Beach Cloth recognized by the con- 
sumer as a unique fabric lends itself to dramatic presen- 
tation by progressive merchants. Tupper is proud to 
sponsor "The Genuine Palm Beach Cloth." 

See the Tupper exhibit at the 


ST. LOUIS AND NEW YORK SHOWS |! 


TUPPER INCORPORATED 
25 Lafayette Street, Brooklyn, N.Y 352 4th Ave, New ¥ NY. 
Foutwear. Dez gnedt re Crews d L Vung ork, 


When writing advertisers please mention Boot and Shoe Recorder 
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Extra Profits In 
Shoe Store Findings 


SHOE store merchandise items other than shoes 
have been known as “findings” for so long that 
the origin of the word has been almost lost. 
Originally, as explained in the Boot anp Suoe Re- 
CORDER’S National Merchandising Annual of 1933, they 
were the little extras, mostly buttons, sold by the cus- 
tom shoemakers of old England and Colonial America 
—replacements, as it were, of shoe fastenings which 
had become loose and dropped off without the knowl- 
edge of the wearer. Then this same term was adopted 
by the factory shoemaker for certain shoe parts other 
than upper and sole stock. 

All this is interesting but unfortunate, because it has 
led to a mental attitude on the part of the merchant 
which is decidedly detrimental to sales of these articles 
in his store. Just so long as polish, shoe cleaners, 
hosiery, trees and many other inhabitants of the find- 
ings department, are looked on as extras, or velvet, they 
will receive not more than one-fifth of the attention 
they deserve. 

It is human nature to strive mightily to cover fixed 
charges and eke out a little profit on the side, but those 
added spurts of merchandising activity which lead to 
the profitable sale of findings are not long-lived because 
they have been looked on as velvet so long that it has 
occurred to only a few merchants, comparatively speak- 
ing, that their sale can be made a regular, rather than 
an incidental or occasional source of income. 


TAKE shoe laces as a good example—and include the 
family of polishes and cleaners for good measure. 
Judging from what the writer has observed, much of 
this trade is now under the control of the variety chain 
stores. They sell by display almost entirely—merely 
by having them properly positioned to attract the atten- 
tion of the man or woman when he or she comes in to 
buy something else. 

This is a method of sale which the retail shoe mer- 
chant cannot duplicate—yet he has been trying to for 
many years. The reason is obvious. People don’t go 
into shoe stores to buy mixing bowls, pads of note 
paper, oil cloth and the thousand and one other items 
carried by the variety store. They go into shoe stores 
for shoes—and that pretty much tells the whole story. 

The writer will grant that sales of all these findings, 
including shoe trees, hosiery, buckles (if in style), in 
addition to those already mentioned, can and are being 
sold by suggestion and display but only to shoe cus- 
tomers in most instances, and only to them when they 


To get these profits, however, the 

merchant must feature Findings — not 

merely hope that his customers will walk 
in and ask for them 


buy shoes—not in between. Sales by suggestion and 
display certainly should not be tossed out the window 
as a means of moving this type of merchandise, but 
there is no harm in at least taking one step forward 
and trying to develop a healthier volume by getting 
people into the habit of coming into the shoe store for 
those appurtenances which naturally associate them- 
selves with footwear. 

What we are leading up to, in rather a roundabout 
manner, is that merchants should plan their sales of 
findings with the same degree of thought that they plan 
their sales of shoes. If newspaper advertising is being 
done on shoes, why not add a line about findings: 

“Laces that won’t break the second time you tie them 
—that can be yanked with impunity when you’re afraid 
you'll miss the 8.15.” 

“Trees that keep your shoes in shape and make them 
wear longer and look better.” 

“Polishes and cleaners which keep your shoes look- 
ing new and which really help to preserve the leather.” 

These are merely thoughts hurled in the general di- 
rection of the merchant who may be receptive. The 
addition of two or three lines of small italic type at 
the bottom of retail shoe advertising will, in all proba- 
bility, add nothing to the cost and will turn the pros- 
pect’s mind in the right direction. 

Another idea—not original with the writer but the 
product of the brain of a department store merchan- 
dising manager—he expresses in these words: 

“As a supplement to newspaper advertising for the 
small store, I have always liked direct mail—even a 
penny postcard will be read if it has on it something of 
interest. If I were a shoe dealer I would do what 
many of them do now, get the name and address of 
everyone who buys a pair of shoes. I would attempt 
to sell them, by suggestion, at that time, laces, trees, 

[TURN TO PAGE 304, PLEASE] 
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KEEP SHOES 






IN SHAPE 



























OR the retailer who wants extra profit 
dollars to reduce overhead, Miller Trees 
offer a sure source of revenue. Experi- 
ence has demonstrated that a steady, reli- 
able market prevails year in and year out. 4 
In every locality a definite ratio of tree 
sales to shoe sales can be depended upon 
to yield extra dollars of sales with a 
generous profit. ‘ 


EL 





Knowing this, thousands of retailers rely 


BOOT HOOKS on the years old reputation of Miller 
MAPLE HANDLES 


MILLER SHO 








BOOT JACK 
SOLID-LEATHERED 









SPLIT PACK 
FLAT TREE 
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’s|that key to Extra Profits 





as proven by 


29000 RETAILERS 


who made money in 


1954 











Trees as the most thoroughly made, most 
dependable product in this field. There 
is a Miller Tree for every need—a tree 
market in every community. 











For complete data on the Miller Tree line 
write to— 






O. A. MILLER TREEING 


MACHINE COMPANY 
BROCKTON, MASS. 
RATCHET 
TREE 
FOLDING RING 
HANDLE 
















PACK-FLAT 
TREE 
(Ventilated ) 













BETE TREE 
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Dr. Scholl's Balanced Posture Arch Supports 


Dr. W. M. Scholl always has progress in mind in meet- 
ing the public demand for Foot Comfort, and this year 
has seen new and improved additions to his line of well 
known products. Among these is the new adjustable 
arch supports, designed to produce correct posture and 
perfect foot balance. They include models to meet the 
popular demand for inexpensive foot comfort ranging 


as low as $1.00 per pair. 





* 





BOOT JACKS 


The O. A. Miller Treeing Ma- 
chine Company, Brockton, na- 
tionally recognized leaders in 
the creation of the industry’s 
popular wood shoe tree, offers 
an extensive line of Boot 
Jacks, a necessary accessory 
in the wardrobe of the horse- 
man. No. 1 illustrates the 
leathered covered Jack with 
serviceable ooze and non-slip 
pad of corrugated rubber. 
No. 2—The same Jack folded 
for packing, with its leather 
securely fastened with brass 
pins, set flush with the sur- 
face of the Jack, lending a 
finished appearance, and No. 
3—The popular Folding Boot 


Jack, so popular with Army officers, of selected hardwood, hand 
finished and polished with hard wax. 


No. 3 








BOOT HOOKS 


As necessary as the 
bridle on a_ horse, 
are these hand tooled 
Boot Hooks, as cre- 
ated by the O. A. 
Miller Treeing Ma- 
chine Company, 
America’s leading 
shoe tree manufac- 
turers. Two attractive 
type Boot Hooks are 
offered by O. A. Mil- 
ler, the serviceable 
Hook with Maple 
handle and _ metal 
nickel plated, 6 inch 
size, illustrated at left 
and a superfine qual- 
ity hook with Red 
Wood Handle and 
metal nickel plated, 
also in 6 inch size. 
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polishes, hosiery, or whatever I had in my findings 
department. But I wouldn’t overdo it. Too much 
pushing is bad business. 

“Then, about a week or ten days after the sale of 
shoes, I would send that purchaser a penny postcard, 
merely expressing the hope that when he needed any 
of the items listed and priced on the card, he would 
come in to see me. I might go even farther than that 
and advertise special combinations of findings. This 
might take the form of a combination price on trees 
and polish; or shoe laces and polish; or buckles and 
hosiery. With some of the more expensive combina- 
tions, a pair of free laces could be added as bait. I 
feel and have felt for some time that the shoe merchant 
does not take this department of his business as 
seriously as he should—and his customers, in conse- 
quence, don’t take it any more seriously than he does. 

“This advertising plan which I have been expound- 
ing may not result in an immediate increase in sales 
but if persisted in, it will, because there will gradually 
be implanted in the minds of a large number of people 
the thought that the Blank Shoe Store is a logical source 
of supply for a great many items of merchandise which 
they really didn’t know they had except in rather a 
sketchy way. It was half knowledge they had before, 
and it is up to the merchant to change this half knowl- 
edge, on which people don’t act, into conviction, on 
which they will act.” 

Another thing which the merchant can do, and which 
many of them do not do, is to make better use of the 
sales promotional material offered them by the findings 
manufacturers. The salesmen for these manufacturers, 
almost without exception, are untapped wells of pro- 
motional ideas, some of them original, some of them 
gained by observation of what is being done in other 
stores in other cities. All of them will be glad to pass 
these on if questioned. 

The advertising departments of these manufacturers, 
furthermore, have on hand, also with few exceptions, 
exceptionally attractive display material—some of it 
designed for use inside the store and some for the win- 
dow. In many cases, they have been designed for either 
or both. Properly used, they will enhance, rather than 
detract from, your display of shoes. None of them 
take up any great amount of space. All of them are 
colorful and most of them are very well designed. 

For the merchant with a little ingenuity, with which 
may be combined the ability to use a cross-cut saw 
borrowed from his neighbor, there are a number of 
display ideas which may be tried out. We are all 
familiar, of course, with the slanting table display just 
now being used in many stores to display men’s and 
women’s slippers. Many of these are nothing but com- 
position board leaning against a concealed easel. The 
suggestion has been advanced that this same method 
of display could be used to advantage in the display of 
findings. It could show the wide variety of items in 
the findings department, or it could be used to push 

[TURN TO PAGE 307, PLEASE] 
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A quick acting, efficient 
cleaner for all white leather 
and fabric shoes. Five (5) 
ounces in a BIG bottle—re- 
—— for 25c. Also in tube 
orm. 























Feature 


EVERETT & BARRON PRODUCTS 


for Protit 


Join the increasing 
number of retailers 
who are concentrat- 
ing on the superior 
shoe dressings of 
Everett & Barron Co. 
Each product is a 
leader in its particu- 
lar field. 


Cinderella 
One White 
Glace 


EVERETT & BARRON COMPANY 


Providence, R. I., and Toronto, Canada 


A superior white kid cleaner 
and polish, finishing to a 
glossy white that _ stays 
white. A big selling 50c. re- 
tailer. 








Julian and Kokenge Re-elect 
All Officers 


CoLuMBuS, OHI0.—AIl officers of the 
Julian & Kokenge Co. were reelected by 
the board following the annual stock- 
holders meeting held Dec. 17 at the 
general offices in Columbus. These are 
Herbert N. Lape, Sr., president; Her- 
bert N. Lape, Jr., vice-president and 
sales manager; Walter Spohn secre- 
tary; and Howard B. Lape, treasurer. 
These officers, with Felix McCarthy and 
Mrs. Ella Adler, both of Cincinnati; 
and Charles Laible of Columbus were 
elected to the board of directors. Mrs. 
Adler was named a director to fill the 
unexpired term of Horace Mayers of 
Cleveland. 

The directors’ meeting for the. con- 
sideration of dividends on the Julian 
& Kokenge sock will be held early in 
January. 


Schiff Sales Gain 


CoLumsus, O. — Total sales of the 
Schiff Co., operating a chain of 223 re- 
tail shoe outlets in 26 states, during 
the first 11 months of the year were 
$9,579,548, compared with $8,304,135 
for the same period in 1933, showing a 
gain of 15.36 per cent. Sales for the 
five-week period ending Dec. 1 were 
$959,078, compared with $988,447 for 
the corresponding period in 1933, a loss 
of 2.97 per cent. 


$5,000,000 Shoe Business 
in Baltimore 


BALTIMORE, Mp.—More than $5,000,- 
000 worth of shoes were sold in this 
city last year by the 187 shoe stores 
operating, according to the American 
Business Census, which was undertaken 
this year by the United States Bureau 
of Census. This census revealed that 
during the past year the shoe store pro- 
prietors paid out a total payroll to 
their full-time employes of $545,000 and 
an additional $49,000 to part-time em- 
ployes. 


Retail Sales Increase 


NEW ORLEANS—Savings deposits, de- 
partment store sales, wholesale sales 
and bank debits for October, 1934, in 
New Orleans all showed an increase 
over statistics for October, 1933, ac- 
cording to a tabulation announced by 
the Association of Commerce. October 
savings deposits totaled $30,092,000, 
which showed a gain of 2.2 per cent 
over September, 1934, and a 34.2 per 
cent gain over October, 1933. Bank 
debits for October, 1934, totaled $219,- 
055,000, or a gain of $37,251,000 over 
September, 1934, and a gain of $35,249,- 
000 over October, 1933. Department 
stores sales for October, 1934, accord- 
ing to the statistical table, showed a 
10.8 per cent gain over October, 1933, 
and a 26.4 per cent gain over Septem- 
ber, 1934. 


New Sandals for Evening 


MiaMI, FLA.—Baker’s, at 70 E. Flag- 
ler Street, are playing up as much as 
possible silver and gold kid evening 
sandals. They are being shown with 
high, Cuban and flat heels, in a num- 
ber of clever designs. The split skirt 
style is calling for something bright in 
evening shoes, and these shoes appar- 
ently fill the demand. 


New "Evening Room" 


Los ANGELES, CALIF.—A new evening 
room featuring only evening shoes is 
a recent addition to the fine shoe de- 
partment in Bullock’s. The new room 
is furnished elegantly with tubular 
steel furniture, lighted with modern in- 
direct lights, while ornamental shadow 
boxes give room for ample wall dis- 
play. Green is the predominating color. 
The new section is partly segregated 
from the main section. K. Ricker is 
buyer. 


Dumb Robbers 


Ion1A, MicH.—Burglars who entered 
the Strand Shoe Store through a coal 
chute and escaped unseen Dec. 2, got 
$10 from the register, but missed the 
receipts of Dec. 1 of $175 which were 
hidden in a nearby shoe box. The 
burglary marks the third one at the 
store within a year. 
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Brings 
your 
customers 





supplies. 


The Excel-Pac establishes the 
fact in your customers’ minds 
that you sell laces. 


Establishes price. Eliminates 
“give aways.” Keeps a com- 
plete assortment at your 
finger tips. Makes laces 
PROFITABLE. 


Cabinet and 4 dozen pairs 
women’s, 2 dozen pairs men’s 
laces cost $3.75. Laces re- 
turn $14.40. 


PROFIT—$10.65 


Mitch: 
Jue Shoe Lace of Guality 
PORTSMOUTH, OHIO 


Ask your jobber about Excel-Pac or 
USE THIS COUPON 


Ship us the above lace assortment with 
cabinet at $3.75. 


FIRM NAME 
ADDRESS 
SIGNED ... 
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Sales Tax Sure in Ohio 


CoLumBus, O. — Governor George 
White, after announcing that he would 
not sign the recently enacted three per 


| cent bracketed sales tax law until an 


income tax was enacted by the Ohio 
Legislature, changed his mind when 


| rates of the intangible property tax 


were raised and signed the bill Dec. 13. 


| This law is to become effective Jan. 1, 


according to the bill, but owing to the 
physical impossibility of setting up the 
collection machinery, will not be en- 
forced until some time between Jan. 
10 and 15. 

The exceptions listed in the bill are 
bread, milk and those commodities 
which are already taxed under special 
selective sales taxes. Thus, all items 
habitually sold in a retail shoe store 
are taxable. The bracketed system pro- 
vides for no tax on sales up to 9 cents; 


| one cent tax on all sales between 9 
| cents and 40 cents; two cents tax on 
| sales between 41 cents and 70 cents; 
| three cents tax on sales between 71 


You should bring your custom- | cents and $1. 


ers back into your store | 


every time they need shoe | 
| done there are heavy penalties for vio- 


Above the $1 sale the 
same bracketing system prevails. 

The law also provides that the tax 
must be collected from the purchaser. 
This is mandatory and unless this is 


lations. Thus, no retailer can absorb 


| the tax or advertise that he is prepared 
| to absorb the tax. 


Collections are to be made by means 
of prepaid tax receipts or stamps, to 
be purchased in advance by all vendors 
who are charged with the tax collec- 
tions; and cancellation to be made by 
tearing the stamps into two parts, re- 
taining one part and giving the pur- 
chaser the other part. These receipts 
or stamps are to be issued in fractional 
denominations to take care of all sales 
with a minimum of trouble. Merchants 
are to be permitted a discount of 3 
per cent in the purchase of a certain 
minimum amount of these receipts or 
stamps. This discount is expected to 
pay a part of the collection expense. 

The Ohio Tax Commission charged 
with the administration of the law is 
expected soon to issue certain rules and 
regulations governing the tax collec- 
tions and operation of the bracket sys- 
tem. Inasmuch as the plan of levying 
and collecting the tax in Ohio, under 
the penny bracket plan, is different 
from any system now used for the col- 
lection of a sales tax, its developments 
will be watched with a great deal of 
interest in all sections of the country. 

The Ohio Council of Retail Mer- 
chants, with which the Ohio Retail 
Shoe Dealers’ Association is affiliated, 
will issue bulletins giving the various 
rules and regulations of the Ohio Tax 
Commission on points in the law. 





| Better Trade Trend Seen 


LyNn, MAss.—Some here take a look 
backward so as to take a look forward, 
and the observation is that the shoe 
tide has turned and is coming in again. 

The movements are reported to be 
something like this: 

Popular novelties replaced staples 
during the war, and the manufacture 
of them increased so much that the 
novelties are now staples in the 
women’s trade. 

Prices began to decline when leather 
got cheap, and a new low level was 
reached in 1933 and carried into 1934. 

Basket weave sandals from abroad 
added to the down trend, they coming 
in volume and at low prices. Ameri- 
can manufacturers had to meet the 
competition until the tariff bars were 
put up. 

The manufacture of novelty styles in 
popular grades spread from cities to 
towns, and the shoe towns, that for- 
merly made staples, are making more 
novelty styles, the production of these, 
at low prices, being so great as to 
alarm the manufacturers of cities. 

Drought hides and skins disturbed 
the markets this year, and the abund- 
ance of them caused buyers to believe 
that leather would be cheaper, and so 
an unforeseen pressure on prices of 
both leather and shoes. 

There were a few other drifts to- 
wards the down side during the last 
few years. 

But now the long range observers re- 
port that the tide is turning, and that 


the shoe trade is once more moving 
towards a better price level. 


Unique Christmas Trim 
in Fyfe's Windows 


Detroit, Mico. — R. H. Fyfe and 
Company put one of the most extensive 
Christmas displays seen in Detroit shoe 
stores into their windows just before 
the holiday. Six scenes were used, leav- 
ing the four smaller windows of the 
store for wreaths and other types oz 
display. The windows used only a back- 
ground and a small explanatory poster 
in front of each scene, allowing the 
full floor space to be used for ordinary 
shoe display. 

The scenes represented Christmas in 
many lands, and included: 

New England Christmas, nineteenth 
century, with church background and 
general store. 

Christmas Eve in Paris, with Notre 
Dame large in the background, lighted 
for midnight Mass, with several typical 
Parisian figures on the street. 

Holland, with skaters on the Zuy- 
der Zee. 

Christmas Eve in England, with 
four carol singers, with bass violin and 
flute, before a manor house, and a typi- 
cal coach and church spire behind this. 

Kiddies Christmas in the U. S. A. 
A typical home scene, with a large 
Scotch terrier at the hearth. 

Christmas in Quebec. Showing Win- 
ter sports and tobogganing with the 
Chateau Frontenac looming high over 
the scene. 
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Extra Profits in Findings 
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special offers of only one type of findings. Or it could 
be used to display one type of findings for a period of 
not more than one week and then used to display some 
other single item or type. 

Somewhat similar to this is the compo board fixture 
which is hung from the ceilings of the display windows 
and to which can be attached any findings which the 
merchant wishes to push. 

The writer has seen these in many shapes—oval, 
square, diamond and circular. They can be painted 
and repainted when a change of color scheme is con- 
sidered desirable. They can be laid out in checker- 
board designs with each square housing one item. 
They can be given a colored border around the outer 
edges or can be painted a solid color. Some types of 
composition boarding can be left natural. 

The big point to keep in mind in all these various 
methods of pushing findings is to give the price at all 
times. People can be persuaded to go into a store and 
ask the price of shoes seen in the window but for some 
unknown reason, they balk at going in for a box of 
polish, for instance, not knowing whether they are to 
he asked ten cents or a quarter. 


New Boulevard Shop 


SAN BernarDINO, CaLir.—In rearranging the various 
shoe sections in the Harris Company’s large department 


store here, one of the largest department stores in 
southern California outside of Los Angeles proper, a 
“Boulevard Shop” has been added. 

This shop, newly equipped and furnished, located on 
the first floor contiguous with the other sections, offers 
popular price shoes, actually competitive in price with 
the basement department. Women’s shoes alone are 
stocked. 

This new section ties in with two other sections, both 
on the second floor, bearing the same name, “Boule- 
vard,” one a popular price millinery section and the 
other a popular price dress section. 

The same color scheme and the same advertising 
appeal is used in the three sections to make the tie-up 
complete. A definite system of reference from one sec- 
tion to the other is in use and the word “Boulevard” 
is kept in the customer’s mind. 

“The thought here,” says Leslie Harris, general man- 
ager of the Harris store, “is to accommodate the woman 
who on account of reduced income must buy more 
popular priced shoes than she used to buy, yet cannot 
induce herself to buy in the basement section. In con- 
sideration of these customers we have made the ‘Boule- 
vard’ sections even more attractive than the sections 
selling higher priced merchandise.” 
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SHOE TREES and SHOE DRESSINGS 





eee SHOES 
KEPT ON 


Everett & Barron Company of Providence, R. I., and 
Toronto, Canada, manufacture a line of shoe trees, 
together with their well-known lines of shoe dressings. 
They are made in two women’s sizes, and one size 
for men’s shoes, the women’s retailing for 25c and 
the men’s for 35c. 








Adjusting 


THE SIMPLEX SHOE TREE 


This self-adjusting shoe tree, retailing at a popular price, has its 
merit in the fully patented spring feature which requires only a 
gentle squeeze to insert or remove from the shoe. Men’s trees fit 
all size shoes—women’s trees have chromium plated spring with toe 
and heel pieces finished in an attractive enamel and come in two 
sizes, small for shoe sizes up to 6 and medium, for sizes 642 and up. 


Simplex unique sales plan assures a quick turn-over in this es- 
sential findings item. 




















WELLER'S PRINCESS 
AND ROYALTY TASSELS 


(Patent 1896060) 


Adding the finishing touch of smartness to laced shoes, 
another season finds Weller Princess and Royalty Tassels 
increasing in favor with manufacturer and retailer alike. 
They are made of the same leather as the shoes, with metal 
caps of matching or contrasting color. Their construction 
is patented, and they are made exclusively by E. E. Weller 
Co., Providence, R. I. 











BOOT AND SHOE RECORDER, December 29, 1934 

















National Boot and Shoe Manufacturers Association 


CONVENTION 
VISITORS 


are cordially invited 


to our exhibit at the 


HOTEL JEFFERSON 
ST. LOUIS 


Rooms 300 and 301 


January 7, 8, 9 and 10, 1935. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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NATIONAL SHOE RETAILERS ASSOCIATION 


Convention Visitors 


are cordially invited to our exhibits at the 


Hotel Commodore 
New York City 


Rooms 825 and 829 


Many newly designed and beautiful shoes will be 
found in our display, embodying every modern 


method of construction. 


We are also loaning to the Retailers Association 
the educational exhibit which shows in consider- 
able detail the various steps in the production of 
all the different types of shoes, together with a 
large collection of footwear from all parts of the 


world and all periods. 


(Office Floor of Hotel) 


JANUARY 6, 7, 8, 9 and 10, 1935 


United Shoe Machinery Corporation 


Boston, Massachusetts 








When writing advertisers please mention Boot and Shoe Recorder 
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The Nation in 


THE PARADE OF STATES SHOWS SOME OUT-OF- 
STEP IN GETTING A PROPER SHARE OF THE 
CONSUMER'S SHOE DOLLAR 


F or the first time a chart of the states of the Union 
showing what sort of a job the retail shoe merchants 
of America are doing in getting a proper share of the 
consumer’s retail dollar. At a glance, these charts 
show what the standing of each state is in ratio of shoe 
sales against all retail sales. 

This graphic study was made by William Girdner, 
secretary of the National Council of Shoe Retailers, 
Inc., and is a splendid piece of interpretation in the 
light of a mass of census figures, and it gives the vital 
story of shoes at retail. 


Shoe Review 


“The final figures for the entire United States 
show that there were 22 per cent fewer shoe 
stores in 1933 than in 1929, the number declining 
from 24,259 to 18,836. This 22 per cent reduc- 
tion in number compared with a reduction of 
only 1.1 per cent in the number of all retail stores. 

“Total sales in shoe stores were $424,592,000 in 
1933 as compared with $806,829,000 in 1929. This 
represented a decrease of 47 per cent in the four 
years, slightly less than the decline in total retail 
sales, which was 49 per cent. But the greater de- 
crease in the number of shoe stores means that 
the average sales per shoe store declined very 
considerably less than the average sales per store 
in other classifications.” 
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RHODE ISLAND 
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WEST VIRGINIA 
NEW JERSEY 
LOUISIANA 
MINNESOTA 
GEORGIA 
CONNECTICUT 
NEVADA 


NO.CAROLINA 


KENTUCKY 
WYOMING 
CALIFORNIA 
DELAWARE 
FLORIDA 


IDAHO 





Striking increases in retail shoe store sales in sub- 
urban areas and “satellite cities” during the depression, 
with a slight decrease in the country’s largest cities, are 
pointed out in an analysis by the National Council of 
Shoe Retailers, Inc., comparing the results of the 1929 
Census of Distribution and the 1933 Census of Business 
conducted this year with funds allotted by PWA. 

“During the four years of depression shoe store sales 
in the six largest cities in the country declined more 
than did total retail sales, but shoe store sales in most 
of the suburban districts of these cities which happen 
to be separate Census units, run far ahead of the 
general retail trend. P 

“In some of these nearby cities and districts, shoe 


store sales actually increased during the depression 
although retail sales as a whole suffered a large decline. 
For example, shoe store sales last year in New Rochelle, 
N. Y., were 5 per cent ahead of 1929, while total retail 
sales in the city were 43 per cent behind. Shoe store 
sales in Oak Park, Ill., were 15 per cent ahead of 
1929, while total sales in Oak Park were 36 per cent 
behind. Shoe store sales in Highland Park, Mich., 
were 2 per cent ahead of 1929, with all retail sales lag- 
ging 53 per cent. In Irvington, N. J., total retail sales 
dropped 49 per cent in the four years, yet shoe store 
sales were up 6 per cent. In Newton, Mass., shoe stores 
gained 46 per cent in the face of a general decline of 
40 per cent.” 
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TO WELCOME RETAILERS 





JOHN J. HOLDEN 
Manager, N.S.R.A. 





ARTHUR R. LEVINE 





MAX DEUTSCH 
Max Deutsch Shoe Co. 


THOMAS F. CALLAHAN 


FRANK A, McLAUGHLIN 
Abercrombie & Fitch 





ELMER DIEMER 
Shoecraft, Inc. : Parker & Diemer, Inc. 





BENJAMIN F. BARMANN 
Barmann Shoe Co. 





MANUEL GERTON 
B. Altman & Co. Saks-5th Ave. 


MERCHANDISING MEETINGS—FASHION FORUMS-CLINICS ON FOOT HEALTH 


NEW YORK-STEP BY STEP 


So we asked Al Smith . . . “Why should 8000 shoe mer- 
chants come to New York City for convention and inspec- 
tion of the ‘400’ leading shoe lines of America?” .. . Al 
replies . . . (and the letter is on file at N.S.R.A. head- 
quarters) .. . “Probably the most important consid- 
eration for your 8000 merchants is that, in the 
small compass of the Borough of Manhattan, they 
can get more ideas on style and merchandising 
than in any other place in the world.” . . . Pliny the 
Elder said, two thousand years ago: . . . “Let not a shoe- 
maker judge above his shoe.” . . . Lasts, patterns, service 
of supplies and forty tanners all join with us in an all- 
industry exposition the like of which you have never seen 
before . . . President M. A. Mittelman opens the New 
“Shoe” Year, pledging: . . . “THE DEVELOPMENT OF 
THE SHOE MERCHANT AS THE NATURAL SELEC- 
TOR OF FOOTWEAR AND THE PURCHASING 
AGENT OF HIS COMMUNITY AND THE MAKING OF 
HIS SERVICE TO MANKIND ON THE HIGHEST 
STANDARDS OF TRUTH, INTEGRITY AND BET- 
TERMENT TO THAT END, STARTS JANUARY 6-7-8- 
9-10 IN NEW YORK CITY.” ... Where? . . . At Hotels 
Commodore, Biltmore, Headquarters . . . and in every 
other downtown hotel . . . Why it’s a good thing for mer- 
chants to get together once a year in mutual forbearance 
. . . John Slater says: . . . “The N.S.R.A. is the great 
institution, for any man who has an idea to exchange or 
an article to sell finds a receptive audience.” . . . Flip- 
pantly, Jesse Adler wisecracks: . . . “You can’t plan 
ahead unless you have a plan in your head.” .. . 
The average man has a life expectancy of 17,000,000 
minutes, so plan to spend 1400 of them—five days, night 
and day—for an hour in bed at convention is an hour 
dead.” . . . (The consumption of shoes mirrors the prog- 
ress of civilization.) ... (Retailers come to New York 
to buy and learn . . . Manufacturers to show and 
sell.) . .. Show me the shoes you wear and I will tell you 
what kind of a man you are. . . Show me the styles you 
buy and I will tell you the kind of a merchant you are 
. . . Says Shakespeare: . . . “Make haste; the better foot 
before” . . . Buy your tickets at any railroad station in 
this broad land but be sure you get a certificate for 
validation, you can save much money . . . Walt Mason 
said: 


“If they would only travel from Punk-town-on-the-lea 
And scratch a little gravel some other towns to see; 
If they would visit places some many miles away, 
And look on other faces than those seen day-by-day.” 
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National Shoe Retailers 


Association Convention News 


DAY BY DAY— NEW YORK HOSTS © 
JAN. 6-7-8-9-10 


. . . they would learn a little bit more about buying and 
selling and making money . . . For if you buy b’guess 
and b’gosh you'll never know that an “eye for an eye and 
a tooth for a tooth has been changed to an idea for an 
idea and a truth for a truth” . . . Convention stimulates 
efficient and economical distribution . . . So be ready 
Monday, January 7, to report for convention duty .. . 
Progress begins with the fall of the gavel, merchant lead- JESSE ADLER JOHN LAYCOCK 
ers the country over, keynote 1935 . . . The progressive Adler Shoe Co. Hanan & Son 
and prosperous shoe year . . . And telegraph President 
Franklin D. Roosevelt: . . . “Business is the vital 
factor in the prosperity, growth and development 
of real recovery and the shoe trade leads the way” 
... “Feet do your duty” . . . Put in hope, courage, ani- 
mation, ambition in every pair you sell in 1935. . .-“A” 
stands for Adam who had no shoes . . . “Z” stands for 
Zuyder Zee ... the land of wooden shoes . . . All others 
are on display in New York, January 6-7-8-9-10 . . . Meet 
Ray Twyffefort, the world’s greatest authority on men’s 
fashion who speaks at N.S.R.A. Convention, January 8, 
and reveals revolutionary fashions and colors in men’s 
clothes . . . Sez he: . . . “You wouldn’t buy a 1924 auto- 
mobile in 1935 . . . Why continue 1924 men’s shoe style 
in 1935” . . . If you can’t take it, skip this meeting, for 
he is dynamite to tradition .. . Publius Syrius . . . a thou- 
sand years before you were born... said: “You can’t 
put the same shoe on every foot”... Ted Orr, of Cincin- 
nati, shakes hands with A. H. Geuting, of Philadelphia, 
both members of this club, but a generation apart .. . Try 
it yourself for every man in shoes is a brother under the 
hide . . . Be neighborly . . . New York and the nation are 
to be made shoe conscious this week . . . says John J. ' 
Holden, Maestro, and still wearing his Santa Claus JOHN L. ALHEIM JOSEPH R. MINCO 
Whiskers . . . for he is asking no participation fee . . . Wise Shoe Co. Lord & Taylor 
Even Ed Wynn has been asked to show his dogs, those 
lucky shoes . . . insured for 100,000 dollars and without 
which he finds it impossible to perform . . . “The biggest 
shoe show that the shoe world has known” . . . shouts 
John J. . . . as he escorts the honorable J. J. Lyons .. . 
President of the Bronx . . . on an official tour to every 
display room in the Commodore and Biltmore . . . Save 
January 9 for an earful by day and an eyeful by 
night . . . The pedic profession holds a bunion derby 
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HARRY ROSENTHAL MURRAY SCHOTT 
Shoecraft, Inc. Julius Grossman Shoe Corp. 








with Doctor Hack . . . Doctor Gertner . . . Doctor Brouwer 
: 
making the world safe for troubled soles ... What a day! ROY T. PARKER JOHN A. BYRNE 
[This Convention Column continued next week] Parker & Diemer, Inc. Arnold Constable & Co. 





SHOE STYLE SHOW-EDUCATIONAL DISPLAYS —-BANQUET-— ENTERTAINMENT 
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That is the place of the independent 
shoeman. His entire future depends 
upon how well he fills the role of spec- 
ialist. This may take the phase of run- 
ning a moderately priced family shoe 
store, a juvenile shoe store, buying for 
a great department store, or handling 
only corrective shoes. 


Independent shoemen can be assured 
of a successful future just so long as 
their business fills a definite community 
need. Their continuance will depend 
upon original thinking, plus a realiza- 
tion of their obligations to the other 
men in business. 


During the past three years shoemen 
have had plenty of time to think things 
out. Those that are now showing sub- 
stantial net profits have learned the 
fallacy of trying to make money 
through volume alone. Just as soon as 
one starts a drive for more business by 
means of price appeal, everyone starts 
a sale, so no one gets any added volume. 

The one really bright spot for the 
independents who have weathered the 
storm is that they are able to profit by 
their own mistakes. They have also 
had an opportunity of studying the rea- 
sons as to why the neighboring shoe 
dealers have gone down, and to profit 
by that as well. 

In discovering his place in the pres- 
ent scheme of shoe distribution, the 
thinking independent has given more 
time and thought to learning which 
lines are showing him a profit and 
which are showing him a loss. Profit 
producing numbers are being developed 
so that they will show more profit, 
while the loss lines are being cut out— 
all in the course of specialization. 


Every line of shoes in stock is under 
a profit-microscope. 


Stores handling medium and top 
grade lines of shoes pay no attention 
to the chains, as they know that each 
field of operation—chains and indepen- 
dents—is to all purposes, separate and 
distinct types of business, and so recog- 
nized by the public. Selection of shoes 
is therefore done on a smarter and 
more careful basis. Buyers are study- 
ing the needs of the community closer 
so as to keep the trade which they feel 
rightfully belongs to them. Small town 
consumers find in many cases, that the 
big city stores do not extend credit 
when hard times come, so they are in a 
receptive mood to buy at home if they 
can get what they want. 

Shoe stores that have survived have 
been smart enough to bring down their 
overhead. Small stores have had a 
tougher job of this, as their employees 
are more of a family than a business. 
Volume has not been there, so there is 
not enough margin of profit to allow 
for the dollar loss in business. Now, 
with the upturn in business and with 
people talking and buying better shoes, 
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1935—Year of Great Expectations 
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the shoeman operating a medium priced 
family shoe store in a small sized city, 
can reasonably hope to be successful. 


In many of the communities who are 
feeling the effects of the good business, 
the price of shoes is the least of their 
troubles. People who pay a good price 
for merchandise, want service as well, 
and they are entitled to it. It will take 
a better merchant to handle this trade, 
one that is not only capable himself, 
but capable of training his assistants. 
Personalized service is still most im- 
portant. 


Trade has shifted a great deal in the 
past few years. With the present set- 
up and with the independent merchants 
knowing their trade very intimately, 
they have the opportunity of being close 
to the public. Their stocks, too, reflect 
this closeness by being more flexible to 
the individual needs of their trade. 

Independents who make no attempt 
to compete with the chains find that 
there are plenty of things to sell in 
their stores which the chains do not 
handle, as a result no one is crowding 
them. They realize that the chains are 
supplying a certain shoe demand and 
there is plenty of opportunity for the 
individual to operate in different grades. 
This calls for supplying an entirely dif- 


ferent type of merchandise and ser- 
vice. 

Most independent retailers have found 
their niche. They know that those who 
try to enter into a competitive race 
with other stores are just foolish. 
Right now the rising trade in hand, the 
independent should not worry about 
others but concentrate on the impor- 
tance of keeping his feet on the ground. 
Then, too, of seeing that a profit is 
made on all goods sold. 

All stores have been through the bat- 
tle of lowering prices, of experimenting 
with lower grades. Now comes the con- 
dition of raising grades and prices to- 
gether with feeling out of even higher 
prices. Independents must justify 
these higher prices through better sell- 
ing, better fitting service and by the 
means of better styling. More compe- 
tent men must be employed, men that 
know how to really fit shoes and why 
certain shoes fill certain purposes. 
Such a policy is sound and “good busi- 
ness.” 

The independent operator cannot fol- 
low along—trailing everybody. The 
cornerstone of his business must be 
good merchandise and good service. 
There is no middle course. He must 
specialize. He must build personality 
into his store or department. 





HERE EVER SINCE 

MOTHER USEV TO 

BRING ME ASA 
CHILD. 





TAKE GOOD CARE OF THE KIDS WHEN THEY’RE Younc — 


SO HAVE I. 
MR.SMITH 1S 
SO DEPENDABLE! 
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January inventories will reveal retail 
shoe stocks as being in first class con- 
dition. There is practically no exces- 
sive carry over merchandise to hamper 
the buying of a normal amount of nec- 
essary new goods. 


During the past four months of sell- 
ing, sales have increased from 10 per 
cent to 50 per cent, depending on the 
locality and the store. Inventories on 
the other hand have stayed about the 
same or have been materially reduced. 

Stocks now on the shelves are in bet- 
ter shape than they have been in the 
past five years. Even the white shoes 
have been so reduced in number that 
what few now in stock will be absorbed 
in the natural course of selling, without 
in any way affecting the price setup. 
“Buyers’ Mistakes” this past Fall were 
not as serious as in former years. 

Buyers are having their shoes come 
in so that the Spring shoes will be 
spread over the months of January, 
February and March. Most of them are 
detailing about 25 per cent for January, 
with 35 per cent for February, and 40 
per cent for March delivery. As stores 
are charged up with money invested, 
this spreading of the delivery dates 
will have discount money. From a mer- 
chandising point of view, having shoes 
come in in smaller lots over a period 
tends to keep the stock fresher. Too 
many shoes coming in every month 
means “an old stock to the salesforce.” 


Smart merchants are endeavoring to 
have something new and salable every 


month of the year and particularly to 
start the Spring season on. These men 
are finding what their base stock should 
be, then are making their replacements 
dependent on their current month’s 
business. In this way, they plan to 
keep close tabs on the style situation. 


With their stock in such liquid shape 
as they are at the present time, buyers 
are planning to keep them that way, 
regardless of any increase of business. 

Buyers are going into the Spring sea- 
son not only with clean stocks but with 
open minds. They are wondering if 
they have been missing anything in 
their price or style set-up. With the 
budget pressure lifted, they are more 
or less inclined to take a flyer here or 
there in a way of experimentation. 


What few unwieldy big stocks there 
are, are for the most part located in the 
small towns. This number, however, 
will not affect Spring shoe buying to 
any large extent, for the majority of 
shoe stocks are in an extremely liquid 
condition. 

The past few years’ experience has 
made merchants—and vice-versa bank- 
rupt storekeepers. 


Financial affairs of retail shoemen 
are in much better shape than they have 
been for years. Improved business and 
improved business methods of store 
operation have made better merchants 
out of many shoemen. 

Retail shoe dealers as a whole have 
learned through necessity how to 
finance their own business. 


29, 1934 


Many stores that have had difficulty 
in meeting their obligations during the 
past few years are now proudly stating 
that they have discounted all their 1934 
bills on time. This has been accom- 
plished, for the most part, without any 
outside aid. When banks either closed 
entirely or stiffened up so their credit 
facilities were not available, shoe re- 
tailers had to either finance themselves 
or pass out of the picture. 

With inventories in order, less in dol- 
lars and cleaner as to salability, the 
shoe merchant is now operating so that 
he can serve his trade better without 
recourse to a materially increased load 
of goods on his shelves. With a con- 
siderable portion of his former dead- 
wood stock eliminated, he is in a posi- 
tion to venture into new price and style 
fields without fear of being badly hurt 
if he guesses wrong. 

It is an old truth in retailing that 
when business is good anything within 
reason can be sold, as the trade is not 
so finicky. Good merchants are expand- 
ing their stocks but not at the expense 
of their credit standing. 

Manufacturing concerns operating 
all over the country in all types of 
stores, were asked their opinions as to 
the present credit standing of shoe re- 
tailers. They were queried as to their 
viewpoint on these assertions: 

A majority of shoe stores are dis- 
counting their bills. 

They are not depending on banks for 
financial assistance. 

Inventories are well in hand. 

These contentions were supported as 
follows: “This checks with what we 
are finding, from a credit standpoint, 
throughout our business at this time, 
however, we do not take it to mean that 
the ‘millennium’ has dawned. It un- 
doubtedly is the result of the fact that 
we went through a period of liquidation 
during the past three or four years—at 
least up until the Fall of 1933—where 
merchants were forced to pull invento- 
ries down, and get their houses in 
order, or they did not survive that 
period.” 


Generally speaking, the average re- 
tail shoe business today is in a more 
liquid condition than it has been for a 
number of years. Just how long it will 
stay that way is problematical. There 
is nothing in the picture that we can 
see to indicate any change in the direc- 
tion of the trends that have been devel- 
oping over the past ten years, one of 
which is the continual mounting cost of 
distribution, both at retail and whole- 
sale—a condition that is playing right 
into the hands of the chain operators. 


More economical methods of distrib- 
uting merchandise through the manu- 
facturer - wholesaler - retailer hookup 
must be found in the merchant is to 
maintain even his present position. 

The improved financial position of 
the average independent operating to- 
day, is no doubt due in part to the fact 
that a lot of “weak sisters” were weeded 
out during the depression, and only the 
“better ones” survived. 
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With a little streak of prosperity, if 
we run true to form, we will put plenty 
of weak ones back in business in a short 
time. By “we” the industry as a whole 
is meant. 

It will not be necessary to put more 
money into business in order to get 
more business. 

Customers must be tempted to buy 
new goods and more shoes. A full run 
of sizes is necessary to satisfy the pub- 
lic after getting Mr., Mrs. and Miss 
Public in the store. 

Now with their stocks well in hand, 
those buyers who have been doing a 
good job feel that there is no necessity 
for increasing their inventories. For 
the most part, a three times turnover 
was accomplished a year ago. A 30 per 
cent increase in sales (a most modest 
anticipated sales gain), when made on 
the same inventory will give these 
operators a one time more stock turn. 

Figure this out. A store is doing a 
$30,000 volume in women’s shoes on a 
stock valued at $10,000 at retail. A 30 
per cent increase in sales will mean a 
$39,000 business, which will step up the 
turnover to nearly four times. 

Fundamental in retail shoe selling is 
fit and comfort. That in the main is 
the true function of the retailer of 
shoes, who is intent upon rendering the 
greatest service to his community. 

As a class the better grade of family 
shoe stores tends toward giving the 
shoe-buying public a more complete and 
intelligent service than the speciality, 
department or chain organizations. 

A few years back there was a marked 
difference between Fashion and Correc- 
tive footwear. One was entirely a 
fashion proposition, while the other was 
a pure and simple shoe designed for 
foot relief. Shoes were either pretty 
and fashionable or ugly and corrective. 
This corrective footwear was worn only 
by those whose physical malformations 
compelled them to wear shoes of this 
kind. 

Women especially rebelled against 
being labeled in public as having bad 
feet. Many preferred to suffer with 
their foot troubles rather than wear 
shoes of a corrective nature. 

Shoe stocks were carefully studied so 
as to have the proper balance between 
corrective and pattern shoes in all de- 
partments—a study which is not nearly 
as essential in today’s merchandising 
plans, due to the changes which have 
taken place. 


Gradually, the distinct line of demarca- 
tion which determined the boundaries 
of the strictly fashion shoes and those 
having corrective features, has disap- 
peared until in today’s selling shoes 
having certain definite health or pre- 
ventive principles built in them are 
being freely sold as styleful shoes, and 
not from a health, preventive or cor- 
rective angle. 


The realistic study of retailing we 
have given to this point—will be carried 
on in next week’s issue—the new struc- 
ture of retail distribution can only be 
highlighted in this issue—more to fol- 
low. 
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BOOT AND SHOE MEN! **** 


GET THE MOST FOR YOUR 
HOTEL DOLLAR IN NEW YORK 


Whether you come to New York regularly or 
rarely, for business or pleasure, you'll find that you 
get superior hotel accommodations for your hoteldollar 
here at the Lincoln, one of Gotham’s newest and 
largest hotels. Private passageway to all subways. 
Four short blocks from the new express highway. 


$50 $950 


from SINGLE from DOUBLE 


LARGE CHOICE OF SAMPLE ROOMS, $5.50 to $7.00 
TWO ROOM SUITES FROM $7.00 


1400 outside rooms, each with bath and shower, cabinet radio and servidor 
..PLUS all the advantages of a 4 STAR HOTEL IN NEW YORK 


FOR BUSINESS...One FOR DINING.. 3 fine FOR RECREATION... FOR Qu ; ET s SLEEP. 

block to Broadway and restaurants...the Coffee Sixty-nine theatres with- High above the ashe 
Times Square, 3 blocks to Room, the Main Dining in six blocks. Four short clatter of the street, our 32 
Fifth Avenue and eight Room(with dancing) and blocks to Madison Square stories of fresh air and sun- 
minutes to Wall Street. the Tavern Grill and Bar. Garden for sport events. shine assure you quiet rest. 


ZE@LINCOLN 


in! 44TH TO 45TH STREETS AT 8TH AVENUE - NEW YORK 


When writing advertisers please mention Boot and Shoe Recorder 
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Shoes Mr. Average Citizen 


Will 


Buy 
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2. A broad custom last developed in 
both kid and calf. This shoe has a 
special arch and has several fitting 
features not found in the regular run 
of staple shoes. The health angle 
causes it to be classed as a staple seller. 

8. Another shoe for the older man. 
This one is detailed on a medium round 
toe last and has special arch features. 

These staples will sell all the year 
even when men are buying their white 
and sport shoes. They constitute a re- 
tailer’s meat and potato course. 

A great many merehants do not fully 
realize the stability of their regular 
lines and the need of keeping them con- 
stantly sized every day in the year. 

A study which included going over 
the sales experience of many manu- 
facturers proved conclusively that the 
foregoing concentration of volume 
styles herewith presented will produce 
80 per cent of the men’s shoe business 
for next Spring in the popular priced 
grades. 

It is an accepted fact that any shoe 
style which is in demand at the very 
last part of a season, will carry over 
to the next season. 

All-white shoes for men sold at full 
price in those stores which had them 
during the latter part of August, while 
shoe merchants could not even give 
away the combinations of black and 
white and brown and white. It is 
therefore safe to assume that in popu- 
lar priced men’s shoe selling in the 
Spring of 1935, it will be a case of all 
whites. 

Some few dealers and some manu- 
facturers carried over some white com- 
binations which must be moved the 
coming scason. The amount of this 
carry-over stock ‘s not enough to worry 
about in either case. All-white shoes 
in the price field from $3.00 to $5.00 
will account for half the shoe pairage 
in those stores which go after this 
business, just as soon as the weather 
breaks in their respective communities. 
Most of the perforated shoes will be 
all whites, except those designed for 
the older men. 

Last year, the college towns bought 
all whites for March delivery. As a 
result, they were re-ordering on them 
inside of a month. Indications for next 
Spring show a trend among these 
stores as well as those stores which 
play up to the high school trade, to do 
the same thing. 

The basic white shoes around which 
literally thousands of styles will be 
built, are: 

1. Narrow custom last, of white buck 
or goat with a wing stitched tip. This 
shoe is close trimmed and has a leather 
heel. . 

2. This model sells right along with 
the first one mentioned. It is on a 


custom last with a brogue wing tip 
(either pinked or burnished), the tip is 
perforated and carries a medallion. A 
shoe of this nature is for the young 
fellows, high school crowd, so is ac- 
cented by its spade trimming. 

3. Plain toe on a medium custom 
last, has ample ventilation for hot 
weather. There are many color combi- 
nations possible in this pattern, but the 
volume will be done on all white. 

For the $6.00 to $7.50 grades there 
are five outstanding shoes in addition 
to the three already mentioned. 

4, The custom last in a white wash- 
able calf. 

5. Showing what can be done in a 
white washable pig, with ventilated 
vamp and quarter. 

6. The young men want a moccasin 
type, medium narrow toe shoe having 
the ventilated features. 

7. Crepe soles will be very good in 
many localities. This one is in the 
popular Hemp shade of calf. 

8. The eustom last gives tone to this 
Jack Buck. Many customers will not 
want a shoe perforated too much, so 
this one will prove to be a good prac- 
tical number. 

The white shoe business next Spring 
will be given a spurt on account of the 
wide variety of white leathers which 
will be available. In addition to the 
rough white leathers,—white buck, 
Nubuck and Jack buck being the chief 
factors, there are the pig, washable 
calf, seal, elk finishes, etc., to choose 
from. 


White shoes may be separated into 
three groups for Spring: 


All Whites. 


A. White Washable. 
B. White rough finishes. 


For April and May, but will 
carry through. 


Ventilated. 


C. Leather Soles. 


D. Crepe Soles. 
1. Regular Welt. 
2. Silhowelt. 
3. Cemented. 


Sandals. 
E. Crepe Soles. 


F. Leather Soles. 
For May, June and July. 


In the sport types, the hemp and 
platinum shades will be good in all- 
over shoes and some trimmed models. 
Plenty will be sold early, but they will 
not obtain the sale’s volume like the 
all whites. Neither will they carry 
through the entire Summer in all 
localities, as will the all whites. 

A big play is anticipated on men’s 
sandals for Spring. Both the leather 
soles and the crepe soles will sell 
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freely. Sandals are being developed in 
all grades for street wear and will re- 
tail from $3.00 to $8.50. Miami is 
planning to dye men’s sandals to match 
the pastel colors of men’s coats. 

Bear in mind the first three styles 
shown will bear the major brunt of the 
Spring selling in the volume popular 
priced men’s shoe field. 


Roger A. Selby—Man of 


Accomplishments 
[CONTINUED FROM PAGE 35] 


celebrated its golden anniversary, he 
has kept stride with the times. 

Proud of Portsmouth, his birthplace, 
he is a man who really enjoys the ad- 
vantages of life in a small community. 
Pay him a visit some time and enjoy 
with him a trip through the long cor- 
ridors of the white barns filled with 
pure Arabian and American saddle 
horses—a complete estate in the mod- 
ern manner—with a huge exhibition 
arena, grandstand, spotlights and 
broadcasting equipment, farms and 
everything. 

The friendly atmosphere of his hobby 
permeates his life, and when it comes 
to his factory, the man plays a part as 
a friend to his employees—as witness 
the distribution last year of $100,000 
bonus among the workers and such 
thoughtful benefits as the fully-equipped 
hospitals and dental rooms, the big 
gymnasium, bowling alleys and similar 
recreational facilities. 

After four years he is stepping down 
from the presidency of the National 
Boot and Shoe Manufacturers Associa- 
tion to be again a private member who 
can be depended upon for service when 
needed. 

Roger A. Selby—man of accomplish- 
ments—yours is a record of service to 
industry and of success in business and 
may the joys of good sportsmanship be 
yours. 


Schleisner Opens Branch 


BALTIMORE, Mp.—An important ad- 
dition to the women’s retail shoe field 
has been effected through the opening 
of a branch store by the Schleisner Co., 
at 224-226 N. Charles Street. This 
concern, whose main store is at How- 
ard & Saratoga Street, maintains a 
large women’s shoe shop in its women’s 
specialty shop operated at that loca- 
tion. The branch store is housed in 
the five-story building formerly occu- 
pied by the Schoen concern and through 
it patrons can purchase the same line 
of shoes, hosiery and other merchan- 
dise as at the main store. 


Store Changes Name 


Detroit, Micu.—Harry Buchanan, 
owner of the Torson Shoe Store at 304 
Gratiot Avenue, in the downtown sec- 
tion, has taken the name of the Dixie 
Shoe Store. Buchanan plans to use 
this name for his store in the future. 
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Shoe Buyers, Manufacturers, and 
Tanners 


* Coming to the 
convention and 
exposition? | 
January 6-10, 1935 
Here’s What The Hotel Montclair 
Offers— 


Convenience—a few minutes to Grand 
Central, Pennsylvania, and B & O Ter- 
minals, One block to subways. Bus 
line to the Great White Way at our 
door. 








Attractive room accommodations at mod- 
erate cost. 


$3.00 3.50 4.00 


Single rooms 


Double rooms, twin 
beds 4.00 4.50 5.00 


800 outside rooms with bath, shower, 
radio, and other modern conveniences. 
New Casino Montclair 
for dining and dancing 





Two Broadcasting Orchestras 
Excellent Floor Show 


Café Montclair Keyhole Bar 


HOTEL MONTCLAIR 


LEXINGTON AVE., 49th TO 50th STS. 


NEW YORK CITY 
In the New Smart Center of New York 
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Shop the Mar- 
bridge Building — 
Headquarters for 
Value and Style 


Under one roof... the showrooms 
of the shoe industry’s leading man- 
ufacturers ... easily accessible to 
retailers and buyers, who, in one 
visit, may learn all that is new and 
smart in the shoe world. 


The coming season’s outstanding 
shoe styles are on display now at 
the Shoe Buying Centre in New 
York . . . the crossroads of the 
trade... the Marbridge Building. 
Come and see them before you buy! 
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Comfortable and friendly hospitality has written 
a fine enduring tradition into the history of this 
famous hotel. When the question arises, “Where 
to put up in Philadelphia?’”—the knowing 
answer is, inevitably, “The Bellevue Stratford.” 


@ In Ye Olde Tappe Roome, — before and 

Che after theatre, concert or “the Game” — 
travelers and Philadelphians are enjoy- 

ing the appetizing dishes and combina- 

tions for which The Bellevue is famous. 


IN PHILADELPHIA . .. CLAUDE H. BENNETT, Gzneral Manager 
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Thomas F. Anderson Dies in Boston 
Secretary of New England Shoe and Leather 


Association for 25 Years, He Served the 
Industry Faithfully and Well. 


Boston—One of the friendliest of 
men, loyal, efficient and ever persever- 
ing, has been lost to the shoe and 
leather trade in the death, Dec. 22, of 
Thomas F. Anderson, secretary of the 
New England Shoe and Leather Asso- 
ciation. This. position he had filled with 
honor since 1909, a span of more than 


25 years. 


{ 
| 





| 





THOMAS F. ANDERSON 
1867—1934 


It is difficult to choose from the 
wealth of material those achievements 
which will picture him as we of the 
trade knew him. He led the industry 
in New England in its fights against 
the pure shoe laws. He scented the 
danger to that portion of the country 
which he called his home, in various 
tariffs introduced in the Congress of the 
United State. His was the guiding hand 
which made the Boston Shoe Fair an 
annual success over a period of many 
years. His last big job was to prove 
that New England, under the code and 
with no participating fee, could put on 
its annual show with one of the largest 
registrations in the history: of that 
event. 

It was just after the last Boston show 
in July, at the age of 67, that he be- 








NO MORE ADVERTISING 
IN EDITORIAL DRESS 


We ask at this time the cooperation of 
advertising writers and advertisers so that 
hereafter, in the preparation of their adver- 
tising display, they will refrain from composi- 
tion and design simulating editorial pages. 

We will not say that the imitation of the 
editorial page set-up is for the purpose of 
deceiving the reader into believing that the 
product so publicized carries with it the en- 
dorsement of the paper. We feel that anyone 
who has a message has a hundred or more 
type faces to choose from and innumerable 
ways to tell his story without deliberately 
using the style format, type and appearance 
of the editorial page. 

We refuse to run any advertising display 
designed to simulate editorial pages. 





came ill. With characteristic pertinac- 
ity he refused to acknowledge defeat 
and, with the briefest of vacations, 
spent in Nova Scotia, the land of his 
birth, he carried on the multitudinous 
details of his office, giving assistance to 
manufacturers, tanners and even re- 
tail merchants with an equally char- 
acteristic thoroughness. He believed in 
the doctrine of cooperation and prac- 
ticed it during every long working hour. 

“Tom,” as he was known to thou- 
sands, also served as secretary of the 
Boston Boot and Shoe Club and, inter- 
esting himself in the problems of the 
wholesaler, undertook to clear them up. 
So well did he do this that he was 
given another secretaryship—that of 
the National Boot and Shoe Wholesai- 
ers Association. He had served, fur- 
thermore, as member of committee from 
the Boston Chamber of Commerce dele- 
gation when that body made its his- 
toric good-will tour of the South Ameri- 
can countries. During the course of a 
busy life he had met and made friends 
with many famous men. He was presi- 
dent of the Boston Association of Trade 
Executives during the Tercentary year. 

Let us close our tribute to “Tom” 
Anderson by relating one _ incident 
which well illustrates the reason for 
his success in his every undertaking. 


He came to Boston from Halifax, N. S.. 
determined to be a newspaper man. At 
that time he was 13 years of age. At 
that time, also, there were two en- 
trances to the building which then 
housed the Boston Traveler. Entering 
the one which led to the editorial rooms, 
he laid his case before the city editor. 
The city editor said no. This raw 
young cub, he felt, did not have in him 
the makings of a newspaper man. 

The city editor’s refusal meant noth- 
ing at all to the immature applicant. 
He emerged from the door he had en- 
tered, turned sharp right and landed 
himself a job in the mechanical depart- 
ment, where he set type and read 
proofs, until one day when an emer- 
gency made necessary another reporter. 
The city editor finally reached the me- 
chanical department in his search, and 
picked the proofreader whom he had 
once turned down. From the Boston 
Traveler he went later to the Boston 
Globe, where he became financial editor 
and railroad editor, serving 13 years. 

The shoe and leather trade bade good- 
by to its stanches supporter in the 
chapel of Cedar Grove Cemetery, Dor- 
chester, on Wednesday, Dec. 26. The 
BooT AND SHOE RECORDER extends its 
heartfelt sympathy to the surviving 
widow, Mrs. Jennie L. Anderson; and 
to his daughter, Mrs. Helen D. Smith, 
of Phillipsburg, N. J. 





DATES TO REMEMBER 


Twenty-Fourth Annual Convention of Na- 
tional Shoe Travelers Association, Inc., 
Statler Hotel, St. Louis, Mo., 

January 4-5, 1935 

National Shoe Retailers Association An- 
nual Convention, Hotel Commodore, 
New York City......... Jan. 6, 7, 8, 9, 1935 

Fourth National Shoe Display, National 
Boot and Shoe Manufacturers Asso- 
ciation, St. Louis, Mo....Jan. 7, 8, 9, 1935 

Northwestern Shoe Retailers Regional 
Association Annual Meeting, Hotel 
Radisson, Minneapolis, Minn., 

Jan. 13, 14, 15, 1935 

Michigan Retail Shoe Merchants An- 
nual Convention, Hotel Pantlind, Grand 
Rapids Jan. 20, 21, 22, 1935 

Middle Atlantic Shoe Retailers Associa- 
tion, Atlantic City...Jan. 21, 22, 23, 1935 

Indiana Shoe Buyers Week, Claypool Ho- 
tel, Indianapolis ....Feb. 10, 11, 12, 1935 

Texas and Oklahoma Shoe Retailers Asso- 
ciation Convention, Fort Worth, 

Feb. 4, 5, 6, 7, 1935 
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Bowling Shoes 
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BOWLING SHOES 
PRICE 
Men's Women’s Oxfords— 
$2.35 $2.25 5¢ less 
Combination Sole 
Right Foot 
Rubber Sole 
Rubber Heel 
Left Foot 
Buckskin Sole 
Rubber Heel 


BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts., Philadelphia 


No. 224 
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Riding Boots 
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JUSTIN BOOTS 


A COMPLETE LINE OF STYLES IN Pe) 
STOCK AND CUSTOM MADE ( 
Riding, Cowboy and Lace Boots ie. 

Write for C y 


atalog X 
H. J. JUSTIN & SONS, Inc. 


PORT WORTH, TEXAS 











Selling 


Blue Patent in Demand 


Boston, Mass.—The Colonial Tan- 
ning Company reports an unusually 
large demand for blue patent leather 


for the coming season. This includes 
both Marine Blue and Clipper Blue. 
This company, which makes patent 
leather exclusively, reports that No- 
vember, 1934, was the best in their his- 
tory, measured by volume of sales. Net 
sales were 1,175,617 feet, which also 
was the second largest volume done in 
any one month of the company’s his- 
tory. 


Innes Showing Hand 
Lasted Shoes 


Los ANGELES, CALIF.—The Innes 
Shoe Co. is all of its southern Cali- 
fornia stores is showing hand lasted 
shoes in abundance right now. Selling 
at $12.50 and coming in either black 
or brown, kid or suede, comparatively 
low heels, sensible toes, from 1-eyelet 
to 4-eyelet ties, the store emphasizes 
above everything in the shoe construc- 
tion the light weight, feather-welt soles. 
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West Coast Betting on Blue 


Los ANGELES, CALIF.—Blue will have 
an important place in the picture dur- 
ing the coming early Spring months. 
This opinion seems to be practically 
unanimous. Blue kid, according to Al 
Gude, of Gude’s, will have a spot loca- 
tion. This is echoed by V. M. Curtis, 
buyer for The Broadway Department 
Store; Ben Willens, buyer for Colum- 
bia, and Paul Kirsh, buyer and stylist 
at the J. W. Robinson Company store. 

Naturally, Mr. Gude qualifies blacks 
and browns in kids will always be 
prominently in the picture. Gabardines 
in blue will be played up conspicuously 
and brown and black in these will not 
be overlooked. Linens with various 
leather trims will be shown. In the 
spectator groups, white buck will again 
predominate with either blue or brown 
trims. It is expected that more blue 
trims than brown will be sold during 
these early months of the new year. 

In the matter of color, blue is hold- 
ing . ; own now and is due to be out- 
standing during the months of January 
and February, Mr. Curtis adds. Stitch- 
ings and stripings play a big part in 
the shoes to be shown for early Spring 
at his store. Kid will be the dominat- 
ing material. 

Dark blue rather than lighter tones 
in blue have been selected by Mr. Wil- 
lens. In active sports and spectators, 
blue will also have a big place, quite 
largely in combination. However, Mr. 
Willens is banking on kids to lead 


among the materials offered, but in ac- 
tive sports and spectators he will be 
showing a fine line of white baby buf- 
faloes and gazelles. He reports sales 
for the first half of December to be 
more than 45 per cent above those of 
the like period in 1933. 

Mr. Kirsh thinks the season will be 
bluer in the right sense than any past 
season. He places black second, and 
brown third. Gray is coming into the 
picture for fourth place. 

Patterns, he believes, in dark dress 
shoes will be fairly conservative with 
1 and 2-eyelet ties and 4 and 5-eyelet 
oxfords predominating. Pumps will also 
be in the picture as usual, but second 
in importance. Treatments more smart 
than ever are in prospect, with stitch- 
ing and striping in appealing designs 
even more than those of last year. 
Heels on the average will run a little 
lower. 

Slipping over into cruise and resort 
shoes, white buck or materials resem- 
bling it will loom large, including ga- 
zelle. Genuine morocco in active sport 
types is also due for an inning. Fabrics 
in white and in natural colors, and 
linens in white, blue, brown and pastels 
are on the way. Patterns in the cruise 
and resort shoes include not only those 
mentioned for regular dress shoes, but 
in addition the sturdy peasant types. 

Sales in the department are appre- 
ciably above those of a year ago and 
early Spring selling is expected to be 
brisk. 





Gray and Brown Buck 


HoLLywoop, CaLir.—Dick Grobaty, 
manager of Sidney’s, Ltd., fashionable 
men’s store adjacent to Fox Films, 
Inc., 1433 North Western Avenue, finds 
moving picture men, both actors and 
other studio employees, very partial 
right now to gray and brown buck. 

Both wing tip and plain toe with 
only medium spade are preferred in 
this number. It is a semi-sport shoe 
with a heavy crepe rubber sole. In 
more dressy shoes there is a smart de- 
mand for a very plain brown calf, 
medium toe, plain tip and a last al- 
most English in type. A heavier brown 
with large brass eyelets, though not 
otherwise extreme in pattern, and not 
too noticeably grained, also is popular. 


All Whites Best Sellers 


RocKaway Beacu, L. I., N. Y.—A 
census taken among shoe dealers in 
this area, which caters each Summer 
to hundreds of thousands of seasonal 
residents as well as transients, revealed 
that last Summer’s sport shoe sales 
showed white shoes by far the best 
sellers. Black and white were next in 
demand, followed by brown and white. 
In the Summer of 1933 black and white 
shoes were the most popular sellers. 


Factory 
Changes 


Godman Factory Expands 


LoGAN, OH10—The H. C. Godman Co. 
has completed the installation of a con- 
veyor system in plant No. 11 at Logan, 
which has been in operation for almost 
a year. Repairs were also made to the 
annex of, this plant, and equipment has 
been installed in the annex, which will 
permit of every operation from lasting 
to packing. 

A group of Godman executives con- 
sisting of Frederick A. Miller, presi- 
dent; Thomas E. Kavenaugh, vice- 
president, and Claude Swinney, factory 
manager, recently inspected the im- 
provements. 


Equip New Factory 


SEABROOK, N. H.—Barr & Bloomfield 
Shoe Mfg. Co. are getting under way 
in their new factory. They are equip- 
ping this factory to make approxi- 
mately 100 cases of Compo shoes per 
day. 
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Obituary 


J. C. Fedler, Sr. 


LOUISVILLE, Ky.—J. C. Fedler, Sr., 
83 years old, founder and president of 
the Boston Shoe Company, died of 
pneumonia at 1:20 o’clock Friday morn- 
ing, Dec. 7, at St. Joseph’s Infirmary. 

Mr. Fedler’s health began to fail 
four months ago. Up until then, though 
retired from active management of the 
business, he visited the store at 417 
South Fourth Street daily. He was 
taken to the infirmary Sunday, his 
sixty-fifth wedding anniversary. 

A native of Wisconsin and a former 
operator of a general store at Hurley, 
Wis., Mr. Fedler, with two associates, 
came here forty-four years ago. They 
had intended going into business far- 
ther South, but, seeing the advantages 
when they stopped off in Louisville, 
started their business here. Mr. Fedler 
obtained sole ownership later. 

The site of the original store, the 
oldest shoe store on Fourth Street, was 
the old Masonic Building at Fourth and 
Liberty Streets. It was later moved a 
few doors south and then to its pres- 
ent location. 

Mr. Fedler was a member of St. 
Brigid’s Catholic Church, the Board of 
Trade and the Retail Merchants’ Asso- 
ciation. He is survived by his wife, 
Mrs. Augusta Fedler; two sons, Fred 
C. and J. C., Jr., associates in the busi- 
ness; two daughters, Mrs. Mary Kal- 
tenbraun and Mrs. Rose Hickey; twelve 
grandchildren and four great grand- 
children. 


Ralph Stadeker Dies 


Cuicaco—Ralph Stadeker died sud- 
denly Dec. 38. The funeral was on 
Wednesday, Dec. 5, at 11.00 a. m., from 
Furth Undertaking Parlors, 936 East 
Forty-seventh Street, Chicago. Mr. 
Stadeker was formerly with E. P. Reed 
& Co., representing them in Chicago 
and Illinois for many years. He re- 
tired about three years ago, and his 
wide circle of friends, especially the 
merchants he served so well over such 
a long period of years, will note his 
passing with sorrow. 


Charles H. Foster 


Lynn, Mass.—Charles H. Foster, of 
the former Lynn firm of Allen, Foster 
& Willett, died at his home in South 
Wolfboro, N. H., last week. He was 
born in Salem, N. H., 74 years ago. 

In 1908 he became a member of 
Allen, Foster & Willett, leading mak- 
ers of women’s shoes, and he contin- 
ued until he retired and went to South 
Wolfboro to make his home. 

He was a member of Masonic bodies 
in Lynn and Wolfboro. He is survived 
by his wife, his son, three grandchil- 
dren and two sisters. 
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Seaton Alexander Dies 


WHEELING, WEST VA.—Seaton Alex- 
ander, president of Alexander & Co. 
died Christmas morning, aged 74. Mr. 
Alexander had a serious illness about 
a year ago, recovered therefrom but a 
relapse set in and he died suddenly. 
Known the length and breadth of 
America as an outstanding merchant of 
shoes, he established principles of re- 
tailing that extended even to the point 
of operating without clearance sales. 
He served two terms as president of the 
National Shoe Retailers Association. 


Charles E. Locke 


Detroit—Charles E. Locke, former 
shoe manufacturers, died Dec. 10 at 
his apartment in Detroit. He was born 
in Detroit, March 9, 1858, and was an 
executive of two shoe firms, the A. C. 
McGraw Shoe Company, and the Men- 
zie Shoe Company, when Detroit was 
a shoemaking center. In later years, 
he became credit manager for Wright, 
Kay and Company, large Detroit jewel- 
ers. He was a colonel in the Michigan 
Light Guard, and a member of the 
Gristmill Club. 


Salesman Dies in 
Grand Rapids Fire 


LANSING, MicH. — John H. (Bob) 
Byrnes, 43, of Grand Rapids, Mich., 
a shoe salesman, was burned to death 
in the disastrous fire which destroyed 
the Hotel Kerns, killing nearly 40 per- 
sons Dec. 11. Byrnes was believed dead, 
no report having been heard from him. 
He had had an appointment with How- 
ard Schram, buyer for the Arbaugh 
department store the next day, and 
failed to keep it. His automobile was 
found crushed under the wreckage of 
the hotel. Byrnes was a representative 
of the Marsh Shoe Co., Milwaukee, Wis. 


Edward C. Jenner 


ALLEGAN, Micu.—Edward C. Jenner, 
79, for over 60 years in the shoe busi- 
ness in Allegan, Mich., died at his home 
in Allegan Dec. 3 after a short illness. 
Surviving are the widow, one son and 
three grandchildren. 


Keystone Slipper Co. 
Plans for Future 


PHILADELPHIA, PA.— The Keystone 
Slipper Co. of this city, makers of bou- 
doir and leisure footwear for women, 
state that they have heard of rumors to 
the effect that they were going out of 
business. Mr. J. H. Louchheim, presi- 
dent of the concern, states that such 
rumors are entirely untrue and they 
have no plans for the discontinuing of 
business either now or in the future 
and are as a matter of fact developing 
extensive plans for the coming spring 
season, and will exhibit their full sam- 
ple line in New York at the time of the 
N.S.R.A. convention period. 
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Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
rs Infants’ Soft Seles...0-3 
Intermediates ....... 1-5 
Flexible Hard Soles. .2-8 
Send for In-Steek 
Cataleg 


MRS. ae + IDEAL BABY 


Loeust St. Danvers, Mass. 











A 6 PP 


Men's and Women's 
Slippers 


86 6 6k hh PD 


EVANS’ SLIPPERS 
Hand turned — Cement 
Padded Sole 
For Men, Women, Children 
77 Styles in Stock 
Send for Catalog 
No. 1435R 
Hand. Tarted. 
“13. C. D,-E®. 


$2.40 


A 


L. B. EVANS’ SON CO. 
Wakefield, Mass. 








Store 
Changes 


To Sell High Grade Shoes 


MIAMI BEACH, FLA.—Tafson, 1039 
Lincoln Road, is a new shoe salon of- 
fering women’s fine footwear. Shoes 
by Laird-Schober will be featured. 
Julian Tafson, a shoe merchant with 
20 years of experience in the business 
back of him, is manager. Matching en- 
sembles of hats, bags, shoes and hosiery 
are to be specially featured. 


Yancey Opens Store 


ATLANTA, GA.—Boyce Yancey, well- 
known Atlanta shoe dealer, has opened 
a new store at 114 Peachtree Street, 
N. E., in the Piedmont Hotel Building. 
The store, which is one of the most 
attractive men’s shoe stores in the city, 
is handling Taylor-Made Shoes, Bos- 
tonians and Foot Saver Shoes. It is 
located on the site formerly occupied 
by the Nettleton Shoe Store for a num- 
ber of years. 
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Spats 
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MOST INGE 
DEMANDEs 


Consistent advertising, 
expert styling, best qual: on 
ity cloth and fine tailor- & 7 






BOND — 
street Opal 
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Dancing Shoes and Taps 


EO 6 OF Ee 


TAP 
DANCE 
SHOES 
In 
BLACK CALF 
PAT. LEATHER Stock 


Women’s 
A-B-C 22-8 Misses’ 
$1.55 A-B-C II -2 


Owens SHOE Co. = 


28 Goodhue St., Salem, Mass. 











About People 


Fleur Fenton With Delmac 


New YorkK—Delmac System Corpo- 
ration has announced the appointment 
of Miss Fleur Fenton, formerly mer- 
chandising counsellor and columnist of 
the New York World-Telegram, as pro- 
motion and publicity director. 





Promoted to Manager 


Akron, O0.—Norman Sherman, for- 
merly identified with the shoe depart- 
ments of the C. H. Yeager Co. depart- 
ment store here, has joined Jacobson’s 
in Ann Arbor, Mich., as shoe buyer and 
manager of the shoe department. 
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Schnetke to Push New Line 
for O'Donnell Shoe Corp. 





EDWARD W. SCHNETKE 


St. Paut, MINN.—Edward W. 
Schnetke, associated with the Boyd- 
Welsh Shoe Co. for the last 18 years, 
has joined the staff of the O’Donnell 
Shoe Corporation of this city. His 
work, which includes styling and pro- 
moting the sales of a new line, known 
as the “Florence Nightingale Voca- 
tional Shoe,” will take him into the 
larger centers between Chicago and 
New York. 

This line, made by a new process 
which produces an extremely flexible 
shoe with all the durability of the welt, 
is intended, as its name implies, to 
meet the needs of the woman in busi- 
ness who must have comfortable, dur- 
able and styleful footwear. 

“Florence Nightingale Vocational 
Shoes” will be priced to retail at $6.50 
and will be distributed under an ex- 
clusive agency franchise. 





Will Help Merchants 


to Sell Hosiery 


New York, N. Y.—M. Goodman & 
Son, of 294 Fifth Avenue, manufac- 
turers of full-fashioned hosiery for 
women, announce the appointment of 
Charles K. Rudman as Sales and Pro- 
motion Manager. Mr. Rudman, for- 
merly a _ sales consultant and well 
known as an author of books on sales- 
manship, plans an intensive promo- 
tional campaign which will get under 
way about the first of the year. Jack 
Goodman, a member of the firm, says 
that the sales staff will be increased 
and that the promotional efforts now 
being planned will have as their objec- 
tive assisting retail merchants ‘more 
easily and quickly to reach the ulti- 
mate consumer. 


Poltera Goes to Denver 


DENVER, CoLo.—W. B. Poltera, for- 
mer Kansas City manager for Baker’s, 
has become Denver manager, succeed- 
ing Minor Ridgill, who has been trans- 
ferred to Kansas City. Poltera was 
assistant manager in Denver. about 18 
months ago. From here he was trans- 
ferred to Minneapolis as assistant, 
where he was stationed about a year. 
For the last seven months he has been 
in Kansas City. 





Smith to Head Another 
U. S. Rubber Division 


New YorkK—F. B. Davis, Jr., presi- 
dent of the United States Rubber Com- 
pany, has announced that Herbert E. 
Smith, vice-president, in addition to his 
duties as general manager of the 
Mechanical Rubber Goods Division, 
which includes the wire department, 
will assume the general management of 
the General Products Division, which 
includes druggists’ goods, specialties, 
bathing apparel, golf balls and soles 
and heels. 

Mr. Smith has been associated with 
the company for many years, and is a 
member of the executive committee of 
the Board of Directors. 





New Nisley Manager 


Lone BeacH, CAL.—Thomas H. Wal- 
ters has been appointed branch man- 
ager of Nisley Shoe Company’s store at 
209 Pine Avenue here. He succeeds Al- 
fred Shutt, who has been transferred 
to East St. Louis, Ill., to direct all 
window and store displays for the en- 
tire Nisley chain. Walters has been 
with the Nisley organization since it 
opened the Long Beach branch more 
than two years ago, and he had been 
in the shoe business in this territory 
for many years prior to that. He 
comes now from San Diego, where he 
had managed the Nisley store for 18 
months. 


E. A. Thatcher Honored 


DaLuLas, Texas — E. A. Thatcher, 
credit manager of Volk Bros. Co., has 
been elected president of the Dallas Re- 
tail Credit Men’s Association. J. P. 
Olive of Titche-Goettinger Co., was 
elected first vice-president. 


Santa at Marott's 


INDIANAPOLIS, IND. — The annual 
Christmas party was held in Marott’s 
Children’s section the week before the 
holiday. Each day at 2 o’clock Santa 
Claus arrived in his sleigh bringing 
little Mary Christmas as a delightful 
surprise. The party was open to all 
children, who received some little gift 
from Santa. In past years, the at- 
tendance reached three hundred little 
visitors each day and the party was 
the talk of the town. 

The picture shows some of the early 
arrivals at last year’s party on the 
first day. 
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Giant Shoe Ads 


DetroIT, MicH. — The shoe depart- 
ments of Ernst Kern Company, de- 
partment store, occupied a _ leading 
space in a special forty-page tabloid 
insert in Detroit newspapers for a two- 
day sale this week. The tabloid was 
so large that a half-page directory of 
the advertising was given. 

Special arrangements were made to 
allow customers to use the bank pay- 
off checks now being distributed to 
facilitate shopping. An inventory of 
the advertising showed the follow- 
ing shoe departments, probably the 
largest amount of space shoes have 


1934 


Used in Detroit 


ever received locally in a single store, 
as advertising: 

The full back page, devoted to 
women’s shoes and arctics; half a page 
to women’s Universal shoes, dividing 
the page with an attractive hosiery ad- 
vertisement; a half page ad of men’s 
hose; a quarter page for men’s gift 
slippers; a half page of children’s 
Pillo-Fut shoes; a half page of women’s 
novelty and Florsheim shoes; a full 
page devoted to gift slippers; a half 
page of small ads of children’s foot- 
wear; and numerous smaller boxes de- 
voted to smaller shoe sales. 





Shoemakers Dined 


Lynn, Mass.—The Gregory & Read 
shop crew, 600 in number, had a tur- 
key dinner recently, also the annual 
meeting of the Mutual Benefit Society. 
Harry Read said that it looks like a 
steady run, and a long one for the start 
of 1935. F. E. Gregory, on the road, 
sent his best wishes. John M. Read, 
being sick, could not attend. 


D. Myers & Sons Occupy 
New Building 


BALTIMORE—In keeping with a policy 
adhered to for 25 years, that real ser- 
vice is the keystone on which a con- 
stantly expanding business must be 
built, D. Myers & Sons, Inc., are mov- 
ing into their now home which occu- 
pies approximately 30,000 square feet 
of floor space, all on one floor. 

This additional floor space, plus a 
most efficient shipping department, and 
the fact that the entire organization is 
on a single floor, will greatly increase 
the efficiency and rapidity of order 
filling. It has been this firm’s policy 
to ship all orders the same day that 
they arrive, and this has been possible 
on all but a very few occasions such 
as the rush season periods when orders 
generally come in at such a pace that 
it is humanly impossible to handle all 
of them in a single day. But this con- 
tingency has now been completely 
averted, and it will always be possible 
in the future to guarantee and main- 
tain a one-day service throughout the 
busiest of holiday seasons. 

This, of course, means a great deal 
to the retailer; for the Myers new 
home will virtually be a stockroom for 
him carrying hundreds of styles in all 
sizes and widths and yet not costing 
him any of the worry and expense of 
maintaining his own, and enabling him 
to carry a normal stock on hand at all 
times, knowing the minute he is short 
of a single number he can simply rush 
it to D. Myers & Sons, Inc., and his 
order will be filled immediately, the day 
it is received. This is a very distinct 
advantage, and should offer this fast 
moving house a greater opportynity to 
augment their rapidly expanding busi- 
ness. 


"Providence Day" Success 


PROVIDENCE, R. I.—Shoe retailers 
generally received some encouraging 
business on “Providence Day,” staged 
cooperatively by leading retailers of 
the city on Dec. 4. Frank E. Ballou, 
veteran shoe retailer, was one of the 
Day’s most active workers. Mr. Bal- 
lou is chairman of the Retail Trade 
Board and in that capacity served as 
a leader in the promotion. 

Harold Ballou, F. E. Ballou & Co., 
reported sales on that day as “very 
good,” far exceeding those of the last 
Providence Day. Other leading shoe 
retailers seemed to agree with Mr. 
Ballou that business on that day was 
very encouraging. 

The promotion bids a great deal for 
suburban and nearby town and city 
trade which makes it a worth-while 
promotion. Christmas merchandise 
sold freely, it is reported, with slippers, 
hosiery, handbags being the three 
major lines featured by most shoe 
stores. Some featured ties and scarfs, 
also. 


Unique Slipper Advertising 


DetrRoIT, MicH.—Outdoing anything 
hitherto seen in Detroit shoe advertis- 
ing, J. L. Hudson Company devoted all 
but one column of a full newspaper 
page on Wednesday to slipper adver- 
tising for Christmas gifts. The ad led 
off with a splash head streamer, “They 
all want slippers!” and then followed 
with four columns of cuts, using seven 
to ten illustrations apiece. The illus- 
trated slippers were carefully classed 
into: “If warmth and comfort are most 
important”; “If they like fluff and 
frivolity”; “If they take to the more 
tailored styles’; and “For Children— 
on their own floor.” The inclusion of 
a brief sentence of description was im- 
portant in giving body to the copy. 


New Galosh Appeal 


SaLt LAKE City, UTaH—The Keith 
O’Brien, Inc., 56 East Broadway 
“cashed in” on stormy weather recently 
with an advertisement on _ galoshes, 
reading: “Stay Home? Why Should 
You!—When you can keep warm and 
dry in these galoshes?” 
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Women's Shoes 
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KUSH-IN-EZE 


HAND TURNED 


FOOTWEAR 
IN STOCK 
No, 202 Black 


VA UGHAN-TOWLE. co. 
WAKEFIELD, MASS. 
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Men's Shoes 
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"HIGHEST. GRADE ONLY” 
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Shoe Shrinker 
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cktahiatus ; 
SHOE SHRINKER 


Stops refunds. Gives a perfect fit to shoes 
that slip at the heels or gap at the sides. 
Shrinks leather or fabric and does a per- 
fect job. 


f»~ May we send you more information? 
KS) LIGHTNING SHRINKER INDUSTRIES, Inc. 
SA 209 SOUTH STATE STREET, CHICAGO 








K. C. Johnstone Honored 


New ORLEANS, LA.—K. C. Johnstone, 
merchandise manager of the D. H. 
Holmes Company, Ltd., has been named 
chairman of the Retail Merchant’s 
committee of the Association of Com- 
merce under reorganized rules of the 
association. He succeedes Jules J. 
Paglin, of the Sam Bonart Company, to 
the chairmanship of one of the most 
important units of the organization. 
Wharton E. Mourney was named vice- 
chairman. Formerly, when the commit- 
tee functioned as a bureau, there was 
no vice-chairman. 






































AST 


Page 324 


JANUARY SALE DISPLAY CARDS... 
PRICE TICKETS...and WINDOW STREAMERS... 


NOW READY! 





Feature Pointers 


INFORMATIVE ARROWS point out visible and 
in-built values. They are gracefully and securely 
placed with the aid of adjustable Polly Clips. 















REVEAL the fine wearing qualities of your mer- 
chandise with PRECISE information through your 
windows. You can turn a window shopper into a 
sure customer by pointing out the quality fea- 
tures of your shoes. 


The ARROWS are available in two 
colors: corn with green border, or 
buff with green border. Choice of 
forty selling phrases, or blanks. 


12 dozen (printed or blank)..... $2.00 
flags - alinss Oo ON Bs0e0s 1.10 
3°? < * ode oer ys -25 
SPECIAL: 
ONE GROSS ARROWS AND ONE GROSS Arrow Sales Messages, 
POLLY CLIPS...... @ ONLY $5.00 on request. 
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DONT YOU COME 


WE HAVE SOME 


GIFT SUGGESTIONS 








December 29, 1934 





DECEMBER 


Bright red and green design on 
a snowy white background. 


Size 8” x 14” 


COMPLETE TEXTS 


sent on request 


4 cards—Women’s Shoes 
2 cards—Men’s Shoes 

1 card—Children’s Shoes 
1 card—Hosiery 


6 cards—On Store Service. 
Fitting, Quality, Etc. 


Single Cards: 60¢ each 
Without Text: 35¢ each 


The PRICE TICKETS 
illustrated below har- 
monize perfectly with 
this CHRISTMAS win- 
dow display card. 





USE SALE STREAMERS 
ON YOUR WINDOWS 














“Cr Streamer: Red border and “Sale” on white. 
Midnight blue Size: 24” long—5” wide. Price: 3 for 25¢— 
and vermilion 10¢ each. 


design on buff 
board. (Tickets: Priced below. Size 114” x 234”) 


—” 


‘ 











Attractive Hand Lettered Price Tickets 

IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 
WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 
“J”—Polly Clips for tickets: \% gross $2.25 

(adjustable—tilts at any angle) 1 gross $4.00 

“K”-Shoe Carton Tickets: 500 @ $1.25, 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 


, 1i-> 
y 





soy 
White board; 
SALE in bright 
red; royal blue 
design (also 
without “sale”). 
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ORE SHOES! 


Annual Display Card Service 
Includes 
EXCLUSIVE FRANCHISE is given with annual card service 


to one merchant in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may 
exchange any cards received for others ot the current month, 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets with prices as wanted, 
to assure well blended trim, are 35¢ per fifty, additional. 


HOLDERS 


Oval base — bur- 
nished gold— 
three color trim. 


sk 


lag oa 
. Smart. 
Comiortable 


These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 





Merchants Service Dept. 
BOOT AND SHOE RECORDER 


209 So. State St., Chicago, Ill. 


Select the Service You Wish— 
Mail Coupon—See Sales Jump! 


SERVICE NO. 1—$5.00 monthly: 
12 display cards ... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
8 display cards . .. 4 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 
6 display cards... 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
4 display cards ... 2 holders... 
50 blank harmonizing price tickets 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


Please enter our order for the Recorder “Selling 
Message,” beginning with January, for card service 
» for one year, consisting of 
holders (with the first month’s service), 

blank tickets each month—OR— 
IMPRINTED tickets at 35¢ per fifty, additional, for 
which we wiil pay $ per year, payable $ 
per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 
WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 
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CLA/IFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


. . * 








SALESMEN WANTED 


SALESMEN WANTED 








ences. 





ONLY SUCCESSFUL SALESMEN NEED APPLY 


Prominent New York Wholesaler, featuring outstanding line of in-stock low 
and medium priced women’s novelty and sport shoes, also nationally known 
line beach and Summer sandals, has following territories open: 
State, Maryland, including Washington, Ohio, Chicago, St. Louis. 
Customers established but will only consider experienced shoe men with a 
trade following in their respective territory. Must be producer with Al refer- 
No interviews unless full details in first letter. 
Address D-968, care BOOT & SHOE RECORDER, 
239 West 39th Street, New York, N. Y¥. 


York 


New 








SHOE or finding salesmen. A chance for you 
to make real money selling Lightning Shoe 
Shrinker Iron; Full time or side line. Some 
good territories open. Give full particulars in 
first letter. LIGHTNING SHRINKER IND 
INC., 209 So. State Street, Chicago, Ill. 





SALESMEN, Commission basis, sell Amazing 
Hollywood Brushless Shoe Cream, also White 
Polish, to shoe and department stores. Must 
have established trade. Give experience in first 
-. Frenchee Chemical Co., Richmond Hill, 





Goon 7 TERRITORIES cpen for live salesmen. 
The fastest selling line of women’s novelties 
and jobs; also men’s and children’s shoes—all 
in stock. Commission only. Write at once de- 
tailing experience and references. A. Bloom 
Shee Co., 163 Lincoln St., Boston, Mass. 





ALESMEN with established territories for 

in-stock women’s novelties, $2 to $3 retailers. 
for following states: Connecticut, Rhode Is- 
land, Virginia, Pennsylvania, Ohio, Maine, New 
Hampshire. Straight commission. State full 
qualifications in first letter. Address D-981, 
care Boot & Shoe Recorder, 140 Federal St., 
Boston, Mass. 





HOE SALESMEN — handle side line well- 

known polishes and dyes. Progressive con- 
cern offers attractive commission. Limited ter- 
ritories open. Correspondence confidential. Box 
597, 303 West 42nd St., New York City. 





FoR Eastern West Virginia and Western Penn- 

sylvania, Eastern Pennsylvania and Central 
New York, Texas, Louisiana including New Or- 
leans. Only men that have following and are 
producers need apply. 5% commission basis 
only. Strong line popular price shoes in stock. 
Altman Brothers, 25 West Pearl Street, Cincin- 
nati, Ohio. 


| 





EPRESENTATIVES—tTen are needed with 

shoe selling exverience. Exceptionally at- 
tractive sales arrangement for men who qualify. 
Popular line that fits every season. State 
qualifications briefly. vive references. Com- 
pany with recognized reputation 37 years. Ad- 
dress D-982, care Boot & Shoe Recorder, 209 
South State Street, Chicago, IIl. 





MEN now calling on shoe stores and findings 
jobbers to sell new kind of white cleaner. 
Exceptional opportunity. Refer- 


Commission. 
Martin & Martin, Station D, 


ences required. 
Chicago, Il. 


MANUFAC TURER popular-priced line, hard- 

sole, cement-process Beach Sandals. Open 
for Salesmen South and Coast. Commission 
basis. Must have following volume buyers. 
Address D-985, care Boot & =" * aaaiaaai 239 
West 39th Street, New York, 








ARGE, NATIONALLY KNOWN MANU- 

FACTURER WANTS SIDE-LINE SALES- 
MEN TO CARRY SHORT LINE OF TURN 
SLIPPERS FOR MEN AND WOMEN: ALSO 
POPULAR-PRICE TURN STYLE SHOES. 
STATE TERRITORY COVERED AND REF- 
ERENCES. COMMISSION ONLY. _ AD- 
DRESS D-987, CARE BOOT & SHOE RE- 
CORDER, 239 WEST 39th STREET, NEW 
YORK, N. Y. 








LINE WANTED 


PACIFIC COAST OPPORTUNITY—Have 

sold over $400,000 of women’s Style Shoes on 
Pacific Coast in past three years—Factory is 
now closing—Am looking for a snappy "Sty 
line for coming season—Can produce profitable 
business— Best of references furnished. Ad- 
dress D-979, care Boot & Sh - - araataaal 239 
West 39th Street, New York, 








LINE WANTED 


EN’S OR WOMEN’S POPULAR-PRICED 

SPECIALTY LINE wanted by salesman 
with large following in Pennsylvania. Address 
D-983, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








WANTED -Line felt slippers, child’s leather 
strap or bare-foot sandals, to sell department 
stores in Chicago and surrounding towns. Ad- 
dress D-986, care Boot & Shoe Recorder, 209 
S. State Street, Chicago, Il. 
AN EXPERIENCED TRAVELING SHOE 
SALESMAN living in Kentucky desires a 
good, strong, popular-priced line of women’s 
novelty shoes. Have had 12 years’ and more 
experience on the road selling men’s and women’s 
specialty lines in Kentucky and West Virginia. 
Can give the best of references. Address D-989, 
care Boot & Shoe Recorder, 39th 
Street, New York, N. Y 





239 West 








POSITION WANTED 


HOE SALESMAN, 37 years old, with 15 

years’ experience selling shoes and managing 
stores. Will go anywhere. Best of references. 
Address D-984, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








SUCCESSFUL 
STORE MANAGER 
AVAILABLE 


The undersigned has been for fifteen 
years connected with an outstanding 
retail organization and for several 
years as manager of one of their most 
important stores. He has a thorough 
knowledge of operating systems and 
ideas that have been carried on both 
through the factory and the stores. Is 
desirous of associating himself with a 
quality organization or with a popular 
priced organization that is desirous of 
grading up and utilizing modern mer- 
chandising ideas and methods. Can 
produce records to prove the success of 
his operations. Best of references fur- 
nished. 


Address D-978, Care 
BOOT & SHOE RECORDER 
239 West 39th Street 
New York, N. Y. 




















mum charge 75 cents. 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. 


When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
§& Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Sef 
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POSITION WANTED 


POSITION WANTED 


SHOE DYEING 








and tact. 


GOING TO GRADE UP? 


A Shoe Buyer (Christian), who has a wide store of practical knowledge of 
buying and merchandising women’s shoes selling from $6.00 to $14.50, is open 
for a position. Salary to be based on percentage of profit gain. 

Fifteen years’ retail experience under and with some of the best shoe merchan- 
disers in the country. Eight years in executive capacity with one firm. I wish 
to make a connection with an organization which has the courage and vision to 
take full advantage of the present upward trend in business. 
Present connection satisfactory, but limited opportunity. 
Raised on good shoes, so know how to handle difficult trade with diplomacy 


Am a Southerner. 


ADDRESS D-988, CARE BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 








in touch with me. 





HAVE YOU A SICK SHOE DEPT.? 


A thorough shoe man well known in all shoe markets is open for 
a buyer’s job. Best of references from those few department stores 
with which I have been connected for the past 20 years. 
have a shoe department which is run down, it will pay you to get 


If you 


Address D-990, Care 
BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 














FOR SALE 


WANTED TO PURCHASE 





SIMPL sEX FOOT X-RAY MACHINE. Cheap. 
National Cash Register, built special for + 
store. Sternbach, 351 Canal Street, N. 
Tel. CAnal 6-0330. 








BUSINESS OPPORTUNITY 








WANTED 
Shoe Jobs for Export—Cash— 


P. FRANCO 
394 Broadway, N. Y. C. 





SHOES WANTED 


for women and children of Cam- 
bridge, Belmont and Watertown. 
To be sold through store in Har- 
vard Square, Cambridge, center of 
75,900 trading population. Good 
and steady purchasing power from 
these people. Prosperous old line 
businesses in other family needs— 
but no shoe store. Why? Your 
location man probably thinks of 
Harvard Square in terms of Har- 
vard students. Ask any retailer or 
the Cambridge Savings Bank (28,- 
000 accounts, $33,000,000 deposits) 
or Harvard Trust Company ($30,- 
000,000 deposits). Then — write 
George L. Dow, Brattle Building, 
Harvard Square, Cambridge, Mass., 
about an ideal store on approxi- 
mately your own terms. 








CASH PAID 
FOR ENTIRE OR PART STOCKS 
Shoes, Dry Goods or Clothing 
No Quantity Too Large or Too Small 
MAX KALTER & CO., INC. 


one Canal 6-4371 
581 BROADWAY NEW YORK CITY 








CASH FOR BRANDED SHOES 
RETAIL OR FACTORY STOCKS 


References: I. Miller, Nunn-Bush, o— Beck, 
Saks—5th Avenue, Melville, Bostonian 
BARIS SHOE COMPANY, io 
79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 5181 











AT THE NEW YORK SHOW 
Dr. J. M. Bernstein of the 
TECHNOPEDIC 


Institute of Foot Correction 


will demonstrate the Technopedic machine 
and explain in detail how a profitable and 
dignified business can be established with 
the Technopedic System of Foot Correction. 


Room 1268 


HOTEL COMMODORE 
January 7 to 10 


THE TECHNOPEDIC INSTITUTE 
140 Boylston St. Boston, Mass. 


Buyers of Surplus Stocks 


We will buy surplus or a, ag of shees 
from manufacturers, jobbers er 


QUANTITY NO ouuncr 
KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Werth 2-5377 and 5378 




















WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Leap ner Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 
89 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 

















—DYE YOUR OFF COLOR SHOES— 
TURN THEM INTO READY SELLERS 


For years we have dyed off color or sunvurned shoes 
black for particular shoe merchants with won- 
derful success. Pigment removed before dyeing. 
Returned clean inside and outside. Send trial order 
or write for particulars. Wholesale price 67¢ pair. 
ARTISTIQUE SHOE STUDIO 
5 N. Wabash Ave., Chicago 

















MERCHANTS’ NEEDS 








New Improved 


Pouy Cur 
for Price Tickets 
$4.00 82.25 
writs at cae anete 
M. D. POLLINGER CO. Holland Bidg., St. Louis, Mo. 








Pou SHOE 
OLDER. 


To properly display arch support branded 
shoes, golf shoes and fiber sole shoes. 
Always remains in the correct upright posi- 
tion. Occupies little space. Almost in- 
visible when in use. Will not fall over. 
Used for Men’s and Women’s shoes. 
$3.00 per dozen $1.65 per '/2 dozen 
M. D. POLLINGER CO. 
Holland Building St. Louls, Mo. 











PARAGON 


Shoe Stretcher and 
Lengthener 


HE latest and last word. Will outwear 
twenty-five wooden Stretchers—in fact 
lasts a life-time. Three size Lasts with 


each machine. $15.00 thru your Shoe 

Finder or direct from us. 

LAING HARRAR & CHAMBERLIN, Inc. 
Sole Agents 

43 North Third Street—Philadelphia, Pa. 








To Practice Foot Correction 


PORTLAND, ORE.— Capitalized for 
$25,000, the C & L Method of Foot Cor- 
rection has been incorporated this 
December in this city, by Vincent R. 
Casey, George A. Larsen, and M. M. 
Tonkon, who have filed incorporation 
papers for the company with the sec- 
retary of State at Salem, Ore. 
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Want Ads Bring Holiday Trade 


Sioux City, IAa—A number of Sioux 
City, Iowa, shoe stores cooperated with 
other merchants in that city recently 
in a Christmas Shopping Bag idea, 
which brought good results to most of 
the stores. 

A larger cooperative advertisement, 
four columns wide and ten inches deep, 
was run in the classified advertising 
section, with advertising copy made up 
in the form of want ads. This was in 
general conformity with the classified 
set-up. 

The advertisement had as an illus- 
tration a large cut of a smiling Santa 
Claus. Display copy said, “Jolly 
Santa’s Christmas Shopping Bag. Save 


time—save steps, shop here for your 
Christmas gifts and save money. Ads 
properly classified for your shopping 
convenience.” 

The copy of the various firms’ ad- 
vertising was set in six point type, 
ruled off like classified ads and placed 
under respective headings which read, 
“For Sister, For Father, For the Fam- 
ily, For Mother, For the Home, For 
Brother.” 

Shoe stores which cooperated in the 
event were H. & H. Shoe Co., 512 4th 
Street, Neisner Bros., 409 4th Street 
and the Up-to-Date Store, 714 4th 
Street. 





To Sell Webster 


and Crafts Lines 


Beginning the first of the year, Sid 
Minster, whose headquarters are at 
742 South Hill Street, Los Angeles, 
will carry the line of the Bates Shoe 
Company of Webster, Mass., and that 
of the G. P. Crafts Company, of Man- 
chester, N. H., instead of the Crafts 
line alone. The addition of the Bates 
line marks the resumption of an old 
connection, as Mr. Minster was asso- 
ciated at one time with the Bates Shoe 
Company for a period of 16 years. In 
addition to selling these two lines, he 
will also style the Bates line for his 
territory which extends from Denver 
to the Pacific Coast. Both lines will 
be on display at the Los Angeles Style 
Show, to be held January 16, 17 and 18. 


Travelers Stage Contest 


Los ANGELES, CALIF. — With the 
thought of arousing a greater spirit 
of cooperation among the retail mer- 
chants, jobbers and shoe travelers of 
the Los Angeles area, Joe Kalisky, 
president of the Shoe Travelers’ Asso- 
ciation of Los Angeles, announces that 
his association has inaugurated a com- 
petitive essay contest, the subject be- 
ing, “Why the Fourth Semi - Annual 
Shoe Exposition Should Meet With the 
Unanimous Cooperation of These Three 
Groups.” 

The awards will be made by a dis- 
interested committee and presented at 
the annual banquet to be held at the 
Biltmore Hotel, Los Angeles, on the 
closing evening of the exposition, 
Jan. 18, 1935. 

Mr. Kalisky looks for a very success- 
ful event and present indications are 
that the number of reservations made 
will show an increase over the exposi- 
tion of last June. The dates are thought 
convenient for most potential exhibi- 
tors, Jan. 16, 17-and 18. 


Nye to Address Merchants 


MINNEAPOLIS, MINN.—An_ address 
by Senator Gerald P. Nye will be the 
star event of the annual convention of 
the Northwestern Shoe Retailers Re- 


gional Association in Minneapolis, 
Jan. 13, 14 and 15. Mr. Nye, who is 
busy as chairman of the U. S.: Senate 
Arms Investigation Committee, will 
come especially from Washington for 
an address at the luncheon meeting, 
Jan. 14 in the Hotel Radisson. His 
subject will be “The Future of Inde- 
pendent Business.” All independent 
business men are invited to attend. 

The convention promises to be the 
best in years. Secretary H. S. MclIn- 
tyre reports that while three floors 
were reserved for exhibits by the shoe 
manufacturers at the start, already 
double that number have been found 
necessary. 


New Association Planned 


LonG IsLAND City, N. Y.—Boot and 
shoe merchants in the Long Island City 
territory are planning to organize an 
association. The unit will begin to func- 
tion shortly after the start of the new 
year. 

The Park Shoe Shop, Epstein’s Shoe 
Shop and the Shore Bootery were all 
opened in Rockaway Park recently. All 
of the stores are located on Rockaway 
Beach Boulevard. 


Beck Store in Hartford 


HARTFORD, CONN.—Air conditioning 
and display windows of exceptional 
size are among the features of the new 
A. S. Beck Shoe Co. chain unit which 
opened Nov. 23 at Main and Asylum 
Streets, the heaviest pedestrian traffic 
location in Hartford. The Hartford 
store is the 98th of the Beck chain, 
and the fourth in Connecticut, although 
there has been no Beck outlet in this 
city up to now. 

Architectural bronze and porcelains 
of contrasting colors are used in ex- 
terior treatment of the store, with dis- 
play windows said to exceed in size 
those of any other shoe store in Con- 
necticut. The main floor and the sepa- 
rate men’s department in the basement 
are finished with birdseye maple and 
trimmed in Mexican mahogany. The 
entire store is air conditioned. 


Tall Corner Window Display 





Los ANGELES, CALIF.—N. J. Hart- 
man, manager of the Nettleton Shop at 
432 West Sixth Street, former buyer 
for men’s shoes at Bullock’s, has in- 
creased the efficiency of his window dis- 
plays by this tall, corner display unit. 
It stands more than six feet high, is 
done in bright colors, with sloping 
shelves set at a 45-degree angie and 
each large enough for only one shoe. 

“Since these are in the corners they 
take up practically no space, are seen 
by the pedestrians from all sides as 
they approach, are built high enough 
to get the eye, set off the style of the 
shoe well and are in the range of good 
lighting always,” says Mr. Hartman. 
“Any window man using them, however, 
must remember that they must be tall, 
narrow, colorful and, as stated, in range 
of vision from all directions. Build them 
low like other fixtures and their spe- 
cial effectiveness is all gone. They did 
an especially good job for us this year 
in the matter of Christmas slippers.” 

Mr. Hartman’s December sales were 
well above expectations. 


College Girl Display 


LOUISVILLE, Ky.—The Stewart Dry 
Goods Company had an attractive in- 
side display to catch the eye of the 
college girl. Just beside the elevator 
in an oblong case between the doors 
was a display of shoes with accessories, 
and the caption on a card at the front 
of the case, “Minimum Shoe Require- 
ments for College.” 

Grouped effectively with hose and 
bag were a pair of gold strap evening 
slippers, dressy dull black kid pumps, 
a pair of rough brown leather oxfords 
with zipper fasteners, two pairs of 
black oxfords in combination leathers, 
and a pair of black satin mules. It 
was most suggestive and helpful to the 
college girl going upstairs to buy her 
Fall outfit, where she could stop on the 
way to try on shoes. , 


$1000 for an Idea 


LyNN, Mass.—A shoe firm has just 
bought an idea in last for $1000, and 
some take it to be a sign of a larger 
interest in the way that shoes fit. 
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Wouldn't Shoe Like to Know—? 


Et Paso, Texas—Near the front 
portion of a Thursday El Paso daily 
appeared an ad with a painter’s palette 
with legs attached and _ reading: 
“Wouldn’t Shoe Like to Know What 
It’s All About? See Friday’s Herald- 
Post, Popular Dry Goods Store.” 

“This was just a catch ad run to 
have the people wondering about our 
ad the next day,” said Manuel 
Schwartz, secretary of the Popular Dry 
Goods Store. 

“On the following day we ran two 
separate ads in the paper, one to the 
misses, stating: ‘All the Girls Are 
Swarming in for Sport Shoes,’ followed 
by three styles and prices. The other 
ad was on our Red Cross shoes, which 
fit all four of your feet—sitting feet 
and walking feet—and very, very 
smart this season.” 

According to the shoe clerks, they had 
many compliments on the palette ad- 
vertisement, which assured them that 
the ad did bring results. 


El Paso Store Robbed 


Et Paso TEX.—Two men held up the 
Thom McAn shoe store at 316 East 
San Antonio Street, and robbed it of 
$24.50 in cash. The men entered the 
store, according to Carlos Gonzales, as- 
sistant manager, and one of them pro- 
duced a quarter and asked for five 
nickles. I opened the cash register and 
it was then he produced a pistol and 
ordered me to hand over the cash, and 
being in a hurry the other man scooped 
it up and they fled. I and one of the 
clerks immediately gave chase and each 
took his man. With the aid of other 
pedestrians I followed my man into the 
Hilton Hotel lobby where he was 
caught, after throwing the toy gun 
away which was later found. The other 
man with the money escaped. 


Shoe Box Shop Moves 


LyNnN, Mass.—Frank C. Meyer Co. 
are moving their shoe box shop from 
here to the Katoma mills of the Monaco 
Spinning Co. of Lawrence, Mass., where 
they will increase their output. 


Store Has New Manager 


SHENANDOAH, IowA—Thomas Keen- 
an, Jr., is to succeed Kenneth Stoneman 
as manager of the Central Shoe Store 
here. Mr. Stoneman is now located in 
Salina, Kan. 


BOOTS AND SHOES 


Air-O-Pedic Shoe Co., Brockton, Mass. 

Alden, C. H., Co., Abington, Mass. 

Altman Brothers, Cincinnati, Ohio . 

Arnold, M. N., Shoe Co., No. Abington, Mass. 

Ault-Shackford Shoe Co., Auburn, M 3 
Ault-Williamson Shoe Co., Auburn, Me. ................000 000. eee reer eee eee 


Best Shoe Co., Boston, Mass. 
Blue Ribbon Shoemakers, Inc., St. 
Blum Shoe Mfg. Co., Dansville, N. Y. 
Boyd-Welsh, ne., St. Louis, Mo. 
Brauer Bros. Shoe Co., St. Louis, Mo. 
Brooks Shoe Mfg. Co., Phila., Pa. 
Brown Shoe Co., St. Louis, Mo. 


Cambrid 
Carmo § ae Mfg. Con St. Louis, Mo. 
Central Shoe Co., St. Louis, Mo 

Clapp, Edwin, & Sons, Ince., E. Weymouth, 
Colt-Cromwell Co., New York City 
Connell, J. M., Shoe Co., So. Braintree, Mass. 
Curtis Shoe Co., Marlboro, Mass. . 
Cushman, Charles, Co., Auburn, Me. 


Dainty Maid Slippers, Imne., Brooklyn, N. Y. ..........0 eee eee ee eens 208, 206 
Dodge, Bliss & Perr 0., Newburyport, Mass 

Dorothy Dodd Shoe Co., St. Louis, Mo. 

Douglas, W. L., Shoe Co., Brockton, 

Drew, Irving, Company, Portsmouth, oO. 

Dunn & McCarthy, Ine., Auburn, N. 

I I I oo oo bes Ce che heh eenseeccrredersuneeenweteneeee 159, 


Eaton, Charles A., Coc, Brockton, MA88. ...... cc cccccc cece reer er cece cece eeeceres 185, 
Edgerton Shoes, Edgerton, Wis. 
Edwards, J., & Co., Phila., Pa. 
Elam, F. S., Son Shoe Co., Rochester, N. 
Endicott-Johnson Corp., Endicott, N. 
ao Jettick Shoes, Auburn. N. Y. 
Evans’ Son, L. B., Co., Wakefield, Mass. 


Fein & Glass, Inc., Reading, Pa ea 
Forest Park Shoe Company, St. Louis, Mo. ..... 6.6. cece cc eee ee ee eee ee eees ‘98, 
Friedman-Shelby Shoe Co., St. Louis, Mo. ......- 26. ccc cece eee eee eee eee eens 85, 


Gilbert Shoe Co., Thiensville, Wis. ........ ccc cece eee eee teen eee eeeenes 3rd Covers 
Golo Shipper Co., New York City... ... cece ccc r crc ccc cece cee ee eeescesencesecses 219, 
Green, Daniel, Co., Dolzeville, N. Y. 4 
Green Shoe Mfg. Co., Boston, Mass. ..........++- 


PE SS ETRE ee LECT ECCOT OT OT bef 
Hanan & Son, New York City 191, 
BEMweIeee SHOES Ca., Everett. Mase... cccccvccvccccccccsccccecscccessoccceesece 192, 


Hazzard, R. P., Co., .— Me. 
Huh Shoe Co., Boston. Ma 

Huth & James Shoe Miz. Co. MI MUMEO UII a ccc ceccaectecuacienceenanes 144, 145, 
Ideal Baby Shoe Co., Danvers, Mass. 

Johansen Bros. Shoe Co., St. Louis, Mo. 

Jefferson Shoe Company, St. Louis. Mo. 

Johnson, Stephens & Sh‘nkle Shoe Co., St. Louis, Mo. 

Julian & Kokenge Co., The, Columbus, 0 

Justin, H. J., & Sons, Inc., Fort Worth, 


131, 


MEE exc cuvecucuCNounacred 


fet E Cy PERO ee EEE ECE OL Ce rN ee fee 80 
e Rubber on” NS No vob k Cucb ed enekwan ens coca eeneuenel 211, 
1 


1 
» 126 


124 


83, 174 
- 205 


152 


212 
169 
152 

82 


166 


Keith, Geo. E., Co.. Brockton, Mass. .........cceec cece cece eee eneeesereeeees 160, 161, ps 


Keystone Slipper Co., Ine., Philadelphia, Pa 

Kirkendall Boot Co.. Omaha, Neb. .......c cece cece ccc r creer eceeeeeeeterereces 189, 
Kozy Komfort Shoe Mfg. Ge RONG WES acne coon co cuccicccecuevesvecanved 147, 
Lockwedge Shoe Corp. of America, Inc., Columbus, 0. .. 


Meis, Charles, Shoe Co., Cincinnati, 0. 
Melanson Shoe Co., Lynn, Mass. 
Metro Shoe Co., Boston, Mass. 


Miller Shoe Co. The, Cincinnati, 0. 
Minor, FP. W., & Sons, Batavia, N. Y. 


Neo Ped, Ime., Jersey City, N. J. ..ccccccccrcccvrcccccccccccsccseccees 140, 217, 


O’Donnell Shoe Co., St. Paul, Minn., and Humboldt, Tenn. ............ 125, 190, 
Old Colony Shoe Co., Brockton. Mass. 

Orthopedic Shoes, Inc., New York City 

Owens Shoe Co., Salem, Mass. 


Pedigo-Lake Shoe Co., St. Louis, Mo. 

Pennant Shoe Con, St. Louis, Mo. 

Peters. Branch of I. S. Co., St. Louis, Mo. 1.1... eee eee ee eee teen eens 98, 99, 162, 
Pied Piper Shoes, Wausau. Wis. 194 
Posner, Dr. A., Shoes, Inc., New York City 

Queen Quality Shoe Co., St. Louis, Mo. 21... eee c cere cece cece cree eeeeteeteetees 100, 
Racine Shoe Mfg. Co., Racine. Wis. peuverdcescevedanaceeutacsenanes 170, 
Rice-O’Neil Shoe Co.. St. — Mo. 

Roberts, Johnson & Rand, Inc., St. Louis, Mo. 

Robinson-Bynon Shoe Co., Auburn, Y. 

Sbicca, Inc., Philadelphia, Pa. 
Schworm and Finke, Boston, Mass. 
Selby Shoe Co., The., Portsmouth, O. 
Stacy-Adams Co., Brockton, Mass. 
Superior Shoe Co., Boston, Mass. ... 
Swan Shoe Co., Inc., Baltimore, Ma.. weees ‘ 
Pavler, BH. Wee Coriics Brockton. MAGS. 2.2... ccccccccccccccccccccccccccccccccescscs 187. 
Tupper, Inc., New York City and Brookiyn, N. ¥ 213, 214) 
Tweedie Footwear Corp., Jefferson City, Mo. ¢ 90, 
Union Shoe Mfg. Co., Sheboygan. Wis. .......-e cece cece cence ener er teense wereree 189, 
United Shoe Mfg. Co., St. WANS. 5, 5. de dden Jcckbaatnaseesauececcandeiacues 107, 
Vaughan Towle Co., Wakefield, wrepe 

Vitality Shoe Co., St. Louis, Mo. .. 
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To 
Our Advertisers 
In This Issue 





Blechinger Heads lowa Travelers 


Des MoINnEs, Iowa—O. R. Blechinger 
of Des Moines was elected new presi- 
dent of the Iowa Shoe Travelers’ Asso- 
ciation at the organization’s annual 
business session at Hotel Fort Des 
Moines Dec. 15. He succeeds Carl Ort- 
lund. Willard M. Griest of Des Moines 
was reelected vice-president and H. N. 
Gyldenvand of Des Moines elected sec- 
ond vice-president. J. E. William Pres- 
cott continues as secretary-treasurer. 

Due to the approach of Christmas, 
the attendance was smaller than usual, 
officers stated. Plans were laid for the 
coming year and announcement was 
made that headquarters may be set up 
for the organization in the Polk Build- 
ing in connection with offices of Mr. 
Gyldenvand. Meetings will be held on 
the first Saturday of each month, with 
the exception of the after-holiday ses- 
sion, set for Jan. 12. The shoe trav- 
elers expressed themselves as highly 
appreciative of the cooperation of the 
BooT AND SHOE RECORDER in their ac- 
tivities during the year. 
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BROWN and BEIGE 
lor 


BREAD and BUTTER 
BUSINESS 


The brown-and-beige shoe is not causing any stir this 
year from the standpoint of fashion, but manufacturers 
of staple shoes report that it is selling steadily, through- 
out the country, and especially in the South. It has a 
definite place in the average retail stock. We are 
experiencing a demand for each of the following colors: 


BELMONT BEIGE . . . Vode No. 51 

DEERTAUP E 2 . . .  Wode No. 223 
SPRING TAUPE . . . .  Wode No. 220 
FAWN BROWN. . . «Vode No. 222 


An excellent brown for use in combination with any one of these, 
or in a three-color combination with Belmont Beige and one of the 
three medium tones is 


MARRONA BROWN 
Vode No. 98 


This color is also selling well for use in 
all-over shoes. 


STANDARD KID. DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts. 
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The fastest moving SHOE HOUSE 
has MOVED into its NEW HOME! 





5 

















W: celebrate the 


New Year by moving 
into a New Home—the 
New Deal by presenting 
to you the outstanding 
achievement of 25 
years of progress—our 
New Spring Line. De- 
pend upon Myers for 
your instock novelties. 
- We endeavor to ship 
THE NEW HOME OF D. MYERS & SONS, INC.—This plant is located on Sherwood and all orders the same 


































Curtain Aves. at Aiken Street, but a few minutes’ ride from all railroad stations and two blocks 
from North Ave.--Lincoln Highway Route No. 1, from New York to Washington and the South. day received. 

















* * * * -« * 


The SWIRL SHOE will 


bring a SWIRL 
of PROFITS 
i to you! ie 











JANICE OXFORD—$2.10 FANITA OXFORD—$2.50 
47986—Mouse Swirl—Brown Calf Saddle ee ee Patent Tip 
; and Hee 
47988—Brown Swirl—Brown Calf Saddle §89169—Black Swirl—Black Patent Tip 
47989—Black Swirl—Black Calf Saddle and Heel 
18/8 Continental Heel— Widths AAA to C Spike Heel—Widths AAA to C 





BuLT 
IN 
Pan. 
See the Myers Line at the N. B. & D ° See the M Line at the N. R.S. 
t forget to attend .A.S. _— 
S.M.A.Show, Rooms 604-6, Jeffer- p 4 shoo at Hotel — = . A. Show, Room 1038 Hotel Com- 
son Hotel, St. Louis, Jan. 7th to 10th. Rooms 514-515-516, Atlantic City, modore, New York, Jan. 6th to 10th. 
Elkan Ries, Arthur Deich and Arthur N. J., January 21st to 23rd. Elkan Myers, Irving Gomprecht and 


Sinsheimer in attendance. Jack Croner in attendance. 


CURTAIN AT SHERWOOD AVE., BALTIMORE, MARYLAND 


fis D. MYERS & SONS, INC. 
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WHAT EVERY 
MERCHANT 
SHOULD KNOW 


‘E AMERICAN WEEKLY is adver- 
tising dynamite. This Mighty Maga- 
zine takes its power from the fact that it 


goes to tivice as many buyers as any other 





magazine—its biggest foree is concen- 
trated in the richest markets where most 


of the buying is done. If you want action 





in your store—stock and feature products 
that have the pressure of the largest 
magazine in the world behind them— 
display them in your windows, on your 


counters, in your own advertising. 











The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 597 of America’s 995 towns and 
cities of.10,000 population and over, The American Weekly concentrates 67% of its 
circulation. 


In each of 134 cities, it reaches one out of every two families 
In 125 more cities, 40 to 50% of the families 

In an additional 165 cities, 30 to 40% 

In another 173 cities, 20 to 30% 


... and, in addition, more than 1,885,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 


TH EAN ERICAN 
Seton WEEKLY. 


. “The National Magazine with Local Influence” 
Main Office: 959 Eighth Avenue, New York City 
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NATIONAL SHOE RETAILERS ASSOCIATION 


Convention Visitors 


are cordially invited to our exhibits at the 


Hotel Commodore 
New York City 


Rooms 825 and 829 


Many newly designed and beautiful shoes will be 
found in our display, embodying every modern 


method of construction. 


We are also loaning to the Retailers Association 
the educational exhibit which shows in consider- 
able detail the various steps in the production of 
all the different types of shoes, together with a 
large collection of footwear from all parts of the 
world and all periods. 


(Office Floor of Hotel) 


JANUARY 6, 7, 8, 9 and 10, 1935 


United Shoe Machinery Corporation 


Boston, Massachusetts 
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During 1934, Lewis Brothers of Joliet, IIl., 
have proved. what can be done with the 
HEALTH SPOT SHOE line and with one 
number in particular—SO88 made over the 
famous Brouwer Research Last No. 88 for 
women. 


We are proud to publish this very fine expres- 
sion of their appreciation and hope it will 
encourage other dealers to take advantage of 
this opportunity and get their share of 
HEALTH SPOT SHOE business during 1935. 


INTERIOR LEWIS BROS. STORE 
JOLIET, ILLINOIS 


BROUWER S 
R S.PATOFF 
aetasT No. OG 
PROGRESSIVE SHOE RETAILERS 


Style S088 7 318 N. CHICAGO ST. 1 PHONE 2-3418 
Black Kid, 6 Eyelet Tie JOLIET. ILLINOIS 


12/8 Heel Nov. 24th, 1934. 





Musebeck Shoe Co., 
Danville, Ills. 


Gentlemen: 


Our records show that the outstanding 
shoe in our store, the individual number on 
which more pairs were sold this year than any 
other shoe, is your S.088. 


We are therefore eager to convey this 
message to you; to congratulate you on the 
many splendid features and high quality that 
you have developed into a shoe that enables us 
to attain a high volume of sales at a most 
satisfactory mark-up. 


Although this shoe bears the same stock 
number that you had on it two years ago, the 
construction, fitting qualities, and general 
appearance is so vastly improved that there is 
really no comparison. 


It is evident that you are not content 
to rest upon your well earned laurels, but 
are striving each season to improve your 
product, with successful results. 


We are thankful for the privilege of 
the exclusive franchise in our city for Health 
Spot Shoes and assure you that we will endeavor 
to merit this confidence by continuing to 
increase our sales on the entire Health Spot 
line. 


“THE OUTSTANDING SHOE”— 


Volume plus isf. y kup equals satisfied 
dealers. HEALTH SPOT SHOES, especially Style 
SO88 for women, meet these requirements for estab- 
lishing a fine, steady business throughout the year. 


Write for “The Way To Foot Health”—sent free 
on request. Gives complete HEALTH SPOT SHOE 
story. 








MUSEBECK SHOE COMPANY 


Danville, Illinois 
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WALTER BOOTH 


ANNOUNCES 


A DRAMATIC INNOVATION 
IN THE MERCHANDISING OF 


Cio 
ie Hn 


Merchants everywhere have been asking for a $5.00 
line of CROSBY SQUARE Authentic Fashions... 
They wanted the zame. They wanted the fashion 
background. They wanted the national advertising. 
They wanted a share in Crosby Square's dramatic suc- 
cess—tor in many towns, and in many stores in other 


towns, $5.00 was the top price for a pair of shoes. 


NATIONALLY ADVERTISED IN TIME, ESQUIRE 
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. . . A broad line of Crosby Square 
Authentic Fashions to retail at $5.00. 


augmenting the present line of $6 and $7 retailers for 
the CLASS MARKET. . .adding all the power of Crosby Square 
promotion to a volume line at $5.00 for the MASS MARKET 


and extension of Crosby Square national 
advertising to every nook and corner of 
" America . . . . . through adding 
THE SATURDAY EVENING POST. 


yiving merchants what they wanted—a full Crosby Square line 
that everybody can sell... and a broader program to fhe/p them 
sell it, @ The augmented Crosby Square line and merchandising 
program deserves your very careful consideration as a backbone 
for your business. You are invited to discuss this important 
matter thoroughly with a Walter Booth representative before 
making any major committment for the coming season. 


AND NOW IN THE SATURDAY EVENING POST 


Crosby Sque 


NOW RETAILING AT $5.00 to $7.00 
‘WALTER BOOTH SHOE COMPANY, MILWAUKEE, WISCONSIN 
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“IN PROMOTING STYL-EEZ SALES 


TRUE STORY IS (ano nas seen) OUR 
No. | ADVERTISING MEDIUM” 


Says 
SELBY SHOE CO. 


RUE STORY Magazine has built 

its great circulation of 1,800,000 
copies monthly on the policy of real 
life stories written by readers. This 
unique editorial policy has created 
a new market of magazine-reading 
women. A market richly responsive for 
advertisers, because: 


1. The magazine is read predominantly 
by younger married woman in the ac- 
tive buying ages. 


2. Circulation is concentrated in the 

“mass” market, affording a coverage 

in homes of moderate income — the 
source of volume sales for all popularly priced 
merchandise. 


3. True Story’s dominant newsstand sale af- 
fords the advertiser a monthly recheck on 
reader interest with each re-purchase of the 


‘SLIP your busy young feet into StyiEex shoes and 


Pro pant partoranme betes i centrowmg °—~* 


jotn Your Public in excited admiration. Theis beauty 
will delight you .. . each lovely style bning de 
signed for the glontication of pouthtul test and to 
be tecttuily fletiern, where netury was though!ver. 
‘And best of oll, these modern shows let you step 
along with your rwain with newer ¢ murmured com 
plaint. The exchusive fenturee of Styl-Eas shows, s0 
cleverly concealed. ore your secret protection trom 
heed feet and that Inward roteting of the antie so 
fetal 0 a qrecwhil walk. Wear Styl-Bes this busy 
amaton for the twin joys of trot heeuty and comiort 


Dee Pons haemo ne ehapetin Range er: 


magazine. Thus the advertiser is assured of 
high reader attention for his message. 


These are the factors of advertising effective- 
ness which link True Story to Styl-eez. Here in 


True Story is a logical sales channel for all man- 
ufacturers of popularly priced women’s shoes. 


TRUE STORY 
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STYL-EEZ PAGE ADVERTISEMENT FROM 
DEC 1934 ISSUE OF TRUE STORY 








